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“NU-SERIES”™ 
DRIVERS 


The IRWIN “NU-SERIES" SCREW DRIVER line was designed to fill the needs 
of smart buyers who want a complete line of quality drivers to sell at prices that 
will provide quick turnover and good profits. 

The “NU-SERIES" line consists only of the better selling types and sizes. You 
will find no unnecessary duplications to clutter up your stock and there is a price 


to meet the needs of every customer. 


A few of the “NU-SERIES" are shown on this page—LOOK THEM OVER— 


ORDER FROM YOUR JOBBER TODAY. 


"300" SERIES — Large handle — smooth 
satin black lacquer finish—full polished blade. 
Made in all popular sizes, including the Stubby. 


"3000" SERIES—Full polished Phillips 
point blade—full grip handle with smooth black 
lacquer finish. Three point sizes including the 
Stubby. 


*300-C" SERIES —thin-biade type, full 
polished for electrical and radio work. Com- 
fortable black finish handle. 


"600"' SERIES — Drop forged and full 
polished blade. Perfect grip handle with hard- 
wood inserts, sizes 4''—6''—8" and 10". Also 
5'' square blade with wheelabrated finish. 


"400" SERIES —irwinoid amber plastic— 
unbreakable—shock-proof. Full polished blades. 
All good sizes. Also furnished in thin-blade 
and Stubby. 


"200" SERIES —Red lacquer finish with 
natural wood flutes. Blades bright tumble fin- 
ish. A real competitive driver. 


"500" SERIES _ i .winite green transparent plastic— 
MOLDED TO FIT THE HAND—Exclusive with Irwin. It is 
new and different from other plastic handle drivers. Fur- 


nished in 3'"'—4''—5'"' and 6" 


models. 


sizes. Also in the thin-blade 


ASK YOUR JOBBER FOR THE IRWIN "“NU-SERIES”! 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO 
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we promise you more profits! 


()' course dealers want more 
Revere Ware! We get phone 
calls and letters every day asking us for 
increased shipments. 

But, we get even more comments 
praising us for setting up a distribution 
system that permitted a// our friends 
to start out exactly where they left off 
in 1941. Though no one could possibly 
get all they want, every one of you 
should by now have had some Revere 
Ware, and not just promises. 

Also, as we've told you before, we've 
speeded up production. We've received 
and installed new equipment. Still more 
is on order. So, here’s one promise we 
can make! As a result of our improved 
facilities and our plans for new products, 





you will make more money this year on 
Revere Ware than you did in 1941. 

And, by the end of the year, with our 
production almost tripled, you should 
have enough Revere Ware to almost 
meet your demand. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York 


Ly npn 
e mess S* sf 


Listen to Exploring the Unknown on the Mutual Network every Sunday A 9 to 9:30 p.m., EDST. 
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Despite the problems incidental to swinging back 
into full-scale civilian production, there has been 
no slacking up by the Yale Moving Men — your 
old friends Quality, Reputation and Promotion. 

As always, this tireless trio is hard at work . . 
improving old products . . . developing new ones 

. and creating up-to-the-minute merchandising 
that will move these products fast! New displays, 
new sales helps are on their list — in addition 
to the regular SATURDAY EVENING POST 
advertising. 

So, with the forces that have brought Yale to 
world-wide leadership steadily growing in momen- 
tum, the handling of the Yale line will become in- 
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ARE SETTING THE STAGE 
FOR VOLUME SALES! 


creasingly profitable to all concerned. In the mean- 
time, keep posted on the Yale Moving Men for 
announcements of new products, delivery dates and 
plans for bigger and better sales. The Yale & Towne 
Manufacturing Company, Stamford, Conn., U.S.A. 


~YALE- 


YALE PUTS 3 BIG SALES MOVERS 
INTO YOUR BUSINESS 


THE NAME YALE HELPS MAKE THE SALE 
3 





Hardware Age, published every other Thursday by Chilton Co. ( Ine. ). Entered as oer <elons matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
9 


March 3, 1879 ( Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 








& 
Griswoid No. 8 Dutch Oven 
with Glass Cover 


& 
Griswold No. 6 Skillet 


THE GRISWOLD MFG. CO. 








An Unbeatable Combination 
for folks who like good food- 


OR 80 years Griswold Cast Iron Cooking Utensils 
have worked in kitchens the world over, hand in 
hand with good old fashioned recipes to give foods 
their most delicious taste and their full nutritive 
value. Today, Griswold Cast Iron Ware and those 
same time-tested recipes are being used by great- 
granddaughters of the first Griswold users .. . 
doing the same fine cooking job . . . As recon- 
version progresses and man power becomes 
available in greater numbers, we shall do our 
utmost to supply the demands of our many 
loyal ¢ustomers. Thank you for your fine 
spirit of cooperation and for your continued 


patience. 


& 
Griswold Corn 
Stick Pan 


ERIE, PA. For FO Years The Mark of Quality 
we 


MILLIONS OF WOMEN KNOW GRISWOLD 
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with 
STRONG, SHARP 
SALES APPEAL! 


C 66 
NEW! 6-piece Stainless Steel 





KITCHENIVES set. Extra keen, 
sharp-point blades . . . firmly 
riveted into genuine Rosewood 
handles. Attractively mounted 
on a white-painted Wood Wall 
Rack. Individually gift-boxed. 
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The JEWEL 
7he TIME-CHIME 


You'll easily sell this magnificent all- 
brass Colonial 2-door chime to cus- 
tomers who prefer period design— 
with a touch of the modern. With 
push button to match —in beautiful 
gift carton (approx.) $8.95, list. 


At last! A 2-door NuTone chime and 
kitchen clock with a dial that’s big 
enough to see... a Telechron electric 
clock, at that! A 9-inch-square, all- 
chrome beauty for which there's a 
ready market at (approx.) $12.95, list. 


SSSSCSSSSSSASHYSSSSesesersEeseeseseseseeeeeseeseeesese 










 ™ are three of our seven new 
models on which we expect to start 
production within the next few weeks. 
They are engineered, styled, and priced 
to make it easier for you to sell more 
higher-priced door chimes in 1946. So 
place your order with your NuTone 
wholesaler now and get earlier deliv- 
ery. If you don’t know his name, write 
our nearest sales office. NuTone, Incor- 
porated, Merchandise Mart, Chicago 54; 
200 Fifth Ave., New York 10; 931 E. 31st 
St., Los Angeles 11; or Terminal Sales 
Bldg., Seattle. 





SYMPHONIC 


Another NuTone 
first... the only 
truly compact 
(14% inches high) 
eight-tone West- 
minster door 
chime! Never 
equalled in beauty 
and tone... never 
approached in 
price—in beautiful 
gift carton (ap- 
prox.) $24.95, list. 
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Master 


44AS 


Protection 


NOW 
AVAILABLE 










Now, for those customers who prefer 
padiocks of brass, you can give the satisfying 
answer... “Here are brass padlocks, and 
they are Masters!” Yes, in brass — as in 
steel — you can offer padlocks featuring 















Master’s world-famous iaminated case con- 
struction. And all of Master’s other built- 
in protective features are included too: 
massive brass locking levers ... pre- 
cision made, extruded brass cylinders 
. .. highest quality phosphor bronze 
springs and nickel silver pin tum- 
blers. Four sizes available — in 
limited quantities — in the famous 
Secret Service series. Get in touch with 
your jobber for Master padlocks in brass! 


Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 


S 


~ 





Master [ock Company, Milwaukee. Wis. ¢ Worlds Leading Padlock WManujactuunrs 
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HERE'S PROOF 


Dealers everywhere are reporting increased sales. 
Here is actual proof that Powers Venetian Blind 
Cleaner not only is the finest Venetian Blind 
cleaner on the market . . . but also the best 
seller! 


FROM NEWPORT NEWS, VA.: 


Please rush our second order for your cleaner. Our 
first order is going much faster than anticipated. 


FROM VANCOUVER, CANADA: 

Not only is your cleaner better than anything else 
we have found, it is also a much better seller, giv- 
ing us greater profits. Please rush this order. 


AND FROM FREEPORT, NEW YORK: 
Please repeat our last order. Sales way beyond 
expectancy. 

CALIFORNIA WRITES: 

Our men are reporting absolutely no sales resis- 
tance with your marvelous cleaner. 


CHICAGO: 
Your cleaner is an excellent steady seller. We 
are well satisfied. 


AND FROM HOUSEWIVES: 
Here are a few of the Orchids we have received 
from housewives all over the country. 


NEW YORK CITY: 


Your cleaner is absolutely wonderful. 


RICHMOND, INDIANA: 
Powers Venetian Blind Cleaner is the finest I 
have ever used. 


FROM GEORGIA: 


Your Cleaner is all that you say it is. 


THAT'S PROOF! 


Dealers who take time to write and tell us how 
well Powers Venetian Blind Cleaner is selling 
are actual proof that there is a good profit wait- 
ing for all dealers who stock this cleaner. And, 
when housewives start praising the cleaner . . . 
then you KNOW it’s good. 

Put two and two together and you have a steady 
profit winner . . in Powers Venetian Blind 
Cleaner . . . order from your jobber today. 






< . 


TO BLAST 


SALES RECORDS 


Powers Venetian Blind Cleaner the ONLY 
Venetian Blind Cleaner to carry the Good 
Housekeeping Seal of approval, is chalking up 
new sales records everywhere. Women are 
discovering its amazing advantages . . . cleans 
blinds in % the usual time . . . never harms 
the paint or finish of the blinds whether they 
are wood, metal or plastic. Powers Venetian 
Blind Cleaner makes them sparkle and shine 
like the day they were made. 






And, it’s economical too, only two teaspoons 
make a gallon of cleaner . . . enough to clean 
all the blinds in the average home. 


The profit angle is excellent, liberal discounts 
assure you a handsome profit on every can. 
Stock up now... and watch the results. 


GUARANTEED 
by 
GOOD HOUSEKEEPING 


Powers Venetian Blind Cleaner is the ONLY 
Venetian Blind Cleaner to carry the coveted 
seal of approval from Good Housekeeping. This 
seal assures you and your customers that every 
cfaim made is absolutely guaranteed ... or your 
money will be cheerfully refunded. That means 
you sell with confidence and your customers 
buy with confidence. Order from your jobber 
today ... or write direct to manufacturer. 





ese 


Users like it because it does the work! 
Dealers like it because it SELLS! 


* 
Used and Recommended by Leading Venetian Blind Manufacturers 


PRICES—DISCOUNTS 


DEALERS: The 1 Ib. can of Powers Venetian Blind Cleaner retails for 1.00. Your cost Is 
“s .60 per can. . . Your profit is .40 per can or 4.80 per dozen. We prepay freight. 


JOBBERS and A few select territories are still available. . . . Write today for 
MFRS. AGENTS: special discounts and terms. 


West Coast Distributor: O. Wolfe * 2412 W. 7th St. * Los Angeles 5, Calif. 
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More THAN 


50,000,000 


SALES MESSAGES 
EACH MONTH FOR 





This is the way Ptasti-Kote will bring customers into 
your store asking for the marvelous cellophane-like 
finish for floors. Our advertising campaign will put 
the Plasti-Kote message in national magazines and 
newspapers ... it all adds up to MORE SALES... 


MORE PROFITS for you. 


The Plasti-Kote line is backed by attractive merchan- SEZ SE 
i ine i y iv rchan = A SS 


dising plans, including neon signs, metal and plastic 


—— 
EEE 
display racks, window trims, and cooperative adver- | 


tising. TT 


400 LAKESIDE AVENUE, W. 
PLASTI-KOTE CO. <ovecens Soi" hats Kt 
PLASTIC COATING 
| am interested in Plasti-Kote. Send further information about 
this fast selling profitable line that includes 36 colors as well as 


transparent floor finish. 
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A EREAT MEMBER OF 


THE ROYAL FAMILY 




























This remarkable pure aluminum skillet meets every re- 
quirement for outstanding sales promotion. It sparkles 
with eye appeal ... it glistens with utility value .. . and 
its quality construction leaves nothing to be desired. Best 
of all, it's priced for fast action! Order from your jobber! 
Suggested retail price includes full profit for you! 


QUICK FACTS 
@ Made of .O91 (11 B. & S.) gauge pure aluminum. 
@ 10,” diameter; 1734” overall. 
@ Highly polished, heavy gauge steel handle. 
@ 2 grease spouts and taper-flared rim. 





e Brilliant sunburst finish inside bowl. | Suggested 

e Brightly polished surface throughout. | Retail Price 

@ Individually wrapped. $2.98 ga. 
ORDER 
eoee4eee Watch ROYAL FROM YOUR 
For America’s Best Sellers! JOBBER 











ROYAL ELECTRICAL INDUSTRIES 


27466 €h meee AVENUE © CHICAGO 47, I1ttInOots 
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McKEE GLASBAKE 
CASSEROLE 


Millions of McKee Glasbake 
Casseroles have been sold, 
and surveys show it is one 
of the most popular items in 
the housewives’ kitchen. At- aac, 4 Cay 
tractive, efficient, so easy to x 
clean, she can cook in it, 
serve from the casserole at 
the table and store food in a an . 
it. With knob cover or with nat Sinee ti ameter cuttin 


pie-plate cover that increases product by the makers of 
the most complete line of 






its utility. glass cooking ware in the 
‘ world. 
McKee Glass Company 
Jeannette, Pa. ie ene ron 
Established 1853 SOOKLET 
Mee, 
The Most Complete Line of Sa en, 
Glass Cooking Ware omnes ttasild 
in the World 


LOOK FOR AND INSIST ON 


One color reproduction : McKEE 
of color advertisement GLASBAKE RANBE- TEL 
appearing in OVEN WARE tim TOP-OF STOVE WARE ap tm 
LADIES’ HOME JOURNAL By McKEE, JEANNETTE, PA. 


May, 1946 QUALITY GLASSWARE SINCE 1853 
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THE BIGGEST HIT OF 1946 
SPORTSMEN’S SHOWS 


MEW YORK 
BOSTON 
PHILADELPHIA 
CLEVELAND 
DETROIT 
CHICAGO 

ST. LOUIS 
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THE SENSATIONAL NEW 


ydar 


SHOTGUN 


SIGHT 


At Sportsmen’s Shows everywhere the Nydar Shotgun 
Sight has amazed tens of thousands of hunters, trap 
and skeet shooters. Seldom if ever has a new sporting 
goods item so quickly received such tremendous pub- 
licity and widespread acceptance. 

The new Nydar Shotgun Sight puts a “‘bullseye in 
the sky’’—projecting a dot and circle into space, indi- 
cating the exact center of impact of the shot charge. 
It gives the shooter greatly increased accuracy, helps 
‘to determine range of target, and is a guide for cor- 
rect leading. 

Nydar is ideal for all types of shooting—for any 
kind of game, especially wing shooting, and trap or 
skeet. You look through Nydar with both eyes; no lin- 
ing up of gun or sights is necessary. A Nydar shooter 
gets on his target faster and hits it yards sooner. 

Nydar is built around precision optics on the same 
basic principle so thoroughly proven for split-second 
When purchased by gross—$27.45 each less 331%, 10% & 10% aiming of aircraft guns during the war. It is strongly 
When purchased by dozen—$27.45 each less 33'2%, 10% made to stand hard field usage and can be mounted 
When purchased less than dezen—$27.45 each less 332% “P™ on any type of shotgun. 





40% 


PROFIT ON NYDAR 


When purchased in minimum 
quantities of one dozen. The 
Nydar Shotgun Sight retails 
at $27.45 plus installation cost. 


Any good gunsmith can mount /| 
Nydar. Full and detailed in- } 
formation on mounting sent 
with each dealer order. Effec- 

tive Dealer newspaper adver- j 
tising mats also availabie { 
with order on request. {f 

i 


Canadian Sales Representative 
Canora Sales Co., Ltd., 
1641 Lincoln Ave., Montreal \ 

ri = ~ 
NYDAR DEALER DISCOUNTS 


manapenenmcbatenenetes PTS ea eae ere ene Nydar demonstrations are bringing more customers 
Susin Nelson ¢. a MAIL ORDER | _ intostores than any sporting goods item in recent his- 
Gieavines Missle COUPON! |: tory. No dealer should be without a Nydar mounted 
Please send us NYDAR SHOTGUN SIGHTS in exact quantity | © a gun for store demonstration. 
a 0 1/2 - la oO : Be among the leaders to introduce Nydar—especially 

gross gross oz. fy s is the N 1 P t . m cit 

, 1 if yours is the No. 1 sporting goods store in your y 
1/2 doz. 0 1/3 doz. O 1/4 doz. O 1/6 doz. O or community. 
a elicchilinnd 

{ NATIONALLY ADVERTISED 
Street___ a om . ” rl 
z ons ' Life— Saturday Evening Post—Collier’s 

City a ee H Sport’s Afield—Field & Stream—Outdoor Life 
Authorized signature J 5 ae eS Hunting & Fishing 
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@ STAINLESS STEEL 
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; for the Registered Spring- 





field Trademark for the first new 
design in fine club construction 


to hit the market in years. 


Stabilizing Area of shaft is pre- 
cision fitted OVER the newly de- 
signed solid hosel... . for stability, 
sweet action and shot control. 


WITH THE NEW 








GOLF CLUBS 





Every dealer enjoys handling quality _ tionary in design are these fine clubs, so 
merchandise. A quality that bespeaks new in assembly principle, that golfers 
satisfaction . . . confidence . . . new _ will discover a new adventure — a new 
business. The quality that is built into golfing pleasure that combines 
the new Springfield golf clubs. the time-proven sweet feel of hick- 
Springfield quality will be a byword on ory clubs plus the rugged strength | 
fairways everywhere. For so revolu- of steel. 
Sold to the trade nationally thru 


MUNRO SALES, INC. 


209 S. State St. 751 State St. 230 Fifth Ave. 324 West Plum St. 934 Williams Mill Road 
Chicago Utica, N. Y. New York City Durant, Oklahoma Atlanta, Georgia 


{6 SPORTING GOODS, INC.@” 


88 BIRNIE AVENUE. SPRINGFIELD 7. anaboumeneve 
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WATERPROOFING 
ENDURANCE 
FLEXIBILITY 

APPEARANCE 
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QUAL emphasis upon all five vital qualities makes 
Columbian Tape-Marked Pure Manila Rope a balanced rope! 
In a good rope none of these qualities should predominate, 
for the accenting of one quality is at the cost of the others. 


STRENGTH .. . The test for breaking strain alone does not make 
quality! The minimum point established by the United States Bureau 
of Standards is one which Columbian Manila Rope has considered a 
minimum for years. Our standards were so high we had to make no 
change to meet government requirements. But strength alone is not 
enough. COLUMBIAN Balanced Manila ROPE has equal emphasis 
on all five! 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,” N. Y. 
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(9 66FST wxnxeo PURE MANILA ROPE 
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Alcoa Aluminum Roofing Sheet 


No one knows better than you dealers how easy it is to sell aluminum 
roofing. Tell a customer that here’s a roofing which can’t rust or rot 
—that it doesn’t need painting—and he wants it right now. 

There’s the rub—seems like everybody wants aluminum roofing 
right now. That’s why today’s production doesn’t equa) demand. 

Millions of feet of Aleoa Aluminum roofing sheet have been pro- 
duced. More is on the way. 

Meanwhile, even though you can’t satisfy all your customers at 
once—don’t let them forget the advantage of aluminum roofing. If 
they can wait—they’ll be glad they did. ALUMINUM COMPANY OF 


AMERICA, 1726 Gulf Building, Pittsburgh 19, Pennsylvania. 


Ba 
ALCOA npoorine sHeer 
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Look at the Advantages 
You Can Offer 


e Can't Rust 

e Needs No Paint 

* Light to Handle 
Fire Protection 

© Cooler Buildings 

© Good Looking 

Light Roof Lead 

© Excellent for Siding 
© Economical Cast 


Ps 
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... and Junior knew we wanted his picture just today 
because of his first tooth. We can't quiet him. John can't 
fix his camera. And | can't do my shopping with the 
house so upset. Please help us, Mr. Handy! 





& os 


FOUR Sure is. t's full of “Do it your- 
self’ and “How it works” 
articles. | wouldn't be without 
it. It helps me understand the 
newest in planes and radio. It’s 
full of ideas for building little 
things for our home. It’s helping 


me fix your camera right now. 












That’s a great magazine for 
a man! 
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| suppose every man's a handy 
man underneath. But you learned 
a lot about cameras in the Army 
. . . say, what's the magazine 
you're using? 


eam. 
FIVE 

Put the light over this way. 
Mechanix Illustrated gives 
me tips on taking pic- 
tures, foo. 


It’s fixed! 





Py 


(D Look at the birdie, Junior! 
7 Ms &, 
~s 





Over a half-million handy men, home from military service with 

new mechanical skills and interest, buy every issue of Mechanix e r) 
Illustrated. They go for the easy-to-read articles often illustrated in Fawcett Publications 
4 colors. They go for Mechanix Illustrated from cover to cover. And 

remember, these readers are the greatest bunch of coupon-clippers . 295 Madison Avenue, New York 17, N. Y. 
ever! Great buyers and great recommenders, too, of products World’s Largest Publishers of Monthly Magazines 
advertised in Mechanix Illustrated — an active, energetic market 

for your goods. Reach them — reach their friends — with your 

advertising in Mechanix I!lustrated. 
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GIVES YOU POST-WAR PERFORMANCE 
AT PRE-WAR PRICES! 
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... tt these two popular models 
@6RP48 ELECTRIC PHONOGRAPH 
_ §6RT41 RADIO-PHONOGRAPH 
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Goth with 
“CHILDPROOF” AUTOMATIC RECORD CHANGER 


Plays ten 12” or twelve 10” records automatically. 
“Childproof” tone arm may be moved at any time with- 
out damage to mechanism. PM dynamic speaker with 
new Alnico No. 5 metal assures superb tone quality. 
Both models in streamlined plastic cabinet . . . the last 
word in modern styling. Deliveries of these new value 
leaders now being made. Admiral Corporation, 


Chicago 47, Ill. 


WORLD’S LARGEST MANUFACTURER OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGER 
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Lie. in wily Noma Lighis Now / 


aN ELECTRIC CORPORATION 


55 WEST 13TH STREET, NEW YORK 11, NEW YORK 





_ it walks 


onder Seal - ‘ball on its 


The new W spinning 


a 
and balances 
nose! 


THE 
MAKERS OF 


NOMA’S 
NEW 1946 LU 
ane Expenl-Appnoved. 


Favorites of the F 
them apart — 
the 


New, exc itin 


gs; different! 


Interlocking blocks 
make thousands of fascinatin g combinations 
—a SUre-fire toy hit! 

The jet-propelled racing > _ 

he jet- , ; 

ew ‘dea in action toys. = 

hie item for volume sales. 
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not just window “ 


y @ PENNVERNON is sure to please critical 
. cola customers. Its clarity and brilliant finish 


are the marks of a quality product. Penn- 
vernon Window Glass is ideal for use 
wherever good sheet glass is required. 


Sell Pennvernon .. . the window glass 


EF ad he VW ¥ R ed & es that has made a name for itself! 


Window Glass 
‘PITTSBURGH stands for Zualiiy Glass and aint 


PivttTS@mmmeH PLATE GLASS COMPANY 
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PRESENTING 


PROPEL-O-5 







The 
FINEST LAWN SPRINKLER EVER BUILT 



















SOLID COPPER AND 


“ao =» 


BRASS CONSTRUCTION CHRYSLER 
A sprinkler that will sell on sight "Q9@ILITE” BEARING 
because its sensational new features 

Self-Lubricating 





and quality construction are obvious 
at a glance. 


and Self-Sealing 


Only Propel-O-Spray has this amazing 
feature—Oilite bronze sleeve-bearing 
rides on solid brass inner flange—self- 
lubricating — oily film 
forms a perfect seal 
to prevent leakage. 


CORRECTLY 
ENGINEERED 


Propel-O-Spray was engineered 
to meet the demand for a fool- 
proof sprinkler; one that would 
operate continuously and effi- 

ciently without adjusting, without OTHER QUALITY FEATURES... 


oiling, without attention, without @ Rotating arms, solid copper tubing. 





wear. Propel-O-Spray meets all To Retail @ Fittings solid copper and brass. 

the requirements of a lifetime for Only © Only six water-outlet holes correctly 
sprinkler and its streamlined engineered to produce an effective 
beauty insures quick sales and $ 4 5 and pleasing spiral water pattern. 
substantial profits at a price that © Cast-iron base finished in green 
is amazingly low. baked enamel. 











@ Individually packed in colorful carton 
PERFECT WATER DISPERSION AT with self-selling display background 


ANY DESIRED PRESSURE in each case of 12. 


Propel-O-Spray has only 6 water-outlet holes to produce © Nationally advertised in 1946. 


a perfect water pattern and equal saturation over an area 0. ° 
6 to 60 feet. OILITE Bearing never stops or sticks at low Prop el-O Sp ray will 


speeds—a feature hitherto unheard-of in rotating sprinklers. Make Profits Soar! 


Write to: PENINSULA PRODUCTS CORP., 13236 WOODWARD AVE., DETROIT 3, MICH. 
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DANDELION 


@ It is what they have read about in BETTER 
HOMES AND GARDENS, READER'S DIGEST, 
COUNTRY GENTLEMAN, TIME, and other maga- 
zines and newspapers. It is the real thing, not 
a substitute. 

@ It has been on the market for two seasons— 
many people know that WEEDONE really kills 
weeds without killing the grass. Experiment 
Stations and County Agents know WEEDONE’S 
effectiveness from actual tests. 

@ It is the best weed-killing formula that we can 
make. We take pride in our product and we have 
plenty of research work in back of WEEDONE. 
We make and sell WEEDONE under U. S. 
Patent #2,390,941, the patent that covers 2-4D. 
as a weed-killer. 
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PLANTAIN 





@ It is widely advertised . . . in full page, full 
color ads in HOUSE & GARDEN, BETTER 
HOMES AND GARDENS, for April, May and 
June ...in LIFE, TIME, SATURDAY EVENING 
POST, COLLIER’S, AMERICAN HOME, FARM 
JOURNAL, COUNTRY GENTLEMAN, SUCCESS- 
FUL FARMING, CAPPER’S FARMER and many 
others... Nearly One Hundred Million Sep- 
arate Ads! 

The tremendous interest in 2-4D. weed-killers 
is the best proof that we know how to get the 
customers into your store. 

Order your stock now, so you won’t miss any 
sales. If your jobber does not have WEEDONE, 
write us direct. 
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National Advertising 
BUILDS BIG 
DUAL MARKET 


eeeDemand by Motorists and 
Housewives Doubles Your 
Profits on Famous SIMONIZ 


















‘Greatly increased national advertising is spot- 

lighting the two important uses for SIMONIZ 
and Simoniz Kleener. For longer lasting 
beauty and protection to car finishes—for 
better care of furniture and woodwork. Two 
great, expanding markets—ready for you to 
turn into immediate sales and profits. No 
other products for finish appearance sell like 
SIMONIZ and Simoniz Kleener. Order from 
your jobber today! 





Retailer Pays. cscccccsccccscccccoces $ 8.88 
Retailer Sells For... .ccccccccccccccce 11.76 
RETAILER'S PROFIT .........seeee08 2.838* 
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‘These two smashing facts are taking 





the trade by storm. 






PAX TAPE profits top anything in the 





tape industry... by a wide margin. 






PAX TAPE profits can be figur in 


a jiffy ... with the new simple dis- 







count schedule. 





] 
PAX TAPE quality is-uncondition- 


ally-GUARANTEED...to wholesaler, 


| dealer, consumer. 






errerrirre 










All Size Rolls... 
Immediate Delivery 
* : 


Another 
PAX First 


Having been the first to break the 








discount bottleneck — PAX now 






ae 


leads off with the first real money- 





making DEAL ever offered to 





dealers. 


PAX BIG 
66” DEAL 


With Display Cabinet FREE 
... 40a money maker{ 


Send for the facts NOW 
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The winter appliance shows are 

; over. Post-war range models have 

made their debut. All the dealer 

opinions we have gathered empha- 

size the fact that the industry's No. 1 

electric range is still the Monarch 

Roaster Range. Consumer inquiries, 

orders and general sales outlook all 

combine to confirm this top rating. 
Join in celebrating MONARCH’S x 
Golden Jubilee during 1946. 


MALLEABLE IRON 
RANGE CO. 


2446 Lake Street, Beaver Dam, Wis. 
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SIAINLESO oTEEL... 
pe CLIPPER... 
vy | CHROME... 


| give 


i | EKGOWARE 
advantages 


no other utensils 
have ever had 
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— 


cleanliness, strength, long life 





Plus the advantages 
of COPPER 
rapid heat distribution 








Wait 'til women see Ekcoware with 
Stainless Steel bodies, and bottoms with CHROME 
over COPPER! This new line has visible advantages 
that sell themselves. And yet Plus the advantages 
Ekcoware is reasonably priced of CHROME 
for VOLUME SELLING. tarnish-proof, easy-to-clean 
Women expected wonderful things after the 
War. Ekcoware will exceed some of their fondest eT 
hopes. NATIONAL ADVERTISING in leading mag- 


azines will be telling them the story—your display 


EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicago 39 


will do the rest. 


These famous products make EKCO the Biggest Name in Housewares: 
FLINT Hollow Ground Cutlery; EKCO Pressure Cookers; EKCOWARE Stainless Steel Utensilsy 
A & J Kitchen Tools; AERISTON Stainless Kitchen Tools; GENEVA FORGE Cutlery; 
STA-BRITE Tableware; OVENEX Tinwore; TRU-SPOT Flashlights. 
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I. a nation-wide gutvey 
thousands of carpentets * ere 
asked to list the names ot 
the handsaws they owned 
Ninety-two out of every one 
hundred reporting hac 
Disston saws. 


These experts will tell you 
that Disston saws are faster 
cutting, do finer ao 
smoother work, require less 
frequent sharpening and last 
longet. Reasons enough why 
a Disston saw is the #3 
for you. 


Ask your Hardware Retailer 
for’ The Saw Most Carpen- 
ters Use"—a fine lookmg. 
fine performing Dasston 3% 


WENRY DISSTON & SONS. we. 
360 Taceny, Paiadeiphia 35 m8 54 


Canadian Uactor 
2-20Fraser Ave, Toros: 1, Canede 


Ask at your Here 
ware See oF #EE 
te ws 


Carpenters Use 





Miittions of readers of The Saturday Evening Post, leading farm publica- 
tions and popular homecraft magazines . .. including many of your customers 
and prospects...now know that the word “most,” in the famous slogan 
“Disston, the saw most carpenters use,” means 9 out of 10. 


This significant fact, revealed by a nation-wide survey, is a noteworthy tribute 
to the superiority of Disston saws, for it comes from men who are best fitted 


to judge saw qualities. 
Sell Disston saws, and you sell saws that are... 


Easier sawing, 
truer sawing, 
faster sawing. 
Your customers will KNOW they are buying saws that... 


are less tiring to use, 
stay sharp longer, 
give more years of service. 


These are the reasons why “9 out of 10 carpenters own Disston saws”... 
why most other saw users want Disston saws... why Disston is the most 


profitable saw to sell. 


HENRY DISSTON & SONS, INC. 
454 Tacony, Philadelphia 35, Pa., U.S.A. 
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Here's the Modern Spot Overlay, one 
of 22 brand new patterns that are 
profit-packed with style superiority 
and eye-catching beauty. This one 
features a geometric inlaid effect on 
9-inch marbleized squares — ideal 
for modern kitchens. Ip background 
colors of Ivory with red and blue 
accents (6235), also Golden Tan with 
red, cream and black accents (6231). 


rmorlite designs and colors have the style authority that instantly sparks 


the homemaker’s urge to buy. That’s because every design, every color, 


is pre-tested for consumer preference by a jury of homemakers drawn from the 
income groups that make up the vast market for enamel surface floor coverings. 
That, plus the quality that is basic to every product bearing the Bird name, is 
why Armorlite rugs and yard goods pack a profit punch. And that’s why more 
and more profit-minded dealers are featuring Armorlite in their floor covering 


departments. Bird & Son, inc., East Walpole, Mass. 


“For Style Superiority” 


BIRD ARMORLITE 


ENAMEL SURFACE RUGS AND YARD GOODS 


STAY BRIGHTER . LAST LONGER . CLEAN EASIER 





*Reg. U. S. Pat. Off. Est. 1795 


BIRD & SON, inc., East Walpole, Mass. + 295 Fifth Ave., New York .« 
















13-118 Merchandise Mart, Chicago 
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NONE BETTER 
DEALERS: 
$ Here are your three big stars to light your way to quick profits. 





First time in the market as an all-in-one packaged unit. Orders 
shipped in rotation received. So . . . order TODAY! 







' PARAGON UTILITIES CORP. 
50 Van Dom St., Brooklyn 22, N. Y. 

{ ) Rush price list ond data on Stainless Steel Sinks. 
CF Oe Bi isi ochisciiccsiince siiiecinstbiiiamissdageisciiasi 
the following items: ........No. 154 ...... No. 1666 ........No, 160 
F.0.8. your warehouse Brooklyn, N. Y. 

SE ALLE OLESEN é 


S4N FRANCISCO WESTERN MERCHANDISE MART 
pai 8 City EEE AO TOR M.” ”  GE REM OND 





Paragon Utilities Corp. 


PER MANE? 


NEW YORK FURNITURE EXCHANGE * CHICAGO FURNITURE MART 
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THE NEW PHOENIX 
Drop Forged HAMMER 


Here is the inside story of the new Phoenix hammer illus- 
trated by the above cross-section photograph. Note how the 
Phoenix forging technique utilizes the fiber-like flow lines 
of the steel— which are the basis of strength and toughness 
in forgings—to develop the maximum strength and tough- 
ness in those portions of the hammerhead where they are 
most needed. 

The Phoenix hammer is made for men who use hammers 
on the job day in and day out. That's why the first grade 
hickory handle of the Phoenix has a special shaped grip 
designed to eliminate hand fatigue and to insure a firm 
hold while in use. In addition, every Phoenix hammer; is 
perfectly balanced to make nail driving a smooth, ‘easy 
operation. 

Phoenix drop-forged hammerheads are precision heat- 
treated to provide extreme hardness for head and claw with 
softer center portions for greater strength and ductility. The 
scientifically designed claw insures an equally strong grip 
on any size nail from a spike to a common pin, with maxi- 
mum extraction leverage, and the head is fully buffed and 
polished. Phoenix hammers are built to withstand rugged 
use and are balanced so that the last hour of use is no more 
tiring than the first. 

The Phoenix line also includes Drop-Forged Ball Pein 


Hammers embodying the same high quality materials and 


scientific construction characteristic of the Phoenrx nail and 
ripping hammers. 


PHOENIX MANUFACTURING COMPANY 


CATASAUQUA, PA. JOLIET, ILLINOIS 








t 


ASK YOUR JOBBER ABOUT PHOENIX HAMMERS TODAY 


7 outstanoine FEATURES 

1. Drop-forged heads for maximum 
toughness 

2. Precision hardened head and claw 


3. Scientific claw design insures equally 
strong grip on a spike or a pin with: 
maximum extraction leverage 


4. First grade hickory handles—sea- 
soned, kiln dried, hermetically sealed 


5. Fully buffed and polished heads 


6. Properly shaped grip prevents hand 
fatigue ° 











7. Proper balance for easy nail driving 
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YOU MAKE 667,% 


YOUR PROFIT ‘7.20 
YOU INVEST ‘10.80 


(LIMITED SUPPLY — DEALERS ONLY) 


STAR DEAL— PUTS MONEY 
IN YOUR POCKET 


Here’s the kind of packaged deal that helps keep STAR hack 
saw blades a fast-moving, profitable item, in any dealer’s store. 
It means MORE and EASIER PROFITS to you. 


You pay only for the STAR blades, $10.80 (11/2 gross of the 
widely accepted, STAR Unbreakable Special Flexible Hand 
Hack Saw Blades) — and get this attractive, full colored — self 
service — counter display absolutely FREE. 

It’s a money maker —to the tune of $7.20 clear profit on the 
resale price per deal of $18.00. Customers will keep right on 
buying STAR hack saw blades too, month after month — with- 
out any effort, for the display commands attention, acts as a 
reminder of their metal cutting needs and is built to last — and 
that means repeat sales, greater profits for you — longer. 


* * * 


Here's a saleable product for a hungry market —huge profits for 
STAR dealers. Get in on this STAR deal today. Order from your STAR 
jobber salesman and get this free display working for you. If your 
local distributor cannot serve, you fill in and mail the coupon to us 
at once —act today. 


A CINCH TO SET UP= 


Comes in one piece, nothing to assemble, just swing down 
one easel hinge and display is ready to use. To load 
merely open two standard boxes of blades, tear off ends 
and drop boxes into position. No need to take blades out 
of box. Blade withdrawal is a fingertip operation, open 
front display window gives customer full vision of actual 
merchandise. You can see entire stock from the back. 





STAR BLADE DEAL 
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It’s sturdy, compact end lithographed in four brilliantly 
attractive colors...puts STAR hack saw blades “up 
front’ ... commands attention from great distance... 
makes buying easy . . . display sells itself. Holds not one 
but two full standard boxes (1 gross) of STAR blades. 


IMPORTANTI To get fast delivery of STAR Deals return this 
coupon to your local jobber, or in cases where your jobber 
cannot supply you, mail it ‘Grid to ue tar dloment by a 

STAR Distr ibutor. Where no distributor is available we 
reservé the right to ship direct, C.0.D. plus shipping cost. 

Mail To Your Distributor Or } 
CLEMSON BROS., INC., MIDDLETOWN, N. Y. a 
Rush (No.)______new STAR BLADE DEALS, at $10.60 | 
per deal. Total ($¢______). It’s O. K. to ship C. O. D. 
plus shipping costs. My jobber cannot serve me: [7] 
Distributor. 
Jobber Salesman Name. 


Dealer Name 
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Your customers’ investment in Puritan 
Sash Cord pays handsome dividends in 
dependability, extra long life and out- 
standing performance. Because Puritan 
quality actually exceeds the rigid strength 
requirements set up by the U. S. Govern- 
ment, it continues in active service years 


longer than ordinary sash cords. 


This extra service means extra econ- 
omy .. . extra satisfaction for the user 


- +. extra years before costly replace- 


PURITAN 


act ffien 


BE fie---------. 






Asset | 









that WZ 


pays off 


ments must be made. And yet the dif- 
ference in initial cost is so slight that 
substitutes of less than Puritan quality 


represent false economy. 


Recommend Puritan Cord for new 
installations and all replacements. . . . It 
builds customer confidence and good 


will. There is no substitute for quality. 


PURITAN CORDAGE MILLS, INC. 
LOUISVILLE, KY. 


manufacturers of sash cord, clothes line 
and braided and twisted cotton cords 


Cask Conch 


SOLID BRAIDED 
WILL NOT STRETCH 
LASTS A LIFETIME 
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Take the right steps — concentrate on “Yes, we have them” to customers — 


the balanced Corbin hardware line whether they’re in the market for pad- 
which gives you more for your time locks,trunk locks,mail boxes or catches. 
and effort because it gives your cus- But most important, you have free- 
tomers more. dom of mind when you recommend 

In the panel below we show what is —_ and sell Corbin because there is never * 
meant by the balanced Corbin hard- any tight rope walking on the subject 
ware line which enables you to say of quality! 








CORBIN CABINET LOCK DIVISION 


THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 


"Satet?s first «.«« 6086 teve - when Caorbinio 
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"SUITCASE LOCKS ° HINGES * DRAWER LOCKS * PADLOCKS * TRUNK LOCKS °* CABINET LOCKS * CATCHES 
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WHEN YOU DISPLAY 


WARREN HEAVY HAND TOOLS 


Some of our hardware friends have asked us if 
we intend to convey the idea of displaying heavy 
hand tools in place of regular carpenter tools. 


Definitely no! 


We suggest that you add to your regular tool dis- 
play a few heavy hand tools. . . sledges, mattocks, 
picks, or bars. You will make many extra sales 
as have the other Warren-teed dealers who have 
followed the plan of displaying heavy hand tools. 


The Warren-teed line of heavy hand tools for the 
hardware trade includes mattocks, sledges, mauls, bars, 
and picks. Made of selected steel, Warren-teed 
tools have sharp cutting edges, uniform bevels, 
true striking faces, and excellent balance. 





‘>. WARREN TOOL CORPORATION 


GENERAL SALES OFFICES . 105 W. ADAMS ST., CHICAGO 
PLANT . WARREN, OHIO 
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STANLEY No. 78 RABBET PLANE 


For smooth rabbet cuts with 
the grain or across the grain, 
the tool most carpenters choose 
is the Stanley No. 78 Plane. 
The carpenter uses it on the 
job to make quick work of rab- 
bet joints for shelving, built-in 
bookcases, weatherstripping, 
etc. Simple to adjust and use, 
the No. 78 Plane is one of the 
many planes Stanley manufac- 
tures to help woodworkers do 
better work. 


Due to the great demand for 
Stanley Tools, your jobber 
may not have No. 78 Planes in 
stock. They are in production 
and jobbers’ orders will be 
shipped as promptly as 
possible. 


25, 1946 





The No. 78 Rabbet Plane is used for 


rabbet cuts up to 142 inches wide. 
The adjustable fence which guides the 
work fits either side of the plane body. 
Depth gauge is adjustable and remov- 
able. Knife-like spur scores the wood 
ahead of the cutter — necessary on 
cross grain cuts. Cutter can be re- 
moved and used in forward ‘seat for 
working close into corners. Stanley 
Tools, New Britain, Connecticut. 





Trade Mark 


THE TOOL BOX OF THE WORLD 
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DIC-A-DOO 


PAITs- 


BRUS es 


PAINT 
BRUSH 
BATH 
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DIC-A'DOO 
CLEANER 








Fresh paint and wallpaper are helping American home- 
owners brush off that war-tired look. Keep _ with your 


customers’ needs. Get these Dic-A-Doo an 


Rex products 
out on your counter! Profit from this all-out demand. 


DIC-A-DOO Paint Brush Bath 


Even back in wartime, Brush Bath sales were 
phenomenal. Now you'd think they were jet- 
propelled as America turns to home improve- 
ment. Sales are quick—customers come back for 
more. 


DIC-A-DOO Cleaner 


16 years of national advertising has made Dic-A- 
Doo the standard cleaner with both homeowners 
and painters. From interiors to exteriors, Dic-A- 
Doo does the big cleaning jobs fast—thoroughly. 
The profit margin is wide! 


T 


Old timers know and count on Rex Paste. More and 
more of the younger men are asking for it today. 
Reasons: quick mixing and highest water absorp- 
tion. Rex is smooth spreading — easy slipping — free 
from lumps — and it never stains. 


REX WALL SIZE 


Seals quicker, lays smoother and provides a better 
foundation for paint, paper and kalsomine jobs. It 
can’t crack. Thousands depend on Rex Wall Size as a 
superior base for superior work. That’s why the call 
is most often for Rex! 


PATENT CEREALS COMPANY, GENEVA, N. Y. 


85,995,236 


sales-building mes- 
sages this year con- 
tinue to back Dic- 
A-Doo as a Nation- 
ally advertised buy- 
word, 


National Painters 
Magazine and 
American Painter 
and Decorator, 
combined circula- 
tion 127,000, 
spread the goed 
word among the 
trade. Every ad- 
vertisement means 
more satisfied us- 
ers of famous Rex 
and Dic-A-Doo 
products. 
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| SELL THEM... 


NEOCETA 






\ WEARS LIKE PURE HOG BRISTLE 


\ SPREADS PAINT READILY 





\ DOESN'T MAT OR FINGER 


\ KEEPS (7S STIFFNESS IN 
PAINTS CONTAINING WATER 


Brush Deutston 


PITTSBURGH PX 7% 


NATIONAL USE 





PLATE GLASS COMPANY 
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HODELL has a chain 


for every purpose! 


Variety—that’s the spirit! 157 different kinds 
of Hodell chains serve customers — repeat 
customers because they’re satisfied customers. 
You'll find Hodell chains everywhere — on 
farms, in industry, in homes (both haunted 
and unhaunted) —doing all types of jobs. 
And you'll always find the right Hodell 
chain, welded or weldless, with or without 
attachments, to fit the job! 


We'll gladly send you literature describing the 
full line of Hodell chains. Meanwhile, you can be 
sure we are concentrating all our efforts on the 
earliest possible delivery of every order received. 


For 60 years, staying-power has been built 
into every link of every Hodell chain. This 
combination of variety and staying-power, 
of quality and complete dependability, have 
made Hodell a sales leader in chains. Today, 
with the demand for chains so great, we're 
not overlooking even the ghost of a possibility 
of bringing Hodell chains to you sooner! 





JACK + SASH + SAFETY » LADDER - PUMP - LIBERTY MACHINE 
PROOF COIL + STEEL LOADING + LIBERTY COIL - PASSING LINE 
BULLDOG - SAMSON FLAT LINK + REGISTER - DREDGE 





ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 2, OHIO 
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KLEINS 


a name 
good workmen 
recognize 














Klein users fall into three groups— 


* linemen whose very safety depends upon the 
quality of tools they use 


* electricians who know that Klein Pliers play 
an important part in the quality of work they 
do—the speed with which they do it. 


* good workmen in every field who know and 
appreciate fine tools. 


Every hardware store counts these men among its most 
valued customers. To serve them you will want a stock 
of Klein side cutters, Klein oblique cutters and Klein 
long nose pliers on your shelves. 


Under today’s unusual conditions, production cannot 
keep pace with demand. But keep Kleins on your want 
list and your jobber will supply them as soon as possible. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: international Standard Electric Corp., New York 


T \ The Klein Pocket Tool Guide show- 
fon ing the Klein line and contain- 
‘161 ing useful tables and information 
a L | will be sent without charge. 
/ 
pie, Since 1857 


KLEIN 


3200 BELMONT AVENUE, CHICAGO 138, ILLINOIS 
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... this profitable business of selling ~ 


DUST-STOPS! 


Let folks know you've got them! Free newspaper mats, display materials and 


direct mail make this easy. (Incidentally, you can still tie in on the 


PRB Aes 


current Spring Promotion Program if you hurry.) 


Display them . . . the year ‘round! Put them in your windows both Spring 
and Fall; keep them well-displayed inside your store all the time. 


Sell them . . . with ease and confidence’ With the handy new filter-size 
catalog, giving filter data on all models and makes of filter-equipped 
warm-air furnaces, you can be sure customers get exactly the filters 


they want and need. This speeds up selling, eliminates ‘‘exchanges’’. 





That the filter replacement business grows bigger each year—will probably double by 1950. 


Rem ember, foo I With DUST-STOPS now standard equipment in more than 1,500,000 warm-air furnaces 


and winter air-conditioners, and going into nearly 90% of all the new units being made, this 





can mean sweet business and profits for you. Ask your DUST-STOP Distributor about it. 
Owens-Corning Fiberglas Corporation, Dept. 934, Toledo, Ohio. Branches in principal 


Per, 


cities. In Canada, Fiberglas Canada Ltd., Oshawa, Ontario. a 











SUM PR eerens 


warm-air furnace needs two or more 
DUST-STOP Filters at least once a year. 


*T.M. Reg. U.S. Pat. Off. 
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TFC-5 WEED CUTTER 


Sturdily 
Constructed 





A 14-Inch 

Hi-Carbon 

Steel Blade 
e 


Steel Bracer 
Arms 


° 
30-Inch 
Stained 
Hardwood 
Handle 

e 


Well 
Balanced! 
Swings Easily 





TFC-3 LAWN BROOM , 


Spring is here and here is a > | 


Lawn Broom that will bring 
Volume Sales for 
Increased Profits! 
. 
Constructed of 
twelve 14-inch 
Oil-Tempered, 
Flexible Round Tines. 
’ 


Replaceable Natural 


Hardwood Handle MM 





Galvanized 


WIRE CLOTHES LINE 
50 FOOT COILS 


Your Choice of 


Four Weights im 
TFC-4: Light .* < ‘ 
TFC-1: Medium a ike 
f | eed 7 tt 
- By 


TFC-2: Heavy 
TFC-10: Extra Heavy ay * k 


7 
Neat Rolls— 
Easily Displayed 
+ 
Rolled in Ten 
Inch Coils 


* 
Convenient 
for Counter or 
Display Rack 








TFC-8 ELECTRIC FENCE POST 


“The Hottest Number in the Country” 


Hard Steel Rod 54 Inches High : 
Two Adjustable Steel Arms and Insulators 4 










Will Drive in and Pull out of Ground 


Very Rigid — Makes Ideal 
Permanent or Temporary 
Pasture 

* 


Will Keep in 
Smallest Pig or 
Largest Cattle 

& 
Corner and/or 
Bracer Posts 
Are Available 
(Best Fence 
Arrangement 
Calls for Bracers 
Every Tenth Post) 





1490 GRIMES ST. 


Order From Your Jobber Today! Keep a Good Stock on Hand! 


TENNESSEE FABRICATING CO. 


MEMPHIS 2, TENN. 











IMPORTANT NOTE TO JOBBERS: 


Hf You’re Out of Stock on the Above Items Wire or Phone Us Immediately 
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REVOLUTIONARY COLOR RESEARCH PLAN ASSURES 
MORE PROFIT FOR LESS INVENTORY INVESTMENT 


There never will be a better time than now to get all the facts about STYLE-TESTED 
Paint Colors made possible by Lowe Brothers revolutionary Color Research Plan. This 
Plan enables paint merchants to stock only paint colors which are in perfect accord 
with the latest color trends in home decorating, painting, and furnishing materials. 


Lowe Brothers Color Research Plan was developed in collaboration with a noted re- 
search organization which found the foolproof way to forecast the colors which women 
want and are buying for home decoration. These STYLE-TESTED Paint Colors actu- 
ally take the gamble and guesswork out of color selection, eliminate the loss and waste 
of obsolete colors, reduce markdowns and close-outs, and assure more sales and more 
profits with less sales effort. 


BACKED BY AGGRESSIVE ADVERTISING 


Lowe Brothers aggressive and continuing advertising campaign, supported by 
literature display and store selling materials, will tell the story of STYLE- 
TESTED Paint Colors to your customers. Use the coupon below to get complete 
details about this new consumer-serving plan of profitable paint selling. 


THE LOWE BROTHERS COMPANY 
Dayton, Ohio 
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“ 
Swows NO SPOTS 
OR WEAR” 





“ 
COLOR HARMONIZES 


WH 
DOOR FINISH 







fous 





DOESNT CRACK 
oR CHIP” 

















Push and Kick Plate! 


ee of hundreds of hospitals and 
high priority projects during the war 
selected Formica push and kick plates for 


doors that must stand the severest service. 


That habit will be carried over into the design 
and construction of commercial and residential 


structures after the war. 


The plates are offered in standard sizes, in four 
colors which harmonize with most door fin- 
ishes, and are packaged at the factory for dis- 


tribution by jobbers in builders hardware. 


You need a stock of these modern and popular 
plates to meet the requirements of your trade. 


Price lists on request. 


THE FORMICA 
4066 Spring Grove Avenue @ 


INSULATION COMPANY 
Cincinnati 32, Ohie 
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QUICK AND EASY 
TO CLEAN” 
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Every single feature women want is available Al Op ORID 
in the new automatic gas ranges built by 
leading manufacturers to “CP” standards. 
Survey after survey proves it! “CP” is the 
only unbiased. buying guide of its kind — the 
soundest merchandising idea in major 


J ‘ appliance history. Back of “CP” is the 300 AND 


' 
Sa 
. 
PO a eee 


million message gas industry advertising 
program that is preselling the “CP” automatic 00D h 
cooking story for you. That’s why the 2 out >, 
of 3 women who want and need new gas 
ranges will look for the “CP” seal on the ARN 
famous name gas ranges on your sales floor. i 


Atitigt 


Write today for "A NEW KIND OF SALES Apr p 
PLAN” to Gas Appliance Manufacturers 0 OKO 
Association, 60 East 42nd Street, New York 17. d D p ‘ 
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SELECT ANY CLUB you 
want on this easy-to- 
read scale. 


A QUICK TURN re- 
leases head; another 
locks it in position. 





AND PRESTO! there's 
the exact club you 
need for any lie, loft, 
spin, or distance. 

















NOW, Use 1 Club for all Shots 


THE NEW NOVAKCLUB gives you any golf club you want, fast, from driver to 


putter. With the All-in-One Novakclub, you’re ready to play every shot for 18 


holes... tee, fairway, rough, approach, pitch, explosion, putt. No heavy load to 


carry on caddie-less days. Same “feel” and balance of club from opening drive 


to final putt; every swing “in the groove.” You'll simplify and improve your game. 


Buy your Novakclub now. You'll be proud to play it. 


VETERANS! Carry Novak- 
club in your car at all times 
... they can be secured so 
that they match the balance, 
feel, and “swing weight” of 
your own set...be ready 
for practice or play at a mo- 
ment’s notice. 


BEGINNERS! No longer 
need yoy make a big equip- 
ment’ investment to try the 
game. Buy an inexpensive 
Novakclub . . . and you're 
ready to play. Novakclub is 


ideal for youngsters. 


NOVAKCLUB..... 


650 S$. GRAND AVE, LOS ANGELES, 14, CALIFORNIA 


DEALERS 
ew ee 


Write for complete 
facts and selling 


specifications 
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complete assortments of HALL Lines for their customers. In the 
meantime production is being increased on the numbers shown 
HALL’S Snedncthle on this page and shipments are being hastened as rapidly as 
possible. Naturally, there are ad- 
vantages in having your orders placed HALL of FAME 


: for shipment as soon as the new mer- COAST CLUB 
Made of pure Irish Cotton Cuttyhunk Line 


Linen. Popular with salt water chandise is available. with the special 


en: Sere Remember that HALL Lines of FAME Halllex 


are the product of more than a century 


oe ae teas) 





Bass and Tarpon 
Line 


Y “> 
4 i ~ on eocnal = 4 
: a oy Se : at - ——_ “ 
— Prt - = j : , 
= yo em ; ~ ol , eee nt dans 4 . % va 
ae. * 
x HALL'S Celebrated 
z Lake Queen 
_ NYLON MORE and more HALL Lines are now being produced—the : 
age: ayprmel lines that are so favorably known by fishermen, everywhere, s 
skill. The answer to the exacting as the “Lines that HOLD 'EM!"’ : 
Snahners coments, Soon, we hope, dealers in every part of the country will have - 





Ll 


! 


Litttis 















A z a finish 
4 of experience —tempered and polished —Strong as linen 
: , by new methods and precision manu- — Wears like linen 
ke HALLS Celebrated f Y ‘ P Special circular on 
& acture resulting from several years ' 
: Highland Lake , ‘ sat atone 

in serving our government. 
Ds * ' Silk Casting Line 
a 4 ; Write for Free Catalogue Giving us Jobber’s Name 
& A small diameter, ex- 
a tra fine and hard line of fine flex- ° 
; aarp Hed HALL 2cévze CORPORATION 
3 463 PARK AVE., HIGHLAND MILLS, N. Y. 
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TIP-TOP}| WYTEFACE 
POCKET STEEL TAPES 

For carpenters, mechanics, engineers, doc- 
tors; for sewing and household or office 
use. '/4-inch width. In handsome chromium- 
plated case, small and light enough for 
— or handbag. Pull out the tape—it 
ocks. Press the button—the tape springs 
back. Made in 36 and 72-inch lengths. 

tReg. U. S. Pat. Off. 









HOW a Wyrterace* Steel Tape. Your cus- 
tomer will take it every time. Show him how 
easy to read the jet black markings on the white 
background are—in the brightest glare or in 
hardly any light at all. You can assure him that 
WytTeFACE Steel Tapes are easy to keep clean, are 
rust-resisting and hard to kink. Ask your jobber 
about WyYTEFACE Steel Tape and Steel Tape Rules. 


*Trade Mark. Wvyrerace Steel Tapes and Tape Rules are pro- 
tected by U. S. Pat. 2,089,209. 


Drafting, 
Reproduction, 


Surveying 
LU Jak \_ Equipment 
i Z_ and Materials, 
Slide Rules, 


Measuring Tapes. 


KEUFFEL & ESSER CO. 


EST. 1867 
NEW YORK + HOBOKEN, N. J. 
CHICAGO * ST.LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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Speaking of Sales-Winning 
“NATURALS”... 





Give this 





TOOL 


a chance to prove its popularity 

























Tree 








BARCALO 
WATER PUMP PLIER 


It's named a “water pump plier” and it handles 
the particular tasks of water pump maintenance 
to perfection. But it is also a truly reliable plier 
for scores of assorted mechanical repair jobs. The 
jaws are adjustable to five positions, with easy- 
to-grip handles exerting powerful leverage. Con- 
struction is drop-forged of special analysis tool 
steel, expertly heat treated and finished. For full 
details on the Barcalo Water Pump Plier and 
other well-known Barcalo tools, write Dept. HA. 
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MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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* Contains 3% DDT 
Aerosol Grade 

© 2% Pyrethrum (.4% 
Pyrethrins) 

* Harmless to humans 
when used as di- 
r 

© Non Inlammable 





This self-spraying steel dispenser holds 16 oz., sufficient to treat 
200 average rooms or average 5 room house approximately 40 
times when used as directed. 


It’s a sales story that's simple, effective and true. 
It clears up the confusion in the average person’s mind 
when you tell him—“Yes, /NSECT-O-BLIT7Z is still 
exactly the same as supplied to the U.S. Armed Forces.” 


INSECT-O-BLITZ—after a brilliant record of serv- 


and the same self-spraying sealed steel dispenser which 
was patented and recommended by the U.S. Department 
of Agriculture and used by the Armed Forces. It is still 
manufactured under Department licenses and no 
changes—either in constituent ingredients or in po- 
tency—have been made in releasing this war-proved in- 





secticide for household use. 


+ aS ge 
“ BOOM TO SALES 


INSECT-O-BLITZ is a fast-selling, high profit 
item for drug, department, hardware, chain stores, 
filling stations and similar outlets. Always a re- 
peater wherever and whenever it has been stocked, 
dealers have ordered as much as 20 times the 
original order the second day; wholesalers have 
ordered second and third carloads the first month. 

Make INSECT-O-BLITZ profits ring the cash 
register for you—now! Order from your local dis- 
tributor or direct. 


ice overseas—is available in exactly the same formula 


sy) DOOM TO INSECTS 


INSECT-O-BLITZ packs an insecticidal “wallop” proved 
in various tests* to be an exceptionally effective method of insect 
pest control. It’s the fast acting “One-Two” combination of 

PYRETHRUM for the Lethal Knockdown 

2% of 20% concentrate equals .4% Pyrethrins 


DDT for the Added Killing Effect 
3% Aerosol Grade 


*U. S. Dept. of Agriculture reports one 16 oz. dispenser equal 
to 2 gallons, or more, ordinary insect spray; 10 times more 
effective according to tests by Peet-Crady Method. 








Price List: AEROSOL INSECT-O-BLITZ retail list price $3.00 per unit. Fair-traded, $2.95 


Subject to liberal trade di ts. FOB destination on 3 cases or more. Presently packed 24 per case. 














INSECTICIDE DIVISION 


INDUSTRIAL MANAGEMENT CORP. 


Sales Offices: 639 So. Spring St., Los Angeles 14, Calif. © 38 So. Dearborn St., 
Chicago 3, Ill. * Factory: Valparaiso, Indiana 
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means happy customers 


When Saran screen goes over your counter, a satisfying experience 
goes with it. Your customers will quickly recognize the advantages of 
Saran screen. 
Saran (pronounced Sah-ran) is a plastic produced by Dow. It gives 
screen cloth high strength and elasticity which minimize the possibility of 
dents and bulges. Yet it weighs only a fraction as much as metal screens. 
And it-is extremely flexible and easy to install. Saran screen can’t rust 
and stain or discolor window frames and it needs no painting. It with- 
stands any kind of weather and may be used in roll-type installations 
that are never removed from windows. It is unaffected by salt air and 
most chemicals. Simple washing keeps it clean. Saran screen is made in 
colors, too, which adds to the beauty of homes. 
Build customer satisfaction—build profits—with Saran screen! Order 
it today! 

. 


PLASTICS 


STYRON + ETHOCEL * ETHOCEL SHEETING * SARAN * SARAN FILM 








GET SET NOW! 






$5.95 7’’ Model 


% 


With 
Horizontal 
Steve 
Pipe 












0OM 
UTOMATIC R 
rEMPERATURE CONTROL 


ES 
EXCLUSIVE FEATUR 


on- 
: re heat ¢ 
Automatic room temperatu 
uto , 
” trol day and night. 1 aaa 
to 30% fuel saving ¢ 
we son Pays for itself. 
season. Fa) 











3, Carries fire longer: 
Pp i ve. 
4. Prolongs life of sto eee 
5. Eliminates fire danger © 
wii s 
; heating stove- ee ra 
6. E ally efficient on ra 
_ Equally A 
ee ce i dy for installa- 
-ontained unit rea y for aavidval 
- poet consumer. Packe i ae 
y . . . =: ns 
poet No adjusting co ee 
onan control dial at t 
ly sets 


desired. 











RITEHEAT newspaper mats, displays and sales 


literature are ready to help you get your full share 
of this fast moving profit maker. Write today for 


Every Coal or Wood Heating 
Stove in Your Market Needs 


a Miteheat 


Now is the time to stock up on RITEHEAT. Order 
now so you'll be sure to have an adequate supply of 
the only regulator for coal or wood heating stoves 
that is operated by room temperature—from 55° to 
95°. This Regulator makes any radiant or circulat- 
ing type heating stove an automatic heater. Every 
stove owner wants a RITEHEAT—andaRITEHEAT 
pays for itself in fuel savings the first season! 


One Distributor Sells Six Carloads 


Profit by last season’s experience and plan now to 
get your share of volume sales and sweet profits on 
this Regulator. Remember there is nothing else like 
it! One distributor sold six carloads in 1945. Order 

now and have your fall stock of RITEHEATS on 
hand before the fall selling season. Don’t miss a day 


of RITEHEAT business—others have sold over 
300,000 RITEHEAT Regulators. 


Sales Makers 


complete sales information. 
RITEHEAT REGULATOR COMPANY 
Division of Caloric Gas Stove Works E 
Widener Building, Philadelphia 7, Penna. 
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n instant hit with housewives, 

Swifty Hot Plate was designed by a woman for 

women ...and manufactured by a company experienced in 
a engineering aluminum hand-cast products. 
Swifty is a thick, heavy aluminum hot plate which heats 
quickly, evenly... prevents food scorching. Since 

fie only a little water is needed in cooking, it 
‘ preserves all the precious vitamins, all the fresh tastiness, 
all the nourishing goodness in food. Because it 

retains heat for a long time, it not only keeps 

food hot longer, but makes reheating unnecessary. 

Use of the Swifty Hot Plate gives light aluminum 

and porcelain ware qualities approaching heavy 

aluminum utensils. Use of the Swifty Hot Plate 

gives longer service life to pots and pans, 

and prevents warping and breaking. 

Easy to clean, the Swifty Hot Plate also keeps pots, pans and 
burners — when pots boil over — clean, too. And, 
housewives find it makes a good stand for hot irens, 


Standard Package 48 units, Weight. 43 Ibs. 





Eastern Metat Propucts Co. 


TUCKAHOE 7, NEW YORK 
55 















FOR EVERY PURPOSE | 


MANILA ROPE — The availability of “AMERICAN BRAND” PURE MANILA ROPE 
in the immediate future, will depend upon (1) government restrictions which may 
exist, such as CPA Order M-84 and (2) the amount of first grade Manila fibre obtain- 
able. As long as our output of “AMERICAN BRAND’ PURE MANILA ROPE is limited, 


we will distribute what we hove just as fairly as possible. 


Ship’s Cordage is made with careful 
manufacturing attention to the spe- 
cific requirements of the ultimate 
use, a fact responsible for the 
wide preference for “AMERICAN 
BRAND” ROPE. 


“AMERICAN BRAND” Tow Lines 
and other work boat cordage are 
made from long experience in deep 
sea, harbor and inland waterway re- 
quirements. Large quantities of 
“AMERICAN BRAND” ROPE are 
bought by fabricators for conversion 
into bumpers, nets, slings and ladders. 


In the oil fields, “AMERICAN 
BRAND” is the accepted standard 
of top-quality in Drilling Cable, 
Crackers and Spinning Lines. In all 
industry, “AMERICAN BRAND” 
is the guide to quality cordage. 


Twines of every description both 
hard and soft fibre and polished, are 
produced under “AMERICAN 
BRAND.” For express packages, 
bundling of all kinds . . . for office, 
store, or home, “AMERICAN 
BRAND” TWINES are always uni- 
formly strong...always dependable. 














For farm and ranch use, “AMERI- 
CAN BRAND” ROPE provides ex- 
ceptional resistance to heat, moisture 
and abrasion. It is ideal for haying. 
Lariat Rope is a specialty. 


Lumbering is but one of many 
rugged industries which place heavy 
responsibility on cordage. ““AMERI- 
CAN BRAND” ROPE is made to 
rigid requirements for materials and 
workmanship. You can count on its 
being top quality always. 


“AMERICAN BRAND” fisherman's 
cordage has received special atten- 
tion to assure maximum service life 
in spite of the repeated salt water 
soakings and drying out in wind 
and sun. 


‘Shipbuilding and ship repair work 


consumes enormous quantities of 
“AMERICAN BRAND” Marine 
Oakum and Marline, as well as Rope. 
Industrial contractors use “AMERI- 
CAN BRAND” Plumbers Oakum 
and Twisted Jute Packing for sealing 
the joints in water and gas mains. 








CORDAGE 
PRODUCTS 
A COMPLETE LINE 
ROPE 
TWINE *‘“AMERICAN BRAND” ROPE, TWINE, OAKUM and 
PACKING are nationally distributed from strategically lo- 
OAKUM cated mills and jobbing houses, to promptly provide dealers 
with every type of cordage their customers need. It's conve- 
PACKING nient and economical to buy all your cordage from one source. 














AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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BIG PETE at full width (934) 
for preparing fine, deep seed 
bed; pulverizing soil, cultivat- 
ing wide rows, 








* Middle tooth removed so that 


ADJUSTABLE 
























small plants may be straddled 
for hillin il nd them 
G A R D E ad pr for ak iin 
; CULTIVATOR 
f 
> 
1 ARDENERS have been waiting for a cultivator that will help them produce 
: more—with less effort. Here’s Big Pete, the new, fully adjustable garden 
F 7 . Adjusted to diagonal sweep 
cultivator that takes many groans out of gardening. It’s a sa/es cultivator, too. for covering seeds or hilling 
* plants. Right and left hand 
Big Pete is easy to handle... light, weighs only 2% pounds... rugged, ele ‘ : 
insures long, trouble-free service. Quickly adjusted for working wide or nar- guys 
row rows. No tools needed—just loosen wing nut. Clamp block holds wings 
rigid in all positions. 
Retails for $1.59 (slightly more in far South and West). Write or wire for 
catalog sheet today. 
Push the complete Peter Pulverizer Line including Little 
Pete (P2), $.85 retail; Lady Pete (PPP3), $1.25 retail. Adjusted for cultivating nar- 
row rows—minim idth 7". 
J aclbrted.. Kills weeds end loaves @ fino 
Fernie F Gre. Seageenonren 
Dept. AH, 225 Springdale St., York, Pa. 
PA This clamp block holds wings 
. rigid in all positions. No tools 
4A ADJUSTABLE GARDEN CULTIVATOR said tn mele ateainaed 
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SLAYMAKER 800 » 900 PADLOCKS : FA 


are engineered for 




























A LOOK INSIDE 
SHOWS HOW! 


Case Hardened Steel Shackle. It’s tough 


—built to resist pressure... blows... 
—— cutters... saws. 


Case. It is dust-proof 
and rust-proof; its lus- 
trous finish is permanent 
and scratch-proof. 


Cylinder Plug. Precision-made to provide 
perfect pin-tumbler operation. 


Shackle Ejecting and Bolt 
Springs. Keeping the shackle 
and bolt under constant 
pressure, when inthe closed 
position, is vital. The ma- 
terial used, the number of 
coils required and the 
amount of tension needed 
have been carefully deter- 
mined for these pre-tested 
springs. 


* Keys. Each key is ma- 


chined to an exact size 
for all cuts—each slot 
carefully milled to match 
J the cylinder key-way. se 
Beautifully coined. é x 


Locking Bolt. Made of 
extruded bronze — formed 
under great pressure. 
Holds the shackle shut 
securely yet permits 
easy closing. 





Pin Tumblers. Only the 
right key will open a 
Slaymaker 800 or 900 
padiock. With key in- 
serted, a variation of 
three-thousandths of an 
inch in the length of a 
single tumbler prevents 
the cylinder from turning. 


No, 800 — 114” across cose 
No, 900 — 1%" across case 


The extreme popularity of these two famous q 
locks, coupled with the fact that their production . 


Made by the is necessarily limited, has made them difficult to 


obtain. But, under the Slaymaker allotment plan, 


World 's largest you are assured of getting your fair share. The 


permanent good looks and genuine pin tumbler 


hd Padlock Producer mechanism of Slaymaker 800’s and 900’s will 


make them self-selling items at your store. Order 


SLAYMAKER LOCK COMPANY pADLOCKs LANCASTER, PENNSYLVANIA 


SINCE 1888 







yours from your jobber today ! 






58 HARDWARE AGE 








, 


cS | FARMERS WILL BUY THESE PROFIT-MAKERS Pézaz 





ek A: 




















a 
Ae 


& 
a 





Starline dairy barn equipment 
brings extra profits to you too! 





One of War's greatest lessons on the farm as well as 
on the battlefield, has been that best results can be 
expected only when the best equipment is used. 





Today’s clamor for Starline Barn Equipment comes from 
the farmers’ realization that any compromise with old 
fashioned methods cuts down profits. 


To protect and maintain their milk profits, farmers every- 

where are first improving their barns with equipment 

STARLINE that means added cash for the purchase of other items 
—_ tomorrow. 





Alert dealers everywhere are getting their customers 
lined up for the big opportunity that is coming as more 
Starline equipment becomes available. Starline’s novel 
plans for merchandising will cut selling costs and help 
Starline dealers get this profitable business. 








TODAY’S OUTSTANDING BARN EQUIPMENT 
FEATURES Oncginated, Patented and 


STARLINE, INC. 


Harvard, Illinois Albany, New York 


Perfected 








Why should you have to dy 


The brush with the Permanent Wave 





picks up more paint, reduces dipping time! 





In bristle wear test, conducted by inde- 
pendent laboratory, Rubberset Nylon 
Brush wore 51% times longer than best pre- 
war hog bristle brushes! After 1,000,000 
strokes, hog bristle wear was 11/16 of an 
inch ... Rubberset N ylon wear only 2/16 o0f 


an inch! Truly, the “brush of a lifetime”! 





Won't splatter paint! Because the Rub- 
berset Nylon bristles are neither too soft 
nor too stiff... but meet the exact stand- 
ard of ideal resiliency possible only in a 
brush with man-made bristles. Result: 
Rubberset Nylon is just right—not 
“whippy”’, won’t splatter paint, will enable 
you to do better work with less effort! 





Needs no breaking in! Thanks to Rub- 
berset’s patented “chisel tip” (left), this 
remarkable brush comes to you already 
broken in with the chiselled tip that the 
ordinary brush (right) acquires only after 
weeks of time-and-money wasting effort. 
Perfect painting tool immediately! 


60 


OULDN’T A PAINTER do a better job faster and easier 
, ee a brush that carries a bigger paint load? 

Of course he would! So listen to this: independent labora- 
tory tests clearly prove that Rubberset Nylon, the brush with 
the “permanent wave’, not only picks up more paint than any 
ordinary nylon brush tested . . . but more than the best hog 
bristle-brysh made! 

Yet its remarkable paint pick-up is only one reason why we 
say that Rubberset Nylon is the wonder brush. Three more 
are given right here on this page. Hardly any need to go into 
all the others, for you'll soon be getting your own Rubberset 
Nylons. Then you'll see for yourself that the Rubberset Nylon 
Brush is the most important development in the history of 


brush making! 
“HOW SOON IS SOON?” 


With the nylon filament situation easing up, more Rubberset 
Nylon Brushes will be available. Not as many as youd like, 


of course, and not a full line—it will be some time before we 





catch up with the pent-up demand for this great new brush! 





Here’s how “permanent wave” picks up more paint: This exclusive Rub- 
berset development places a series of waves scientifically in Rubberset Nylon 
filament (A). You can see how these waves provide more open spaces for 
picking up paint than the straight bristles of ordinary nylon (B) ... more, even, 
than the slightly curved bristles of finest hog bristle brushes (C)! The result 
is greater pick-up, smoother delivery! 
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“The Man Who Knows 
Says Rubberset” 
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result ie : 
Factories: Newark, N.J., Gravenhurst, Ont., Canada 


Rubberset Company—Fstablished 1873 
Branches: Los Angeles, Cal., St. Louis, Mo. 


56 Ferry Street, Newark 5, New Jersey 
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there's 
e 
real profit 
& 
im 
@ sells quickly 


Sportsmen, farmers, home-gardeners, house- 
wives, fishermen, campers, sun-bathers, pic- 
nickers — everyone is a potential customer. 








@ 


really works! 


Protects against mosquitoes, biting flies, 
gnats, fleas, and chiggers. Every drop pro- 
tects! Especially l-o-n-g lasting against 
mosquitoes. 


appeals to your customers 


Convenient size bottle for pocket 
or purse ... easy to apply... 
pleasant to use. "6-12" has practi- 
cally no odor—an important sales 
feature. Does not affect most fin- 
gernail lacquers. 








‘ 
5 
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J j ANSEC> 
REPELLENT 
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PROTECTION AGAINST 
MOSQUITOES, BITING 
FLIES, GNATS, FLEAS, 
AND CHIGGERS 
ACTIVE INGREDIENTS 100% 
Do Not Take Internally 
See Directions on Other Side 













Nation-wide advertising 
will reach over 8 million 
people! 
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Attractive ready-made newspaper mats free! 
Eye-catching, sale-pulling counter displays, 
window streamers and posters! 






PREVENT INSECT BITES 


Carbide and Carbon Chemicals Corporation 
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"6-12" Insect Repellent is now available in adequate 
quantities to serve all your customers—and the 66%% 
mark-up means good profits for you. 


Mae ate 








RETAIL PRICE—49¢ A BOTTLE 





















Order from your wholesaler now! 


‘6-12" is a registered trade-mark of 





Unit of Union Carbide and Carbon Corporation 
UCC 
30 East 42nd Street, New York 17, N.Y. 
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% 4 ‘When a paint business can be increased 10- 1936 was their first year selling Lucas Paints 
a fold in as many years, that’s progress! Who . . » $975 worth in that year. Their 1945 
3 did it? In this case, the Sac City Lumber Lucas Paint sales—over $10,000! This, for 
‘ Company of Sac City, Iowa. a store located % of a mile from the main 


business district, in a town of a little more 
than 3,000 population where nine competi- 
tive paint lines are sold. 


But such figures are far from unique for 
Lucas dealers. If you want to increase your 
paint business, a request for information on 
the Lucas franchise will bring full details. 


COLOR HARMONY LINES... 


One Example of Lucas Leadership 





iow! 


Colors are now related throughout the 


G; N, P wide es — — it easier to 
hi id mony’’ decoratin 
qd Jreat ie iN PAI NTS hen. Mae's enethet instance aoe 


Lucas is one step ahead of public demand 
. . another reason why Lucas Dealers 
have Success Stories like the one above. 
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JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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As advertised in Time and 
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--- it’s home with a THERMOS brand vacuum bottle 


% Thermos means a touch of home in the middle of a essential part of thousands of American families—and 
hard work-day—a day at the beach—or a picnic in the that’s why the demand keeps growing and growing. 
| woods. Thermos brings home-made hot or cold drinks to The vacuum-insulated goods market is one you can 
your customers, wherever they are, just the way they count on. Thermos is the kind of merchandise your 
want it. customers always want ... and “Thermos” advertising 
That’s why “Thermos” brand vacuum ware is an keeps your trade receptive, builds goodwill for you. 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


THERMDs 


TRADEMARK REG. U. S. PAT. OFF. 


BRAND VACUUM WARE 
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a A COMPLETE NEW LINE 
| oF Long life fans by westinGHousE 


Designed for 





every commercial, industrial 


and household application 


With the new Westinghouse Fan line you'll be in a 
position to meet the needs of every fan buyer in your 
market—from large to small—for industrial, com- 
mercial, institutional or home installations. 

You'll have a Fan line embodying all those superb 
qualities of precision construction, plus power, 
appearance and durability which always have char- 
acterized Westinghouse Electric Fans. 

In 1946, Westinghouse — builder of electric fans 
for over 50 continuous years—presents a truly complete 


line — including five big Whirlaires, five Poweraires, 


five Pacemakers ... 









A Westinghouse 
Quality Fan in the 
Bargain Price Bracket 


| 

| 

| 

| 

| 

#4 The new Lively Aire . . . smartly 

styled and priced to meet your | 

market requirements in the low- | 

—and price field. In this model you'll | 

have a quality product . . . a sales- 

a can maker... @ leader. | 

7 | 

your GG ,<@MM™® .....___ ._ a 

tising 

yu. Luwely Aire 





PLANTS IN 25 CITIES... OFFICES EVERYWHERE é ’ Fleor, Counter, 
Ceiling models 


Westi ghouse 


Tune In: John Chorles Thomas, Sun. 2:30 EST., N.B.C. * Ted Malone, Mon. Through Fri., 11:45 A.M., EST., American Broadcasting Co. Network 








| WESTINGHOUSE ELECTRIC CORPORATION * FAN DEPARTMENT * SPRINGFIELD 2, MASS. 
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Make Display Pay with the 


Red Arrow Big 3 





Grow Sales with 


HY- GRO 13-26-13) 





The Soluble Plant Food 


and Starter Solution 


Make profits grow with HY-GRO—the 
great 13-26-13 formula with growth 
hormones, minerals and other plant 
nutrients added. Now packed and na- 
tionally advertised by McCormick 

makers of Red Arrow Garden Spray. 


HY-GRO comes in 25c, $1 and $4 sizes 
sells easily when you tell customers this: 
“Plants have no boarding-house reach 
so reach the roots with HY-GRO. Dis- 
solve in water. Pour on. Plants get food 
at once. Produces amazing results as 
starter solution or all-season fertilizer.’ 
National magazine advertising is telling 
this same HY-GRO story now to many 
millions of home gardeners. Tie up with 
this advertising and you'll ring up plenty 
of profitable sales. 











Red Arrow Asst. 
Pays 92% Mark-Up 


More Flowers Mean More 
Garden Spray Sales 


Yes, there’s a lot more flower gardening 
this year—-and that means a lot more 
sales for Red Arrow Garden Spray. And 
Red Arrow Garden Spray again contains 
both Pyrethrum and Rotenone to insure 
double-barreled results. 


Order Red Arrow Garden Spray from 
your jobber now in the No. 720 Assort- 
ment. Costs you $5.40, sells for $10.40, 
gives you 92% actual mark-up. Assort- 
ment contains 24 one-ounce bottles 
(packed in four display cartons as shown 
above), 2 four-ounce bottles, and a good 
supply of Insect Chart Folders. 


What’s more, Red Arrow Garden Spray 
is being advertised in a dozen big national 
magazines—reaching many millions of 
home gardeners during the 1946 insect 
season. Order the long-profit No. 720 
Assortment from your jobber now. 








Here’s 5% DDT 
for A-1 Profit 


WALL'SCREEN 
SPRAY y 


CONTAINS DoT 








— 





Get the Facts on Red Arrow 
Wall & Screen Spray 


Here’s one DDT product on which you 
can build really profitable volume. It’s 
Red Arrow Wall & Screen Spray—packed 
for the seed, hardware and farm supply 
trade and priced accordingly. 


Red Arrow Wall & Screen Spray con- 
tains 5% DDT in an odorless petroleum 
base. Sprayed or brushed on walls, 
screens and other surfaces, it kills flies, 
mosquitoes and bedbugs—and one appli- 
cation keeps killing for weeks after dry- 
ing. Plenty of sales opportunities—plenty 
of uses—for residences, farm buildings, 
kennels, hospitals, schools, many others. 


Red Arrow Wall & Screen Spray gives 
you a dependable 5% DDT spray under 
a well established, nationally advertised 
brand that your customers know and 
trust. Get in touch with your jobber, or 
write us today, for full details. 


Red Arrow Department 


McCORMICK & CO., INC. 
Baltimore 2, Maryland 
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‘Nationally advertised and known from coast to 
coast—identifies your store as “the place to buy 
good ‘tools.”’ 


s All-steel, in brilliant all-weather enamel—strong, 

rigid, stable—good for 10 years service in aisle, 
window or on sidewalk. 

hy Displays, sells 14 tools—invites self-service—is ] Send in your order today, enclosing check or money 
recognized as the most valuable tool salesmen in order. Increase your tool sales for the next 10 years 
the hardware business. at a cost of only 30c a year. 


Mail Order to Your UNION Jobber or Direct to Us 


THE UNION FORK & HOE COMPANY, 10 Buttles Ave. Columbus 8, Ohio 





¥ 
: 
a 


67 





APRIL 25, 1946 













































































"So I sez to the boss: ‘It shouldn't be hard to step up production of Federal Practical 
yo 


Housewares. Just get more materials and more manpower and there you are: 


Although this gentleman isn’t the executive type — and ea 


we really haven’t been in conference with him — he’s 


F = 8) £ R A L certainly figured out a mighty practical answer! Yes, all 
it would take to increase production of FEDERAL Practical 

e HOUSEWARES is more materials and more manpower... 

x LOI IA but, unfortunately, these still are short. However, you can 
depend on Federal to keep on trying . . . doing its best... 


shipping orders impartially. As always, our sincerest aim 


ste U %, E WA ‘7 t on is to help you in every possible way! Federal Tool Corp., 


400 North Leavitt Street, Chicago 12, Illinois; 200 Fifth 


Avenue, New York; Terminal Sales Building, Seattle, Wash. 
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ational Advertising and 
Reputation for Quality 
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VOURATH 


SINCE 1874 
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“<p 
aly co SHEBOYGAN: 


Symbo\ of QY 


Dealers in quality housewares can rely on the twin 
forces of national advertising and a seventy-two 
year reputation for quality to sell Volhath Ware 
in quantity. 

More and‘more Vollrath Porcelain Enameled Ware, 
famous for beauty and durability, is being produced 
as rapidly as the availability of materials permits. 

Thus, beled very long, you'll enjoy the increas- 
ing benefits that come automatically in selling na- 


tionally advertised Vollrath Ware. 


" Volleathz: 


SHEBOYGAN, WIS. 
NEW YORK . CHICAGO . LOS ANGELES 
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CAMPER’S Hunting - Camping - Fishing 
Bool 5" hollow ground blade — 
aes «aa straight back. 5!/4" and 61/4" 
by I!/g" Oil tempered steel 
blade. Thong ring locks handle. 
Bottle top opener. Blade ex- 
tends full length of knife. Genu- 
ine leather sheaths. 





rock NO. 287 LV++61/s" blade... $2.75 List 


DEALERS AND JOBBERS INQUIRIES SOLICITED 


E. G.WATERMAN & CO. 





. 287 LVS 
List 25 BLEECKER ST. NEW YORK,N.Y. "2% | 
$5.00 a 
Combination Kit with Sheath and No. 187 Kaife. LIST x 
Ne 
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| -m HODGMAN COOLAPAK 


* Patent No. 2289254 


_ IT TAKES OUT THE LUNCH -- 
| BRINGS HOME THE GAME! 
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| HODGMAN RUBBER CO. aa 


FRAMINGHAM, MASSACHUSETTS 
New York 16, 261 Fifth Ave. Chicago 2, 173 W. Madison San Francisco 5, 121 Second St. 
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| Enjoy 7o% Glove Sales 


Than Ever Before 


with 


<c benecttios 








The most popular housekeeping 

glove in America... and here’s why 

1. Ebonettes pull on as easily as a cotton glove — 
no tugging, no bother with talc. 

2. Short fingers fit every woman’s hand, snug to 


the tips— no floppy ends. 


3. Fingers are curved in gripping position — 
palms are roomier — for more comfort. 


4. Real non-slip finish holds better than bare 


hands. 

Women are enthusiastic 
about this remarkable 
easy-to-wear glove, made 
of DuPont neoprene so 
that it lasts longer in all 
household liquids, too. 
You can sell more Ebon- 
ettes all year round, make 
more money. Order na- 
tionally advertised Ebon- 
ettes from your jobber — 
don’t let your stock get 
low. 


THE PIONEER RUBBER CO. 
306 Tiffin Road, Willard, Ohio 

















Only three sizes to stock, 
small, medium, large — 
fit all hands. Full profit. 
Fair trade 49c, OPA ceil- 
ing 6lc. Attractive dis- 
play carton. 
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@ Fast - working, grease-dissolving / 
Soilax is bought... used... bought / 
again! It’s one item customers use / 
every day of the year, all year ‘round. / 
Stock Soilax — learn what real turn- / 


over means. See, too, how Soilax 
boosts sales of other cleaning items! / 





SOILAX 


GET SOILAX FROM YOUR JOBBER 
ECONOMICS LABORATORY, INC., ST. PAUL, MINN. 
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THESE ADS SELL FOR YOU 


American Home Ladies’ Home Journal Science and Mechanics 
McCall's Boys’ Life Mechanix Illustrated 
Tite: Memes anil Popular Mechanics Home Craftsman 
Gardens Popular Science Popular Homecraft 











CHINA, GLASS,WOOD, 
LEATHER and FABRICS | 


There are scores of uses oof j REPAIns 
Du Pont pucO CEMENT. .« - 
D 
© 
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BOOK BINDINGS 


, also broken china, glasswa 
toys, furniture and luggage. -J 
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genuine 
RADIUM RAY SPOTTER BUTTONS 








VEWarnd SELLING 


FAST Be A 





Fully practical yet as new, novel 
and compelling as atomic en- 
ergy. Real radium in the 
Radi-Glo plastic buttons as- 
sures lifetime service — no 
need to expose to light 
for recharge. Easy to apply 
anywhere a night glowing 
safety marking is needed— 
light switches, stairways. p 

first-aid kits, etc. Each _ is 
mounted on three color merchandising 
card with printed uses and instructions— 
a fast moving 25c retailer. 


BACKED UP with consistent 


ORDER THE ATTRACTIVE 
Counter Display CARD NOW ! 


























Every month millions of messages in 
The Saturday Evening Post and Bet- 
ter Homes and Gardens magazines 
increase the demand for Radi-Glo 
Buttons. The merchandising display 
card will boost your counter sales to 
real turn-over profits. Each card 
with 24 buttons—your cost $3.60— 
Retails for $6.00, your profit $2.40. 
From your jobber or write today. 


LUSTROLITE Cleveland Corp. 


6927 CARNEGIE AVE. * CLEVELAND 3, OHIO 
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AMERICAN REACHES 


_ BUNDES pois 
Wie We 
a= 





















rs 
< 


ROE 
SAN, 


McKinney’s 1946 advertising is reaching your logical cus- 
tomers and those who influence the selection and buying of 
hardware . . . 27,000 contractors and builders . . . over 500 
hardware consultants, 6,000 architects and 300,000 home 
building prospects in all parts of this country. 

Regularly, month after month during this active year of 
more and more home building McKinney will be urging: 
1. adequate hardware (at least 2% of the contract price for 
hardware) 2. early selection (within a week after the contract 
is awarded) 3. three hinges to a door (good building practice) 
4. good hardware (the meaning of quality hardware as a basic © 
construction item and its importance to the permanent beauty 
of the home). All of this a acceptance for McKinney 
Hardware, the standard of quality since 1865. 4 

Thus McKinney will aid hardware dealers to build increas- : 





ingly bigger and more profitable hardware business in 1946 
and years ahead. 


Write for a copy of the 
new booklet “Details 
and Data on Hinges.” 


wil McKINNEY 


acid MANUFACTURING 
PENNS TL VANIA 
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ACME CORRUGATED FASTENER 


Sileat Salesman iv our Store! 
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7 Self selling ° Their fast , Acme Fasteners... 
7 to save K turnover means. versatile home 
Cy ; your sales efforts . extra profits ° repair need 
y/ 3 e ” 
i oroeoeoevoeoe eee & © 6 86 &@ @ @ eee © @ «@ 
ical ~~, , 
wer 500 ‘ Acme Corrugated Fasteners are used 
ome “4 
J in homes everywhere for repair of all 
so Hd 4 wood household items. So, get ’em 
the e up on your counters, put em to work 
eh = building sales for you. Their small 
i 3 display space will repay. See your 
increas- | jobber now for those colorful, appeal- 
- oe as ing cartons of 12 boxes, 50 fasteners 
e to a box. Three sizes: 3x4, 14x5, 


ex 5. 





NEW YORK 17 ATLANTA CHICAGO 8 LOS ANGELES 11 


ACME STEEL COMPANY 
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SOUTHINGTON 
SCREWS 


For Wood or Metal 
Southington Wood Screws, Drive 


Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- 
eurely into ta- 
pered recess — 


will not slip saving screws. 
out, or work to All standard 
one side. sizes. 


THE SOUTHINGTON 


HDWE. MFG. CO. 
Es. SOUTHINGTON, CONN. jsc7 


Supply the in- 
creasing de- 
mand for these 


modern, time- 
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DESIGNED FOR ACTION 
THE No. 20 COMPASS 


Craftsmen like this OHLEN-BISHOP 
Compass Saw. It cuts clean, smooth; 
plenty of flexibility for close curves. 
Streamlined handle is easy to guide, 
doesn’t tire wrist. 

Dealers praise its action, too—it’s a fast 
seller, quick turnover for profit. Order 
No. 20 or select from other styles shown 


in our catalog. 


OHLEN - sIsHOF OL EN” BISHOP, 
Conte Sin tlt — 
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—CHAMPION 


GARAGE DOOR BRACE 


<¢--=-—» 


"Makes good"' soon as in- 








stalled — squares up sagging 
doors and positively prevents 


sagging forever after. 


Nearly all hardware jobbers 
handle certain CHAMPION 
products. If your jobber doesn't 













































—then please write to us. 
THE CHAMPION HARDWARE COMPANY fie 
| 
| 
%& Handy 
| Every Farm, Home, bcoshalie, 
Plant in your non - inflam- 
Territory mable. 
Needs It *% Only 3 parts, 
can't get out of 
> order. 
Literature %& Instantly inter- 
en changeable, precision 
Request fitted nibs. No tools 
required.- 
%& Marks at a touch. Speeds 
work, Eliminates fatigue. 
% Quick, clean, always ready 
to use. 
%& Unconditionally guaranteed for 
mechanical perfection. 
/ MWirs. of Floquil 
Marking Colors and FOUNTAIN MARKER 
Marking Devices 
FLOQUIL PRODUCTS, INC. - DEPT. M - 1993 Broadway - New York 23 * 
HARDWARE AGE -s «Cd 
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NAIL HOLDING HAMMERS 








Sales Representative 
for the Eastern, 
Mid-Western, Central 
and 
Far Western States 


JOHN H. GRAHAM 


& CO., INC. 
105 Duane Street, 
New York S$, N. Y. 
Southern Representative 


ba 


SANFORD BROTHERS 


Chattanooga, Tenn. 


Cheney Nail Holding Hammers, with the 
exclusive Cheney nail holding feature are in 
a class by themselves—both in quality and 


utility. 


“The Pride of the Tool Chest” 


HENRY CHENEY HAMMER CORPORATION 
Factory: Little Falls, N. . 
Sales Office: 217 Broadway, New York 7, N. Y. 
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THE V-BELT LINE 
THAT ASSURES 
STEADY SALES 


From this one assortment of 35 carefully selected 
Gilmer V-Belts you can fill a large majority of replace- 
ment orders. The belts cover 887 different applica- 
tions, including washing machines, oil burners, 
power tools, home workshop equipment and other 
small appliances. 


The demand for belts of this type is growing steadily. 
And it is year-round business that brings in good 
profits with little or no effort on your part. Your 
*Eye-Ful” Tower is a silent salesman. 


Start earning those extra profits now. Mail coupon 
below for the Gilmer No. 350 Assortment. It costs 
but $21.01, including selling accessories, and gives 
you a profit of $14.01. 





L. H. GILMER COMPANY off 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 


ty 





om a a a Ir ss —— ee 
I 
L. H. GILMER COMPANY i 
acony, Philadelphia 35, Pa. 
i Tacony, Philadelphia 35, P i 
| Send me the complete Gilmer “Eye-Ful’’ Tower Assortment, | 
| No. 350 as follows: H 
I 1—35 assorted V-Belts for h hold appliances. ! 
I 2—Gilmer Handimeter (Patented) for quick measuring of belts. I 
I 3—Display stand, sign, inventory form. ! ' 
I 4—Gilmer Belt Catalog, “America's Belt Bible’. ! 
{ Bill me $21.01 through your nearest jobber. I 
fe Ra ek iar arte a! ! 
! Ee re er re ee ere ee . l 
1 I 
essa acon sc eames atin 4 rca pair : 
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RETAIL 


COMPLETE 


H ARDW ARE store customers every- 

where are potential purchasers 
for the versatile, completely portable 
MAGIC WAND WELDER. An outfit 
that does expert electric flame and metallic arc weld- 
ing, as well as brazing and soldering—built into a 
strong, durable, shock-proof carrying case, weighing 
less than 30 lbs. packed. Ready to operate instantly 
on any regular 110-V, 60-cycle AC line. Handles any 
metal. 


Consists of heavy-duty transformer with 6 stages of 
welding heat, double-duty electrode holders, special 
polarized outlet plug. Kit includes welding, brazing 
and soldering rods and fluxes, spare carbon electrodes, 
welding helmet and complete Instruction Manual. 


A big seller to farmers and home mechanics. A 
“must” for auto repair shops and building mainte- 
nance men. Supplements large, cumbersome welders 
in industrial plants, for doing difficult jobs in tight 
quarters. Thousands already in use. 


GET COMPLETE INFORMATION 


The Magic Wand Welder is sold through hardware 
wholesalers. Write for discounts, open territory, liter- 
ature, etc. Address inquir- 
ies to: 









JOHN H. GRAHAM & CO. Inc. 


General Sales Agent 
Dept. J 
105 Duane St., New York 8, N. Y. 


WELDER 


Welds, Brazes, Solders— Saves Money 
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If Your Store Checks On 
These 8 Points, Delta 
Offers You: 


- Good profit on a large unit of sale. 
. High rate of turnover. 
Cc, ai A repeat k 
Large volume of sales of accessories and 
related items. 
5. Creation of additional store traffic. 





The market opportunity is here. Interest 
in hobbies is widespread and growing. 
And woodworking — with light- power 
tools — has a tremendous following. 

Intensive market research, analysis of 
thousands of coupons returned from mag- 
azine advertising, heavy response to a 
shop-planning contest — all furnish proof 
that Americans have taken to the hobby 
of woodworking in a big way. 


The product is built to meet this op- 
portunity. Delta, pioneer in the field of 
light power tools, and now the world’s 
largest manufacturer of such tools, has 
developed a line aimed precisely at this 
vast market. Delta tools are known 
wherever woodworking is done, in count- 
less hobby shops, as well as in schools 


h 
Fea obbyists UPHO 


ry financial * cabinet makers, 
rom conflic 


d tools. 7 
logical prospect?” 


\sterers, 


etc. ™ 
t with any esta 


and industrial plants. They are known as 
quality tools, high in accuracy, dependa- 
bility, and safety. They are tools the hob- 
byist uses with pride and satisfaction — 
and you can offer them to your customers 
with exactly the same feeling. 


Delta helps you sell. National advertis- 
ing, reaching millions of readers every 
month, arouses interest in the woodwork- 
ing hobby and drives home the Delta 
sales points that make your job easier. 
This publication advertising is backed up 
with a full program of colorful display 
material, booklets, and dealer helps. 


The Delta franchise is valuable. This 
combination of a big market potential, 
products built to fit that market, and ad- 
vertising that helps you sell, adds up to 
a profitable combination for you. Delta 
protects you further by permitting only 
a limited number of dealers in each gen- 
eral trading area, and referring inquiries 
and direct orders to dealers. 

Take another look at those eight points 
listed above. If they describe your store, 
write today for full details. 


THE DELTA MANUFACTURING CO. 
753D E. Vienna Ave. Milwaukee 1, Wis. 








petra HOMECRAFT 


POWER TOOLS 
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| 
Yank 
MERRILL-VOLZ 
(Flat-Surface) CLAMP 


Drop Forged 
Throughout 
of 
Special Steel 


Powerful 


Its Grip 

Increases 

with the 
Load 


Fool Proof 





For Lasting 
Service 


For raising, lowering or conveying any flat surfaced 
metal in raw, finished or fabricated form—sheets, plates, 
drums, angles, structural assemblies, metal containers, 
etc. No springs or parts to weaken or get out of order. 





Write us on either stock or special requirements 


MERRILL 
BROTHERS 


“Forging Ahcad for Eighty Years” 


56-18 ARNOLD AVENUE, MASPETH, N. Y. 






























No. 8 for Ball Cock Repairs. 
* 24 individual boxes con- 

taining washers, thumb 
screws, cotter pins, etc. 


anorne® 


No. 4. Six popular 
sizes of Union Washers 
packaged for con- 
sumer-ease in selection. 


No. 15. Included are 
all sizes of cut and 
» cone shape Slip Joint 
Washers in a time- 
saver package. 


Look to Lavelle for fast selling 
displays and assortments in the Plumbing 
Rubber field . . . ask your jobber about 


Lucky Strike Products . . . nationwide 


acceptance for over 30 years. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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48” BED - 12” TURNING RADIUS - BALL BEARING 


@ For over five years, there have been no power tools available for the home craftsman. 


9 For a much longer time, craftsmen everywhere have had-a great desire for better 


power tools. 


@ For many years, dealers everywhere needed power tools; to supply the constant de- 


mand of eager craftsmen. 


N Ow | e e e designed by home craftsmen — and built for all craftsmen — 
and open to dealers everywhere! The DARRA JAMES CORP. offers a new line, and 
a better line of woodworking power tools. 














CORP. 
Narra (James WATERBURY : 14° CONN. 
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ee % NAME! TRELLIS 
_ BAK 





Dealers will welcomethisknocked- 
down, ready for assembly, attrac- 
tive, all-steel baked enamel trellis. 
Available in two sizes—7 feet high, 
30 inches wide; and 7 feet high, 
23 inches wide—six colors, and 
each trellis individually packed 
in an attractive carton 43 inches 
long by 2 inches by 1% inches. 

























Complete assembly instructions, 
rust-proofed nuts and bolts, wood 
screws and mounting hardware 
packed in each carton. 

Here’s a rapid seller, priced right, 
with good profit—NOW in stock 
at your wholesaler—sold through 
jobbers. 


PRODUCTS DISTRIBUTING CO. 
3910 CARNEGIE AVE. 
CLEVELAND 15, ON10 


Patents Applied For. 


NEW! INEXPENSIVE! 
event “PERSSON 
PAINT HOOKS 














Wherever painting is done — 
PERSSON Paint Hooks help do it 
easier, faster and safer. That's 
why these new, handy hooks ore 
hord-hitters in ‘‘upping™ sales vol- 
ume . . . They're a painting 
essential! 
Eliminate spilled cans, soilage, 
wasted point and container-handle 
interference. Hooks are instantly 
adjustable for either side of ladder 
. con is safely and securely 
positioned ot all times. 













PERSSON HOOKS fit any ladder 
or stepladder — any size can. 
Made "ef tested steel, with per- 
monent bive, rust-proof finish. 
Packed one dozen in an attrac- 
tive, full color -ounter display 


Inquiries invited; address Dept.B 


T. G. PERSSON COMPANY 


224 GLENWOOD AVE., BLOOMFIELD, NEW JERSEY 










For left position: 
MOTE HOOK UNDER 
AND OVER RUNG 


For right position: 
MOTE HOOK Over 
TOP OF RUNG 











QUICKE FE the new 


HAND CLEANER 
that removes GREASE, GRIME, PAINT 
without the use of water! 


Gentle. Quick acting. 

Fortified with Lanolin 

and Vegetable Oils. 
£ Prevents chapping. 


queké Territories open for 


HAND live-wire representa- 
ich CLEANER (,, tives. 


TRY IT YOURSELF! 


Mail this coupon to us for a free sample jar of Quickee. 
TUDOR PRODUCTS, INC. 
305 East 43rd Street. New York City 














Follow These Clues for 


Better Performance 


Wen it comes to cutting glass 

. any kind of glass, it doesn’t require 

a Sherlock Holmes to track down the 

best glass cutter for you to use. The 

following outstanding FLETCHER fea- 

tures add up to 100% in glass cutting 
performance: 


@ HARD BRONZE WHEEL BEARINGS 
@ FINEST QUALITY STEEL WHEEL 
@ DUO-GROUND CUTTING EDGE 

@ SMOOTH POLISHED BLADE 

@ FINGER-FIT HANDLE 

@ SPECIAL WHEELS 

@ “GOLD TIP” IDENTIFICATION 


Send for our catalog describing the 
complete line of FLETCHER products. 


THE FLETCHER TERRY CO. FORESTVILLE, CONN. 


CANADA, JOSEPH TAYLOR & SON, TORONTO 
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fee O- Kno 


Sell At Least 
2 On Every Job! 


YOU MUST VENTILATE TO 
PREVENT CONDENSATION 


Special Features 


@ Unobstructed air travel—maxi- 
mum of ventilation in propor- 
tion to size. 

® Louver boards are free from & 
frame to allow for expansion iat 
and contraction. wae 


All triple ground in 
pure linseed oil. 30 stand- 
ard colors. In 3 sizes of lith- 
ographed tubes, also cans. Beau- 
tiful Metal Display Cabinet 
FREE. 


Write for catalog and prices Manufactured of rust-proof, acid resisting and corrosion proof 
of Sheffield’s 40 Fast Sellers. materials. 


©@ Face frame of Masonite tempered Presdwood, free from seams, 
spotwelds, rivets, bolts and screws. 



















Body of selected lumber, well screened, dipped and sprayed with 
a good primer of steel gray. 

Birds, insects and vermin can't nest between louver boards. 

Good for the life of any average building—-<an be installed from 
inside. 


STOCK THIS PROFIT LINE 
Made tn 11 Different Sizes 
WRITE TODAY FOR FULL DETAILS 


Arr-O-Line Manufacturers 
3062-—4th Ave. So., Minneapolis 8, Minn. 


CLIP THIS AD Sttech te oor order came 





























Back again at 
my regular job 
of making 
work easier in 


@ Many types of Eagle Oilers are now available homes and on farms. You'll be 
. . others will be as soon as it is ees to make glad to know I've improved in appearance 
| 


them again. Some materials are still hard to get... and effectiveness because of war-time experi- 


other conditions not entirely under our control, de- : Bis ad 
lay our production. We ask your patience a little ences. As always, I am being distributed only 














We Are Just As Anxious As You Are To Produce 
More Eagle Oilers — We're Doing Our Utmost 






longer. We assure you we are doing our utmost to through regular jobber and wholesale chan- 
resume regular items for peacetime demands. nels. For your adequate supply get your 
It won't be long until you can get the Eagle Oilers orders in promptly to insure earliest delivery. 





you want. 
Order from your jobber. METAL TEXTILE CORPORATION 


EAGLE MANUFACTURING COMPANY 
WELLSBURG, W. VA. ORANGE, N. J. 
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We know an artist who has had 
a Witt Corrugated Can for over 23 years! 
He claims it’s his favorite subject—so attrac- 
tive in every line, so perfectly proportioned, so 
dominant in its rugged, sturdy strength! 






ya 


And not only with our artist friend, but with people everywhere, 
‘WITT Cans ARE a “favorite subject”. Folks never tire of boasting about 
them, explaining how their WITT Cans have served faithfully and kept their trim good 
looks for years, defying the worst that time, wear, and rough weather have to offer. 






n at WITT Cans are wear-resistant and dent-resistant—made of tough, heavy-gauge 

r job steel. They're hot-dipped galvanized, protected with the heaviest possible 

ing coating of rust-proofing zinc. They're rolled with deep, close-pitched 

er in corrugations —strongest known. These are some of the reasons 

ll be why WITT Cans outlast the ordinary kind three to five times. 

‘ance Because WITT Cans are best for your customers to 

peri- buy, they're best for you to sell! 

only 

han- 

your 

very. YW A, THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 

YN * Originators of the Corrugated Can 
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Senior Bale 18 x 14 x 33 inches | 
Junior Bale 18 x 13 x 18 inches 


EASY T@ HANDLE AND STORE — NO LEAKAGE 
Turn Your Customers Into | 
SUCCESSFUL GARDENERS 


Because PREMIER PEAT MOSS lightens heavy soil, 
gives body to sandy soil—like a sponge, it holds 
moisture, plant food, prevents “running off,” 
and feeds the roots. 


By recommending certified PREMIER PEAT MOSS 
you assure your customers of success with seeds, 
plants, bulbs, fertilizer that you sell — it means 
increased sales, good profits for your garden 
counter. NATIONALLY KNOWN and ADVERTISED. 








PREMIER PEAT MOSS CORP., 535 FIFTH AVE. N.Y. | 
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PLOW 


New improved plow quickly 
and easily attaches in place of 
cultivator teeth. Depth ad- 
justable by changing wheel 
height. Perfect for furrowing, 
hilling and harvesting small 
crops. 


HOE and LEAF LIFTERS 


Hoe shown in “hilling” posi- 
tion, with wheel separated for 
“straddle row” cultivation. 
Leaf lifters make close culti- 
vation of leafy plants easy. 


WATCH FOR 


THE NEW BACON SEEDER 
Ready for delivery in the near future, the 
NO-MISS seeder operates with any quan- 
tity or any size seeds. Only three moving 
parts, it runs easily and won’t clog. 


WRITE TODAY FOR COMPLETE DEALER INFORMATION 


The New Bacon all purpose 
hand cultivator combines 
THREE basic garden tools in 
ONE! 
plated against rust... 
delivers knocked down in 
6”x6”"x30” carton and weighs 
only 2114 pounds complete. 





All steel . . . fully 





NEW BACON 


INCORPORATE D 
5996 WOODWARD AVE. + DETROIT 2, MICH. 
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“SPLIT-PROOF” 
GUARANTEE — 








rsoll Shovels do have the “Edge” because all Ingersolls are 
made of TEM-CROSS Steel . . . the steel that guarantees SPLIT- 
OOF and CURL-PROOF edges. This special Tillage Steel is oe ge eae 
‘tross-rolled to produce an interlocking, mesh-grain structure, and Blade Gniches now Blatk encepe Molders’ 
vis heat-treated under exacting control. That's why your customers "Tieitaieteaee 
) will find Ingersoll Shovels keen cutting, clean scouring and extra 


durable. 


Make sure you give your customers these ee - 


extra values at no extra cost. Specify | 
INGERSOLL Shovels, Spades and Scoops i M G e e & 6 LL 

on all your orders. f N 
SHOVELS - SPADES - SCOOPS 


ee 


a ‘ a 


D-B-L 





INGERSOLL 
n prefer, Ingersoll D = tad i L* 


B-L Hack Saw Steel has a HH AC af oa AW 


ear record of wide use behind it to Treg. 


OVE that you get more of all 4! ST E E L vier oe gone 


INGERSOLL SPECIAL STEELS FOR SPECIAL USES 


Alloy Steels Tillage Steels Knife Steels Stainless Steels and Saw Steels, 
Armor Plate Soft Center Steels TEM-CROSS Steel including ''18-4-1"' and Mobyb- 
Clutch Plate Steels Shovel Steels IngAclad (Stainless-Clad Steel denum and D-B-L Hack Saw Steels 

















E’RE still snowed under, but work- 
W ing hard to dig our way out. We 
realize there is a huge, pent-up demand 
for Cyclone “Red Tag” Hardware Prod- 
ucts...so, we’re doing our best to produce 
all we possibly can...and to distribute 
them equitably to our jobbers. 
Cyclone Hardware Cloth, Screen 
Cloth, Lawn Fence and Burner Baskets 
have always been popular with dealers 
because they sell easily, on merit. You 





can actually demonstrate their advan- © 
tages. And customers recognize the 
familiar Red Tag as a mark of quality. & 


It will pay you to keep in touch with 


your distributor. As more Cyclone @ 











Hardware Products become available, @ 


he will do his best to fill your require- 
ments. You can be sure that U-S°S 
Cyclone Hardware Products today still 
have all the special qualities which have 
made them famous over the years. 


U:S‘S CYCLONE “@e@/fag” HARDWARE PRODUCTS 











CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Illinois 


- Branches in Principal Cities 


United States Steel Export Company, New York 


UNITED 


STATES 


STEEL 
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“Boy! Are we popular! But please be patient.” § .. 
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s “Son, we put this up 
| before you were born 
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XTRA long and carefree service is the usual ex- 

perience with U-S-S American Fence. That’s 

a what farmers from all over the country have told us. 

a And that’s why so many farmers won’t buy any 

other brand. 

The dealer who handles American Fence will profit 

i by this pent-up demand, for most farmers are willing 
‘ to wait and get the best. 

We are already producing American Fence in 


* quantity, but the demand is still far greater than the 
PA supply. But remember, fence is only one of the prof- 

itable U-S-S American Products — nails, tacks, 
4 


barbed wire, staples and roofing are a few of the 
other items that mean more profit to you. 

For complete information, write for our catalog 
on U-S-S American Fence and other hardware pro- 
ducts for the farm and home. 


THE EXTRA PUSH BEHIND U-S°'S AMERICAN FENCE... 





U-S-S NATIONAL ADVERTIS- 
ING is being seen by more of 
your best customers than ever 
before. It appears in popular 
magazines tota!ling over 100,000,- 
000 impressions yearly. 











advan- 

ize the 

quality. COAST TO COAST WEEKLY f “ff ~ =f F 
apes RADIO PROGRAM on the ere i F—-E ? | 
ch with powerful American Broadcasting J B j H y . i F a \ 
*vclone Company network brings the 7 1, ] ! reise : 
A story of United States Steel to I . 

ailable, every city and small town. Listen j | iF { 
equire- in Sunday 10 P.M., E.S.T. ' 

U-'S'S 

jay still 

ch have 

irs. FARM PAPER ADVERTISING 


specifically on U-S-S American 
Fence appears throughout the 
year in papers having total cir- 
culation of 6,368,000. 


JCTS 





AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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avai) HNOK-EM-HOLD 
nie FLY HILLER 


Kills Flies on Contact 


This unconditionally guaranteed Livestock fly spray has | 
been the choice of thousands of farmers for many 
years. It kills flies right now—has long lasting effec- 
tiveness and your customer must be satisfied or he gets 

his money back. It's Safe—has no harmful effects on 
humans or livestock. Beautiful lithographed cans and 
barrels make an attractive display. 


KILL-EM-KWIK 


for household use 


Nourse Kill-Em-Kwik is stainless and 
fragrant—Harmless to humans. Dead- 
ly to Flies, Ants, Mosquitoes, Bed 
Bugs, Roaches, Moths and Fleas. A 
contact insect killer that brings re- 
peat sales and real profits. 


Wlourse | 
Insecticides Containing D. D.T. 


Now you can sell insecticides with D.D.T. that are both 
farm and laboratory tested. Our many years of ex- 
perience in producing quality products is your assur- 
ance of the effectiveness of these sprays. Order from 
your jobber or write for full particu- 
lars and price list. 








N 











RED LABEL RESIDUAL TYPé 
Contains 5% D.D.T., 3% Pyrin 


POWDERED INSECTICIDE 
Centains 10% D.D.T. 


WETTABLE TYPE POWDER 
Contains 50% D.D.T. 


TIT 





KANSAS CITY 8, MO 





= storage tank—large or 
small—accumulates sludge and water 
which in time affect the efficiency of the 
heating system. SILOO FUEL OIL TANK 
SOLVENT disperses water due to condensa- 
tion—cleans and clears clogged pipe lines, 
oil filters, strainers and burners—assuring 


trouble-free operation and proper combus- 
tion. By using SILOO FUEL OIL TANK 
SOLVENT, the necessity of annual pump- 
ing and scouring is eliminated. 

SILOO FUEL OIL TANK SOLVENT is a 
nationally advertised, steady profit-maker 
because of its repeat customer acceptance. 
It is non-inflammable, non-explosive, non- 
toxic, non-corrosive — always safe to use. 
Ideal for Diesel engines, space heaters, 
oil stoves, kerosene lamps, etc. Wholesale 
distribution only. Write for particulars. 





(Tane Solvents Division) 


General Offices: 331 Madison Avenue, New York 17, N.Y. 


Plants and Laboratories: Port Reading, New Jersey 
Petroleum Solvents Corp. of Canada, Ltd., 
Dominion Square Bidg., Montreal 
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Centri-Jet “RC” 


pumps and 
water systems 


CAN SATISFY 80°, OF THE 
ESTIMATED 500,000 WATER SYSTEMS 
DEMANDED IN 1946 


Think of it! The new Red Jacket Centri-Jet “RC” 
Deep Well Pump and its companion — the popular 
Centri-Jet “RC” Shallow Well Pump announced last 
spring — now make it possible for YOU TO SELL 
8 OUT OF EVERY 10 PROSPECTS with these 
pumps alone. Other Red Jacket equipment is de- 
signed for the deeper wells. 


Both the New Red Jacket Centri-Jet “RC” Deep Well and its teammate — 
the “RC” Shallow Well Pumps and Water Systems are “chock-full” of time 
and labor saving advantages. Once properly installed, there is no need for 
extra calls that generally eat away your initial sales profit. 


Announcement of this new line of water systems will be made to over 
2,000,000 consumers. Be the first in your locality to sell and install one of 
the finest, profit-packed water systems ever built. 


Single tube 
Injectors 


also 
ovailable 


HERE'S WHY "RC" PUMPS SELL 





1 More Water — Greater capacities 
pump for pump than older types. 

2 Hook Up Anywhere — At the 
well or in the house. 

3 Easy To Install — Everything fur- 
nished, except the piping from pump 
to well. 

4 Sate — No belts, pulleys or exposed 
mechanisms to catch clothes or fingers. 


Only one moving part—tully enclosed. 


5 Clean — No messy water or oil on 
the floor. New mechanical water seal 
replaces the old style stuffing box. No 
oiling necessary. 


6 Added Features — Improved foot 
valve, automatic pressure control valve, 
interchangeable standard motors, ra 


wide range of pump capacities. 





Makes Fatendd’ 
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*water” 
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Ask your jobber about the new Red Jacket "RC” 
Shallow and Deep Well Pumps and Water Systems. 


Red Jacket Mfg. Co. 


DAVENPORT, 


Specialists in pump manufacturing for over 68 years 








IOWA 





TROUBLE FREE 
DURABLE 
CONVENIENT! 
Barn 


TDdeal "vvor Latch 


Recommended For Swinging Doors Up To 2” 
Thick on Farm Buildings, Garages, Etc. 


CONVENIENT 
Gravity type. Holds Doors Open as well as Closed. Posi- 
tive Latching. Not Affected by Shrinking or Swelling. Will 
Not Freeze or Bind. Handles Roomy Enough for Large 
Hand with Mitten. Strike Plate Cannot Catch Harness. 


DURABLE—EASILY INSTALLED 
Zinc Plated Steel, Combination Latch Bar and Handles 
Made of %” Steel Rod. Will Withstand Severe Service. 
No Pins, Nuts or Springs to Work Loose or Break. Bore One 
Hole (%" to 1”) In Door and Insert Screws. 





Priced to sell — List $6.00 doz. 


Ask your jobber for display model and stock. If he can't 


supply you, write us direct. 


"Satisfaction guaranteed” 


Ileal 1504s. Works 


250 E.5t% STREET 
ST. PAUL 1, MINN. 











P Alit-nnden, inexpensive appliances offer- 
ing a large profit margin from display-card 
sales. 

Anyone can install them for permanent 
boiler leak repair. 

Seals without strain on weakened metal. 

Tested under 225 pounds direct steam 


pressure. . 
ASK YOUR JOBBER 
MOLLY CORPORATION 


MOTORS BLDC 122 —. 42ND ST 
NEW YORK 17,N.Y 


GENERAL 
DETROIT 2, MICH 





























MONROE 


Acclaimed The Finest 
From Coast To Coast 





Acclaimed by thousands as the HOTTEST 
HEATER line at the Chicago Furniture 
Show. You too will agree that MONROE 
Heaters, with their striking beauty and 
outstanding quality are the Heaters for 
you to sell. Modern MONROE Vented cir- 
culating Heaters will make available te 
your customers the luxury of gas heat at 
@ cost comparable with coal or oil. Un- 
tivalled gas economy resulting from the 
unique design of the Super Warm-Fior 
Radiants and famous Gasmaster Burner make MONROE the choice of the 
L.P.G. user as well as those using other gases. 


Famous Gasmaster Burner 


Orifice Inside Bell 
(Protected from damage) 
Monroe Designed Valve 
(Precision and quality) 
Interior Baffles 
(Even flame distribution) 
Blue Fiame Pilot 
(Light it once a year) 
More and Higher Ports 
(For perfect combustion) 











Beveled Crown 

(Better secondary aeration) 
Larger Air Bell 

(Abundant primary air) 
Horizontal Orifice 

(Dirt or Dust won't clog it) 







Let These Sales Features 
Increase Your Heater Volume 


© Ultramodern Styling ® Automatic Lighting 
® Abundant Radioti ®@ No Moisture Problem 
® Warmer Floors ® A.G.A. Approval for L.P.G. 


Model Illustrated is MRV-65, 65,000 8.T.U., Height 35", Width 33/,"', Deptr 
20%"". Other vented models in 45,000, 30,000, and 20,000 8.7.U. capacities. 
Also unvented Kool-Kabinet models. 














DEARBORN MONROE CO. 





Majestic 


# 550 


COAL CHUTE 


rbuother 
FORMED STEEL 
PRODUCT by 

Majestic 







There’s a “bonus” of 
long-life and fool- 
proof performance built into 
this rugged, economical Ma- 
jestic Coal Chute. It is priced 
to fit the low-cost, low-rent 
home-building picture—but 
built to match the demands 
for any class of construction. 
The sturdy door, a re- 
inforced with deep ridges, 
is mounted on heavy-duty 
hinges permanently welded 
to the rugged formed steel 
frame. Sturdy lugs anchor 
the strong, angle-reinforced 
body solidly into the ma- 
sonry. Durable rust-resist- 
ing asphaltum finish; full 
range of sizes for any wall 
construction. Write for de- 
tails on the #550 Majestic 
Coal Chute. 


Nationally Known 
and Advertised 
for 40 Years 
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To Left: American Spinner 
és excellent sander for closets 
and hard-to-get-at places. 

. 
Below: Stair treads quickly 
finished with Spinner. 





When you rent floe les 
customers, give them complete 
by also furnishing an American Spinner 
Edger. Hand scraping the edges can be 
mighty tedious and the American 
Spinner eliminates all this by sanding 
right up to the quarter-round. Your 
customers will gladly pay the rental fee 
for this labor saver. 

Three to four hundred dollars extra 
profit from the American Spinner 
per year is not unusual. Imagine, 
tripled profits the first year over 
your original investment! Write 
for latest descriptive literature 
and prices—no obligation. 


MERIC 


FLOOR SURFACING MACHINE COMPANY 


(drum sander) for the 
body of floor 
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522 SO. ST. CLAIR ST. TOLEDO, OHIO 














COLLEGE GIRLS SAY... 


“A Columbia is a 










Campus Requirement. 






Let’s be Realistic! 


You know and we know that the best formula 
for winning new customers and keeping your 
old ones is to sell merchandise that lends quali- 
ty and prestige to your business. So here’s a 
tip. Carry top quality AGM merchandise in 
your store, and watch your business grow. 
WRITE TODAY for literature and dealer 
arrangement on any or all of these appliances. 


AGM KAMPKOLD PORTABLE ICE BOX 


An insulated all steel unit for icing fish and game. { 

Utilizes cold air circulation principle of the home ice - | 

box. For picnics and camping trips, too. You can 

take it anywhere. It’s compact and light, easy to 
‘ carry and competitively priced. 
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“Bicycling is one subject that’s not hard to 
f pass at college—especially when you have 
a Co_umsia. It’s not only smartly styled, 
but it’s always dependable and the easiest 
pedalling, smoothest riding bicycle you’ve 
ever seen! That’s why bicycles built by 
Co_uMBIA are the most popular on the 


Re ACR SEER 


campus!” 
pie sn abet appears on all College crowds set the styles for young 
Sanckalion nak Ui ite F people throughout the whole country. And 
continuous manufacturing ex- . *,° . 
perience. To dealer and cus- at hundreds of schools and universities, it’s 
tomer alike it’s our guarantee of 
“Always Good Merchandise.” Co_uMBIA and Co_LuMBIA-BUILT . . . another 


AGM Kampkook Stove 


| America’s original gasoline 


good reason why more and more dealers are 
turning to the new Co_uMBIA lines. Look to 
Co_umMsia for bigger business in bicycles! 


camp stove. Compact 2-burner 
unit— burns LEADED as well 
as WHITE gasoline. Lights 
instantly without generating. 





THE WESTFIELD MANUFACTURING COMPANY 










Westfield, Mass. 
AGM Ready-lite Lanterns 
Powerful single and two mantle 
lanterns. Give brilliant, non- 
pais white light. Instant be 
ighting, built-in positive pres- i 
sure pump, large fuel capacity 
for steady operation. 


AMERICAN GAS MACHINE COMPANY 


ALBERT LEA, MINNESOTA 


Continuous Manufacturing Experience since 1896 | | 






















SINCE 1877 AMERICA’S FIRST BICYCLE 


HARDWARE AGE 





IN HARDWARE STORES 


from Maine to California...... 
2 is SELLS ON SIGHT 


Here is a new source of big profits for the 
hardware dealer. Every bicycle rider is a 
prospect for this revolutionary bike light 
generator. 10,000,000 cyclists need it for 
safe night riding in conformity with state 
and municipal laws, which 
compel the use of ade- 
quate front and rear lights. 
It provides electric current 
free of cost for brilliant 
lighting of bicycle head 
and tail lamps. Those who 
have battery lights can use 
it with their old lamps. 
Whether or not you now 
sell bicycle accessories, 
MAKE-A-LITE will “pep-up” 
your sales. af 
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WIDE DEMAND 
FAST TURNOVER 
GOOD PROFIT 
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— = = “America's Pioneer Sieyele Light Generator’ 


$s are 
ok to ; ‘ 

@ Patented voltage control governor avto- affected and continues to give the same 
cles! | matically prevents excess voltage and the brilliant light. 


blowing of bulbs at high speed. Brilliant, 
steady light at high or low speeds. @ ‘Interchangeable bulbs. Same standard 


@ Separate headlamp and tail lamp circuits. bulb for either front or rear light. (Mazda 
If either lamp is damaged, the other is not No. 502 — 5 volt — 150 MA.) 


Packaged units for fast, easy sales. Equip new bikes with packaged generator, 
headlamp and tail lamp sets. Sell complete sets, or generators only, for old bikes. 


ORDER FROM YOUR JOBBER TODAY 


MAKE-A-LITE DIVISION 


CHEFFORD MASTER MFG. CO., INC. FAIRFIELD, ILL. 
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(CH 
CONTROLLERS 


Now Is the time te Increase your sales and profits with 
Electrite’s complete line ef fence controllers! All models 
are equipped with the new patented basic Electric mechanism 
which includes automatic current control, special phosphor- 

armature blade, radio interference-free condenser, 
oversize contact points, and a transformer especially made to 
eliminate shorts. Electrite fence controllers are ruggedly con- 
structed for trouble-free operation. For information write 
Electrite Fence Co., Whitewater, Wis., U.S. A. 

’ 


6 Volt 
Portable 
Outdoor 

Model 

No. 663 


SELLS AT 
$14.95 





\ FROM YOUR JOBBER 





COVERT QUALITY 











“Dixie”’ Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass . . . and yet are moder- 
ately priced. The ‘Dixie”’ is one of a complete 
line of Nelson Noz- 
zles. All Nelson 
sprinkling equip- 
ment is sold only 
through Hardware — 
Jobbers. 


, wna MFG. CO. 
PEORIA, ILLINOIS 
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BRAND 
For nearly three-quarters of a century 


THE BEST 
in HARNESS 
HARDWARE 


Buckles ¢ Snaps ¢ Bits * Swivels 
Loops * Hooks * Rope Goods 


Covert Mfg. Co., Troy, N. Y. 
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New booklet shows customers the 
many advantages of DOPLEX and 
SUNFED—tells them how simple and 
easy it isto use—and how economical. 


Combination display and dispensing 
unit kolds roll of DOPLEX and 
SUNFED, permitting you to make 
sales quickly and easily, and also to 
show other profitable merchandise. 







This single-roll display is available 
for either DOPLEX or SUNFED. 
Takes little space on wall, counter or 
shelf and allows easy dispensing. 
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You can make up some of the profits lost because 
of goods shortages by pushing DOPLEX* and 
SUNFED* plastic edie, now available for 
prompt deliveries. 

These two fine materials sell readily to farms, 
homes, business and industry. Strong, flexible, 
transparent, they transmit over 60% of the sun’s 
ultraviolet rays—over 50 times more than 
ordinary glass. Highly beneficial in poultry and 
other live-stock buildings, they have scores of other 
year ’round uses, shown in the booklet “Put the 
Sun to Work”. 


DOPLEX for extra protection 
Both DOPLEX and SUNFED consist of durable 


film, laminated and permanently bonded on each 
side of tough cotton scrim. DOPLEX tops all 
other laminated plastic glazings, with its heavier, 
25% thicker film, with high weather-resistance 
and insulation value. Low moisture absorption 
gives it long-time durability even in temperatures 
down to 40° below zero, Sell DOPLEX for extra 


protection, extra life, extra profits. 


SUNFED for economy 
Lower-price SUNFED matches any laminated 
plastic glazing except DOPLEX. It will give 
several years of fine service under ordinary 
conditions. Only our large volume production 
makes possible SUNFED’S better price and 
profit margins. 


Send for profit plan 


A limited investment in these two fast-selling 
brands, DOPLEX and SUNFED, will help you 
build up new profits. Send for samples, prices 
and profit-plan. 


THE DOBECKMUN COMPANY 
BOX 6147 CLEVELAND 1, OHIO 


First and largest manufacturers of laminated 
plastic glazing. 


DOPLEX-SUNFED 


*Trademark 






















“thar's GOLD 
them 


Clarke, leader in the Rental Field, is 
back in production with a new, im- 
proved line of Rental Equipment and 
Merchandising Plans to help you make 
real profits in your Floor , 
Finishing Rental Depart- 
ment. 

CLARKE MV-8 


HEAVY DUTY 
SANDER 


CLARKE equipment is designed 
exclusively for Rental — rugged, 
fool-proof and easier to handle. 


CLARKE Lv-8 
LIGHT WEIGHT 
SANDER 





ECONOMICAL: Clarke gives you low cost, 
continuous operation — more production 
per day insures customer satisfaction 
and more rentals. 


CLARKE POLISHER, 
SCRUBBER, STEEL WOOLER 


THE CLARKE PLAN for mer- 
chandising a successful 
Rental Service has been used 
by thousands of dealers. 


CLARKE 
“V-5" EDGER 


Tells how to set up ond operate ao successful 
Rental Department — also complete details on 


olf 


Clerke Equipment. 


SANDING MACHINE COMPANY 


Pioneers in the Rental Gield 
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30 CLAY AVENUE © MUSKEGON, MICHIGAN 























GRIFTIN 
HINGES 


* 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warrea St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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[Use PULLS 


ARE AN OPEN AND SHUT CASE THAT 
BEAUTY, DURABILITY AND ECONOMY GO 
HAND IN HAND TOGETHER... 





PADRE 


3-Inch Pulls, No. 507 


Be sure to have complete stocks of these Hollymade 4-Inch Pulls, No. 607 


Plastic Drawer Pulls and Knobs so as to get your share 
of the great Post-War building boom that is now tak- 
" ing place. Considered Ameri- 
> ca’s outstanding Pull and Knob MONTEREY 
line, their colorful beauty — 3-Inch Pulls, No. 503 
5 attracts purchase on sight. | 4-Inch Pulls, No. 603 


WILSHIRE The styles shown are fashioned from 
3-Inch Pulls, No. 501 colorful Plastic and shining Chromium, 
4-Inch Pulls, No. 601 which will never fade or tarnish. Holly- 

made Pulls and Knobs will not chip, crack 
or shatter. They are available in Ivory, 
Yellow, Green, Blue, Black, Red, Maroon 
and Beige. 


SRR EMER SGU DE OT OL RS ICT ITE LITE T= 
re | 


PLASTIC —~— 
CABINET HARDWARE 


gigi ff MONTEREY 


MODERNE 
7 —EEE nl 


ORDER YOUR DE LUXE DISPLAY BOARD NOW 


is attractive Display Board, ness, and shows the most popu- 
ly 12" wide by 18” high, uses lar colors in the Hollym . 
small counter space but sells You can also 
e cabinet hardware wherever i mounted with an 
lace it. Newly designed, it indivt@ual design. Order through 
your jobber. 





Dealer’s De Luxe Display Boards, 12 x 18 inches 


ACE MANUFACTURERS OF BUILDERS HARDWARE 

















BE CALM...AND READ THIS... 
. . . Now, in one package, you can sell a scientif- 
ically compounded all purpose super-spray that 
will satisfy your customers and make your cash 
register ring we It’s Knox-Out, a powerful 


air spray with strong ingredients for immediate 

ol jhe plus the full 5% of DDT recom- 
mended by the U. S. Depart- 
ment of Agriculture for residual 
surface action. It deals “double 
death” by its double action. 


1. KILLS IN THE AIR 
99% knock down and kill when 
sprayed in the air. 


2. KILLS ON SURFACES 


Sprayed properly on screens, wood- 
work, etc., the DDT coating kills bugs 
for weeks afterwards when they light 
or crawl. 


Stock this double-action spray 
to end all this confusion p cont 
DDT and bug killers. Knox-Out is no ordinary 
insecticide. Its super quality is proved by super 
results and it will bring super pl x to the Peon ned 
who have it. 





This powerful sales story will be told to the public » 
this summer with hard hitting ads in The Saturday 
Evening Post, in big newspapers, over the radio, 
in store displays, with booklets and leaflets. 


Pints, Quarts, Gallons in cases. 

















% AND STOCK 


Knox-Out Powder 
in the cylinder 
blower package— 
10% DDT for bugs 
in cracks, ants, 
roaches, bedbugs, 
silverfish, poultry 
lice, dog fleas. 











Double-Action SUPER Insect Spray 
5% DDT Added 


PENNSYLVANIA SALT 


MAN F TURING C PANY 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


New York # Chicago « St. Louis @ Pittsburgh « Cincinnati e Minneapolis e Wyandotte » Tacoma 


100 





REMOVES THE 


RUST anp 


SAVES THE 
METAL.. 


Quickly and easily 
removes rust from 
chromium 


ee 


@ Now the need for a good rust remover is 
greater than ever before, and here is a twenty- 
five cent seller that is going to town. 
RUST-I-CIDE removes rust in a matter of min- 
utes —it is easy to use—it is an excellent 
chromium cleaner — it removes stains from 
sinks and toilet bowls. RUST-I-CIDE not only 
sells itself but also helps sell other allied 
products. 

Stock RUST-I-CIDE now! 4 oz. bottles sell for 
25c, 8 oz.—45c, 16 oz.—75c, quart $1.20. 
There’s a good profit and quick turnover for 
you. 





Call your distributor; if he cannot 
supply you 


WRITE US, TODAY! 


RUSTICIDE PRODUCTS CO. 


3125 PERKINS AVE. CLEVELAND 14, OHIO 
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ARE AGE 


Survey shows that 


A recent trade survey shows that 
buyers consider the following 
features of prime importance 
when selecting rubber and fric- 
tion tapes: 


On all these points PANTHER and DRAGON 
Friction and Rubber Tapes rate high! 


Made and backed by the company which has spe- 
cialized for over 60 years in the insulation of elec- 
trical wires and cables, PANTHER and DRAGON 
Tapes are nationally distributed products. 

These tapes are known for their uniform quality 
as well as their excellent aging characteristics. They 
keep in good working condition when stored on the 
shelf and when used in a wide range of climates. You 
can always be sure of the footage, too, because every 
length is measured. 

PANTHER and DRAGON Friction Tapes adhere 
firmly, meet ASTM adhesion requirements. PAN- 
THER and DRAGON Rubber Tapes fuse readily 
and securely, have high elongation and excellent 
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STRONG ADHESION 

HIGH TENSILE STRENGTH 
GUARANTEED FOOTAGE 

GOOD AGING PROPERTIES 
UNIFORM QUALITY 

MAKER’S AGE AND REPUTATION 


NATIONAL DISTRIBUTION 
AND PROMOTION 


dielectric qualities. They pass ASTM tests for tensile 
strength with a wide margin of safety. All tapes pass 
Federal Emergency Specifications. 

For further details on these tapes, or for the ad- 
dress of your nearest agent, write today. 


PANTHER AND ORAGON 
friction & rubber TAPES 


sgh Recog ndent Wholesalers 


HAZARD 


INSULATED WIRE WORKS 








Why let the other fellow walk off with the nice, steady, profitable volume in lamp bulbs 


and fluorescent tubes when they're “natural” hardware items? 


CHAMPION Lamps make it easy for you to get your share of this business and make 
the most out of it. 


CHAMPION Lamps have the quality that keeps them coming back to you for lamp 
replacements. 


CHAMPION Lamps are easy to handle and to sell. You buy them at rock-bottom dis- 
count, from the wholesaler, like any other staple—no red tape or restrictions Nothing 
to hinder you from getting maximum volume 


and profit. Try them and see 


7 





Ask your wholesaler for Champion Lamps 
EZ 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A OIVISION OF CONSOLIDATE 2 ee 2 LAMP 
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The Kromex FRIG-I-TOR Leads the Promised Parade of Postwar Kromex Creations 


The big and beautiful Frig-i-tor has more than 
streamlined design . . . more than terrific eye- 
appeal to a national market hungry for new 
and modern styles. It is more than a good- 
looking ice bucket that keeps cubes from 
melting . . . It’s KROMEX!—the name that 
means a plus in sales and profits above any 
other brand on any counter. Kromex, backed 
by the most powerful advertising campaign 
in the industry, is the name nationally recog- 


25, 1946 


nized by your customers as THE brand in 
stylized housewares. 

Styled by one of the nation’s leading de- 
signers of modern merchandise, the Frig-i-tor 
answers the national demand for streamlined 
style. Best of all: It’s priced to sell in volume! 


Kromex 


ENDURINGLY BEAUTIFUL 
Cleveland 15, Ohio 








Order by catalogue number—1065 Five Quart Dutch Oven... 1063 Three Quart Sauce Pot... 1011 
Chicken Fryer (10%" diameter)... 1062 Two Quart Sauce Pot. The four piece set is No. 1060-45. 


N this Buckeye “waterless” cookware you can 
give your customers both quality and style, 
plus years of satisfied use. And when you sell 
one piece of this extra heavy Buckeye aluminum 
ware you've made a repeat customer who will 
come back to you to add other matching pieces. 


Buckeye extra heavy cookware is especially 
designed for healthful, economical “waterless” 
cooking but it can be used for all types of top 
of range cooking. It’s made of sturdy 10 gauge 
virgin rolled sheet aluminum. All edges are 
rounded for easy cleaning. Each piece has a 
matching, tight-fitting, bevel seal cover. Its 


Your Customers are going to ask 
first for quality... then for style 


mirror-bright finish and well-styled design have 
instant customer appeal. 


Sell these four pieces individually, or as a set. 
Other matching pieces will soon be ready 
for shipment. 





Te BUCKEYE 


ALUMINUM @. 


WOOSTER, OHIO 
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WITH CAST-IN ELEMENT 


™ That's why this full-sized iron feels so light. Ironing is easier . . . I don’t 
get so tired! 

Then, too, aluminum conducts heat fast. . . all women know that. And with 
the heating element cast right into the aluminum sole plate the iron 
holds a steady heat... even on cold, damp garments. I get my ironing 
done lots faster! 


The choose-your-heat dial has extra adjustment for the low heat range of 
the new synthetic fabrics as well as the regular range of rayon-to-linen. 
My Arvin is safe on ANY fabric! 

“” Of course, there are many other Arvin features | like . . . but it’s the 


aluminum sole plate with cast-in element that really takes the ‘drag’ 
out of my ironing day! Tell other women about it— THEY'LL BUY! 9 


APRIL 25, 1946 








-+» Against Higy 
omes, Sh 





MILLIONS of new small homes now in the 
planning and building stage today spell OP- 
PORTUNITY FOR YOU — in featuring and 
installing AUTOMATIC HEATING by means 
of Vaporizing Oil Burner Appliances equipped 
with the dependable A-P Constant Level Oil 
Control. Leading manufacturers of Vaporiz- 
ing Oil Burner Space Heaters, Floor Furnaces 
and Basement Furnaces equip their units with 
this A-P Control to assure the convenience, 
economy and all-around comfort of genuine 
AUTOMATIC HEAT 


CAPITALIZE NOW on this vast, expanding 
appliance market. New home construction will 
be on the upcurve for years to come Build 
bigger, more profitable sales volume and in- 
creased customer good will by featuring and 
installing Vaporizing Burners uipped with 
the dependable A-P Constant Seed Oil Control. 
Complete details upon request. 


AUTOMATIC PRODUCS COMPANY 


2442 Nerth 32nd Street, Milwavkee 10, Wisconsin 


DEPENDABLE 
Od Controls 


FLOOR FURNACES 
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G/ V F YOUR CUSTOMERS THESE 
PROFESSIONAL LANDSCAPING PLANS! 


LES SS ED EE SS ES OE ED SD SS OD OD OD 


© Over 30 planting arrangements and ideas 
. +. illustrated in color. (Sheets 163%4" x 24") 


© Plans designed by a famous landscape archi- 
tect 


© For all sized homes... small, medium, large 
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You’Lt Prorit 2 Ways! 


FIRST: You profit on the Vigoro unit of sale. When 
a customer buys a 10 lb. bag of Vigoro, your profit 
is 29¢. But the Vigoro Beauty Plans are given only 
with the 100 lb. bag. Your profit ... $1.25. 


SECOND: Your whole gardening line will be more 
profitable. People with carefully landscaped homes 
spend more time and money for results. They fol- 
low through with definite landscaping plans that 
require more seeds, more tools, more supplies, more 
Vigoro (the 100 Ib. bag). So, get in on this great 
sales plan. Display the Vigoro Beauty Plans. Write 
for sales helps. Give your customers the Vigoro 
Beauty Plans and you'll have a sales-making plan 
for bigger and better profits! 


NEA Big, colorful ads in all important 
We! ‘ gardening magazines! 
, a's So great is the advertising cam- 
; paign behind the Vigoro Beauty 
Plans that seven out of ten peo- 
ple entering your store will have 
@ chance to read about them 


their favorite gardening maga 
zines! 


SWIFT & COMPANY 
Plant Food Division, U.S.Yards, Chicage 9, ll. 
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A "Best Seller’ 


THIS SEASON! 





BOUND TO BE 
G00D FROM 
NOW ON 





Nationally advertised to a 

circulation of about 18,- 

000,000 every month in the 

year. Sales have grown 

steadily. Our “check plan” 

helps new dealers intro- 

duce the product. Get your 

share of the business we ae “ae. 5 

are developing. “4 ‘au as Reproduced 
ix ie ee Se from label 
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Can. 
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AR E PE AT ER REGISTERED U. S. PATENT OFFICE 

The “sure kill” perform- 

pallycgrchag i KILL RED MITES 
repeat business. Once 3 E D 5 U G a 


seeiad, © ie a cently BLUE BUGS ~- FLEAS - TICKS - CATTLE LICE 
Se ore TERMITES - ANTS - ROACHES - SIMILAR PESTS 
Mt =< neleaape GERM KILLER AND CONTROL 
oxite, it will pay you to 

FOR COCCIDIOSIS, BRONCHITIS AND MANGE 


investigate. 
ite"Scoe Write * 
APANY TOXITE LABORATORIES - BOXB + CHESTERTOWN, MARYLAND 


Chicage 9, Mi. 
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send for this 
slide-rule on product identification 


MEYERCORD DECAL NAMEPLATES 


Don't let unusual surfaces deprive your, 


product of the smarter effect and lower cost 
of Decal nameplate identifications. Send for 
Meyercord’s new Nameplate Selector and 
see how scientifically produced Decal name- 
plates can take the toughest surfaces in their 
stride. There’s a Meyercord Decal for every 
surface, from standard Kwik-Ways to highly 
specialized types resistant to acid, abrasion, 
temperature extremes, moisture—for appli- 


NEW DEVELOPMENTS 


INVESTIGATE THE 
IN 


cation on any shape or kind of commercial 
surface. No rivets, bolts or screws required. 
They can be produced in any size, design or 
number of colors. And they last. 

Let the new Meyercord Decal Selector 
help you specify the right Decal for product 
trademarks, instructions, patent data or dia- 
grams. It’s another Meyercord service that 
is yours on request. Write for one today. The 
supply is limited. Address Dept. 1 1-4 


Brung the Soys Home... utth Vietory Sounds / 


THE MEYERCORD CoO. 


World's Largest Decalcomania Manufacturers La. 
ene meee es BMRE STREET ©¢ «8 CHICAGO 44, ILLINOIS 
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y LUBRICATING EQUIPMENT 


ts Being iduertioed in all Leading Fam E Papers 


DON’T WAIT--- — 
Stock NOW! 


* 


ed 


4 


1101-A Push-Type Grease Gun 


- 
; 4 Model 1035 Lever Gun construction. Distinctively styled with 
Hendy Fitting Assortment — —_ A high-quality, heavy-duty gun found only in the Lincoln “Eleven-Hun- 
Corefully selected grease fit- - —— lt has @ 19-ounce capocity and ies push-type grease guns Available in 


tings for tractors, form imple- ‘] develops 10,000-lbs. pressure. It B5-ounce capacities 
ments, passenger cars ond ; 4 can be filled either with a Lincoln ce capacity, 
trucks provide immedi- 4 D Filler Pump ot by suction, Other d Type illus- 
ate replacements for - * : Lincoln Lever Guns are the Stond- 
those fittings thet ore a! , ord and the Utility Models having 
lost or damaged. A } ’ 4 17-ounce capacities. 
This assortment 4 9 
is the former's - 7 & : ; t 
pol : - ; @ Model 1266 Hondi-Luber 
q This unit converts original refinery 

25-lb. poil into o 25-Ib. high- 

presune grease gun. Pump is easi- 

y attached without removing the 

lid. Lubricant is kept clean 


Model 1213 
Filler Pump 
Hos o 25-Ib. capesiy. 

Provides @ fost, clea 
method of fillin all 
Lincoln Filler Type 
Greese Guns. Sturdily 
constructed of heavy- 
gouge steel. 





Model 9876 

Lincoln Powerluber . iy Model 1271-A 
Equipped with the fa- Bucket Pump 
mous Lincoln com- . A @S5-ib. capacity 
pressed air-operated qpeene gun thot 
pump, it dispenses lu- en poy heavy os 
bricont direct trom origi- 1 os Auid lubri- 
nol 25 or 50-Ib. refinery } { cants. Ruggedly 
pockoges placed in the : < built to withstond 
container, or from the i ; hord esage Devel- 
container itself. which i ’ ops high-pressure 
holds 60-lbs. in bulk with eose 





AMERICAN | 
AGRIC LTURIS] 


Attractive advertisements will tell farmers 
about the many advantages of using Lincoln 
Lubricating Equipment. They will appear in 
these Farm Papers starting with the February 
issues and continuing each month until 
early summer. This campaign will bring 
farmers in to buy. Stock now—Be ready to 
sell them Lincoln Lubricating Equipment. If 
your wholesaler can’t supply you, write us. 





y 
4 
1 
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BLINCOLN ENGINEERING COMPANY 
5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 





E. AGE APRIL 25, 1946 











vibro - tool 


A.C. 110 V. 
One of the greatest hand tools ever invented, the Vibro-Tool 


SOOT TTT TY 
BURGESS Lj 
@: 


adds power to craft skill... enables “hand work” to be done 
with speed and facility. The Vibro-Tool is in great demand by 


7 
om 
= people interested in craft work and home erp san activities; 
tf also by laboratories and industries in almost every field. 

4 The Vibro-Tool puts permanent markings on personal tools, 
identifies work in progress or finished products. For the crafts- 
man, the Vibro-Tool engraves on steel, glass, plastics, jewelry 
... tools leather ... carves and slices... decorates glass and 
does a host of other operations. 

Hardware stores find that the Vibro-Tool is one of their 


best sellers because it appeals to such a wide group of pros- 
pects in home and industry, and to all age groups. Write for 
dealer proposition today. 


HANDICRAFT DIVISION 


BURGESS BATTERY COMPANY 


190 N. Wabash Ave. * Chicago 1, Illinois 





HT GLOVE sue EVERY JUG 


These strong protective, work gloves 

are the product of one of America’s 
largest textile mills. They are Riegel- 
controlled — in one plant — from raw cotton 
to finished glove. This single close 
supervision of every detail results in 
unexcelled quality — durability — economy. 
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ae 
ye 
Bruno's long screw-point remains en- 
gaged and working until hole is cut 
completely through wood 


Bruno is easy to adjust. Loosen machine 
screw, set blade to desired diameter, 


securely tighten screw 


APRIL 25, 1946 


OOD-BORING TOOLS 


FEATURES: Takes less effort... actually pulls 
itself through. 

Positive lock with patented triangle blade... 
no slipping. 

Cutters of finest grade high carbon tool steel 
are easily adjusted. 

Special grip on blade; replaceable center lip. 

Specially designed lead screw for easier starts 
and smoother working. 

Chrome and nickel plated to keep it looking 


well in tool kit and on your counter. 


WIDE CUTTING RANGE 


Expansion Shipping 


Length 
° Copacity Weight 


NEW BRUNO SELLING HELPS 


Bruno store displays, consumer literature, 
packaging and advertising are ready to 
help you get sales with a minimum of 
effort and expense. 


NATIONALLY ADVERTISED 
Every menth Bruno’s messages are reach- 
ing millions of home workshop owners, 
farmers, artisans and shop workers. These 
contacts will continue throughout the 
yeor to acquaint your customers with 
the benefits of Bruno Tools — to create 
demand — to make selling easier. 











7 overart 
sq. shonk 
only 


Wrath oor. 





By,” : “TA =I," 
all sq. 
shank only 

















DEAL NO. 4000 
200-8 BRUNO EXPANSIVE BITS 
201-8 BRUNO EXPANSIVE BITS 


List Price $40.00 
26.67 


Your Cost 
Your Profit: $13.33 


Included at no extra cost: one attrac- 
tive counter display, all set up and 
shipped as a unit. Size 9¥2"x11". Ready 
to use. Shipping wt. 6 Ibs. 
r- 
keg 
MEW EXPANSIVE BIT 


oy 
- 
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9330 Santa Monica Bivd. 


Beverly Hills, California 











UNIVERSAL 


PRESSURE 
ae ee 


FH precise LEADERSHIP once again sends your sales Famous Features! 


soaring with the new Universal Minute-Savor Pres- 1 ¢ Safe-T-Seal Cover—sealed by its own cooking pressure, it 
. cannot be opened until safe and ready to open. 
sure Cooker. This new, better, completely modern way Vent Welght—wes't “jamp off” or fall off —mainesias cos- 


to cook combines the beauty and efficiency of modern de- rect cooking pressure automatically and acts as safety pres- 
sign with the tried and proven standards of Universal's 0 TR hides aatitin 
traditional craftsmanship. Its quick, certain, safe opera- complete safety if instructions are seri- 

ously violated. 

Approved by Underwriters’ Labora- 

the pressure cooker field. tory —tested for safety. 


tion makes it a masterpiece of engineering skill—tops in 





+ 





es 7 aa c 
ee a RE OOM IT og eS 
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SS) FRARY & CLARK »- NEW BRITAIN, CONN. 
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LEADERSHIP THAT BUILDS YOUR DEALERSHIP! 


= 1 Bore Tce 
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N61-8212 
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N61-484 
yy 


N58-035B N61-6303 


MITCHEN CABINET HARDWARE i cit‘price ranges 


“e ae IM Bere In this modern matched set of Cabinet Hardware, we combine the 


Diodes CABINET RALOWABE 


ta color permanency of plastics with the brilliancy of highly polished, 


= Me — “o 4 & 
3 bois Shown above is one of four popular matched Cabinet Hardware 
designs that is profit-packed and styled to sell on sight. The dis- 


chromium plated metal. 


play board at left includes each of the four designs available. 
Smaller boards with your choice of any two designs in matched 
sets are also available. Put these eye-catching silent-salesmen to 
work for you on your counters and in your store windows. Write 


for colorful, descriptive Catalog. 


NATIONAL LOCK COMPANY 


BUILDERS HARDWARE DIVISION ROCKFORD, ILLINOIS 
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Mr. Dealer, you said it — 

ROYAL FIREPLACE FURNISHINGS DO 
create the “desire of possession." 
ROYAL fixtures are now in production. 
You will soon be able to satisfy this desire. 


” | 





X-CELL-ALL Paint and Varnish Remover 























ANOTHER SALES WINNER! 


made by the makers of the 


LUMINALL 


line of water-mixed paints 


Make your cash register sing a happy tune by stocking 
and selling X-CELL-ALL Paint and Varnish Remover. 
X-CELL-ALL comes in paste and liquid forms. Both are 
top quality products, made and fully guaranteed by the 
makers of the famous, fast-selling Luminall line of water- 
mixed paste paints. It is a positive-acting remover, 
speedy and safe—each gallon uniform. Also, you will 
want to stock X-CELL-ALL Liquid Brush Cleaner. Dealers 
and jobbers are invited to write for details. 


NATIONAL CHEMICAL & MFG. CO. 


3614 South May Street Chicago 9, Illinois 








CHATTANOOGA IMPLEMENT & MFG. CO. | 
CHATTANOOGA 6, TENN. 
. —_—_—_——_—— | 


BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known "KEILSON" line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
“KEILSON" Mail Boxes separately were win- 
ning the approval of the trade. Now, together 
as Bommer Products they will endeavor to ren- 
der an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER 


BOMMER SPRING HINGE CO. BROOKLYN 5, N. Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 








LET’S TALK 
SHOP 


Tradition is important . . . so is the “know- 
how” of manufacture .. . 

... That’s why the Edwin H. Fitler Co. 
does not rely ALONE on 142 years of ac- 
cumulated skill and unquestioned reputa- 
tion. Fitler Rope maintains its leadership 
because it is produced by the most modern 


manufacturing methods. 


THE EDWIN H. FITLER CoO. 
Philadelphia, Pa. 
Manufacturers-Of Quality Rope Since 1804 
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As a hardware jobber or dealer, 
this is important to you . . . to be 
able to select from one line of 
known dependability, the exact 
type of screw drivers your trade 
has a need for. 


VACO AMBERYL 


Break-Proof and 
Shock-Proof Screw Drivers 


These drivers and small tools 
cover every home, factory, lab- 
oratory, office and industrial need. 
From the big giant types that 
look like a young crowbar, to the 
midget model shown above, 
there’s a VACO screw driver for 
every purpose. 

You will find, as hundreds of 
other hardware outlets do, that 
it pays to handle and push VACO 
screw drivers. 


Write for catalog. 


173 TYPES 


317 E. Ontario St., Chicago 11, Ill. 
In Caneda: 560 King St. W., Toronto 2, Ont. 


POPULAR = PRICED NUMBERS — 


: si SS Phe fake RE Rey alae 





NO. C-2016 
Length Width 7 
Depth 7 


Your FULL MARK-UP IS ASSURED 


‘ ‘ 
Because Master Boxes are Sold at 


ESTABLISHED RETAIL PRICES 


Exclusively Thru the 
INDEPENDENT HARDWARE 
AND ALLIED TRADE 





MASTER METAL PRODUCTS, INC. ° 
| 291 Chicago Street Buffalo 4, N. Y. 
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POWER TOOL 


ACCESSORIES 





THE HANDY oHIOAN 


HOME AND WORKSHOP BENCH GRINDER 


, yERE’S a little beauty that has plenty of sales 
ry appeal. It’s small and compact in size, yet 
long on the ability to perform to perfection most 


430 
home sharpening jobs . . . knives, scissors, and 


#370—\%4” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. small tools. 


# 373—'2” Hardened 3-jaw Chuck to fit 2”-24 Spindle. , eee ; a 
Other threading te specification. The 8-inch natural stone revolves on ball bearings 


#380—'2” Chuck with No. 2 Morse Taper Arbor. and is mounted on a sturdy steel frame painted 
#381—'2” Chuck with Arbor to fit 2” or 5@” Spindle a bright orange. Comes neatly packaged with 


7 382—'2" Chuck with Collars and Arbor to fit 12” complete instructions for easy assembly. 
or 5%” Spindle. ° 


# 383—Arbor to fit 2” or 5@” Spindle, with Collars. Write now for full information on prices and 
#384—'2" Chuck with 12” Straight Arbor. discounts. : 
#407—No. 2 Morse Taper Arbor with Collars and Nut 


#408—No. 1 Morse Taper Arbor with Collars and Nut. THE CLEVELAND QUARRIES COMPANY 


+ 410—Rigid ling f ting t V2” Shafts. 
igid Coupling for connecting two 12” Shafts GRINDSTONE DEPARTMENT 


#411—Electric Drill Arbor for holding Grindi Pol- ‘ o7 78 , 
ishing Wheel. Se ee aoe Guildhall Building Gleveland 15, Ohio 


#430—Plumb Bobs—Round, Perfectly Balanced, Nickel = Q 


Z 
Plated. 4 oz. or 8 oz. Pr) % 
#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel | Sere ee e e 
Plated, Screw Cap. 8 oz. or 12 oz. Co D 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY ( LEVELAND 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 
BROWN-MCLAREN MFc. Co. U ARRI ES 
HAMBURG, MICHIGAN - 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY GRINDSTONES 


ABRASIVES 
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STANDARDS 


SPECIALS 
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THEY ARE ASKING FOR 
Show a customer a BUSHMAN Saw 


and he will want it. If he is a home 
owner he will find it handy for trim- 


ming trees and cutting up fire wood. 


SWEDISH Also, he will want to take it on that 
STEEL next camping trip. Every farmer will 
find many uses for a BUSHMAN Saw. 


For the steady and harder sawing jobs 
—in lumbering and in industrial plants 
-—the BUSHMAN is an essential tool. 


Every buyer will be a booster because 
he will quickly find that the BUSHMAN 
Swedish Steel Saw cuts faster and 
easier—and it stays sharp longer. It is 
strong and rugged—always ready for 
use. Your customers—like the thousands 
upon thousands of users—will say, ‘I 
never saw a saw saw like the Bushman 
Saw saws”. 


GENERAL STEEL WAREHOUSE COMPANY, INC. 
1830 N. KOSTNER AVENUE + + £CHICAGO 39, ILLINOIS 


ARE AGE APRIL 25, 1946 








There is an appeal to handling the Dominion line that goes 
beyond mere salability. It stems from the realization that you 


are selling an appliance that gives lasting satisfaction — one 


that is fully guaranteed by the manufacturer—one that goes 


a long way to make the buyer friendly towards your store. 


THE COMPLETE DOMINION LINE 


Flat Irons * Waffle Irons * Curling Irons * Toasters * Sandwich 
Grills and Grid-A-Bouts - Table Stoves * Heaters * Poppers ° 


Hair Driers * Mixers * Heating Pads * Infra-red Lamps * Fans. 


DOMINION ELECTRICAL MFG. INC. 
MANSFIELD, OHIO 








Some shipments are being made—but at a rate far under that of incoming orders. May we ask that 
you be patient a little longer — that you keep in touch with your jobber regarding delivery dates. 
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..- the new Dalglish aluminum cooking pan. 


Another outstanding Dalglish-engineered product ...the new all-aluminum 
Dalglish cooking pan. Like all Dalglish merchandise, this new product embodies 
many outstanding saleable features. 


@ Newly Designed “Sanitary” Handle. Weight Away From Rivets. 


@® Unique Manufacturing Methods Produce Better ‘‘Heat Distribution’? Through 
Absolute ‘‘Sanitary Bead’”’ Vertical Wall Design (slightly angled for 


“Tight Rivets’? Assured Through nesting). 
Improved Production Methods. @ Attractive ‘‘Sun-Burst” Inside Finish. 


New-Engineered Design Shifts Bearing @ “High Lustre” Finish on Outside Wall. 


For complete details Call Garfield 5861 or write 


J.M. DALGLISH & COMPANY 


61 WEST FILLMORE AVENUE SAINT PAUL 1, MINNESOTA 
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4. BOOT SAVER Joe 
es Ona ena CA 


AND OTHER All Stee! 
OUTDOOR WORKERS Rugged 


Construction 
Van's Boot Saver is a smart, simple Keeps baits 
device for the proper drying and be- alive and 
tween-season care of all types of kicking 
boots and other outdoor footwear. at 
Easy to carry, even in coat pocket— finger tips 
folds flat. 
Size 


Prevents cracking—long boots do not have to be 5'x24/2""x2 Ya" 


folded. Rising warm air circulates through boots, 
quickly drying them. Indestructible — Van's Boot SMASH ALL RECORDS 


Saver will last for years. fer Larnovet aud prrogits 


277 2 2 commeanet eee Caney Worn on belt when fishing from shore, in boat or wading. 
fect of counter spose seh te ad vttel Can't come off. Baits can't get out. Open mesh provides 
seaned ta Soames . setement toga ventilation—protects bait from body heat. Last bait as lively 
ao . , 9 spo : $ magazines. : as the first. No more bother with the old tin can or bait box. 
Retail price $1.25, leaving you a good profit. Retail List $1.00—Usual Trade Discounts 


if your jobber cannot supply you right now, Order Today From Your Jobber 


NOEL VAN TILBURG COMPANY ||| rnc eee earn ome 


1027 Washington Ave. S.E. — Minneapolis 14, Minn. 























Constant Increasing DEMAND 


BECAUSE THEY ARE Fish. Killers! 


MAKINEN 
HOLY COMET 


New Action—New Life 
—New Sales Records 
We _ with this unique Hole- 
MODEL No 211 ’ x in-Head Lure! Water 
action causes a wiggle 

and shimmy unmatched by any fish 
getters. Fishermen say it gets the 
fish—jobbers and dealers say it 
gets the business. Order a dozen, 


t p 0 4 T A R L ft Y NOW, TODAY! List $1.10. 
8 BEAUTIFUL COLOR P s 
The New MD ATTRACTIVE DISPLAY ‘CARTON 


> _S, ELECTRIC Irresistible poe 
EE GFo2u8 TP DM Vp | | WADDLE cGy tite 2 buce 


Shimmy 


BUG 


Never before has any lure 
stirred up such a ~——— in 
water or in demand. ike a 
Ideal for farmers, outdoor sportsmen, auto owners, et dor ities ae 
truckers and hundreds of other utility, industrial and gling in water to get out, it 
= a . é: splashes and foams with real 
emergency uses. Lightweight. Finest construction. life action. The LEADING 
; SURFACE FISH KILLER 
Fast moving. Other dry cell and rechargeable lures Bass, Pike and Rain- 
° * * bows. 8 Beautiful Color Patterns with flashy head- 
models with accessories. Backed by effective dealer gear. Heavy Demand! Order Early! List $1.10. 
helps and consistent advertising in general, trade MOST JOBBERS CARRY — if not, send Orders Direct 
and farm publications. A real source for better 


profits. Write for complete information now. Stream (4 Stream 


U-C LITE MANUFACTURING CO. Tested Test 


Dept. O, 11 East Hubbard Street * Chicago, Illinois 


Turns Darkness into Daylight 
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caine! 


Army-Navy “E”’ flag 
awarded April 7,1943; 
stars added August 25, 
1943, February 26, 
and October 9, 1944 
and August 28, 1945. 
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Of course, we are gratified by the huge demand for 
STEELCRAFT Wheel Goods and MERCURY Bicycles. 
Likewise, we appreciate the patience of our friends in the 
trade while deliveries have been limited. We are sure you 
understand that this has been primarily due to conditions 
beyond our control. 


We are striving to attain production in such large volume 
that it will readily meet your requirements. Recent 
extensive additions to our plant capacity and equipment 
will enable us to do so. Meanwhile we assure you that this 
increased output will be achieved without compromising 
the quality standards that have distinguished the STEEL- 
CRAFT and MERCURY trade names for so many years. 


THE MURRAY OHIO 


MANUFACTURING COMPANY 
CLEVELAND 10, OHIO 











for every child from 


5 months to 5 years 
As), 


AUTO SEAT DELUXE NO. 71 


Heavy canvas with metal frame 
Equipped with colored spinner 
beads and removable fiberboard 
bottom. Color, maroon, trimmed 


in white 


4 





JUVENILE SWING NO. 21 


Extra heavy canvas with 
metal frame Strong web 
straps and safety belt. Color, 
blue, trimmed in white. 


METAL STAND NO. 10 
Can be used for both baby swing 
and juvenile swing. Tubular cold 
rolled steel. Clear lacquer finish. 


BABY SWING NO. 51 


Metal frame. Heavy canvas cover. 


Ss > » Color, hite 
Rubber feet. Packed in individ- stony os ao — 


ual corrugated cartons Easily 
assembled. 


FIVE FILER BROTHERS cribs, swings and seats are care 
fully made to fill an important need in the nursery. Mothers 
instantly recognize the safety features. It relieves them from 
worry while going about their work. It saves time and pro- , 
vides a source of enjoyment to youngsters. They are made 
in price ranges to suit every pocketbook. Stock the full 
line of swings, auto seats and portable cribs for indoor and 
outdoor use. Write for literature showing complete line. 


trimmed in blue. 


Manufactured by 
THE FIVE FILER BROTHERS 
Grove City, Pa. 


OTHER LINES CARRIED: Nockonwood Products Ltd. * Super: 
craft Inc. © B & H Mfg. Co. © Lake Industries * Domore Inc. 
+ Peter Pan Products. 


Py ER = ALLEN 
| OMpuny 


MANUFACTURERS’ REPRESENTATIVE 
THIRTY - * © R WEST 


FEDERAL STREET 


YO vw 2. OO W N ~ ee ie, oe 








For almost 30 years many 
thousands of men and women have 
learned to look for the “Gold 
Medal” trade mark when buying 
toys. Transogram “Gold Medal” 
toys have consistently maintained 
their leadership in 50c to $5.00 
items for three reasons — 


’ 


1—They’re packed with valve. 


2 — They're IDEA-CREATED for 
new-sales punch. 


3 — They’re tops in quality. 


Look fe TRANSOGRAM for 
ete (DEBS ee. 


TRANSOGRAM COMPANY, Inc. 


MANUFACTURERS 
CHARLES S. RAIZEN, President 


200 FIFTH AVE., NEW YORK 10, N. Y. 
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Pal 


TRADE MARK 


VELOCIPEDES 


Leading jobbers from coast to coast are now delivering the fine PAL Baby Walker 
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WAY TO DO AWAY 





WITH TRASH 





* It's true that demands for 
“ZIPPER TOP” Burners are 
rapidly increasing. But produc- 








tion is steadily gaining. Every 





day more are coming your way. 
Profit by the fast-selling features 


of this convenient burner— 








unique, lose-proof zipper top and 
non-sagging, smoulder-proof 





Volcano Bottom. Send fordescrip- 














tive circular today 


UNION STEEL PRODUCTS COMPANY 
126 North Berrien Street. Albion, Michigan 


Qo 11s YEAR ROUND 


ALWAYS 
IN 

SEASON 

BECAUSE— 


BLACK LEAF 40 
has So Wang Hses! 


FOR BLACK LEAF 40 sells steadily because it has se 
many uses. Gardens, both flower and vegetable, 
need BLACK LEAF 40 to protect them from 
aphids and other soft-bodied sucking Insects. 
Every poultryman at times needs the product te 
destroy chicken-lice and feather-mites. In proper 
combination It Is used to control stomach worms 
In sheep and as a dip for ticks and scab on live 

We Advertise It stock. Most farmers and qntues can use 

.- + You Sell itl BLACK LEAF 40—hence are prosp 


Tobacco By-Products & Chemical Corp., incerperatal 


Louisville 2, Kentucky 
They Look for the Leaf on the Package 














Every gardener will 
want one of these three- 
in-one tools —it hoes; it 
digs; it cultivates. Fur- 
nished with a hard steel 
blade, spot welded to the 
shank and a hoe-length 
handle. 


U.S. Pat. No. 2,040,751 


Both the 4%” steel shank and its ferrule are 
nickel plated. The sturdy blade and the handle 
end are painted a striking red. Packed one 
dozen to a carton — shipping weight: one dozen 
26 |bs. Just the tool to liven up sales in your 
garden tool department. 


ag The ATLAS-ANSONIA Co. 


‘468 STILES LANE, NORTH HAVEN, CONN. 





HAVE A FUTURE! 


Our thanks for waiting for WORCESTER 
despite unavoidable delays. Your cus- 
tomers will buy WORCESTER Lawn 
Mowers—a product of half a century 
of New England manufacturing skill 
—and they're reading about 
WORCESTER in smart 

national advertising! 


LAWN MOWER 
WORCESTER company 
DIVISION OF SAVAGE ARMS CORPORATION 
CHICOPEE FALLS, MASS., U. S. A. 
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ANOTHER NEW aisty 


R Y Fi G, TR ROTO-MASTER 


SPRINKLER 


Covers an Area of 
2800 Square Feet! oa 





RETAILS 
ause It has se FOR 


and vegetable, 
ct them from 


sucking Insects. 
the product te 
ites. In proper 
stomach worms * 


and scab on live 
deners can use 

ive customers, 
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ENGINEERED FOR EVEN WATER 
YWERS DISTRIBUTION AT ANY PRESSURE 


The RIEGER “ROTO-MASTER” Round sprinkler 
RE! operates effectively under any pressure, its rotary dis- 


- oS te 






WORCESTER tributing head with two arms, radiating water from 52 Ae 
s. Your cus to 60 feet in diameter. Wear is reduced to the minimum ? <i i m 3 
STER Lawn " mn om a 


If a century by the oversize spindle. The “ROTO-MASTER” Round al AT AVERAGE 
er heat is skillfully engineered in modern design, embodying om PRESSURE a 
in smart precision and balance rarely expressed in any sprinkler, . 


ising! : regardless of price. Like the ROTO-MASTER Square, : 
: the assembly is of solid brass, with non-breakable 
wrought heavy gauge steel base, finished in baked NATIONALLY 


enamel. 
RTISED 
The acme of dependability and efficiency is the ROTO- dati 


MASTER Round—and at only $3.19 retail. 






~ 


Rieger Sprinklers will be 
advertised in all the 
national flower and gar- 


A Rieger Product—NATURALLY a Guaranteed Product}, den magazines. 























For kitchenware 
Beyond compare 
Look for this—-———— 


It’s Decoware! 


© 





e at the H es Show (Spaces 94-96), Atlantic City, May 12-17 


CUSTOMERS DREAM of scenes like this, dream of the CIT LTTE Pee 
day when Decoware is back in your store. (It Se, 
won’t stay there long!) When Decoware does come Sees CAN COMPANY, INC. E 
back, look for the famous Decoware-Triple-C ; 
trademark—your customers will! To them, the HEADQUARTERS: Chrysler Building, New York 17, . Y. 
Triple-C spells quality. To you, it stands for ' 

quick turnover...satisfied customers...fat profits. | 

Decoware will come back to you in the new LCOWARL. 

American Beauty pattern—pretested by a famous DIVISION 

polling expert, and sure to please! ’ 





Tune in: “Continental Celebrity Club” every week over Coast- 
to-Coast CBS Network 
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20,00 NP Wilel ty Tae Chad tattle 


| ONE WALKER with Everything Your Customers Wants! 
ON DIAMONDS 


EVERYWHERE Gibe Uy, ber 


TRAVELER with FEATHERWEIGHT TOUCH 


BATS First!—with permanently installed 


Fi th F metal folding foot boards. First!— 
iner than ever: with roomy rear trunk for bottles, 


Baseball and soft ball models -_ etc. First!—with ms 
in select, kiln-dried, straight- < SS )  Otherimportant 
grain ash. Professional qual- . ' po le sao 
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ity; attractive finish! 
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List write Department 
6. 
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MFG.CO. 


P.0.BOX 2339- LITTLE ROCK,ARK. 














ENGINEER DESIGNED . . . PRECISION BUILT 


ii loh Co Ka :7.) 


tips, leaders, or 
stripped guides. Ply fishing is 
simple, and 





Sturdily constructed 
of heavy gauge wire, with “ y 
aluminized rust-proof finish. Com- > es left hand free for cigarettes, 
plete with nuts, Cotte, metal Gongs NPY AD) f / netting, ete. 

end mounting broeckets, ready i S Ve 4 

installation. Approx. weight, 4 ibs. | Sa . 7 Not AUTOMATIC 
each. Standard pocking, 12 com- i, No spring to wind— NOT 
plete baskets nested. * 


AVAILABLE IN TWO SIZES the 
-OV line. 


SPOT WELDED N . , looped line, while netting fish. 


—————— > Gives perfect control in play- 
Stock No. 161 Stock No. 161N Bi l ing fish—edjust tension (or 
164g x 11x6 164% x11x6 drag) easily, simply, with s 
Stock No. 181 Stock No. 181N P a touch of your little finger, with positive brake action, or free running spool. 


18x13x6 18x13x6 ng. This new, FINGER TIP CONTROL Reel is precision built, with simple, fool proof 
9 construction and perfect balance. Guaranteed for life against defects in manufacture. 

Ventilated spool. Reel seat fits all rod butts. No sharp edges to mar finish of fine 
Gy lines. Holds over 60 yards of “‘G’’ line. Weighs 5% oz. Of cast aluminum alloy. 

two co green case with gray spool—or velvet aluminum. Fish not 
seared by reflected sunlight. All inside mechanism of stainless steel — rustproof, 
easy to oil. Line easily fastened to spool. Cat. No. 54, $13.50 each. 
Made Solely For P & K by TAGREN 

Send today for P & K Dealer-Jobber 

Catalog. it's a money-maker for you. 


PACHNER & KOLLER, INC. 
3426 Archer Avenue Chicago 8, Ill. 
eee eee 


TESTED 0 PROVED LURES © FISHING ACCESSORIES 
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Manufacturers: Play ball with LIBERTY! 


24 outstanding wholesale hardware distributors and their 
1200 salesmen can take your products “home’’—to 70,000 
independent hardware retailers! They play a field that 
stretches across the length and breadth of the United 
States; reach the rich, rural outposts, as well as the popu- 
lous areas. They cover 43 bases—where strategically 
spaced warehouses are available to store your merchandise 
within easy reach of every dealer, every territory. 





10-YEAR—PROVEN LIBERTY TEAM-WORK SCORES TO WIN 


Over $100,000,000 (one hundred million dollars)—that’s the annual sales 
score for Liberty! Get your products into the line-up, now! This is your 
chance to cut credit and extra accounting costs and side-step distribution 
headaches. Cash in on LIBERTY know-how. Send or bring samples to 
LIBERTY Headquarters—the sooner the better Get your share of profits 
for 1946! 


Liberty Uistribulors 


HEADQUARTERS—14 NO. Sth ST., PHILADELPHIA 5, PA. 


r cigarettes, OFFICES: PHILADELPHIA, LOS ANGELES. 
MATIC 
ee 
" ye : Albany Hdwe. & Iron Co. Hoffman Hardware Co. Morley-Murphy Co. The Emery-Wate?rhouse Co. 
, xX. 4 Albany |, New York Los Angeles 12, Calif sreen Bay, W nsin Portland 6, Maine 
-yy¥~ > Allison-Erwin Co. Sete Méwe. Co. Women, Wanhaga The Salt Lake Hdwe. Co. 
~ ag Py ok Dacet, Sd Fort Worth, Texa Northwest Hdwe. & Steel Co. ee 
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Full line of paint, © 


HARDWARE CO. 


OWN HALL 


varnish. High grade 


brushes 


OOOO 


Should hardware stores 


WNaruraty, there’s a nice churnover in butter—if you 
can get enough butter to sell. And bread needn't be 
such a stale item either. 

But jokes aside, what about the legitimate hardware 
“bread-and-butter” items? . . . the repeaters which pro- 
vide a steady flow of sales and a constant source of 
income. 

Files, for instance. Files are merchandise that’s a 
“bread-and-butter” item if there ever was one! By their 
very nature, files mean frequent replacement sales. 


They’re always “seasonal.” Most everybody needs files. 


in all sizes. 


OOOO OOOO 


Nicholson files for 


every purpose. Large 
variety of shapes, 


cuts, sizes. 


sell bread and butter? 


Their variety, if invitingly displayed, induces multiple- 
unit sales. Turnover is rapid — constant — profitable. 
And sales volume is sure to increase when you bring 
a good assortment of files out from under the counter 
and spread ’em out. 

One thing more. When building a file business, 
make up your mind to hold it. Sell well-known quality 
files — Nicholson or Black Diamond brands — the kinds 
that keep customers coming back. 

The Nicholson File Co. guarantee: Twelve perfect 
files in every dozen. 


acs }, 


MOSES — NICHOLSON FILE CO., 25 ACORN STREET, PROVIDENCE 1, R. |. _szaalfimecc., 


Y~s=z 0 
2U.s.a.% 


(In Canada, Port Hope, Ont.) 
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the AMERICAN chain 


of a Hundred Uses 











With the same tensile strength as new =" hemp 
rope, this Tenso pattern chain has many uses 
about the farm, the town home, playgrounds, 
stores — almost anywhere. With clevis links, 
snaps, swivels, S—hooks or other attachments 
it can be made into assemblies for special 
uses. You will find this a very popular 
chain-worth prominent display in your store. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments ... 


Just Among Qurselves 
... By Charles J. Heale 








Drug Stores Want to Sell Your Lines 
But Don’t Want You to Sell Any of Theirs:— 


O.. of the most futile, 


ridiculous and actually most laugh- 
able trade association activities we 
have ever seen is the current ef- 
fort, or at least highly vocal perform- 
ance, of the National Retail Drug- 
gist’s Association which would like 
to protect its members from all pos- 
sible encroachments by non-drug 
stores into what this group consid- 
ers basic drug store merchandise. 

There is definitely no “divine right 
of merchandise lines distribution.” 
The producers will sell their products 
through the trade channels that do 
the best job, and do it most economi- 
cally. But more important than that 
gage is the basic realization that the 
public will always “buy what it wants 
where it wants.” . 

Resolutions and/or legislation will 
never stop this situation any more 
than either could stop any type of re- 
tailer from selling goods to cross- 
eyed, or lefthanded people—provid- 
ing their credit was good or they 
paid cash. Business is still business, 
and individually owned and operated 
as well as corporate businesses can 
only continue to operate on the mer- 
its of the services rendered. 

The really funny part of this is to 
learn that drug stores want other 
types of retail outlets to lay off their 
lines. Can any adult American, 
whatever his business calling, pos- 
sibly conceive of any other retail 
store in his community which has 
encroached more on all others than 
the drug store has for many years? 
And can aay of the same adults even 
imagine any type of retail store 
which submerges more skilfully its 
basic lines than do the drug stores 
of America? It is almost necessary 
to get a search warrant, in many drug 
stores, in order to find the prescrip- 
tion or drug departments—and sel- 
dom, if ever, are such departments 
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ostensibly major interests of such 
drug stores. 

On top of all that, drug stores, be- 
cause they are presumed (and it 
often seems like a highly technical 
presumption) to represent a public 
health need, are open longer hours, 
(a full seven days a week), than 
are any other type of retail outlet— 
and but few truthful druggists would 
even presume to state that their strict- 
ly prescription and drug sales, during 
normal business hours, after hours, 
or on Sundays and holidays, or in 
fact any time during the week, would 
enable them to either make a living 
or stay in business. No indeed— 
malted milks, sandwiches, coffee, ice 
cream, candies, cosmetics, cigars, 
cigarettes, photographic film, maga- 
zines, cutlery, and even electrical ap- 
pliances and paint, give many drug- 
gists as much or better income than 
their own restricted lines. 

Therefore, it seems to us that of 
all retail groups the druggists should 
be the most silent; the most grateful 
for sloppy legislation which, because 
they have a registered pharmacist on 
duty, permits them to sell practically 
anything seven days a week—and 
long hours, and should never pro- 


* 


* 


test at any encroachment on what 
they consider their “divine rights.” 
They have been the worst offenders. 
They, above all others, should remain 
silent on this matter. 

Those hardware men who have 
such chain drug outfits as Katz Drug 
Co. as competitors know that many 
Katz stores are open seven days a 
week, 24 hours a day and sell almost 
everything you can imagine at all 
hours of the day and night, every 
day and night. Of course, they al- 
ways have the registered pharmacist 
on duty and so they are within the 
law. Yet you can buy an outboard 
motor, a rowboat, tools, electrical ap- 
pliances, stockings, liquor, shotgun 
shells or whatever else you want 
practically all of the time in such 
stores. 

As we often have pointed out be- 
fore, many states have laws which 
prohibit drug stores, and others who 
open on Sundays from selling on 
Sundays or after normal hours any 
merchandise that is not strictly 
health or food requirement. Unfor- 
tunately, such laws are observed pri- 
marily in the breach. A strengthen- 
ing of such laws might prove to be a 
great help to the hardware business. 


* 


Co-ops Tax Hearings May Come 
Sooner Than Expected:— 


really thorough look into this situa- 
tion at an early date. We have 


NTIL very recently we did not 

believe that Congress would 
pay much attention to the unfair tax- 
exemption provided to Consumer 
Co-operatives until this fall when 
new tax legislation was due for con- 
sideration. 

However, it now appears that the 
Ways and Means Committee of Con- 
gress, and perhaps also the Small 
Business Committee, may take a 


greater hope of proper  prog- 
ress through the former and so— 
through the courtesy of the National 
Tax Equality Association, present in 
this issue, starting on page 148, some 
data on this phase of the campaign. 

With this story is a list of the 
members who make up the Ways and 
Means Committee published so you 
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will know whom to address—and 
they should be contacted at once and 
in no uncertain terms as this is the 
first major development promising 
any correction of this situation. 

It is likely that this Congressional 
Committee will not stop with the tax 
exemption privileges unfairly en- 


joyed by the co-ops but will go fur- 


Discourtesy, the 


N the almost 30 years that I have 

been associated with this publi- 
cation, it has been my privilege to 
participate in many consumer pref- 
erence surveys and also my oppor- 
tunity to compare notes with a great 
many others who were similarly en- 
gaged in such studies. 

In that time, in at least 50 compe- 
tent studies out of perhaps 150 that 
were made available to me, there was 
an unanimous consumer reaction on 
the subject of “courtesy” or the lack 
of it. 

While all buyers want the best pos- 
sible price and value in their. pur- 
chases, consumers have invariably 
emphasized their keen reaction to 
courtesy or discourtesy and have in- 





OMMENTING upon Mr. Hamil- 
ton’s article, which also ap- 
peared in the Department Store Econ- 
omist, another Chilton publication, 
Editor D. Allyn Garber has this to 
say :— 

“And along with his apprecia- 
tion of the necessity of courtesy in 
everv angle of business life, we 
quote a letter he wrote recently to 
a higher-up in a large concern 
after trying, with no avail to sub- 
mit his plan. We rather liked it 
because it is significant in too 
many instances. And it is not usu- 
ally the fault of the secretary, but 
rather the result of instructions 
from the executive she serves. 
“Dear Sir: 

‘I am sorry that I cannot see 
you or talk to you over the ‘phone 
as your secretary so decided when 
I telephoned you today for an ap- 
pointment. I tried my best to tell 
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ther into the subject and consider 
tax exemptions enjoyed by mutual 
insurance and other mutual set-ups. 
This is entirely fair—for there 
should be no tax preferences for any 
type of commercial operation which 
competes with a tax-paying enter- 
prise of similar, or almost similar 
nature. If you really want to help 







* 





* 


dicated that phase as their major 
approval or disapproval. 

Whether or not women are di- 
rectly responsible, as often stated 
but not actually established beyond 
question, for 85 per cent of retail 
purchases we all know that women 
are very susceptible to courteous 


treatment and we do know that their ° 


retail purchasing importance has long 
been on the increase in all retail 
lines. 

It has long been our opinion, as 
frequently expressed on these pages, 
that discourtesy is truly the cardinal 
sin in any kind of retailing opera- 
tions. Had space permitted, these 
comments might more appropriately 
have appeared in our last issue, 







* * 
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Another Important Thought on the Subject of Courtesy:— 


her “majesty” why it was abso- 
lutely necessary for me to see you 
first, but she finally decided other- 
wise. ; 

“You have my sympathy. Busi- 
ness today is quite complicated, 
one is so restricted by unsound 
regulations, supervision and all 
kinds of bottle necks including 
“Thou shalt not pass regardless!” 
secretary. 

‘If you see this letter just file it 
in a black envelope captioned 
“Another Lost Opportunity” or 
write or phone me where we can 
secretly meet without your secre- 
tary’s knowledge. I still would like 
to discuss with you a timely sub- 
ject, which has most unusual sales 
promotion possibilities for your 
company.’ 

Sincerely yours,’ 

‘P. S. A copy of this letter is 

being sent to the president and two 











this cause along get busy and tell the 
members of the Ways and Means 
Committee just where you stand and 
get as many others, as you can, to do 
the same thing. This is the first real 
step of progress, as distinguished 
from mere lip service, that has been 
accomplished in this fight. 
Get in and help! 





Cardinal Sin in the Retail Business:— 


dated April 11, 1946, as in that issue 
starting on page 128 is an article 
entitled “Courtesy Comes First” by 
Dudley Hamilton. Mr. Hamilton has 
probably made the greatest study of 
this simple subject of courtesy that 
has ever been made. It is a proper 
obsession with him and he knows 
whereof he speaks. For some years 
he has devoted himself almost ex- 
clusively to this one phase of cus- 
tomers’ relations and is a recognized 
authority on the subject. He has lec- 
tured, written and developed a ser- 
vice on “courtesy.” Those of our 
readers who have not already read 
this story should do so and pass it 
around to all of their associates for 
most earnest consideration. 





other vice presidents of this com- 

pany.’ 

“Humorous, but full of meat.” 

While only a few of our many 
readers who are retail hardware 
store operators have secretaries who 
could successfully stymie a *phone 
call or personal visit from a cus- 
tomer who wants to see the boss, 
practically all wholesale executives 
do have them and so do manufactur- 
ing officials. 

We suggest that dealers who find 
difficulty, in “getting to” the right 
wholesale executive either quote 
these comments on the phone or mail 
them to such persons. It might do 
some good. Wholesalers might quite 
properly do the same thing in their 
relation with producers. 

It has long been the policy of Chil- 
ton Co., Inc., publishers of Harp- 
ware ACE and other leading business 

(Continued on page 140) 
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it’s always right... for right or left 


You can sell this Ileo Universal Door Closer 

for use on right- or left-hand doors, without reversing 
the spring. This feature makes for quick and easy 
over-the-counter sales — widens your market 

— narrows your inventory. And you can sell this 
Ilco Universal Door Closer with confidence, 


for it is built to give long and satisfactory service. 


SECURITY qi HARDWARE 


INDEPENDENT LOCK COMPANY .«. FITCHBURG, MASSACHUSETTS 
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Framed picture 


s are on the wall above the gifts. It saves spac 


e and gives them prominence. 


Their Space May Be Limited But 


Frazier Hardware gets its stock 
out where prospective customers 
see it and volume keeps growing 


Vs fairly large 


shipments of post-war merchandising 
arriving nearly every day—the dis- 
play problem is becoming increas- 


ingly difficult for the smaller hard-’ 


ware store. Or so says George Fra- 
zier, owner of Frazier Hardware, 
Portland, Ore. 
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“Sample equipment in both large 
and small appliances has to be 
shown,” Mr. Frazier explains. “Then 
along comes a lot of water pails, 
metal mail boxes, and other metal 
houseware items which we have been 
unable to buy since the early days 
of the war.” 

All these are popular leaders and 
when stocked they move quickly. 


Sales floor space furnishes the base 
for the store’s two display windows 
which are 7 ft. by 3 ft. 6 in. in size. 
This allows double utility for ap- 
proximately 50 sq. ft. of the 1500 
sq. ft. of available sales space. 


Double Displays 


“Doubling wall displays and hang- 
ing items from the ceiling,” Mr. 
Frazier says, “is certainly not the 
best plan but we have been forced 
to do it.” 

The store does a good deal of this 
double display and with very good 
results. Mops, dusters, brooms, cer- 
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tain long handled garden tools, etc., 
are hung from the ceiling. Files, 
handled cups, dippers, dust pans, are 
hung from hooks along the top shelf 
of wall displays. 

Around the entire store, the tops 
of wall shelves are used for showing 
such items as baskets, unfinished 
furniture, framed pictures, year- 
around toy leaders, and one, 5 and 
10-gal. cans of house paint. 


“Hard to Get” Items 


A home-type, double window dis- 
play set has been built in the wall 
above the houseware department. 
This has two glass windows which 
open and show an inset. Here Mr. 
Frazier shows leaders in his “hard 
to get” class. Recently a new ship- 
ment of water pails arrived. One of 
the pails was placed in this home 


type display case and a spotlight 
was used to focus attention. The en- 
tire shipment was moved out in three 
days. 

Mr. Frazier plans to put in three 
more of these wall, home-type display 
sets. They are not costly to build 
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They Feature Plenty of Merchandise 
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Mops and dusters hang from the 


and utilize the upper wall “no man’s 
land.” 

Departments are carefully divided 
at the store as to the volume. The 
paint and wallpaper department ac- 
counts for 40 per cent of the total 
volume. Mr. Frazier tries to give 















ceiling in the household section. 





this department approximately one- 
half of his floor display space and 
one-half of the window display. 


Follow Same Rule 


The household department, in- 
cluding toys, china, glassware and 
pottery, accounts for 30 per cent of 
the volume, as does the general hard- 
ware line. The same space and em- 
phasis rule is followed for both of 
these departments. 

For handling window sets on paint 
and other packaged merchandise, Mr. 
Frazier has a portable stepped-floor 
which gives the window added dis- 
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play advantage. This floor is made 
from light plywood and is easy to 
move. These plywood stepped floors 
are the width of the window and 
are 36 in. high at the back. The 
front shelf is 24 in. off the floor. The 
shelves are 10 in. deep and the rise 
for each is 6 in. These portable 
shelves are kept in the basement 
storeroom when not in use. These 
movable display shelves have also 
been used successfully behind the 
regular floor displays in the window 
to furnish a background. They are 
also used in front of the paint de- 
partment for displaying leaders and 
specials which have been featured 
in newspaper display ads. 

In working up newspaper adver- 
tising copy, Mr. Frazier is careful to 
have the copy and the current store 
displays carry out the same theme. 
He also always uses in his ad copy one 
picture which will attract the casual 
reader’s attention. This is usually a 
cartoon type comic with general 
reader appeal. 

A recent cartoon used which 
caused more than average customer 
comment was a home gardener try- 





Spring Will Soon Be Here 


When you think of gardening, think of us. Head- 
quarters for garden tools, fertilizers and seeds. 


&PIECE SETS STAINLESS STEEL WARE 
NOW ON SALE while they last. 
JUST ARRIVED—Children’s Roller Skates 


Frazier Hardware Go. 
6802 S. E. Milwaukie Ave Phone VErmont 3900 











Frazier's ads hit an unusual note 
and catch the eye. This one, which 
featured gardening, was originally 
two columns wide and 7 in. high. 


ing to handle six different garden 
tools with six different hands. The 
heading was “Spring Will Soon Be 
Here.” In one of the window sets a 


cardboard man with six hands was 
used and in each hand was a garden 
too. 

“These ads,” Mr. Frazier said, 
“are four by six and six by eight 
inches and cost us from three-fifty 
to five dollars a week. We believe 
that by using the comic type draw- 
ing and the store display tie-up, we 
get maximum sales results. And by 
this method we are increasing local 
interest in our store. 

“As I see it, display has a double 
duty the same as advertising copy. 
Both must sell merchandise. They 
must feature leaders and account for 
increased turn-over. And they both 
must interest buyers in your store. 
Having buyers talk about your store, 
your displays, your ad copy, is the 
first step in larger volume. 

“Today, volume is not a problem 
but the day will soon come when we 
all will be pushing for sales increase 
and trying to add one more turn- 
over per year. 

“I think display’s the thing, and the 
merchant who gives display serious 
thought and planning is going to 
come out with a head start.” 


Just Among Ourselves 


(Continued from page 136) 


publications, that all who ’phone or 
visit our offices have prompt access 
to those for whom they ask. We want 
and expect the same courtesy from 


- 


others when any of our representa- 
tives call on readers or advertisers. 

We agree with Mr. Hamilton that 
“Courtesy Comes First.” 


* 


OPA Should Be Terminated! 


LMOST every week, a flood of 

letters from wholesalers and re- 
tailers adds to our conviction that 
OPA should quickly fold its tent. 
The recent global war, with its gi- 
gantic requirements and wide-flung 
operations put all of our normal 
gages somewhat out of whack. At 
any rate, let’s assume or at least hope 
that most war-imposed OPA con- 
trols were done sincerely if not al- 
ways well. But that need has now 
passed. 

Should a similar catastrophe hit 
us again it would certainly be better 
to place men with different type of 
previous experiences in charge, both 
on top and for the various industry 
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groups. And above all, let us figure 
on having many less lawyers—and 
especially many, many, less “near- 
lawyers” than apparently have been 
riding in this particular saddle. 

In other words, if it happens 
again, let’s think in terms of placing 
experienced people, regardless of 
their historic political affiliation, in 
charge of all phases of the job for 
which they are at least partially 
qualified. This of course would be 
totally different—but good. 

For example, we are a great ad- 
mirer of Donald Nelson and believe 
he knew more about distribution 
methods and costs than any other 
one person in Washington. In our 


opinion, he should have headed all 
OPA activities from start to finish. 
We never thought he belonged in 
WPB but know that because he was 
an exceptionally good man he did a 
good job there. But production con- 
trol was hardly his field. 

OPA today is an _ outstanding 
handicap to the rehabilitation of our 
national economy. It is the major 
deterrent in bringing the supply of 
consumer goods closer to the de- 
mand—because ceiling prices are in- 
adequate in too many lines and pro- 
ducers can’t afford to make such 
goods. They won’t and don’t. 

A most appropriate analysis jus- 
tifying the discontinuance of OPA 
will be found in this issue starting on 
page 156. Here we quote in part a 
statement by J. Howard Pew, when he 
appeared before a Congressional 
Committee. Mr. Pew’s thinking is 
typical of the thinking of many of 
our readers. On this same subject is 
an equally important radio industry 
report starting on page 159. Read 
them both. 
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Reatfirm cancellation of order classifying all cooperatives 
as large retailers eligible for 5 per cent discount. Plan 
aims for disposal of 75°/, of surplus goods in 18 months 
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Map showing the 33 locations and numbers of regional offices of the War Assets 
Administration from which information as to surplus goods may be obtained. An 
additional unit in Detroit is the national auto parts office, designated No. 34. 


>) to speed 


the sale of badly needed surplus con- 
sumer items and dispose of approxi- 
mately 75 per cent of all government 
surpluses within the next 18 months, 
the War Assets Administration has 
made sweeping changes in its dis- 
posal regulations. 

While policies will still be set in 
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Washington, sales operations have 
been decentralized, the regional of- 
fices being given greater leeway than 
in the past in the development of 
sales programs. The regulations were 
issued to put sales of surplus prop- 
erty to wholesalers and retailers on a 
businesslike basis and_ eliminate 
much of the delay and red tape which 
previously confronted firms inter- 
ested in participating in sales pro- 


grams. In carrying out the terms of 
the Surplus Property Act, WAA has 
placed normal channels of trade above 
all others in the sale of consumer- 
type surpluses. 


Fixed Price 
Sales Generally 
Surplus property will be disposed 
of by any approved method which is 
most readily adaptable for the partic- 
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ular commodity to be offered. Gen- 
erally, fixed price sales will be used 
in preference to all other methods. 

In the past consumer goods had 
to be sold on a national programmed 
basis under the provisions of Special 
Order 24. This order has been re- 
vised to permit additional methods 
of sale and to permit sales to a wider 
range of buyers. 

Fixed price sales, for both na- 
tional programs and regional sales 
projects, will be used when property 
is in new condition, is available in 
inventory in large quantities, and is 
either a standard commercial item 
or is readily marketable. This 
method may also be used whenever 
property, new or used, can best be 
moved in this manner. 


Accent on Speed 


However, with the accent on speedy 
disposal, the following additional 
methods of disposal may be used: 
Sealed bid offerings; spot sales; pub- 
lic auction sales; site sales; and ne- 
gotiated sales. These methods may 
only be used under certain conditions 
specified in Revised Special Order 
24. 

National sales programs will be 
set up by WAA if: 

1. The commodity to be sold is in 
short supply and the reported cost 
of the property is $1,000,000 or over. 

2. If the regional office determines 
that the amount of the property is 
too great to be absorbed in that re- 
gion and requests that the program 
be handled by the national sales of- 
fice in Washington. 

3. The same item appears in more 
than one region and the quantity in 
each of two or more regions is val- 
ued at $500,000 or over. 

In practically all other cases sales 
projects will be developed and put 
into effect by the regional offices. 

Distribution among trade levels 
will be set in Washington for each 
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nationally planned sales program 
likely to be overordered, based on 
the percentage of the commodity 
normally distributed to each level. 
Independent retailers and whole- 
salers will receive the largest part 
of the regional allocations. Orders 
from chain stores and mail order 
houses, co-operatives, and industrial 
users will be filled after the needs of 
the wholesale and retail trades are 
met. 


Overselling Eliminated 


Under the new set-up, regional of- 
fices will not take orders for more 
goods than are available, as had been 
done in the past. This overselling 
resulted in considerable delay, disap- 
pointment on the part of prospective 
purchasers, and uneven distribution. 

On national programs the regional 
offices will be responsible for meet- 
ing quotas assigned by the Washing- 
ton office, and must report to head- 
quarters on the progress of such pro- 
grams. The regional offices are per- 
mitted to review all sales operations 
for the purpose of recommending 
changes in policies, procedure or 
methods, or devising new ones. 






By EUGENE J. HARDY 

Associate, 
Washington Representative 
of Hardware Age 
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Regional offices can set their own 
minimum quantities based on the ex- 
perience of the trade in individual 
localities, rather using minimums set 
by remote control from Washington. 


“Minimums will now be set low 


enough to permit small retailers to 
buy directly from WAA. 

Inter-regional offices are also being 
established to coordinate sales activi- 
ties and to endeavor to procure 
goods held by any of the regions for 
interested buyers in a particular re- 
gion. 

The following order of priority 
will be used in planning national sales 
programs and regional sales projects: 

1. Perishable goods subject to 
spoilage if not sold immediately, 
chemicals, etc. 

2. Items in short supply which are 
held in quantities which are suitable 
for,sales planning. 

3. Seasonal items held in quanti- 








Highlights of Revised Special Order 24 


Sales will generally be at differentials normal in the trade. 
Chain stores, mail order houses still classified as large retailers 
and continue to receive 5 per cent discount. 

Greater sales authority for regional offices. 

Sales as close to current market prices as possible. 

Fixed price sales general rule on new property. 

WAA may use, under some conditions—sealed bid offerings, spot 
sales, public auction sales, site sales and negotiated sales. 
Minimum quantities intended to permit independent dealers to 


buy. 


Orders limited to available quantities. 
33 regional offices handling most sales. 





















ties which are suitable for sales plan- 
ning. 

4. Large quantities of commodi- 
ties which are not critical but are 
readily marketable. 

5. Large quantities of commodities 
for which there is no ready demand. 

Continuous sales effort will be 
given to items coming within the fol- 
lowing classifications: 

1. Job lots. Single lots, containing 
several different classifications of 
items may be sold without detailed 
pricing of the separate items in such 
lots. 

2. Line items of $300 or less. Re- 
gional offices will screen inventories 
for such items at least once a week, 
and will group them into lots and 
sell them by any of the approved 
methods and to any level of trade. 

The revision of Special Order 24 
also explains, in great detail, the pro- 
cedures under which the various levels 
of trade may participate in surplus 
property program. The changes in the 
order have the effect of bringing it 
up to date so that WAA will be able 
to move goods more quickly. 


Current Market 
Level Prices 


Under the revised order, prices for 
goods being sold under the fixed 
price method of sales will be estab- 
lished as close to the current market 
price as possible, according to WAA 
and will be attractive enough to move 
the property and compensate for any 
unusual features of the property 
which may add to the difficulty of re- 
selling. In general, prices will be set 
for two levels of trade, wholesale and 
retail. The differential between those 
prices will correspond to that which 
is normal in the trade, and will re- 
flect the differences in the cost of the 
distributive function performed. Sales 
under such differentials will be either 
national or regional program sales. 
In cases where program sales are not 
feasible, and in other special in- 
stances, sales officers have been given 
new authority to set a uniform price 
for all purchasers. Such cases may 
occur, says WAA, where a commod- 
ity normally moves predominantly 
from the manufacturer to wholesalers 
and industrial users, or in connection 
with the clearance of depots, ware- 
houses, ships, or command installa- 
tions. 

The minimum quantity offered for 
sale will be of a size which will enable 
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small independent retailers to par- 
ticipate, WAA states. Such minimum 
quantities will be larger when (a) 
large quantities of merchandise are 
packaged in military cartons and it 
would be uneconomical to repackage 
the property to provide for sales in 
smaller quantities, or (b) it is neces- 
sary to consolidate several packages 
to assure an equitable or appropriate 
distribution of the size range of the 
property. In program sales, the price 
on the minimum quantity offered to 
small independent retailers is known 
as the base price. 


Larger Minimum Quantities 
For Wholesalers 

In program sales, a larger mini- 
mum quantity applicable to the 
wholesale trade will be offered to 
wholesalers who agree to use their 
best efforts to sell to small indepen- 
dent retailers. This minimum quan- 
tity may be less than the minimum 
quantity offered to large retailers— 
chain stores and mail order houses. 
The price to the wholesaler will com- 
pensate for the distributive function 
to be performed, taking into consid- 





eration the type of goods, the turn- 
over potential, the cost of care and 
handling, the value, and the quantity 
available. 

Chain stores and mail order 
houses are still classified as large 
retailers by WAA, and receive a 5 
per cent discount from the base price 
to small retailers, but cooperatives 
have been removed from this classi- 
fication. 


Sales to Co-ops 
Now More Strict 


The function of a cooperative as a 
wholesaler or retailer is now the de- 
termining factor in regard to the level 
of trade at which the cooperative will 
buy. WAA takes the position that 
the original order classifying all co- 
operatives as large retailers, thereby 
making all cooperatives eligible for 
the 5 per cent discount, was wrong, 
because in actual practice many co- 
operatives are very small retailers and 
should be treated as such, as pointed 
out in the Feb. 26, 1946, issue of 
HarpWarRE AGE. 

Under the order all cooperative 

(Continued on page 184) 








“There is no economic justification for any business enterprise, includ- 
ing co-operatives, that has to depend upon tax exemption or tax 


evasion for its existence.” 


—Congressman John W. Flannagan, Jr. (Virginia) 


















1f WE CAN KEEP 
OUR FEDERAL INCOME TAX | 
EXEMPTION, WE CAW 
DOUBLE AND TREBLE OUR 
CAPITAL AND IT WON'T 
COST US ANYTHING 














PAY FEDERAL INCOME 
TAXES 
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This cartoon and the comments above it may be reproduced in your local news- 
papers or in your own newspaper advertising or other advertising with or without 


credit to this publication and the original source—HARDWARE AGE. 
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Greene's “Free Exchange’ Brings 


Tennessee firm incorporates SERVICE Wedneeday 
farmers’ advertisements on IN KINGSRORT 

land, livestock and poultry a Greavo | 8B LIVESTOOK - POULTRY 
in its own Sunday ad with- —— = ° Watre O TADE 
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Here is one of Greene's “Free 
Exchange” ads. It tells its tm our store and see our complete 
own story. In its original a 
form, the ad was four columns 
in width and 10 in. in height. 


; exchange” idea, 


as a service for farmers, has doubled 
business in the hardware and farm 
store of W. B. Greene Co., Inc., 
Kingsport, Tenn., a city of 14,000. 
The idea behind the exchange is sim- 
ple but effective. It offers the farmers 
in the community an opportunity of 
advertising the products they have for 
sale or trade through the space paid 
for by the Greene Co. 

The store uses a quarter of a page 
or more of its advertising space in 
the Kingsport Times on Sundays for 





Traffic, Sales and Goodwill 


























W. B. GREENE'S FARM STORE FARMERS 


FARMER'S 
rect FREE EXCHANGE 12 Nowe 

































































© STIFFER AND STRONGER Route 7 Jonesboro. 


there at all times. 
DAIRY EQUIPMENT @ BETTER LOOKING > Store across from Stitiven 
LeLaval @ OBLONG MESH ADMITS ~~ FOR SALE or TRADE 
sepa’ hand and elece 
tric operated. val electric ml! MORE LIGHT Tor anstaing. of wales One slightty 
ors. At ere ° 
@ NO RAVELING ge ye ge ge 
ccooue a Route No. 1. Gate City 


@ NO SALVAGES—FLUSH TRIM 
Priced a little more than 


tom 

ATTENTION! Hardware cloth. Godsey Nickelaville, Va. One mile 
a Oe en east of eon Route 2 
every Sunday paper you ll 
do not make a sale the first time it Wire size 14x14 FOR SALE 
is run in the FREE EXCHANGE One 10/20 McCormick 
just drop us « ling and ask us te tractor. One 2 bottom John Deere 
rum the ad again. This rervice ia 36” height tractor plow. One tractor disk (28) 
for you, so be sure that you receive @ Thomas C. Marsh, Church Hit, 
the full au Route 3 








One 2% Lamon Wagon ané bed. 
Dayton Cox, Route 4 Gray's Station 
Road 


HARNESS AT GREENE'S — 6.& 
les, bi 





One Fordson , 

wheels. One John 

dise. One Oliver 14-inch hottem 

plow. One feed crusher. I. J. Hargis, 
Inquire at 


FOR SALE 
1 Model B John Deere Tractor 
cultivator complete. 1 No. 12 Vul- 
fat . John M 





























just the classified ads of the “Free 
Exchange” and those with items for 
sale are invited to send in their copy. 
A farmer can bring an ad to the store 
on or before Wednesday noon and it 
will appear in the Sunday edition. 
There is no charge for this service 
and the advertisement is repeated if 
the first one does not bring results. 

The Greene Co. introduced the idea 
of the “Free Exchange” by distribut- 
ing green cards to the farmers who 
came to the livestock market in the 
city. These cards read: 

“Attention Farmers” 

“If you have anything to trade or 


sell, just drop us a note on the back 
of the card. Describe fully the item 
you want to trade or sell. Give your 
name, complete address or telephone 
number. 

“All ads must be in by Wednesday, 
12 noon, to run in the following Sun- 
day’s paper. 

“Drop us a line if you do not make 
a sale the first time and it will be run 
in the free exchange again. 

“Absolutely no charge—it is just 
another service Greene’s wishes to 
extend to the farmers. Take advan- 
tage of this opportunity today and 
pass the good news on to your neigh- 
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Clayton C. Edwards, at right, writes the copy for the “Free Exchange.” This 


is the store’s hardware department. 


Displays are by related groups in 


open cabinets which make selection an easy matter for the customer. 


bor. Tune in on Greene’s radio pro- 
gram each morning at 6:40 a.m.” 

Farmers soon were sending in their 
ads from the surrounding countryside 
of Tennessee and Virginia. Many of 
them came to the store in person and 
through these visits, hardware and 
farm supplies were sold and many 
new customers were made. 

Clayton C. Edwards, who prepares 
the “Free Exchange” each week, com- 


EARS ago when I was on the road 
I often took with me a certain 
specialty salesman, representing a large 
hardware manufacturer. My friend had 
two great attributes as a salesman. First 
was the impression he made on my 
dealers, who immediately sensed that 
he was a gentleman. He was quiet- 
spoken, sincere in the presentation of 
his line and was always ready with a 
smile. Yet he was “down-to-earth” and 
always talked their language. 


The Trick Worked 


His second attribute was a little 
trick he had. After making his usual 
sale, and just before putting away his 
order book, he would take from his 
pocket or bag a little article from his 
line. He would pass the item to the 
dealer and say, “Wouldn’t you like a 
case or two of these to come along 
with your order?” Or he might say, 
“Here’s a new gadget which is a ready 
seller, and will show you a _ good 
profit!” Never did he urge the dealer 
to buy. It was just a suggestion, and 





146 







mented “The idea has really brought 
results. It has doubled sales in hard- 
ware and the farm store. We have 
developed a lot of good will, too. 
Farmers come in and tell us how 
much they appreciate the service.” 

A good many of the advertisements 
pertain to farm land, livestock and 
poultry. For example, a farmer, who 
desires to sell his farm, runs an ad 
reading: 





“Plus” Business 


By GEORGE V. GETCHELL, 
Buyer, 
Rice & Miller Co., 
Hardware Wholesalers, 
Bangor, Me. 


the “feel” of the sample would often 
close the sale. 

The additional sale was not of great 
importance in value or volume. But 
multiply this by eight or 10 calls a day, 
throughout the year, and you can easily 
see how these extra sales might easily 
pay a considerable part of that sales- 
man’s expense. 

My friend called these small, last 
minute sales “plus business”—really 
added after he had completed his regu- 
lar sale. It is surprising the amount of 
merchandise which can be sold by any 
salesman who makes this plan a habit. 
Soon he will be having his dealers ask- 
ing, “Well, what’s in your pocket this 
trip?” 

This idea can be adapted in a retail 
hardware store as well as by outside 
salesmen. However, close check should 





“Small farm located between Fall 
Branch and Jearoldstown, Tenn., 14 
miles from Kingsport. 15 acres of 
land, 6-room house, barn, chicken 
house, smoke house, some fruit and 
timber. On rock road close to church 
and on school bus line. Next door to 
Dennis English store. See Charles 
Pope, Island Road, one mile left at 
Indian Springs.” 


Promotes Own Merchandise 


Greene’s also promotes its own 
merchandise in the “Free Exchange.” 
A drawing at the top of the advertise- 
ment shows the location of the store, 
so that farmers can easily find it, and 
then underneath is usually a store 
promotion. The items advertised by 
the company are generally seasonal. 
The ad shown here on wire fencing 
was published in the spring. The 
store also calls attention to various 
items in stock by little promotions 
sandwiched in between the classified 
ads of the farmers. A typical exam- 
ple is: 

“For a complete line of hardware 
supplies and for farm needs, come to 
our store and see our complete stock 
of every-day needs for the farm. 
Greene’s.” 





GEORGE V. GETCHELL 


be kept on the salesmen to see that they 
do not offend by pressing a sale. Of 
course, the article should be sold at a 
place convenient to the wrapping table 
or cash register. 

Give this idea a try. Go after some 
of this “plus” business outside and in- 
side. 
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Sidewall and display table in the gift section, pottery is shown on lower shelves. 


This Store Has Two Turnovers a Month 
In Its Gift Department 


Oswego Hardware showed 26 per cent 


increase in this section in a year. 
Entire personnel composed of women 


M.. MYRTLE R. 


LOWD owns and operates the Os- 
wego Hardware of Oswego, Ore. 
All employees are women. And yet 
the store carries a full small-town 
line of paint, garden tools, seeds, 
tools, small implements, china and 
glassware, and general hardware. 
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The sales room, as neat as two 
pins, is 30 by 35 ft. in size. In the 
rear is a conveniently arranged stor- 
age room 15 by 30 ft. Good house- 
keeping is as much in evidence in 
the storeroom as on the main sales 
floor. Every carton and box is in 
its place and each carries a neatly 
printed sign listing its contents. As 
items are removed to the sales floor, 





numbers are thecked off the cartons 
so that the sign on the box tells ex- 
actly what is in reserve stock. 

Two departments of the store lead 
—gifts, which include a larger than 
average stock of general china and 
glassware and pottery, and paint. 

Three island display tables are 
assigned to the gift department. Each 
table has two shelves on each side 
underneath for storage. These 
shelves are open and the same good 
housekeeping is applied to the stor- 
age. 

Each island display table has a 
bridge glass display 10 in. above the 

(Continued on page 170) 
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BEN C. McCABE 


| LN early inquiry into 


the exemptions of all tax-free groups 
from payment of Federal income 
taxes is to be conducted by the Ways 
and Means Committee of the House 
of Representatives, according to re- 
sponsible news reports in Washing- 
ton. The hearings are expected to 
start late this spring. Co-ops, mu- 
tuals and all other businesses claim- 
ing exemptions from Federal income 
taxes under Section 101 of the Inter- 
nal Revenue Code are scheduled to 
appear. 

As the National Tax Equality As- 
sociation (NTEA) has always insist- 
ed, this very welcome public hearing 
will reveal the vast growth of tax- 
free corporations. 








Responsible Washington sources indicate that 


Ways and Means Committee of the House of 
Representatives will conduct searching inquiry, 
late this spring, into the exemptions enjoyed 
by Co-ops, various types of mutuals and all 
other forms of business enterprise competing 


with tax-paying private enterprise. 


By BEN C. McCABE 


President, 


This hearing will prove that tax- 
free co-ops, mutuals and government- 
operated businesses are prospering at 
the expense of every taxpayer in the 
land. 

This inquiry is a direct result of 
the energy given this issue by the Na- 
tional Tax Equality Association and 
the 1226 organizations which have 
endorsed our program. Our conduct 
has always been governed by com- 
plete reliance on facts and figures. 


Co-ops Will Fight 


But let us make no mistake—the 
co-ops are certain to put up a vigor- 
ous fight. This tax-free privilege is 
very precious—to them. Let us re- 
member the co-ops will resist all at- 
tempts to tax the billions of dollars 
of business they do each year. 

We urge all our members and all 
others who are interested to recognize 








“Believing as I do that farming is a business, honesty demands that I state in 
this connection, though my utterances may be regarded by most members of the 
co-operatives as heresy, if farmers get together and form a co-operative to further 
their business interests, that the co-operative so formed should be taxed just like 
any other business enterprise is taxed. There is no economic justification for any 
business enterprise, including co-operatives, that has to depend upon tax exemp- 
tion or tax evasion for its existence. I am afraid if we continue to follow the policy 
of granting co-operatives tax exemptions that we will, sooner or later, bring the 
co-operative movement into public disrepute. This would, indeed, be not only a 
high but a ruinous price to pay, because no enterprise can long exist without 


public approval.” 


Statement by Representative John W. Flannagan, 9th Congressional 
District, Virginia, and chairman of the powerful House Committee 
on Agriculture as reported in Congressional Record, Jan. 28, 1946 





National Tax Equality Association 





the real significance of the approach- 
ing hearings. Let us hear from you 
and from your neighbors. You may 
be called upon to appear and to state 
facts about the harm the co-ops are 
inflicting on taxpaying competitors. 


Comments Invited 


We are alert to every problem re- 
lating to the approaching hearings. 
NTEA relies on your support as we 
push forward to a just decision. We 
invite your frank comments and sug- 
gestions. ‘ 

Although early reports may vary, 
we will keep our members advised. 
Let us remember that all our gains 
have been won. The Ways and 
Means Committee of the 78th Con- 
gress described the need for a thor- 
ough inquiry into tax-exempts in this 
official language: 

“Under existing law a large 
group of corporations enjoy tax 
exemption and many of which are 
not required to file information re- 
turns. It has come to the attention 
of your committee that many of 
these exempt corporations and or- 
ganizations are directly competing 
with companies required to pay 
income taxes, and that this prac- 
tice is becoming more widespread 
and affording a loophole for tax 
evasion and avoidance.” 

The decision of the Ways and 
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Taxation of All “Tax Exempts” 


EDITORS’ NOTE—This is a slightly revised version of a 
message by Mr. McCabe to the members of the organization 
which he heads, published here for the inspiration and infor- 
mation of the hardware industry. Any reader disposed to pro- 
vide suggestions, evidence or other information, as suggested 
by Mr. McCabe, is invited to do so, whether affiliated with 


NTEA or not. 


He may be addressed either in care of 


HARDWARE AGE or at the offices of the National Tax Equality 
Association, 231 South La Salle St., Chicago 4, Ill. This is every- 


Means Committee at that time to call 
on co-ops for reports (Form 990) 
was made with this accompanying 
statement: 

“These returns, under the bill, 
are required to be made for the 
taxable years beginning Dec. 31, 
1942, and all subsequent years, and 
it is the intent of your committee 
to make a thorough study of the 
information contained in such re- 
turns with the view of closing this 


body’s fight. Get in it! 





existing loophole and requiring the 
payment of tax, and the protection 
of legitimate companies against 
this unfair competitive situation.” 
The inquiry is expected to follow 
the program suggested in the prelim- 
inary report to the Joint Committee 
on Internal Revenue Taxation as is- 
sued on Dec. 15, 1945. This report 
stated that studies of Form 990 as 
reported by 4394 co-ops would: 








“ |. . require further supplemen- 
tation and analysis to determine 
whether and to what extent the 
provisions of Section 101 consti- 
tute a loophole for tax evasion and 
avoidance.” 

The technical staff which made this 
study pointed out that the volume of 
co-op business was not fully reported 
by the co-ops. Let us respond to this 
opportunity with complete confidence 
and energy. This is it! 
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The membership of the House Ways and Means Committee. 
Tell them how you feel about co-ops! 





























The Cost of Distribution 


“Until we more generally recognize that distribution is the total of all 


activities involved in the movement of commodities from producer to ulti- 
mate user, we cannot hope to develop a more co-ordinated and efficient 


L, is frequently con- 


tended that 59 cents out of every 
consumer’s dollar represents the cost 
of distribution. We question the 
validity of this contention and object 
to it as misleading. We do so for 
several reasons. 

1. Because this finding was made 
originally by the 20th Century 
Fund about business conditions in 
1929. 

2. Because many business men in 
positions of responsibility and au- 
thority, who should know better, 
frequently repeat this figure in pub- 
lic, and, thereby create an illusion 
of precision which not only is ab- 
surd and fallacious, but also, in a 
sense, dangerous as it tends to divert 
attention from the urgent need that 
exists for more comprehensive and 
continual research and analysis of 
distribution costs. ’ 

3. Because distribution costs vary 
in each industry and for each com- 
modity. The cost of distributing pig 
iron necessarily differs from the cost 
of distributing bread. 

4. Because it is questionable 
whether there are cost breakdowns 
today in a sufficient number of in- 
dustrial and mercantile groups to 
warrant determination of an average 
figure with respect to distribution 
costs as distinct from marketing 
costs. 

5. Because distribution costs are 
variable and continually changing. 
The percentage differs not only be- 
tween products but also between dif- 
ferent companies selling similar prod- 
ucts; it differs geographically and 
seasonally; it differs between periods 
of rising or relatively high demand 
and periods of falling or low de- 
mand, and it differs also according 
to methods of costing. 

6. Because of different costing 


methods, lack of standards and dis- . 
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system of distribution, or more logical and comprehensive methods of costing.” 


By CHARLES DOWNES 
Editor, Distribution Age 


A Chilton & Publication 
affiliated with Hardware Age 


* * * 


agreement as to what constitutes dis- 
tribution and the costs thereof, we 
cannot see how an average figure on 
total distribution costs can even be 
calculated. 

Until it is more generally recog- 
nized that distribution is the total of 
all activities involved in the move- 
ment of commodities from producer 
to ultimate user or consumer we 
eannot hope to develop a more co- 
ordinated and efficient system of dis- 
tribution, or more logical and com- 
prehensive methods of costing. 

As L. M. Nichols, of the Control- 
lers Institute, says, “Distribution costs 
are an integral part of total costs and 
should not be criticized, reduced 
or eliminated without ascertaining 
whether they bring about a lower user 


cost for the goods or services fur- 
nished.” 


Limited Influence 


Economies that may be made in 
marketing, in transportation, in han- 
dling, while important, nevertheless, 
have but a limited and minor influ- 
ence upon total costs unless such 
economies are instrumental in help- 
ing to bring about lower user or con- 
sumer prices. In the case of market- 
ing, for example, while cost reduc- 
tions probably are possible in indi- 
vidual instances by means of faster 
stock turnover through lower mark- 
ups and increased operating effi- 
ciency, these alone will not lessen 
the overall cost of distribution mate- 
rially for any large number of firms. 

Moreover, operating efficiency is a 
relative and variable term. It is not 
limited to marketing by any means. 
Lack of operating efficiency in other 





phases of distribution, probably, is 
responsible for some unnecessary 
marketing costs. } 

Distribution is an expensive and 
complex process. It requires the at- 
tention of many specialists for eff- 
cient operation. Considerable work- 
ing capital also is needed at every 
stage of the process to meet trans 
portation and handling costs, pack- 
ing and packaging expenses, ware 
housing charges, interest on loans, 
credit extensions, insurance premi- 
ums, the outlay for service and main- 
tenance as well as for sales, for re 
search, for advertising and other re- 
lated distribution activities. 

Each of these is an element of 
overall distribution costs; each is a 
component part of the price that the 
ultimate user or consumer pays for a 
commodity. Each must be analyzéd 
and co-ordinated with other distribu- 
tive factors and properly evaluated 
by management before the total cost 
of any firm’s distribution can be de- 
termined with any degree of ac 
curacy. Until this has been done by 
standardized accounting methods, 
first, with respect to individual firms, 
and secondly, by basic industrial and 
mercantile groups, we do not see how 
it is possible to know the average 
total cost of national distribution, 
either for a specific product or for 
any classification of products. 

The solution of the problem, of 
course, is fraught with difficulties, 
which we should be foolish to mini- 
mize; for several are difficulties that 
cannot be controlled or predicted, 
notably, the capriciousness of human 
nature. But men have overcome sim- 
ilar difficulties, to a degree, in other 
fields of activity, when the need was 
sufficiently pressing, and we believe 
that our present difficulties in the 
field of distribution costing also will 
be overcome, to an extent, by our in- 
variably infallible instinct for self- 
preservation. 
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So: a ES ARR LEED 


This three-section window permits. passers-by to look right into the appliance and gift section. 


R. F. [lian Modernized and Returned 
To Appliances—He’s Getting Results 


In less than six months he has orders for 
six complete kitchens, 60 refrigerators, 60 
ranges and 20 washers and has substantial 
deposits for every article he has ordered 


.. the war, R. F. 


Illian was doing well in the major 


by 
a 
E 


appliance business at his hardware 
store on Teutonia Ave., Milwaukee, 
Wis.—about 10 miles from the city’s 
center. When appliances became 


The appliance and gift department has plenty of room for major appliances 
when larger supplies are available. The model kitchen will be at the rear. 
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wartime casualties he went after re- 
pair business, building up goodwill 
and a good prospect list. 

Last summer Mr. Illian received 
his dealer franchise for a nationally 
known electrical appliance line. Im- 
mediately he started to advertise the 
good -news—using a half-page in a 
sectional tabloid newspaper. Adver- 
tising has continued in that publica- 
tion and in labor and church peri- 
odicals. Last year he took an even 
more important “step, modernization 
of the entire store and the addition 
of the adjoining building for appli- 
ance and giftware merchandising. 


Planning Has Helped 


All of this planning has helped 
put R. F. Illian Hardware & Appli- 
ance in a highly favorable appliance 
merchandising position. By the end 
of January he had made some deliv- 
eries of appliances and had on his 
books, orders for several carloads of 
major appliances, on all of which he 
had substantial down payments. His 
very first advertising offered kitchen 
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planning service and by the end of 
January his orders included six com- 
plete kitchen installations. As to in- 
dividual appliances—also on con- 
tract sales—the books showed 60 
electric refrigerators, 50 to 60 elec- 
tric and gas ranges and more than 
20 electric washing machines. 

To go after even greater business 
on appliances and radios, when sup- 
plies become more plentiful, the 
Illian store will have outside sales- 
men on cold canvass and to follow 
up store-developed leads. Appliance 
and radio repair service will supple- 
ment sales activities. Since advance 
planning plays an important part in 



















the activities of the Illian store, the 
annex display room has heavy wir- 
ing throughout and regular elec- 
trical outlets at close intervals along 
each wall. 

The display of a refrigerator, 
range and water heater, pictured in 
these pages, is on the site of the 
complete model kitchen planned for 
individual and group demonstration 
use. It will have steel cabinets, mod- 
ern lighting and asphalt tile floor 
covering. Here church groups, etc., 
will be given demonstrations in re- 
turn for which the store will make 
donations to their club treasuries. To 
make the model kitchen a first class 
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This advertisement, occupying half-page space in a neighborhood tabloid, 
was used by R. F. Illian last summer to announce the return of appliances. 
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Giftwares both of 
the decorative 
and useful types 
are shown here on 
shelves of glass. 
Such items have a 
wide price range 
—from as little as 
25 cents up to as 
much as $16.50 
for a pair of dec- 
orative vases. 


a 


demonstration unit, all equipment 
will be in operating condition. From 
time to time, the cooking equipment 
in the model will feature an all elec- 
tric setup, and with a gas range at 
other times. The repair and service 
department will be located directly 
back of the wall of the model kitchen. 


New Fixtures Added 


New fixtures were added to the 
hardware department and that room 
also was given a new layout. The 
hardware department store is 17! 
by 70 ft., the appliance department 
15 by 70 ft. A white ceiling and light 
blue walls lend to the attractive ap- 
pearance of the annex. The appli- 
ance department has its own en- 
trance, from the street, and two door- 
ways connect it with the hardware 
department, one of which is to be 
expanded to measure 15 ft. 6 in. in 
width. 

People like the new set-up, for ap- 
pliances. Sales have shown that. But 
the bright appearance of both dis- 
play rooms, even late into the night, 
has brought many favorable com- 
ments. Time switch control keeps the 
store windows lighted from 5 to % 
p. m., and at the latter hour a spot- 
light further brightens the appliance 
and giftwares room. At 10 o’clock 
the window lights go off but the 
spotlight remains on for several 
hours. Window lighting equipment 
includes a number of 150-watt lamps 
and the display rooms are lighted 
with 500-watt units. 
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: June bride will 


soon be abroad in the land, and the 
alert hardware dealer should see to 
it that he gets his full share of the 
business. “Showers” generally pre- 
cede weddings and kitchenware and 
pottery should be featured for these 
events, while china, glassware and 
silver should be stressed for the wed- 
ding itself. The wise dealer will not 
wait for friends of the bride to think 
of giving her a shower, but will sug- 
gest one by window and store dis- 
plays, and by newspaper and radio 
advertising. And the same advice ap- 
plies to wedding gifts. 


The Quickest Method 


Window display is perhaps the 
quickest method of putting this idea 
before the public, for dozens will 
pass the store to one who enters, and 
a setting that features gifts for both 
these events is sure to increase the 
sales appreciably. 

A display that instantly suggested 
a “shower” was arranged by the Live 
Hardware Co., South Pasadena, Calif. 
The firm’s large backless window 
had suspended from the ceiling an 
open umbrella of white crinkled 
paper, to the handle of which was 
fastened a large bow of ribbon. 
From the tips of the ribs of the um- 
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Live Hardware Co. and Imperial Hardware 
Co. pyramided sales as result of windows 
showing gifts for showers and weddings 


Displays Built Business in June Wedding 
Gifts for Two California Firms 












The Live Hardware Co. used a large paper umbrella to suggest showers. 


brella dropped a shower of white 
ribbons, each extending to some 
item of table or kitchenware shown 
on the floor or a low circular pedes- 
tal. In the front of the china de- 
























partment, where it could be seen 
from the street, was a table set for 
the wedding feast, with a center- 
piece of flowers and the full com- 


_ (Continued on page 162) 


The Imperial Hardware Co. featured a welding bell as a central motif. 
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Adjustable shelving is used in the paint department. 
Containers rest on shelving instead of other cans. 


New Store Mak 


Repair, cleaning 


and maintenance 
items are shown 
pen Go itent N attractive store, with 


modern fixtures, opened last summer 
by an ex-utility buyer and salesman, 
in Jeanette, Pa. (population under 
17,000) pulled in 1100 cash custom- 
ers, as the result of its appearance, a 
full-page newspaper advertisement 
and well rounded stocks. When the 
story of the new store of the Jeanette 
Hardware Co. appeared in the local 
paper it featured items for farmers, 
townspeople and even industrial con- 
cerns. Half of the advertisement was 
devoted to the store’s paint line and 
many of the items were hard-to-get. 

Occupying a display room 40 by 50 
ft., the store has locally made fixtures 
of knotty pine, selected for its neat- 
ness and cleanliness. E. R. Sheakley, 


Seasonal and year ‘round items are 
found in this area. Steel columns 
are encased in knotty pine and are 
used for featuring spot displays. 
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Part of the tool section nicely set off by knotty 
pine wall. There's plenty of room for browsing here. 


00 Cash Sales in Two Days 


Lp : Jeanette Hardware Co. hangs up this en- 

the former utility man, and his part- : , , aft , 
ner, R. E. Chisnell, cater to a trading viable record immediately or opeumy. 
Full-page advertisement builds traffic 


ore, with area with a population of from 40,- 
summer 000 to 50,000, within a 10-mile radi- 
alesman, us. The Jeanette Hardware Co. has 
1 under been a consistent advertiser ever since 
custom- the attractive store was opened. Ad- 
rance, a vertisements appear, usually once a 
tisement week in a local paper, and sometimes 
Then the in a union paper and in a local school 
Jeanette publication. Newspaper ads are usu- 
he local ally two columns wide by 2 in. high 
farmers, and use mat service illustrations. 
ial con- Sidewall units have _ set-back 
ent was shelves, all units having adjustable 
tee and shelving. Housewares and other items 
d-to-get. lending themselves to display on glass 
10 by 50 are shown in that fashion. The attrac- 
fixtures tive appearance of the store will later 
its neat- be enhanced by raised letter signs 
heakley, for each section or department. 


A part of the steel goods section. 
Note the way in which the column 
at the left has been used for dis- 
Playing repair parts and plungers. 
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OPA Should Not Be Continued! 


Price control by government, instead of by costs and experiences, 
seriously retards, disrupts and strangles all business enterprise 
to the detriment of the American people. In peacetime, such con- 
trol cannot be administered fairly but tends to destroy normal 
and healthy competitive enterprise and individual freedom. 


By J. HOWARD PEW 
President, 
Sun Oil Co., 
Philadelphia, Pa. 


In a statement before the House Banking 
and Currency Committee on March 21, 1946 


s seeking discontinuance of price controls, the board of directors 
of the American Petroleum Institute believe we would not discharge our 
full duty if we failed to point out that such controls are seriously retarding, 
disrupting and strangling all enterprise to the detriment of the American 
people. To me, American enterprise is one of the miracles of modern indus- 
trial democracy in that it enfranchises everyone with a cent in his pocket and 


provides him with a continual polling booth whereby he can elect, or refuse 
to elect, the suppliers of his wants. Strangling enterprise denies every citizen 


of this free choice. 


I shall attempt to demonstrate that: 
(1) America’s present manufacturing 
capacity, unless impaired by hamper- 
ing restrictions, is sufficiently large 
to supply the public demand without 
price increases substantially above 
costs; (2) price controls have re- 
tarded production, increased the def- 
icit of needed goods and, if con- 
tinued, will perpetuate scarcities and 
shortages, thus encouraging inflation 
and reducing the purchasing power 
of the consumer’s money, and (3) 
price controls can never be adminis- 
tered with fairness and in peacetime 
cannot be made to work without re- 
sort to increasingly severe, additional 
controls, thus eventually destroying 
competitive enterprise and individual 
freedom. 

First we should clear our minds of 
several misconceptions which Mr. 
Chester Bowles and OPA propagan- 
dists have created to confuse consid- 
eration of continued price controls. 
First is the failure to distinguish 
the great difference between price 
control during war and price con- 
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trol in peacetime. During the war 
our imperative object was to produce 
the requirements of our armed 
forces. Our national strategy was to 
make war work as attractive as pos- 
sible; to make all non-essential pro- 
duction unattractive. Producers of 
war goods were given material prior- 
ities, fair profit margins and their 
workers received sharply increased 
earnings. Conversely, producers of 
non-essential civilian goods were 
denied critical materials, forcing them 


in many instances either to shift to 
war production or shut down. They 
were subjected to frozen price levels, 
which frequently caused financial 
losses and the salaries and wages of 
their workers lagged under govern- 
mental restrictions. This had the 
effect of more than doubling our p:o- 
duction and shifting 60 per cent ‘of 
manufacturing output to war orders. 
This was necessary and proper— 
otherwise we never could have be- 
come the arsenal for democracy 
which won the war. 


Post-War Changes 


When hostilities ceased, our na 
tional requirements changed. Over- 
night our post-war objective became 
the production of consumer goods. 
The needs of our people demanded 


the restoration of a freely function- 


—_ 








EDITOR’S NOTE: Although Mr. Pew appeared before the 
Congressional Committee mentioned as a spokesman for the 
petroleum industry he certainly expressed, in detail, the atti- 
tude of a vast majority in the hardware industry and trade— 
and probably the majority opinion in all industry groups. It 
remains, as often expressed in these pages, our own opinion 
that for most hardware lines keen, free and open competition 
will more efficiently hold consumer prices in line than can any 
governmental rule however well intended. It also remains 
our belief that only unhampered production can curb or 
minimize inflation which in a wide measure has already beset 
us in many phases of our daily life. 
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J. Howard Pew. president of Sun Oil Co., left, shakes hands with Chairman Brent Spence of the 
House Banking and Currency Committee before testifying on OPA continuance on March 21 last. 


ing market, historically the most ef- 
fective stimulant of production in 
peacetime. Thus ended all justifica- 
tion for price control. It should have 
been thrown overboard as quickly 
as administratively possible. Had this 
been done last fall, supply and de- 
mand now would be rapidly on their 
way to a point of balance. 

The avowed reason we have not 
abandoned price control is a specious 


argument that price increases cause 


inflation; that inflation helps none 
but hurts everyone; that OPA keeps 
down prices and thus is the only bar- 
rier standing between the country and 
a devastating inflation. 


Don’t Cause Inflation 


Price increases no more cause in- 
flation than wet streets cause rain. 
Inflation results when an expansion 
of purchasing power is not matched 
by a comparable expansion in the 
production of real consumer goods 
and services. We have an inflation- 
ary condition today as a result of the 
monetizing of the Federal debt and 
war accumulated shortages in certain 


APRIL 25, 1946 


consumer goods, aggravated by OPA 
controls. The best, and I believe, the 
only effective way to halt this is to 
balance the Federal budget at the 
earliest possible date and to stimu- 
late the production of goods—the 
latter can best be done by removing 
OPA controls from business. 

Nothing would suit industry better 
than a peacetime level of production 
equal to that achieved during the war. 
There is no doubt, if hobbles are re- 
moved, that industry can produce all 
the goods the public needs. The ex- 
pansion of manufacturing produc- 
tion, 1940-44, is proof of that. Tak- 
ing 1939 as representing 100, the 
Federal Reserve Board Index of 
Manufacturing Production for 1944 
was 231. There was a $25,000,000,000 
expansion of plant and equipment, 
increasing overall capacity by 50 per 
cent over 1939; a 50 per cent nu- 
merical increase in machine tools, 
with an even greater rise in their 
actual operating capacity ; extra shifts 
utilizing existing capacity; a 60 per 
cent increase in raw material produc- 


tion; employment in manufacturing 
rose from 10,000,000 to approximate- 
ly 16,000,000, of which 57 per cent 
worked on war goods and 43 per 
cent. or 7,000,000 workers produced 
goods for civilian use, according to 
the War Production Board. This 
agency reported that manufacturing 
industry supplied the civilian market 
throughout the war with as much fin- 
ished goods as in 1939, although 
somewhat less than in 1941. Thus 
7,000,000 workers in 1944 were able 
to produce “about as much finished 
goods” for consumers as were 10,- 


000,000 workers in 1939. 


Of Greatest Significance 


These facts are of the greatest sig- 
nificance. Not only did American 
manufacturing industry produce eve- 
rything needed for the prosecution 
of a global war, but it equalled con- 
sumer volume for 1939, as high as 
at any time in our previous history 
and this when 11,000,000 of Ameri- 
ca’s finest youth were in the armed 
services! 
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In view of these facts, why has 
manufacturing production fallen (in 
February) to 140 on the Federal 
Reserve Index? Why have plants 
dropped 5,000,000 workers since the 
peak of production? Why the delay 
in building homes? We have all the 
expanded plant capacity of 1944. 
With few exceptions, like shipyards, 
it can all be converted to consumer 
production and output increased by 
second and third shifts. We continue 
to have raw materials, or in a few 
cases where supplies are tight we are 
able to draw on world supplies de- 
nied us during the war. Our civilian 
labor force is no less than the 43 
per cent engaged in producing ci- 
vilian goods and surely this volume 
should be doubled when the 57 per 
cent are shifted from war orders to 
consumer products. It is simply ab- 
surd for anyone to argue that with 
these two groups at work there 
should be a scarcity of goods for any 
considerable length of time. 

Price control and labor strikes pri- 
marily have been responsible for the 
failure to produce the civilian goods 
needed—and price control has, in 
large measure, been responsible for 
the strikes. Had industrial manage- 
ment been free to adjust wages and 
prices and if the Government had 
not interfered, increased wage de- 
mands would have been reconciled 
without the lengthy strikes which 
have been so costly to everyone. We 
are not obtaining the goods the pub- 
lic wants most. Our production is 
out of balance with the desires of 
consumers. In a freely functioning 
market, price changes quickly would 
correct such maladjustments. Price 
controls multiply the maladjustments 
until the entire production system 
breaks down. 


Manufacturing Survey 


A very interesting report of a sur- 
vey of the experiences of small man- 
ufacturers under current price con- 
trols has just been completed by 
Opinion Research Corporation, di- 
rected by Dr. Claude Robinson, gen- 
erally recognized as pre-eminent in 
this field. A representative cross- 
section of small and medium sized 
manufacturers in the concentrated 
industrial area east of the Mississippi 
and north of the Mason-Dixon line 
were interviewed regarding the ef- 
fect of OPA on their operations. 

The results constitute an accurate 
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sample that can be applied to about 
250,000 manufacturing enterprises 
in this country, each employing 1,000 
or fewer workers. It shows that 70 
per cent, roughly three out of four, 
say ceiling prices are injuring their 
business; 63 per cent say OPA price 
ceilings have been unrealistic in re- 
gard to costs; 34 per cent have with- 
held introducing new products; 44 
per cent have stopped marketing cer- 
tain products; 51 per cent curtailed 
certain lines; 40 per cent state they 
will have to curtail or eliminate 
products if the present ceilings re- 
main and 36 per cent of this last 
group report they will be compelled 
to shut down plants unless price re- 
lief is forthcoming. On the total, 
Dr. Robinson reports that roughly 
two-thirds indicate they have cut out 
or curtailed production, or face that 
necessity soon and of these 53 per 
cent say ceilings are restricting an 
important part of their production 
line. 


Profit Figures 


Answers indicating why these man- 
ufacturers are stopping or curtailing 
production show only 14 per cent 
saying that they are making “good 
profits”; 41 per cent, a “very small 
profit”; 15 per cent breaking even 
and 20 per cent losing money. The 
remaining 10 per cent did not an- 
swer. In all, about 40 per cent, re- 
flecting some 100,000 manufacturing 


enterprises, are not making any 
profit. Without relief from OPA, 
many of them will have to close their 
doors. Some 57 per cent say they 
are losing money on some item they 
make; 57 per cent say their recent 
profit trend is down; 39 per cent 
say if OPA were ended tomorrow 
their output would increase and 43 
per cent say that in such an event 
they would hire more workers al- 
most immediately. There we have 
the story of what OPA is doing to 
production and to small business en. 
terprises as succinctly as it can be 
told. The small manufacturer sup- 
plies parts and machinery to big pro- 
ducers. When he cannot produce, 
the production line halts and 100, 
000,000 consumers go without the 
goods they want. 


Small Business 


Small businesses cannot wait two to 
six months for relief. When they 
go in the red they sell out to a 
larger unit—thus creating the mon- 
opolistic trend to which we are so 
opposed—or shut their doors with 
bankruptcy for themselves and in- 
jury to everyone in the country. 
Patching up the present law will not 
correct this serious situation. Neith- 
er a few men nor several hundred 
thousand can substitute for the day- 
by-day functioning of a free market. 
The weakness of any price control 

(Continued on page 192) 








Prominent Display Aids Sales of Fishing Supplies 


Placing its fishing supplies department right at the center of the store and using 

an inclined display feature for part of the stock gets the attention of many sports- 

minded men at the George Schiedermayer & Sons store in Appleton, Wis. Men 

like to come up to this display and glance over the items in stock. Items such as 

Hines, artificial bait and other articles are displayed on a rising background which 
gives a tilted effect and attracts more attention. 
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Radio Industry Stalemated by OPA 


Condensed from “The Radio Industry Reports to OPA Six Months 
After V-J] Day”—a presentation by the Radio Manufacturers’ 
Association’s Committee on Industry Problems, of which 


A. S. Wells, Wells-Gardner Co., Chicago, is chairman 





{a last quarter of the 


last year of pre-war production, 
1941, when 3,581,000 radio sets 
worth $80,235,000 were turned out 
by 54 licensed manufacturers, is both 
a yardstick and a springboard for 
our report. But, the event of Decem- 
ber 7, 1941, changed the status—and 
the direction and the production or 
output—of the radio industry as well 
as that of all American industry, 
changed it from the production of 
radio sets for information, educa- 
tion, entertainment, to field com- 
munications equipment, the famed 
“handie talkie,” radio direction find- 
ing, to bring our fliers in for safe 
landings, radar devices, yes, even for 
participation in the atomic bomb 
project. It attained new highs in 
production capacities, in people em- 
ployed, in facilities utilized—highs 
which dwarfed the attainments of the 
industry as it existed in 1941. 

When V-J Day followed the use 
of the atomic bomb the radio indus- 
try, like all industry and all America, 
took stock of itself to find out how 
fast and with what it could recon- 
vert to peacetime living. It found not 
54 radio set manufacturers, as in 
1941, but 141, with a capacity which 
in 1944, the last full year of war pro- 
duction of radio and related equip- 
ment, produced $2,834,000,000 
worth of such material! 


Industry Was Ready 


Here was an industry requiring a 
minimum of physical changes in its 
factories, one that had an unprece- 
dented number of skilled workers 
and a financial stability never before 
so widely distributed within the in- 
dustry, which could mean assurance 
of jobs to thousands of workers dis- 
placed by the cancellation of war 
contracts. One Chicago radio plant 
was “ready to go” at the rate of up 
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to 5,000 sets a day. In fact, so 
ready was the whole radio set in- 
dustry that on August 20, 1945, Mel- 
vin E. Karns, then chief of the WPB, 
said, “It is estimated that the indus- 
try is in a position to produce be- 
tween 3,500,000 and 4,000,000 home 
radio sets by the end of this year.” 

Today, six months after the Japs 
quit fighting, instead of 3,500,000 
sets shipped and billed by the end of 
1945, less than 300,000, including 
an undetermined number of so-called 
“morale sets,” built under priorities 
for the United States Government, 
had been reported. 


What's the Answer? 


Let’s look for the answer to the 
radio industry’s present stalemated 
status, at the component parts a set 
manufacturer needs to produce ra- 
dios. The biggest single reason why 
so few sets have been shipped is the 
inability of set makers to obtain 
these component parts—speakers, 
transformers, tubes, coils, condens- 
ers and cabinets. These six items are 
the most critical. On all of them the 
established, equipped, volume pro- 
ducers are not only tied down by in- 
creased industry factors inadequate 
to permit delivery, but, due to dis- 
criminatory prices given to new 
producers, face loss of their custom- 
ers to new producers who can de- 
liver. New producers can get actual 
current costs back, plus a profit. Old 
ones cannot! Suppliers of all six have 
this to say, “Modernize the interpre- 
tation of the pricing formulas. Be 
realistic in their application, allow 
increased cost factors, thus arriving 
at equitable selling prices that will 
permit .us, as well as our suppliers, 
to deliver.” 

What assurance is there that con- 
sideration by the OPA leading to 
production and a competitive market 
within these component industries 
will lead to deliveries to set manu- 





facturers? Greatest assurance of un- 
stifled production and a competitive 
market is the time proven, immutable 
law of supply and demand. If refer- 
ence to that seems old-fashioned or 
reactionary, on vital set-components 
which are available in required 
amounts there has been a veritable 
Niagara of parts free from price 
control or which have been allotted 
workable selling prices, but only a 
trickle of components just as vital 
on which the stifling, throttling fet- 
ters of production restraint have 
been retained. 

In the week ended January 
ll, 1946, exactly two console 
radio-phonograph combinations were 
shipped and billed by all set man- 
ufacturers! Yes, that’s right! Two 
such sets from the whole radio in- 
dustry, with its thousands of work- 
ers, millions of dollars of plant out- 
lay and millions of waiting custom- 
ers. Not a very rosy prospect for the 
industry to “become competitive” on 
this type of set at any rate, is it? 
Competitive say, as it was while 
growing up, when, between 1922 and 
1939," a total of 886 brand names 
came onto the market. True, less 
than a quarter of them are still on 
the market, but the competitive na- 
ture of the industry is apparent from 
that record. Or competitive as it 
was between 1932 and 1940, when 
the price of a type of table set 
dropped from $25 to $9.95, when 
the law of supply and demand and 
only that factor, policed the indus- 
try, but permitted production. In 
fact, between 1930 and 1939 inclu- 
sive, the average consumer price of 
all sets dropped from $42.11 to 
$13.69. Production went from 3,682,- 
691 units to 10,762,631, bringing an 
ample supply of constantly improv- 
ing goods to the consumer at an 
ever decreasing cost. That is the 
kind of production, we believe, Presi- 

(Continued on page 198) 


159 





















Varied types of glassware, shown on glass shelves, attract customers to this sidewall section. 


Gift Department Brings 50 Per Cent 
Increase in Feminine Traffic 






Excellent illumination and displays 
responsible for two-year record of 
Schlitt Hardware Co., Bloomington, III. 









A, attractive gift de- 


partment at the Schlitt Hardware Co., 
Bloomington, IIL, has registered a 
substantial increase during the past 
two years and also has increased fem- 
inine traffic at the store about 50 per 
cent, according to the management. 

The Schlitt store has the reputation 
of being one of the best lighted stores 
in Bloomington—exterior and inter- 
ior. It has backless windows, which 
permit people to look right into the 
store from street levels over low- 


















Book ends, candle sticks and figurines draw customers to this area. 
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REMINGTON MOVIE “‘THE 
SWING TO SPORTS” TO BE 
SHOWN AT STATE MEETINGS 


BRIDGEPORT, CONN ., April 25, 1946. 
Many state hardware associations have 
already signed up for showings of the new 
Remington film ‘“The Swing to Sports’’ 
at their series of dealer group meetings. 

This new, timely, sound motion pic- 
ture has been found to be a great service 
for retailers planning to install or expand 


sporting goods departments. The film 
points out the growing demand for sport- 
ing goods; explains the importance of a 


well-rounded stock; shows the need for | 
an experienced, well-trained sporting | 


goods salesman. 


Be sure to see this new Remington pic- | 
ture. Ask your state secretary to request | 


it for group meetings in your area. A note 
to Promotion Division, Remington Arms 
Company, Inc., Bridgeport 2, Conn., 
will do the job. 
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“He’s been saluting me ever since 
I got him back from the K-9 Corps!” 


APRIL 25, 1946 











ADVERTISING: 
THE 
BLOCKING 
BACK 


The dazzling broken-field running 
of the swivel-hipped quarterback on 
the gridiron is made possible by the 
equally brilliant blocking of his 
team-mate, the blocking back. One 
runs the interference, the other 
carries the ball. Team play wins the 
ball game. 


Merchandising is much the same. 
Advertising runs the interference 
...takes out opposition to a prod- 
uct by breaking down sales resis- 
tance and constantly hammering 
away to clear the path for the ball- 
carrier. And retail salesmanship 
carries the ball. Running behind the 





forward wall of advertising, the 
retailer flashes down the field to 
score. . . clinches the sale. 


Remington advertising appears 
regularly in outdoor, farm, boys’, 
special shooting and other publica- 
tions as your blocking back, paving 
the way for sales of ammunition and 
sporting arms. When the customer 
walks into your store to buy am- 
munition or a gun, it’s up to you 
to carry the ball and make the sale. 
Here again, team play wins. And 
once the customer is sold Remington 
..- he’s sold! Because he soon learns, 
“If It’s Remington—It’s Right!’’ 








OW ks 


Before the war, there were approxi- 
mately 8,500,000 licensed hunters in 
this country. If recent surveys are an 
accurate indication of things to come, 
six million returned servicemen expect 
to hunt, indicating a potential increase 
of over 70% in the number of hunters. 


The lumbering bear is not as slow as we 
sometimes think. In Maine, a bear was 
recently clocked at 35 m.p.h. Even the 
monstrous moose has been known to 
move as fast as 42 m.p.h. 


Remington Arms made the first paper 
shot shells ever manufactured in this 


| country. 


RIFLE SHOOTERS WANT 
POWERFUL 22s 


° Pe 


BRIDGEPORT, CONN., April 25, 
1946. Dealers report steadily increasing 
demand for Remington Hi-Speed 22s 
...and no wonder. These powerful car- 
tridges add 100 yards to the effective 
range of your rifle, compared with 
standard velocity ammunition. The 
world-famous Kleanbore priming pre- 
serves the accuracy of the barrel. It pre- 
vents rust and pitting...makes cleaning 
unnecessary. Stocking Remington Hi- 
Speed 22s, and the complete Remington 
22 ammunition line, means high sales 
turnover, plus satisfied customers who 
will come back to buy again. 





Hi-Speed and Kleanbore are Reg. U. 8. Pat. Off. by 
Remington Arms Company, Inc., Bridgeport 2, Conn. 
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placed window displays. These spec- 
tators can very easily see the gift 
department which is placed up near 
the front. 

Gifts ranging in price from 25 
cents to $10 attract many customers, 
with gifts in the $1 to $3 price range 
being very popular. Figurines are 
always sought by this store’s gift 
trade as is colored pottery, book ends 
and plaques. Glassware, and espe- 
cially refreshment sets, move very 
well as do artificially designed trays. 
Luncheon sets also get considerable 
call and dinnerware patterns in stock 
move very well. 

Cleanliness is an important factor 
in the success of this department. The 
stock is kept neat at all times, with 
frequent dusting being the rule. Mer- 
chandise is displayed on the glass 
shelves in an attractive manner and 





plement of china, stemware and sil- 
ver. The firm’s advertisement, com- 
plementing the display, was headed 
“Showers for the June Bride,” and 
listed a number of items of moderate 
price in the line of table and cooking 
wares, 

In the chinaware section was a 
table covered with a sky blue cloth, 
and in the center, on a white pedes- 
tal, was a doll figure of a bride. 
Over her was suspended a Cellophane 
umbrella. Blue and pink ribbons ex- 
tending from the tip of each rib 
ended in tiny silver bells. A card 
stated “Shower the Bride with Gifts 
of Lasting Happiness.” Scattered 
over the table were many individual 
items of china and glass. At the en- 
trance of the section was a square 
roped off to form a little breakfast 
room. Here was a small china cab- 
inet and a table set for two. Pottery 
was featured, a card saying “Sugges- 
tion for the Bride and Groom—a 
‘Him and Her’ set of cheerful pot- 
tery for the first meal of the day.” 

It is the contention of Mrs. Arthur 
Perkins, who has charge of the table 
and housewares sections of the Im- 
perial Hardware Co., Compton, Calif., 
that the brides of yesterday deserve 
just as much attention as those of 
today, and in line with this logic all 
cards featuring wedding gifts of 
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the entire ensemble is given indirect 
lighting. 

Customers are encouraged to 
browse about the department if they 
so desire, for it has been found that 
this helps to develop sales. Many 
prospects like to take their time, in- 
specting all the items carried in stock. 
However, a salesman is always handy 
to wait upon a browsing customer 
the moment he or she signals for at- 
tention. 

Bloomington is a thriving city of 
34,000 which depends largely upon 
agriculture as its chief source of in- 
come. The city and its stores serve 
rural areas for a considerable dis- 
tance in that section of Illinois. The 
Schlitt firm finds that its gift stock 
appeals to both city and country 
women. 

Another advantage of the gift sec- 





Displays Built Business in Wedding Gifts 
For Two California Firms 


(Continued from page 153) 


table or housewares are inscribed 
“For the Brides of Today and Yes- 
terday,” “For the Brides of Today 
and Other Years,” etc. 

“Publicity for the June bride 
should start much earlier than is 
usually done,” says Mrs. Perkins. 
“The advertising of wedding gifts 
should be preceded by displays fea- 
turing gifts for showers—as these 
are generally bought by the bride’s 
friends before their wedding gifts 
are chosen. Shower gifts should be 
popular in price, as anyone who is 
thinking of buying a quality wedding 
present often lists her shower offer- 
ing to one dollar. For this reason 
kitchenware, rather than tableware is 
usually spotlighted. The only excep- 
tion to popular price shower gifts is 
the featuring of an aluminum set, 
which could be presented by a large 
group, such as a club, Sunday-school 
class, or office associates. On the 








tion is that it helps to increase cus- 
tomer traffic. Many women who come 
to buy gifts also see displays of other 
merchandise and make additional 
purchases. This is especially true of 
housewares, tools, seeds and garden 
tools. 

The store has a fine parking space 
at the rear for the use of customers, 
This is a feature which customers ap- 
preciate. Signs on the side of the 
store inform people what lines the 
store handles and gifts get promi- 
nent space on one of them. 

The store has some excellent dis- 
play windows and these are used fre- 
quently for displays of gifts. With 
the fine lighting, it is not unusual to 
see a large number of women stand- 
ing admiring the window displays at 
various hours of the day. 





other hand, wedding gifts should call 
attention to the highest quality mer- 
chandise.” 

Last year this firm featured a large 
central window set forth with an at- 
tractive display of tablewares. From 
the center of the ceiling was. sus- 
pended a large white wedding bell, 
with smaller bells hung from each of 
the corners. A table spread with a 
lace cloth had in the middle a big 
wedding cake, back of which were 
candelabra with lighted tapers. Scat- 
tered over the table were many indi- 
vidual items of crystal and silver. 
Down in front was an open case of 
silver flatware, several platters, 4 
crystal beverage set on a silver tray, 
and several single place settings fea- 
turing silver flatware, service and 
salad plates, cup and saucer, and sev- 
eral items of stemware. A card sug: 
gested “For the Brides of Today and 
of Other Years.” 








Growing Without Taxes 


URING 1944, Land O’Lakes Creameries, Inc., of Minneapolis, Minnesota, 
added $1,362,310.00 profits to its net worth and reserves—representing 18.7 


per cent of its net worth at the beginning of the year. ? 
Land O’Lakes pays no Federal income taxes. It is an exempt cooperative. 


If organizations such as this were taxed on the same basis as private business, 


Federal income taxes could be reduced substantially. 


—Ben C. McCass, 
NTEA President 
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TRUE TEMPER HAMMERS: 
The Dynamic Line — Bal- 
anced power for driving 
and pulling. 


TRUE TEMPER HATCHETS: 
The famous Tommy Axe, 
Tomahawk and Dynamic 
Hatchet — Power Centered. 


TRUE TEMPER AXES: The 
Perfect and Flint Edge — 
Preferred above all others. 


TRUE TEMPER SHOVELS: 
Solid Shank and Forged 
Shank Dynamic. Both taper 
forged in one piece from 
a bar of steel. 


TRUE TEMPER STEEL 
GOODS: For over 100 
years—‘“The Standard of 
Comparison.” 


TRUE TEMPER RODS 
AND BAITS: The Rod 
of Champions —The Lure 
of Experts. 


TRUE TEMPER HEDGE 
& PRUNING SHEARS: 
The complete line. New in 
design, value and utility. 


TRUE TEMPER SCYTHES, 
WEED and GRASS TOOLS: 
The only line produced by 
modern methods, with mod- 
ern equipment. 





Customers’ Room Gives First Aid 
To Store's Paint Department 


A CUSTOMERS’ room, 


10 by 20 ft. in size, has been largely 
instrumental in increasing paint sales 
at the store of the Reckard Hardware 
Company in Portland, Ore. This 
room is equipped with a glass cutting 
table, 60 by 42 in. in size, a double 
sectioned table 15 ft. long and 3 ft. 
wide, and a large cabinet for paint 
cans, oils and containers for mixing 
paint. 

Marshall Reckard, owner of the 
store, had folders printed, telling of 
the room and inviting customers to 





















A section of the paint department. Spotlights are used instead of overhead illumination. 


come to the store and avail them- 
selves of the service it afforded. The 
folders stressed the importance of 
having professional advice and help 
in matchirfg colors, mixing paint, 
cleaning brushes and in cutting glass 
and wire screen. They even invited 
the customer to bring in small paint 
jobs and do the painting in the cus- 
tomers’ room. 

“We spent approximately one hun- 
dred and fifty dollars in equipping 
our small customers’ room,” Mr. 
Reckard says, “and we receive this 
amount in advertising many times 
over each year. Gross sales from the 
paint department run about 40 per 


Reckard Hardware Company maintains 
specially designed section where 
help is given to local home owners 


cent of our total volume. Aside fre 
monthly direct mailing, our ¢ 
tomers’ room is the main advertise 
ment for the paint department.” 

Mr. Reckard believes that 100 per 
cent daylight lighting is a priority for 
the paint department and the cut 
tomers’ room. In the customers 
room there is one 200-watt light ia 
the center of the ceiling and t 
hanging shades, each of these 
100-watt bulbs. 

The paint department, which 4 
tends the full length of the store, 
lighted with 12 overhead 300-w 
lamps. On top of the departm 
shelves are three Neon signs adverti 
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This set repairs faucets %”, 4”, %” and 

equipped with extra long shaft for repairing built-in- 
showers. Packed 12 sets in colorful carton dispenser. Ex- 
for home owners and janitors. Easy to use, low 


a priority for 
nd the cus Gerd in constant demand. 
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7604 
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MODEL NO. 3 


VALVE Zeeacr Seve 


— FAUCET axa 






Profits pile up for you when you stock O'Malley Faucet and Valve Repair Sets. 
Every customer who visits your store is a potential buyer for one of the various 
sets listed below The 2X and No 3 DeLuxe sets come packed in an attractive 
colored carton dispenser suitable for counter and window display All other sets 
come attached to a colored display card or packed in a handy case Every set is 
precision made of quality material, easy to use and economically priced. Avail- 
able for immediate delivery fast moving year ‘round item. 


MODEL NO 2X This set repairs faucets 
%” 4” %” and %”" Packed 12 sets in colorful 
carton dispenser Is a fast seller easy to use and 
low in price 


DELUXE MODEL NO 6 UTILITY REPAIR SET Convenient set 


MODEL NO 4 REDHEAD 

Excellent set for re- 
pairing %”, 4", %” and %” 
faucets, built-in-tubs and 
showers; also %”, 4”, %” 
and 1” fiat seat Jenkins 
Disc type valves. Widely 
used by plumbers, main- 
tenance men and janitors. 
Comes attached to a self- 
selling display card, com- 
plete with four cutters. A 
quality item, precision 
made. Priced far below 
any other type. 


EDWARD O’MALLEY VALVE CO. 


GREENWOOD AVE. 


Northwestern Rep. 
PACKERS SALES CO 


for faucets, built-in-tubs, showers from 4" to %” sizes and 
Jenkins Disc Type valves from %" to 1%" Fast seller for 
home owners. plumbers, janitors and maintenance men. 
Packed in convenient case reasonably priced. 








MODEL NO. 5 MASTER REPAIR SET... An all around faucet 

and valve repair set, with flat size cutters to take care of 

all Jenkins Disc Type valves from %” to 2”, also conical cutters to 
reface plug or ball type valves from 4” to 2” 45°, as well as faucets, 
built-in-tubs and showers. Packed in convenient case. Widely used by 
plumbers, building engineers and industrial building maintenance men, 
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THE BASIC TOOLS 
OF INDUSTRY 


Man made, man used—and designed 
for modern production where effi- 
cient, fatigue-less man hours are all 
important. 


Yes, whether for industry—or home 
consumer — here are tools that are 
unsurpassed for quality and time 
tested utility. 


a Hit 
Nt 


VAUGHAN FINE TOOLS ARE OUTSTANDING IN 


*% Design * Materials 
% Dependability * Craftsmanship 


CHICAGO 3, ILLINOIS” 


. aan itt rept ted 


The customers’ room, 10 by 20 ft. in size. where patrons’ problems are discussed. 


ing paint and one Neon-trimmed elec- 
tric clock. These signs are in green, 
red and blue colors, which create a 
gay sparkling color effect. 

Ninety per cent of the paint sales 
are classed as “local-home owner” 
buying. Sales for the department 
showed a 10 per cent increase each 
years since 1943. 


“As soon as building materials are 
available,” Mr. Reckard says, “we 
anticipate a big increase in paint 
volume. I believe, even with limited 
building this year, we will show an 
increase of between twenty and thirty 
per cent over last year.” 


Ample Ilumination 


The night lighting arrangement at 
the Reckard store brings the maxi- 
mum in effect with a minimum in 
cost. The store has two large 20 by 
6 ft. display windows with open 
backs. The entire store can be easily 
seen from the street or sidewalk. 

One 60-watt ceiling light is kept 
burning in each window while three 
300-watt ceiling lights are used in- 
side the store. At the paint depart- 
ment the top Neon color signs are 
lighted and three spotlights are used 
instead of the overhead lights. These 
spots can be adjusted to highlight any 
section or special display at the de- 
partment. One spotlight is turned 
onto a sign which reads: 

“Avail Yourself of Our Paint De- 
partment Customers’ Room.” 


“Don’t Clutter- Up Your Home 
With a Small Paint Job.” 
“Bring It Here!” 

“We are finding,” Mr. Reckard 
says, “that more and more of our | 
customers are coming to our cus- 
tomers’ room to cut screen wire, wire 
cloth, flooring, borders, and roofing. 
Having the full equipment and. the 
long table makes the room particular- 
ly adaptable for this type of work. 
Customers come to us from all over 
the city and bring in this type of 
work. The usual result: They buy 
from us while they are in the store, 
and more often than not come back 
to us later as regular customers. 

“Our full paint department oc- 
ecupies a space ten by thirty-four feet 
in size with additional space at the 
end of the department for specials 
and paint accessories. For the store 
we have four men employees and one 
woman. These salesmen work in all 
departments, however one man is 
trained in paint work and assigned 
to the department and for the paint 
customers’ room. We also employ 
one full-time carpenter and painter 
who handles service and repair work 
for us.” 


Sanders Rented 


At one end of the paint depart: 
ment is a small display showing floor 
sanders, which are for rent. A sign 
hangs over this department: “Sanders 


For Rent—$3 Per Day.” There is 
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also a similar sign in one display win- 
dow and another in the customers’ 
paint room. 

An advance date book is kept on 
sander requests and the past two 
years all of the sanders have been 
rented an average of 21 days per 
month. According to Mr. Reckard, a 
sander service is a profitable side line 
besides being a boost to paint and 
varnish sales. 


Will Expand Service 


“We believe that sander rentals 
will hold up,” Mr. Reckard said, “all 
during the building boom—that is, 
for at least another five or six years. 
It is our plan to add additional rental 
sanders before the end of the year. 


“We are also considering enlarging 
our present customers’ paint room, 
and adding general repair of all 
kinds to the service, and maintaining 
at the room or department, a full- 
time operator. If we do this, of 
course, we will charge for the ser- 
ae 
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Factors in Purchasing 
Efficiency 
FFICIENCY in municipal pur- 
chasing is mainly a matter of 
effective price competition. Such effec- 
tiveness depends upon several ‘actors, 
the more important of which are: (1) 
the control of local preference in buy- 
ing within reasonable limits; (2) the 
use of standard specifications; (3) the 
consolidation of like or identical com- 
modities; (4) the securing of a large 
number of competitive bids; and (5) 
the consistent awarding of purchase 
orders to the lowest and best bidder. 

A consideration of the special prob- 
lems, techniques, and procedures neces- 
sary to assure effective competitive bid- 
ding indicates the impracticability of 
establishing purchasing on an efficient 
basis under a decentralized or depart- 
mentalized “system.” If not handi- 
capped by local preference factors, 
capable departmental heads may buy 
their own requirements on an economi- 
cal basis when due allowance is made 
for the limited amounts involved. But 
individually they cannot utilize the buy- 
ing power of the city as a whole. Nor 
can they be expected to give the atten- 
tion to purchasing problems which a 
purchasing agent can devote to them. 
Usually decentralized buying is at- 
tended with a‘ lack of interest in pur- 
chasing efficiency and consequently 
with waste. 

—Tax Foundation 
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Precisionlilt REEL 
In casting, it’s the reel that counts. You'll be delighted how effort- 
lessly the Precisionbilte MARQUETTE gives you distance and 
accuracy you've never before enjoyed. Here's a reel that never 
| keeps you waiting... free casting with- 
out troublesome backlash . . . pOdigi 
built-in clutch eliminates _s» 

crank lever whi 





Split-second take-apart 
for instant changing of 


spools. Extra spool, 
$3.00 plus tax. 
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Gears of tough, h 
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Precisionlilt PRODUCTS 


HOLLYDALE = CALIFORNIA 








Effective Display Helps Boost Farm Wiring 
Sales From $1000 to $12,000 in Five Years 


Maas power lines are 


coming through in the vicinity of 
Mt. Pleasant, Pa., which has a popu- 
lation of 6000 and a trading area of 
20,000 within a 15-mile radius. Such 
being the case, the George & Cun- 
ningham hardware store is selling 
increasing quantities of electrical 
lighting fixtures, sundries and major 
appliances. The display of fixtures 
and sundries, illustrated on this page, 
has helped materially in boosting vol- 
ume from under $1000, as it was five 
years ago, to more than $12,000, the 
amount for last year. Ample stocks, 
a good reputation and the fact that 
the store meets and in some instances 
beats competition are other contribut- 
ing causes. 


Good stocks, prices and reputation 
help George & Cunningham to build 
farm wiring and lighting equipment 
sales throughout their trading area 


The utility companies in this area 
work with dealers by notifying them 
when lines are being extended. This 
helps George & Cunningham make 
sales, although most fixture and sun- 
dry customers do their buying right 
in the store. From these contacts the 
store has sold considerable equip- 
ment, including 23 water systems in 
one year. 

Says C. W. Cunningham, one of 
the partners, “We have sold many 


complete jobs, although installation 
is made, where required, by outside 
wiremen with whom we work. Sales, 
in some instances, are direct to wire- 
men,. instead of to consumers. In 
such cases, the wireman receives a 
10 per cent discount. When wiremen 
handle jobs they get two copies of 
the order, the customer receiving one 
which indicates retail selling prices. 
Wiremen buy supplies and equipment 
as needed and pay by the job, 


This ceiling unit and display of electrical sundries is primarily responsible 
for ever-increasing “in the store” sales of lighting fixtures and accessories. 
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SHAKE THE Wopere-WorRiEs™ 




















... with Corbin-Phillips Screws! 


Drive an ordinary screw and you'll get the 
“Wobble Worries”. . . fear that the driver will 
slip from the slot and jimmy up the product. 
Wobble Worries slow you down! 

Wobble Worry accidents are wasteful and 
costly. They have no place in a competitive 
economy. Eliminate them once and for all with 
the “Centered Driving’? of Corbin-Phillips 
Screws. 

With Corbin-Phillips, the bit is anchored in 
the screw both ways — and the screw is driven 
true all the way. Spoiled work stops — pro- 
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duction goes up — and Wobble Worries go 
out the window. 

And remember, Corbin-Phillips Screws 
are noted for their uniformity. 











VLCHEK 


PUNCHES and 
CHISELS 


FORGED High- 
\\, Carbon 
\A TOOL STEEL 


‘ 


BUFFED 
TAPERS 


whether for barns, homes or complete 
farm installation. The customer or 
wireman normally picks up the ma- 
terial. In some instances the wiremen 
sell the jobs, while in other cases sales 
are made by the store. When we sub- 
mit an estimate, the hours the job 
will likely take are estimated, al- 
though no guarantee is given, other 
than on materials cost. 

“Customers come to the store to 
look at lighting fixtures and are then 
exposed to other lines. Thus wiring 
|sales often lead to a wide variety of 
other merchandise. Where we former- 
ly bought items in lots of ten we 
now buy sundries by the hundreds 
and handle everything in cable from 
number four to number fourteen. 





Customers usually pick up the fix- 
tures themselves.” 

The overhead display fixture for 
lighting units was built by the store 
staff about four years ago, measures 
8 by 4 ft., and is finished in white 
enamel. It permits demonstration of 
all incandescent and fluorescent fix- 
tures shown on it. 

There’s a wide variety of fixtures 
in this department ranging from 98 
cents up to $1.95 for kitchen units 
and for dining room units from 
$3.98. Desk lamps are shown on dis- 
play tables from $6.95 up, bathroom 
units being priced from $4.95 up. 
Fluorescent units start at $9.95 for 
two-light numbers and at $13.95 for 
three-light models. 





table top and 10 in. wide. These 
glass tops are 32 in. long. The top 
glass shelves are used entirely for 
glassware items, many of them in 
color. This adds greatly to the dis- 
play effect. 

“We have experimented with china 
and pottery,” Mrs. Lowd says, “and 
| it is best shown on the wall display 
| shelves or on the table tops. We use 
| overhead indirect lighting. This sets 
| off the glassware to excellent advan- 
| tage.” 

The gift department has a com- 
plete turnover twice monthly figured 
on the total investment for the de- 
partment. This is higher than aver- 
age and Mrs. Lowd believes that dis- 
play and making her store headquar- 
ters for gift buyers accounts for the 
difference. 

The paint department and the gift 
department, to a large measure ac- 
count for the increased- store vol- 
ume. February 1946 showed a 26 
per cent increase in volume over 
February 1945. Other months are in 
line with this. Window displays are 
changed every two weeks. 

Twenty per cent of the floor space 
is devoted to the gift department and 
another 20 per cent to the paint de- 
partment. Leaders in the paint de- 
partment in the order of their impor- 
tance have been household paint, 
awning paint (this was advertised 
with circulars mailed to a customers’ 
list of names of home owners who 
had awnings) and all types of wax. 

All window displays for the paint 








Has Two Turnovers a Month 
In Its Gift Department 


(Continued from page 147) 


department hold to one leader or 
feature. The leader which is shown 
in the window is featured in a small 
display ad in the local paper. If cir- 
culars are mailed out to the names 
on the customers’ list, the paint de- 
scribed in these circulars is shown 
in the window set. Mrs. Lowd be- 
lieves that this combination is a very 
important sales factor. 

“The key to boosting gift depart- 
ment sales,” Mrs. Lowd says, “is in 
having good displays and showing 
the items to the best possible advan- 
tage. We find that customers buy 
what strikes their eyes these days. 

“First, the department must be 
well arranged and absolutely clean at 
all times. Evidence of poor house- 
keeping kills sales impetus. This is 
true more for the woman buyer than 
the man but it holds for both to a 
great degree. 

“Next, there must be a department- 
window tie-up in order to get the 
best results. A small display adver- 
tisement or circular adds greatly to 
the drawing power of the tie-up. 

“I believe that by carefully follow- 
ing tried and proven sales plans, 
the small town hardware store can 
double the volume df the china and 
glassware and pottery department. | 
know we have done this and it has 
paid us well.” 








Latest News on 
RECONVERSION 
on page 230 
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TELL YOUR CUSTOMERS THERE’S A DIFFERENCE IN FASTENERS— 




































(the Kaufman Process) 
that gives you extra 
strength and 
close fit in 
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Au sizes of cap 
screws — even including 
‘one inch diameter — are 
produced in our plant by 








the extra-strength-and- 
toughness-making Kaufman 
Process. This includes both 
high carbon and alloy heat 
treated products. You profit 
by the double extrusion accu- 
racy and extra strength in over 
90% of Cleveland-made standard 
fasteners, and in your own design 
special headed and threaded parts. 
Complete equipment for modern heat 




















treatment assures you the utmost in correct 
hardening and tempering. Write for Catalog F. 















TEA TI | The Cleveland Cap Sore Company | 


A. > 2917 EAST 79TH STREET © CLEVELAND 4, OHIO | 


FA S TENER Ss J Warehouses: Chicago, Philadelphia and New York : 








: Ask your Jobber for Cleveland Fasteners 





MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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A BWH Sales School group in classroom session. Theory is held down to a minimum and the distributors attending the 


classes spend a great deal of time in the company’s plant. 


Approximately seven semesters are held during each year. 


A Sales School for Distributors 


N, one today fails to 


recognize the need for product edu- 
cation which in competition often 
spells the difference between making 
the sale or losing the sale. Yet the 
list of “schools” where beginning-to- 
end product information may be ob- 
tained remains all too small. 

But the three R’s telescope into 
one R for rubber products and the 
Little Red School House becomes a 
modern industrial plant at Cam- 
bridge, Mass., when the Boston Wov- 
en Hose & Rubber Co. calls together 
its distributors to learn how rubber 
mechanical goods are produced; how 
they are applied to industry. 

It all started with H. F. Maxon, 
vice-president and general sales man- 
ager, the man behind the idea which 
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Every six weeks the Boston Woven Hose & 
Rubber Co. invites a group of its distrib- 
utors to attend a five-day course in heavy 
mechanical rubber goods. This article tells 
what happens when the BWH school bell rings 


is inseparably rooted in the BWH 
sales policy. Realizing that a strong 
selling organization must have sound 
knowledge of the manufacture and 
application of the products it sells, 
Mr. Maxon developed a curriculum 
embracing that objective. 


Backs Up Sales Policy 


Since the BWH sales policy is 
fundamentally based on distribution 
through jobbers hardware, mill 
supply, etc., the school curriculum is 
entirely directed towards the needs 


This busi- 
ness relationship is importantly en- 
hanced by the personal acquaintance- 
ships achieved through the various 


of distributor salesmen. 


semesters. 

The first school session was in- 
augurated in the fall of 1944 and 
has continued uninterruptedly since. 


There are approximately seven se- 


mesters a year, each extending over 
a five-day period. A new semester 
begins every six weeks, skipping only 
the vacation months of July and Au- 
gust, and inventory month, February. 

Though one thinks of class room 
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PRESS-TIT Senfiun COMME 


Item 


Packed in 80-foot 
rolls in display 
carton as shown, 


ey your share of the profits from Press-Tite Caulk- 
ing and Sealing Cords—the non-hardening, rope- 
like sealing compound that fills cracks and holes any- 
where. It’s the product of a thousand uses—in home, 





oh ded 1 | 

. FEES 

LA Al a “a shop or factory. 

<= | : - “ Neat and clean to use—it’s just pressed in cracks 


with fingers. For weather stripping, for caulking, for 














F 
Tt filling holes before painting and for patching plaster 


or masonry. Seals tightly and stays tight—thoroughly 
waterproof. 


WILL NOT HARDEN in Package! 


ene?) 





TTS sca ne ORD 


THIS BOX CONTAINS Tom 4a 


Antes Nationally Advertised! 


Wet 


4 ge} 
* é A 
gE .T: -s : AMERICAN HOME 
i S =. \ Press-Tite Caulking and Sealing POPuAn macnatecs 
% Cords are nationally advertised in POPULAR SCIENCE 
° . BETTER HOMES & GARDEN 
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work in connection with schools, the- 


_ory is confined to a minimum, the 


emphasis being on practical, guided 
observation in the mill and factorv. 
The instructors are neither theorists 


| nor pedagogues. Rather, instructors 


come from the company’s organiza- 
tion only and consequently offer only 
the practical experience of their 


_ every-day work. 


Students, as stated previously, are 
distributors’ salesmen who attend 
either at the company’s direct invita- 


| tion or the invitation of BWH field 


| salesmen. 


Quite often distributors’ 


| executives attend the course and 





though they may attend to observe 
before sending on their own salesmen. 
they always stay to learn. 


Classes Are Small 


In order to achieve the greatest 
practicability for learning, classes 
are held down to a minimum, gen- 
erally 12 to 14 per class. The over- 
flow, and there always are more ap- 
plicants than can be accepted, neces- 
sarily must wait its turn. It is not 
unusual for BWH salesmen to attend 
along with the distributors’ salesmen. 
This serves a two-fold purpose: the 
visiting student feels more at home 
and the BWH salesman gets a re- 
fresher course. (An excellent practice 
for returned service men.) 

H. E. Craft, manager of the tape 
department, is director of the school. 





As “principal” he supervises the in. 
struction, making sure that every- 
thing is functioning smoothly and 
that instructor and students stay on 
the beam. If questions become too 
irrelevant, he diplomatically steers in- 
terest back to the proper channel. If 
the lecturer’s pace becomes too fast 
and interest lags, he calls for a break. 


Always on Time 


Such close supervision is necessary 
for a maximum of information must 
be put across in a minimum of time. 
And, if the salesmen are to remain 
receptive and responsive, an active 
schedule, well timed, must be main- 
tained. For instance, classes always 
start and end on time. 

The men pay their own traveling 
expenses to and from Boston. But 
once arrived there, they are the guests 
of the company, which demands of 
them only that they apply themselves 
to the job on hand and that they at- 
tend to no business other than ab- 
sorbing the basic principles of the 
construction and application of BWH 
products. 

Arriving in Boston, the men are 
put up at one of Boston’s leading 
hotels where they are met by R. E. 
Conder, sales promotion and adver- 
tising manager, who arranges for 
their entertainment when school is 
out. 

Each morning, during their stay. 
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Cambridge 





Baics Promotion Manager 





Dicectar of Scheoi 





Pore Bos e& Rubhp, ¢, 


This Is To Certify That 


has completed the prescribed course of instruction 
for salesmen, covering the manufacture and sale of 
mechanical rubber goods at the Cambridge plant 
of the Boston Woven Bose & Rubber Company. 


Given at Cambridge, Massachussetts, 


wen, 


Massachusetts 


Bice- President and General Paice Manager 


~~ Wice-Peesidest and Factory Manager 








After five days of studying the construction and application of BWH products. 
each distributor-graduate receives his diploma at a graduating class banquet. 


HARDWARE AGE 














s the in. 
t every- 
hly and 
stay on 
ome too 
teers in- 
nnel, If 
too fast 
a break. 


ecessary 
on must 
of time. 
remain 
1 active 
e main- 
always 


raveling 
n. But 
e guests 
ands of 
mselves 
they at- 
1an ab- 
of the 
f BWH 


en are 
leading 
y R. E. 
adver- 
res for 
hool is 


r stay, 





ducts, 
nquet. 


the men are called for in taxis and 
transported to the Cambridge plant. 
This is to insure that the men stay 
together as a group and to keep the 
schedule going as planned. 

School opens with a short talk by 
Mr. Maxon on the object of the meet- 
ings and then the group divides into 
units of four, each with its own 
guide, and proceeds on an inspection 
tour of the plant. After lunch, the 
first of the lectures begins. 

Subjects include talks on synthetic 
rubber, hose: construction, plastics, 
belting, wrapped hose, molded hose, 
V-belts, friction tape, packing, tubing, 
matting, nozzles, and the like; adver- 
tising, sales policies. 


Plants Visited 


Each classroom session is inter- 
spersed with visits to various parts of 
the plant, so that the men can see at 
first hand the processes discussed by 
their instructors. For instance, after 
discussions on belting, the belt man- 
ufacturing department is inspected. 
After discussing hose, the hose manu- 
facturing departments are visited. 
Thus by visually presenting the tech- 
nical side of discussions on such sub- 
jects as compounding, synthetics, 
plastics, testing, and factory proce- 
dure, what is ordinarily a cumber- 
some subject to the ordinary layman 
becomes clear. 

Included in the curriculum are vis- 
its to the service departments, the 
treasury department, the sales and 
advertising departments. This builds 
up confidence in that it gives the men 
a better appreciation of the com- 
pany’s operations. 

After a subject has been thorough- 
ly covered by lecture and by direct 
observation of the product process 
involved, the men are given question- 
naires which are to be turned in, 
completed, the following morning. 
Though the results are tabulated, 
grades are not individually an- 
nounced. (They generally average 
about 85 per cent per class.) This 
is done so as to avoid comparisons 
between the men, who because of age 
and other factors, may present dif- 
ferent levels of aptitude. 

It is worthy to note that though a 
class may be comprised of presidents, 
vice-presidents, sales managers, and 
salesmen, intermingled, titles are 
stowed away for the duration of the 
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‘Back Again! 









RED TOP 


STEEL POSTS 


Yes, Red Top steel posts are now back in 
production again . . . in bright colors even 
more lustrous and permanent than the 
pre-war finish. 


Farmers know and prefer Red Tops above 
all others. They like their looks, also the 
long, satisfactory service they give. Rolled 
from tough, resilient railroad rails . . 

_reinforced 4 ways . . . they are*built to 
give the utmost satisfaction at minimum 
cost. 


These bright, new, distinctively marked’ 
Red Tops are really outstanding in 
appearance, whether in dealer stocks or 
out in the fence lines. One sale quickly 
leads to another. 





KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 


Makers of 


RED BRAND FENCE 

















































































































































course. Each man receives equal at- 
tention and instruction. 

To avoid proving the aphorism 
about all work and no play, Mr. Con- 
der, who supervises extra-curricular 
activities, has devised a program of 
entertainment that keeps the men as 
interestedly busy as any day at the 
plant. In the round of entertainment 
that generally follows the close of 
each school day, he invites BWH per- 
sonnel to join the visiting represen- 
tatives. This is to cement the business 
relationship with friendship. 

After the men have gathered at 
their hotel upon arrival, Mr. Conder 
welcomes them in his suite, this wel- 
coming gesture being a sort of infor- 
mal discussion session. The arrivals 
are also shown a Disney color produc- 
tion, “The Amazon Awakens,” which 


Editor, HarpWARE AGE: 


For quite a while I’ve been reading 
that everyone all over the country will 
soon be owning and flying his own air- 
plane and I’ve heard some people say 
that every salesman will fly his own 
plane. 

I hate to puncture balloons but I 
can’t resist sticking a pin into that pipe 
dream. I bought a plane a year and a 
half ago—during gas rationing—and 
have used it to cover my territory, five 
states. What happened to me shouldn’t 
have happened to a dog. 

As for example, you might take the 
most recent experience—a trip to Bos- 
ton and back. I planned to start Dec. 
10. Just to be safe, I test-hopped the 
ship but the engine missed. Two me- 
chanics worked all day to find the 
trouble but couldn’t. Thinking it might 
save time I bought and had them install 
a new engine. Making new fittings and 
reworking the engine mount took four 
weeks, however. 

Jan. 10 the ship was ready to test 
hop but the generator wouldn’t “gen” 
and a day was spent fixing that. Jan. 
14 we left Chicago but over Goshen, 
Ind., the radio went dead so I changed 
course to Grand Rapids where the radio 
was made. It took 10 days to get the 
radio repaired. 

Picked up the ship Jan. 23 and again 
started for Boston. Between Grand 
Rapids and Jackson, the oil tempera- 
ture went past the red line and oil 
pressure fluctuated considerably. Un- 
fortunately, you just can’t get out and 
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So You Want to Fly Your Own Plane 
And Save Time on Business Calls? 


in addition to being amusing, also de- 
picts the gathering of wild rubber in 
graphic fashion. 


Entertainment Features 


Following the first day’s school ses- 
sion, the men are treated to a shore 
dinner. The next evening is free. On 
the third night, Mr. Conder takes the 
BWH guests to a steak dinner at a 
famous Boston restaurant and then on 
to a sports’ meet or the theatre. An- 
other free night follows and on the 
final night, graduation night, there is 
a gala banquet complete with speak- 
ers, entertainment, and the distribu- 
tion of diplomas to the graduates. 

On the last day, before their de- 
parture, the men are taken by Mr. 
Conder for an auto-cavalcade tour of 





fix things like that. You wait until you 
reach an airport. 

On the last part of the approach to 
a landing at Jackson, the wind shifted 
suddenly and violently so that it was 
necessary to go around and try another 
runway. However, when the throttle 
was advanced, it would only go in half 
way. We were 10 feet up, eating up 
runway at 80 miles per hour and star- 
ing at a long line of trees straight 
ahead. I smacked the throttle as hard 
as I could and it went in, so we cleared 
the trees. 

It took six hours to clear the carbu- 
retor and replace a worn part. It was 
dark when we got the ship out of the 
shop and too late to go on. 

Left Jackson bright and early the 
next morning but ran into bad weather 
at Toledo, the ceiling being down to 
400 feet there, and Cleveland, our next 
intended stop, was closed. You need a 
1000-foot ceiling and three-mile visibil- 
ity when you enter the control zone 
around a municipal airport. So we had 
to go back to Chicago. 

Started for Boston again Jan. 28. Had 
good weather and a fine tail wind all 
the way. Made it in six hours. How- 
ever, the ship got snowed in at the 
small airport where we were staying. 
It had no facilities for rolling or plow- 
ing the snow. It would be possible to 
get out if a sufficient wind was blowing 
and every pound of weight was re- 
moved. Sixty gallons of gas were 
drained out and poured down the sewer 
and my associate and all baggage and 








historic Boston. This now famous 
tour of Mr. Conder is under his per- 
sonal direction. And better to inter- 
est his guests with the points visited, 
Mr. Conder presents each student 
with a specially illustrated brochure, 
“Historic Boston, The City of Cul- 
ture,” written by himself. The bro- 
chure is replete with post-card views 
and paragraphs of historical descrip- 
tions of the scenes visited. 

Thus in the BWH Sales School 
there are many apples for the teacher 
and the students. Each has gained: 
the company in inspiring a better sell- 
ing effort for its products and the 
salesman in having gained the type of 
knowledge required in well-founded 
sales presentations by themselves and 
for their companies. It’s a three-lane 
highway toward better business. 














tools were sent over to the Boston Mu- 
nicipal Airport, 30 miles away, by taxi. 
Got out all right but while taxiing after 
landing at the Boston Municipal Air- 
port, the left brake heated up and be- 
came inoperative, so I had to be towed 
to the line. 

Got out of Boston at 8:00 a.m. the 
next morning, and believe it or not, ran 
smack into a 55-mile per hour head 
wind. This slowed us down from our 
normal speed of 125 to 70. That con- 
tinued all the way to Toledo; 700 miles 
—10 hours, and so rough that both of 
us got airsick. Downdrafts on the lee 
side of the mountains often reached the 
velocity of 2,000 feet per minute and 
updrafts of 1,500 feet per minute would 
lift us 3,000 feet. Sudden currents 
would throw the plane into a vertical 
position before you realized what was 
happening. 

However, this trip to Boston and 
back was among the best I’ve ever 
taken. 

Haro_p SAMMANN, 
Harold P. Sammann Co. 
(mfrs. agents), 

1737 W. Howard St., 
Chicago 26, Ill. 
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NOW you can sell your customers a com- 
plete glazing job in one can! . .. MASTIC- 
GLAZE SE. . . ready for instant use 
... No priming needed ... no mussy, fussy, 
smeary painting over because the color is 
already in. 


Mastic-Glaze will create a lot of new busi- 
ness for you because twice as many of your 
customers can use it. And don't forget that 
each Mastic-Glaze sale rings up about twice 
as much on your cash register as putty did. 


DOUBLE once Pritg: Profla! 


Your customers like these features of 


MASTIC-GLAZE 


® goes on easily, smoothly, cleanly. 

® does away with two “putty” jobs; 
requires no priming, no painting over. 

@ never cracks or falls out, yet is easy 
to remove should a broken pane 
of glass make it necessary. 

» is weatherproof and watertight. 


» adheres readily to either wood or 
metal sash. 


SOLD EXCLUSIVELY THRU JOBBERS 


THE TREINCO INANUFACTURING CoO. 
Manufacturers of STRIP-SEAL 
8701 KINSMAN ROAD « CLEVELAND 4, OHIO 


Stock it! Display it! Advertise it!... 


Place orders NOW with your jobber. MASTIC-GLAZE in Colors is nationally 
advertised in big circulation magazines that reach your customers! Tie-in with 
this campaign by advertising MASTIC-GLAZE in Colors in your local newspapers! 
Send for FREE mats and electros NOW! Get in on those DOUBLE PROFITS! 
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Co-operation Between Dealers and 
Wholesalers Needed to Reduce 


Costs 





JOHN E. PECE 


4} 
HE cost of distribution 


is one of our most pressing prob- 
lems, and being nearest the con- 
sumer in the distribution of mer- 
chandise, we receive an undue 
amount of criticism because of it. 
The public is not concerned with our 
expenses nor our difficulties, but is 
concerned with the prices we charge. 
The public knows very little about 
costs of doing business, but feels that 
there is too great a spread between 
cost of materials and selling prices. 
Its conclusion is that profits are too 
high, or that distribution practices 
are wasteful. 

Whether we in the hardware busi- 
ness think distribution costs are too 
high or not, the whole subject is go- 
ing to be forced upon us. Distribu- 
tion, to me, is the science of carry- 
ing merchandise from the producer 
through the wholesaler and the re- 
tailer on down to the ultimate con- 
sumer. And in that process is 
included all that we know of sales- 





*From his address as retiring president 
of the New York State Retail Hardware 
Association at Rochester, N. Y., Feb. 5. 
1946. 
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“The public does not distinguish between high costs and 
excess profits. If we do not want to sacrifice too much of 
the profits, we must make a determined effort to reduce 
the costs,” says Mr. Peck. Urges concentration of pur- 
chases with limited number of wholesalers, featuring 
new lines and traffic builders. Dealers should conserve 
wholesaler’s salesmen’s time, purchase in right quanti- 
ties and pass along savings in distribution costs, as result 
of proper operation, to consumers. 


By JOHN E. PECK* 
Treasurer and Secretary, 
The Geo. W. Peck Co 
Elmira, N. Y 


manship, buying, advertising and 
display, all of these things being done 
at prices and terms that are profitable 
to all concerned all the way down 
the line. 

As evidenced by the OPA policy, 
the administration evidently feels 
that wholesalers and retailers can ab- 
sorb higher costs of goods sold with- 
out undue sacrifices. And do not 
think for a moment that this is lost 
on the public. =’ 


Must Reduce Costs 


Attacks on the profit system of 
free enterprise have, as their basis, 
excessive profits and costs. The pub- 
lic does not distinguish between high 
costs and excess profits. If we do not 
want to sacrifice too much of the 
profits, we must make a determined 
effort to reduce the costs. 

We have seen a seller’s market in 
the past few years and are still in it. 
But production will eventually catch 
up with demand and the buyer will 
again be in the driver’s seat. If we 
realize that the picture is changing, 
and go to work on the problem at 
once, we can meet the challenge. 

Before we consider how cost of 


distribution can be reduced, let us 
think over some of our problems in 
this post-war period. 

There is definitely a trend toward 
increased costs of doing business. 
First and foremost there is no doubt. 
after the publication of our own 
State Retail Minimum Wage Order 
and the recommendation of a 65-cent 
minimum hourly wage by the Presi- 
dent, that our wage level will be def- 
initely higher. How much we do not 
know. But, after listening to the 
Labor Department hearings, I would 
say this is only the beginning. Labor 
unions are in the saddle today. 

Although many of us do not con- 
sider freight a very important factor. 
I firmly believe that it will be con- 
sidered so in the future. These costs 
are definitely higher and I see no 
relief in sight. Then, there are our 
ever present and popular taxes to 
consider. We hear on every side that 
taxes will be reduced, but do not for- 
get that they will still be very much 
higher for years to come than they 
were prewar, and this is the period 
on which we should base our com- 
parisons. I also believe that the many 
supplies that we have to purchase for 
use in our business will be higher. 
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Clash Stoker 


..@ corner in the back room holds all 
service parts needed for hundreds of 


SMITHWaYy 
STOKERS 


@ It’s the most startling news in stoker history... and it sings a sweet 
profit song for thousands of enthusiastic dealers. 














































The days of large inventories of stoker parts are gone forever. Tre- 
mendous engineering advances, plus a “Rapid-Fire” factory replacement 
policy gives SMITHway Stoker dealers a parts-inventory that fits in 
a corner. 


It seems scarcely possible! Yet you can service hundreds of SMITHway 
Stokers with a handful of extra parts: 


or 


4 Sets of Tuyeres 
2 Worms 
2 Packaged Unit-Drives 


.+.and not one thing more! g SMITHWOY 


with 24 


Look at all these big service features! See why America’s leading the stoker 
distributors and dealers are singing the praise of “America’s Outstand- , feature’ that 
ing Stoker.” 


make 


AN <imple Te) serv 
PACKAGED UNIT-DRIVE: Motor, fan and transmission are combined in one e ; to own 
highly efficient unit that can be easily removed and replaced in less than jenient 1° 

four minutes, using a common end wrench and an ordinary pair of pliers. 


CLOSE-COUPLED CONSTRUCTION: Ingenious design permits the use of a 
standard length feed cube for all installations. 


SPECIAL PLUG-IN MOTOR CONNECTION: Simplifies servicing by eliminating 
complicated “wiring on the job.” 


“RAPID FIRE’ REPLACEMENT SERVICE: You hold your parts to a workable 
minimum, and get quick replacement on the parts you use for the occasional 
SMITHway Stoker service job. No need to tie up capital in heavy in- 
ventories. 
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Not a major factor, but one to be 
considered. 

After these costs we should con- 
sider our mail order and chain store 
competition for a moment. They 
will work to the utmost their old 
slogan that they have the merchan- 
dise at lower prices, and, in many 
cases, they will unless we make a 
determined effort to bring our costs 
into line. 

We have assets with which we can 
fight competition successfully—more 
complete stocks and much better ser- 
vice. And we know our merchandise 
and its uses thoroughly and are com- 
petent to advise our customers. But 
with customers becoming more price 
minded, as they will, we cannot af- 
ford to be handicapped by out-of- 
line prices. 


Dependent on Wholesalers 


In this situation we find that most 
hardware dealers are dependent for 
most of their merchandise on whole- 
salers. And that is as it should be, 
in my opinion. The average retailer 
just does not have time to duplicate 
the work of the wholesale buyer. 
Since buying is the full-time job of 
the wholesale buyer, his experience 
and judgment should be better than 
those of us who have so many duties 
to perform. We can still use our own 
judgment in purchasing from the 
wholesaler. 

I also firmly believe that the great 
majority of good items are presented 
to wholesalers first. The reduction 
of the cost of distribution on mer- 


chandise sold through hardware 
stores is a common problem of whole- 
salers and retailers, and each should 
contribute to its solution. 


Co-operation Essential 


Since we look at the cost problem 
from a retailer’s point of view, let us 
examine what we should expect from 
the wholesaler, and what we ourselves 
should do in contributing to this solu- 
tion. Don’t forget that our coopera- 
tion will be necessary to get these 
results. 

1. The hardware dealer wants to 
buy his merchandise from his whole- 
saler at prices which will enable him 
to sell in competition with similar 
goods of equal quality, and still make 
a satisfactory profit. 

2. The hardware dealer should ex- 
pect his wholesalers’ buyers to know 
his competitive problems, to be keen, 
wide-awake, and well posted, and to 
keep up with, or be ahead of the 
chains in selecting the proper items 
and profitable new lines. 

3. We expect our wholesalers to do 
everything possible to shorten lines 
and weed out duplication and slow 
moving items so that we may buy 
safely, and at the same time speed up 
our turnover as well as theirs. I be- 
lieve it is as much to their advan- 
tage as the retailers’ to give careful 
thought to selective simplification of 
our lines. 

Wholesalers should be able to pre- 
dict merchandising trends with a 
reasonable degree of accuracy and 
render this service to the dealers who 








Gave Information on Critical Merchandise 





SS , 
- 
— 


WINCHESTER 





Farrey’s Wholesale, hardware wholesale house at 1222 17th St.. Miami Beach, Fic., 

recently held its second educational merchandise show, at the Columbus Hotel. 

Miami, which attracted more than 200 dealers from all parts of Florida. The show 

was held solely to acquaint dealers with the manufacturers’ lines represented, and 

to tell them how soon they could expect to receive some of the critical merchandise. 

The dealers were appreciative of this opportunity to learn the true situation about 
the various lines. 
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are depending upon them to stay tn 
business. 

The chain store manager buys no 
merchandise. He orders from a check 
list what he needs to supply the wants 
of his customers. I believe some kind 
of a check list could be used to a 
certain extent by wholesalers to en- 
courage dealers to order by mail 
when out of merchandise rather than 
wait for a salesman. It is bad psy- 
chology for retailers to be out of a 
lot of standard good selling items. | 
have found in our own stores that 
one of the main reasons for this was 
the habit of waiting for the salesman 
to come. This is a place in which the 
dealer must co-operate. 

A great many wholesalers recog- 
nize this need of reducing costs and 
are working on it, so I feel that we 
will have many improvements in this 
line and probably some very profit- 
able suggestions from them showing 
how we can assist in cost reduction. 


Should Pay for Extra Time 


The wholesaler should not burden 
“good pay dealers” with the costs of 
carrying charges for poor accounts. 
In other words, I feel that the “poor 
pay” accounts should have to pay for 
the privilege of having the additional 
credit time, rather than having the 
cost spread over all dealers. 

Through what is called a factory 
salesman, some but not all whdle- 
salers have called on small garages, 
gas stations, etc., in direct competi- 
tion with retailers. I still do not be- 
lieve that this is a paying proposition 
and feel that they must get out of this 
type of competition, if they desire 
full cooperation from the dealer. 

I have also known some whole- 
salers to sell chains merchandise dur- 
ing the war that they could not, or 
did not sell to retailers. The chains 
will never be their regular customers. 
and this seems very short-sighted. 
Finally, I have known them to con- 
tinue selling to price cutting dealers 
after the manufacturers of estab- 
lished price merchandise had re- 
quested them to refrain from so 
doing. 

If we are to give our full coopera- 
tion to the wholesaler (and I think 
we should), I believe these practices 
should be eliminated. 

We expect our wholesalers to do a 
good job for us, but we must realize 
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PLASTIC HANDLES 


SQUARE TAPERED REAMER 
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) “AUTO” TACK LIFTER 









INSTRUMENT 
SCREW DRIVER 








PHILLIPS 
SCREW DRIVER 






GIMLET 





W Ov t 
H 0 im t b i T V¥,"’ FLAT SCREW DRIVER 


WITH INTERCHANGEABLE PARTS 


t) th f, “SL y N” §. i Fy 
That's exactly what we mean. The ‘Hallowell’ Home Kjt is not a toy . . . but 
a rugged, useful tool. It is made with the same care and precision as all other 





Standard products. Bits are of special high grade alloy steel, handle of molded 
Celanese* Plastic. The tools chosen are those most frequently needed in a hurry 
for odd jobs. Saves dragging out large tool boxes... and. . . is /deal to give to 
the “lady” of the house. . 


Hallowell Speed Tool Kits illustrated at left: 

“AUTO” KIT:t In two handle sizes, containing those tools most necessary to 
auto maintenance. 

“SOCKET SCREW” KIT:' In two handle sizes, containing a total of 17 bits, 
including hex bits, Phillips and slotted screw driver bits. 


“SOCKET WRENCH” KIT:' In two handle sizes, containing sockets (12 point 
hexagon) for most all hex nuts (or bolts) from No. 4 up to and including 1/2”’. 


4 





=| Some territory still open for Suppliers. Write today for our attractive proposition. 
“SOCKET WRENCH’ HIT! ier 

















*Reg. U.S. Pat. Off. f Patents Pending OVER 43 YEARS IN BUSINESS 





JENKINTOWN, PENNA., BOX | 736 | BRANCHES: BOSTON « CHICAGO + DETROIT + INDIANAPOLIS * ST. LOUIS * SAN FRANCISCO 
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that cutting the cost of distribution 
is a two-way job. We must cooperate 
to get the results we want, or our 
wholesalers cannot give them to us 
on a basis profitable to them. 

We must be profitable accounts. 
And the first requisite is that we shall 
be good merchants. 

There are various specific ways in 
which we can help the wholesaler do 
what we'd like him to do. First, we 
should make our account worth while 
to our chosen wholesaler by concen- 
trating our purchases with as few 
suppliers as possible. For the aver- 
age dealer I would suggest not more 
than two wholesalers. We must study 
consumer demand and the offerings 
of our competition in our own and 
surrounding territory. We must keep 
our suppliers informed of this de- 
mand, and of what we need to meet 
it in price and quality. 


Necessary Mail Ordering 


The dealer should order by mail 
between calls of salesmen when nec- 
essary. When the salesman comes he 
should have his order books in shape 
so that he can place his orders in the 
shortest possible time. The sales- 
man’s time is just as important as 
ours, and we should not keep him 
waiting for hours until we get around 
to give him the order. If we save him 
time, permitting him to cover more 
customers per day, we save the whole- 
saler money, which should be our 
objective. 

We must change our buying habits, 
many of them are as old as our stores 
or older. 

In the old days with men on the 
road with high pressure selling most 
of us bought of more traveling men 
than we needed. We liked all, so we 
gave all of them some business. Thus 
our businés was neither attractive 
nor really worth while to any of them 
(and IT frankly doubt if it was very 
profitable to them). 

The net result to us was that we 
got overstocked, with duplications in 
some lines and understocks in others. 
This we must avoid in our future 
plans. 

We must purchase as much mer- 
chandise as possible in original pack- 
ages and insist on a price for that 
kind of buying. If the quantities are 
too large for your store, get some 
other dealer to share quantity and 
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the saving, because this will help to 
cut costs for the supplier and keep 
prices competitive. However, I doubt 
if the sharing feature will be neces- 
sary, as I understand manufacturers 
are giving serious thought to re- 
ducing the quantity per package. In 
addition, if we really know our mar- 
ket, I believe in many cases we would 
purchase in larger quantities without 
creating surpluses. 

We must make more frequent trips 
to market and merchandise shows, 
thereby getting better acquainted 
with our suppliers so that we can 
discuss his plans and our part in 
them. 

We must be continually on the 
look-out for new items and not let 
our competition have the cream of 
the business on new goods before 
they are offered in our own store. 
This ties in with the wholesaler’s 
buyer being alert for the same thing. 
We must always be on the alert for 
special offerings to increase store 
traffic. 

All bills should be either dis- 
counted or paid in 30 days’ time. 
This is a very important item. We 
must do our own financing, so that 
the wholesaler can eliminate one of 
his major headaches and expenses, 
that of collecting slow accounts. 

We must also have a sound credit 
policy with our own customers. The 


government has done much to help 
us along this line. Do not slide back, 
but be more rigid. We can never stay 
in business if we give credit just be- 
cause our customer is a good fellow. 
We must have a firm, definite policy, 
I have never heard of a dealer be- 
coming insolvent because he collected 
his bills. You are of greater value to 
your public as a merchant with your 
money invested in a well selected 
stock of merchandise than you are 
with a lot of accounts receivable and 
a run down stock. Do not try to per- 
form the business of a banker for 
that is not your business profession. 
Let’s stick to our last. 


Pass Savings to Consumer 


In conclusion, let me repeat that 
the reason we are concerned with 
cutting the cost of distribution is to 
get merchandise to our customers at 
competitive prices. Savings along the 
way will be of no permanent value in 
competition unless we pass them on 
to the consumer. This must be done 
if our system of distribution is to 
survive. 

There is enough business ahead to 
bring us greater profits through 
greater volume if we are right on 
our prices and our merchandise, if 
we are modern in thought and ac- 
tion, and if our stores and our meth- 











THE FIRST FLYING SHOWROOM, which is expected to depart from Miami 
in April for a tour of 16 major cities in 11! different countries, over a total 
distance of 16,975 miles, will carry among its exhibits a display of Freeport 
stainless steel products, made by Freeport Machine Works, Inc., 16 E. 52nd 
St., New York 22. The “Flying Showroom,” operated by Trans-Carribean Air 
Cargo Lines, Inc., is a specially equipped DC-3 cargoliner, in which 28 North 
American manufacturers will exhibit their products on a tour of the east coast 
of South America, two countries in Central America and two British possessions. 
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How to avoid future complaints right now ! 


TODAY YOU'RE RIDING HIGH on a wave of appliance You can avoid future complaints, right now, by selling 


business created by wartime shortages. Will you remember M-B appliances. They’re honest, reliable, quality-built. 
it tomorrow as the source of a steady, profitable, year-in, And they pack a host of features your customers will 


year-out business—or just as a source of complaints? appreciate your pointing out. For example... 
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YOUR CUSTOMERS will see it in the April 
13 Saturday Evening Post and other lead- 


COMPLETELY AUTOMATIC—dial your waffles, 

light or crunchy. A light on top tells when 

to pour—when to serve. Smart chrome finish 
two-tone bakelite trim. 


“THE-WAFFLER-THAT-DOESN’T-OOZE” is an 
automatic wafer with a wide, deep, con 
cealed drip-well, designed to end that old 
complaint of batter oozing on tablecloth! 


ing magazines, so feature it now. It’s an 
other winner from Manning Bowman! 


Manning Bowman Means Best 


MERIDEN, CONNECTICUT 


THE LINE THAT'S ALWAYS IN DEMAND 
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pac this brand new, amusing five- 
color Victor mouse trap dispenser along- 
side your cash register or in some other 
prominent spot on your counter. Display a 
pile of mouse traps around it. You'll sell 
more Victors with this “silent salesman.” 
Designed by a prominent artist, it pleasantly 
reminds customers that they need 
mouse traps. 
Victor mouse traps are quick, efficient 

sure death for mice. Order from your jobber 


today. (Holdfast display also available.) 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTORS 


the TRAPS that people know 
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ods are on a par with our com- 
petitors’. 

It is going to take the combined 
efforts of producer, distributor and 
retailer to lower the cost of distribu- 
tion so that we may all hold our 
place in the sun. However, I feel that 
once we recognize the difficulties that 
we have to overcome and really ap- 
ply ourselves to overcome them, we 
will be ready to cope with all of our 
competitors and continue to be a 
strong figure in the retail picture. 

The hardware business is a good 
business. In this new era of peace it 
is going to be a better business than 
ever before. You independent hard- 
ware men will see to that. You have 
done a fine wartime job and have 
made more friends than ever before. 
In the days ahead you are going to 
demonstrate that America is still a 
land of opportunity for men with the 


courage and initiative to own and 
| operate their own business. 





War Assets Administration 
To Speed 
Surplus Disposal 
(Continued from page 144) 


wholesalers will not be classified as 
wholesalers in regard to purchases of 
surplus property. Generally, only 
those selling to outlets other than 
their own members will be classified 
as wholesalers. Cooperatives acting 
as buying agents for their own retail 
members will not receive the whole- 
sale discount or other advantages. In 
short, WAA is giving primary con- 
sideration to the wholesaling and re- 
tailing functions of cooperatives 
rather than the features of coopera- 
tive ownership. 


Sales Conditions 


The following conditions to be ob- 
served by the classes of purchasers 
listed below are also set forth in the 
order: 

1. Sales may be made exclusively 
to the original producer of the sur- 
plus property only when the original 
producer can perform certain neces- 
sary functions, such as repairing, re- 
habilitating, sorting, grading, or test- 
ing, more effectively than the disposal 
agency or other classes of purchasers. 

2. Manufacturers who perform the 
distributive functions of serving 
small independent retailers may buy 
as wholesalers under program sales, 
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INK, the most valuable fur bearer, is 

found generally throughout North 
America. At night he follows the banks of 
creeks for long distances. Habitually, he 
travels the same routes and visits the same 
spots. Victor No. 1%D Coil Spring Trap 
catches and holds him. Special spring con- 
struction provides split-second action. 
Double jaws assure a powerful grip—de- 
signed to prevent escapes. 

Victor 1%D’s will again be advertised 
this season in leading farm, boys’ and out- 
door publications. These advertisements will 
be read by your trapping customers. They'll 
be asking for this trap at your store. Sell 
them the 1%D—the trap that brings the 
mink to market. 

Be prepared to answer questions about 
traps and trapping. Send for the free book 
**How To Catch More Fur” today. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTORS 


the TRAPS that trappers know 
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subject to the rules applicable to 
wholesalers. 

3. Wholesalers and manufacturers 
who own, operate, or control retail 
stores are required to buy as retailers, 
under program sales, for their com- 
pany owned or controlled retail 
stores. 

4. Buying offices of associated 
groups of retail stores operated on 
the voluntary chain system of buying 
will buy as retailers under program 
sales. 

5. Commercial exporters and pur- 
chasing commissions representing 
foreign governments are permitted to 
participate as wholesalers under pro- 
gram sales, except that items in criti- 
cal short supply in the domestic econ- 
omy may not be exported. 

6. Industrial users, which normal- 
ly purchase property for their own 
use and not for resale are permitted 
to participate in program sales at the 
retail level or at the wholesale level 
if this class of purchasers customari- 
ly buys from manufacturers at the 
same price as wholesalers. Provided, 
that surplus property bought in this 
manner is not resold in its original 
form except after incorporation into 
an end product. 

7. Purchasing agents, including 
resident buyers, commission men, 
brokers and other agents may pur- 
chase surplus property only in the 
name of the principal they represent 
and at the level of distribution of the 
principal. 

8. Purchasers who may participate 
in program sales are also eligible to 
acquirg property by any other 
method. 

9. Persons buying for their own 
personal use may participate in sales 
programs only when the property is 
offered in suitable lots or units under 
circumstances which will not compli- 
cate the work of disposal or where 
sales to ultimate consumers, for ex- 
ample through rural farm auctions, 
would be more effective than offer- 
ings by other methods. 


To Consider Industry Impact 


The War Assets Administration 
has also instructed its sales officials 
to avoid the adverse effect of selling 
surplus property on new production, 
on employment, and on the financial 
position of a company or industry. 

No relief will be given unless seri- 
ous hardship will result from the im- 
pact on the specific trade or industry. 
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Engineered throughout production 
by a staff of skilled technicians, 
HOLITITE Screws, Bolts, Nuts and 
allied fastenings are made with the 
precision of small tools. This 
scientific manufacture assures your 


customers of accurate, rugged, 
enduring fastenings that can be 
used with complete assurance of 
dependable performance. 





HOLITITE fastenings are furnished 
in all standard sizes, types and 
head styles, with slotted heads or 
HOLITITE-Phillips Recessed Heads 
in oll metals and finishes. 


HOLTITE-Phillips 


— the modern screws for safe 
driving with hand, spiral or power 
drivers. Stock them for home work 


shops and repairs. 









HOLITITE fastenings are packaged 
in sturdy, attractive boxes with 


color-coded labels. An asset to 
users of shelf stock, these labels 
contain complete information of 
contents for quick, easy reading. 
Colors act as automatic indicators 


to save time selecting stock or 


taking inventory. 





New Bedford, 
e Mass.. USA. 









ARMSTRUNG 


ARMSTRONG BROS. TOOL CO. 


$14 
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nd-Ham 


Threads of Lathe-cut 
Smoothness 


Machined from special oil-tem- 
pered Chrome - Vanadium Tool 
Steel, with hob-cut teeth “backed- 
off" from their ground cutting 
points; with accurately figured 
cutting angles and chaser rakes 
and ample chip clearance, these 
finer dies produce threads of lathe 
cut smoothness. They cut freely, 
faster, without drag and spin off 
the pipe without tearing or jam- 
ming. 


Hardened, drawn, tempered and 
tested, they hold their keenness 
and free-cutting qualities. 


They fit all standard make Stocks 
or Threaders—"Adjustable,” “Re- 
ceding” or “Solid"—come in all 
pipe sizes from '/4" to 2". 


ARMSTRONG BROS. Stock and 
Receding Threaders are improved 
in design, accurately balanced 
and machined inside and out. 


Write fer Catalog 


The Too! Holder People 


NM. FRANCISCO AVE. « CHICAGO, 1 


Eastere Gales Office: 199 Lafayette St., NW. Y. 


BROS. 
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The extent of the impact upon the en- 
tire industry will be the determining 
factor in deciding whether any relief 
is necessary, but impact on a specific 
company may be considered. Impact 
will be judged in terms of the indus- 
try’s entire volume of business, and 
of all the products it manufactures, 
rather than in terms of the particular 
product in surplus. Thus, if a prod- 
uct does not constitute a significant 
part of an industry’s total volume of 
business, the fact that the amount of 
that product in surplus is equivalent 
to a number of years’ production of 
the product by a given industry will 
not constitute hardship, under WAA 
policies. 

In cases where a serious hardship 
is demonstrated WAA will investigate 
one of the following possibilities: 

1. Consideration of export mar- 
kets. 

2. Finding new markets by selling 
to certain areas or low income groups 
for the same or different use, which 
normally do not purchase the com- 
modity because of inaccessibility to 
the normal market, high price, or 
other reasons. By finding new mar- 
kets, not only may impact be pre- 
vented, but new markets may also be 
developed for the original producer. 

3. Selling initially only that pro- 
portion of the available surplus which 
can be absorbed in the market with- 
out any substantial impact on the 
industry involved and gradually sell- 
ing the remainder at a rate which will 
not interfere with current production 
of the industry. 

The 33 following regional offices 
are those which prospective buyers 
of surplus property must contact, de- 
pending upon the region in which 
located. A 34th office has been set 
up in Detroit, Mich., to handle the 
sale of automotive parts only the 
Region 16 office in Detroit, being for 


the area served by that unit on other 
types of surplus goods. 


Regional Offices 


1—John E. Millea, Regional Director, 
War Assets Administration, 600 Washing- 
ton St., Boston, Mass. Lafayette 7500. 

2—Frank L. Seymour, Regional Direc. 
tor, War Assets Administration, 350 Sth 
Ave., New York, N. Y. Murray Hill 3-6800. 

3—George L. Evans, Acting Regional 
Director, War Assets Administration, 1528 
Walnut St., Philadelphia 2, Pa. Kinsley- 
1500. 

4—Rowland D. Schell, Regional Direc- 
tor, War Assets Administration, 704 Race 
St., Cincinnati, Ohio. Parkway-7160. 

5—Fred A. McLauchlan, Regional Di- 
rector, War Assets Administration, 209 
South LaSalle St., Chicago, Ill. Franklin- 
9430. 

6—H. L. Kennon, Regional Director, 
War Assets Administration, 699 Ponce de 
Leon Avenue, N.E., Atlanta, Ga. Cypress- 
1961. 

7—Hamilton Morton, Acting Regional 
Director, War Assets Administration, 
Texas and Pacific Office Bldg., P. O. Box 
1407, Fort Worth Tex. 35381. 

8—John E. Kirchner, Regional Direc- 
tor, War Assets Administration, Troost & 
Bannister Road (95th St.), Kansas City, 
Mo. Delmar-3500. 

9—John A. Skeen, Regional Director, 
War Assets Administration, Common- 
wealth Bldg., 728 15th St., Denver, Colo. 
Keystone-4151. 

10—Leland C. Dedo, Regional Director, 
War Assets Administration, 30 Van Ness 
Ave., San Francisco 2, Cal. Underhill- 
2425. 

11—Orrin C. Bradeen, Regional Direc- 
tor, War Assets Administration, 2005 Sth 
Ave., Seattle 1, Wash. Main-2782. 

12—A. H. Graham, Regional Director, 
War Assets Administration, Richmond 
Trust Bldg., Richmond 19, Va. 73491. 

13—J. K. Wilson, Regional Director, 
War Assets Administration, 317 South 
Tryon St., Charlotte, N. C. 4-538]. 

14—William J. Warren, Regional Di- 
rector, War Assets Administration, St. 
John’s Shipyard, Administration Bldg., 
Jacksonville, Fla. 52922. 

15—Floyd E. Brickel, Regional Director, 
War Assets Administration, 1746 East 12th 
St., Cleveland, Ohio. Cherry-5951. 








Tax-Free Farm Machinery 
I N 1943, the Ohio Cultivator Company, of Bellevue, Ohio, paid nearly $200,000 in 


Federal income taxes. 


Late in that year it was purchased by the National Farm Machinery Cooperatives, 


Inc., for about $1,000,000. 


As a cooperative, it now pays little or no Federal income tax on its earnings—a 
tremendous advantage over its competitors, who must continue to pay a considerable 


part of their earnings in taxes. 


The loss of nearly $200,000 a year to the Federal Treasury must be made up by 
larger payments on the part of taxpaying businesses and individuals who have no 


such easy way to escape their tax liability. 


—Paut L. Courtney, 
Northeastern Manager, NTEA 
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16—Henry F. Eckfeld, Regional Direc- 
tor, War Assets Administration, Buhl 

Bldg., Detroit 26, Mich. Cherry-4920. 

17—Robert D. Bottomley, Regional Di- 
rector, War Assets Administration, 103 S. 
5th St., Louisville, Ky. Wabash-754l. 

18—H. W. McMenaway, Regional Di- 
rector, War Assets Administration, Con- 
solidated-Vultee Bldg., Nashville, Tenn. 
47611. 

19—McClellan Ratchford, Regional Di- 
rector, War Assets Administration, P. O. 
Box 2090, 1955 Fiftieth St., North, Bir- 
mingham, Ala. 9-617]. 

20—Leonard E. Barnes, Regional Di- 
rector, War Assets Administration, 7020 
Franklin Ave., P. O. Station D, New Or- 
leans, La. Crescent-9971. 

21—Arthur W. Carlson, Regional Di- 
rector, War Assets Administration, 504 
Metropolitan Life Bldg., Minneapolis, 
Minn. Atlantic-4172. 

22—Charles G. Alexander, Regional Di- 
rector, War Assets Administration, 505 
North 7th St., St. Louis, Mo. Central-8900. 

23—Charles S. Christian, Acting Re- 
gional Director, War Assets Administra- 
tion, Wallace Bldg., Little Rock, Ark. 

Telephone (Not installed as yet). 

24—Gordon T. Burke, Regional Direc- 
tor, War Assets Administration, 601 WOW 
Bldg., Omaha 2, Neb. Jackson-8200. 

25—R. D. Wilbor, Jr., Regional Direc- 
tor, War Assets Administration, 200 Cot- 
ton Exchange Bldg., Oklahoma City 2, 
Okla. 2-8521. 

26—A. G. Elmendorf, Regional Direc- 
tor, War Assets Administration, 2001 Mc- 
Kinney Ave., Dallas 1, Tex. Riverside- 
4371. 

27-—Albert E. Regester, Regional Direc- 
tor, War Assets Administration, 900 Rusk 
Bldg., Houston, Tex. Charter 4-6892. 

28—W. J. Walthall, Regional Director, 
War Assets Administration, 3rd Floor— 
Transit Tower Corner, South St. Mary’s 
and Villita Sts., San Antonio 5, Tex. Ca- 
thedral-1461. 

29—Vernon W. Pomeroy, Regional Di- 
rector, War Assets Administration, Power 
Block, Helena, Mont. 1224. 

30—Joseph S. Willes, Regional Direc- 
tor, War Assets Administration, 504 Dooly 
Bldg., Salt Lake City 1, Utah. 5-754]. 

31—James G. Wilcox, Regional Direc- 
tor, War Assets Administration, 500 Welch 
Bldg., Spokane, Wash. R-8051. 

32—C. T. Mudge, Regional Director, 
War Assets Administration, Fenton Build- 
ing, 310 S.W. 6th Ave., Portland, Ore. 
Broadway-7741. 

33—Serge F. Ballif, Jr., Regional Direc- 
tor, War Assets Administration, Mode 
O’Day Bldg., Hill Street & Washington 
Blvd., Los Angeles, Cal. Richmond-2311. 


A 34th office has been set up in 
Detroit, Mich., as a National Auto 
Parts Office, this unit handling only 
auto parts. 
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Your best bet in threaded fasteners is the- tough 
TRIPLEX line. Reduce work in your Order De- 
partment, bookkeeping, check writing by order- 
ing from one source. Save on transportation costs 
too. Remember there’s nothing tougher than 
TRIPLEX. 


Write for our easy ordering wall chart. It’s free. 


THE TRIPLEX SCREW COMPANY 
5317 GRANT AVENUE + CLEVELAND 5, OHIO 




























We're processing all available raw materials as fast as 
possible to help you cash in on the tremendous demand for 
Androck Bicycle Baskets. Durably constructed, with all points 
of strain reinforced, Androck baskets are still the favorite with 


cyclists everywhere! Tops for profits, too! 


THE WASHBURN COMPANY 


WORCESTER 8, MASSACHUSETTS «© ROCKFORD, ILLINOIS 
NILES, MICHIGAN 


No. 1641— Same size as No. 641. Long clamps 
with 4 adjusting holes carry load to front axle. 


No. 641— Medium size — 15” x 10” x 4%" Short 
clamps and hub braces. 


No. 243—Giant size—21” x 15” x 9” deep. 
“Bulldog” clamp and heavy gage steel straps. 





ANDROCK 
a 


Bicycle Baskets 


OVER 60 YEARS OF MERCHANDISING EXPERIENCE 











HARDWARE AGE 











Because YOU reached for a STAR... 


Seventy years of “unfailing integrity, reliable quality and fair pricing” 
make the above citation something of a landmark in our business life 
—and yours... It never could have happened but for the fact that you, 
too, reached for a Star. You—the thousands of dealers who have been 
our partners in bringing a finer, safer shave to America’s millions. 


STAR RAZORS ana BLADES 


STAR DIVISION, AMERICAN SAFETY RAZOR CORP., BROOKLYN 1, N. Y. 
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The Present and Futureiof 


By JOSEPH L. ERNST 
Purchasing Agent, 
Board of Education, 
Rochester, N. Y. 
During the war 
Colonel Q.M.C., 
Ass't General Purchasing Agent, 
Southwest Pacific Area 
And a former hardware dealer 


A USTRALIA, consider- 


ing the size of its population, has 
many large manufacturing industries. 
While the country is known principal- 
ly as a primary producer, with sheep 
and cattle raising as the chief source 
of wealth, the Commonwealth has, 
since the end of World War I, come 
steadily forward with its secondary 
industries. Many British and Ameri- 
can firms have established branch fac- 
tories in Australia and capital from 
both England and the United States 
is invested in modern and extensive 
manufacturing plants. General Mo- 
tors and Ford assembly plants pro- 
duce American cars and compete 
with the best known British makes 
imported from the British Isles. Good- 
year and Goodrich are familiar names 
in the rubber industry and most of 
the large American oil companies 
have refineries in’ Australia. 


Three Billion a Year 


A 1943 census of factories in the 
Commonwealth shows a total of 
around 27,000 units employing about 
770,000 people, approximately one- 
tenth of the total population, and pro- 
ducing an output valued at close to 
$3,000,000,000 per year. 

The steel industry in Australia had 
a marked development in the period 
between the two great. wars to such 
an extent that during the years after 
the opening of the European war in 
1939 and before Japan’s attack on 
Pearl Harbor it was able to assist 
England materially by exporting 
more than 100,000 tons to the Moth- 
er Country when her need was great- 


est. With the opening of the Pacific 
war the Australian steel industry was 
quickly geared to meet munitions 
needs, first to take care of defensive 
strategy and later to produce weap- 
ons and supplies to materially aid 
the Allied Nations in carrying the 
war to Tokyo on a grand offensive 
scheme. 


Heavy Steel Demand 


The Allied Forces made heavy de- 
mands on the steel mills and in order 
to assure proper distribution rigid 
controls were put into effect and war 
orders, of course, came first. The 
United States forces asked for and 
received a tremendous tonnage in 
sheets for the construction of ware- 
houses, docks and vessels. Steel for 
drums, galvanized cans and telegraph 
poles accounted for another vast 
amount in tonnage. Added to these 
big items was the use of steel in the 
fabrication of the thousand and one 
items needed by the Army, Navy and 
Air Corps. 

The two major producers of steel, 
Broken Hill Proprietary Ltd., at New- 
castle and the Australian Iron and 
Steel Ltd., at Port Kembla, increased 
their output materially, improving 
their efficiency as the war went on. 
The Port Kembla plant ranks with 
the world’s most modern steel plants 
and it was my good fortune to in- 
spect the rolling mills and furnaces 
of this institution. This plant, I am 
told, is capable of producing fully 
one-third of Australia’s total steel 
output. 

Another large outfit that provided 
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tureof Manufacturing in Australia 


Since the end of World War L secondary 
industries have progressed. In 1943 the 
Commonwealth had 27,000 factories which 
employed 770,000 persons and produced 
an annual output valued at $3,000,000,000 


varied items for the armed forces 
was the Australian Consolidated In- 
dustries Ltd., a sort of holding com- 
pany for about 20 subsidiary and as- 
sociated firms. While glass and glass 
products were the main lines of this 
huge organization, its subsidiaries in- 
cluded firms producing machines, 
moulds, dies, metal stampings, plas- 
tics, fabricated steels, edge tools, and 
corrugated boxes and cartons. 

The General Purchasing Agent of 
the South West Pacific theater, to 
whom I was assistant, mantained of- 
fices in Melbourne, Sydney and Bris- 
bane. My headquarters were in Syd- 
ney, the largest city of the Common- 
wealth and the capital of New South 
Wales. So much of the manufactur- 
ing industry centered around Mel- 
bourne and Sydney that our main 
business was transacted in those two 
cities. As Melbourne was the finan- 
cial center of the Commonwealth, 
most Australian government depart- 
ments had their headquarters in that 
city. 


Canberra, the Capital 


Canberra, the capital of Australia, 
is a new city, still very small in pop- 
ulation, under 20,000, and is, of 
course, the seat of parliament and the 
home of the Governor General. It 
was laid out by an American whose 
plan was accepted after a competition 
in which many city planners com- 
peted. Canberra is a dream city—a 
place of flowers and trees. It is the 
expectation that after this war the 
various federal departments will move 
to Canberra, so that it some day 
should be not only a city of beauty 
but one of the most important cities 
in Australia. As it is now, Canberra 
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occupies the same position Washing- 
ton did 100 years ago when it was 
difficult to induce citizens of this 
country to become enthusiastic about 
Washington as either a place to live 
or in which to do business. 


Tasmania 


No story dealing with Australia 
is complete without at least passing 
mention of Tasmania, that island 
state of the Commonwealth lying to 
the south of the main land and sep- 
arated from it by a body of water 
more than 100 miles wide. Whereas 
the greater part of Australia is dry 
and arid and unsuitable for raising 
much in the line of vegetables and 
grains, Tasmania is a rugged country 
with mountains, lakes and swift flow- 
ing rivers, the garden spot of the 
Commonwealth and the source of 
much of its food products. Tasmania 
is also the center of considerable 
manufacturing largely due to its ex- 
ceedingly cheap water power. One 
of its largest industries is the Elec- 
trolytic Zinc Company, producers of 
electrolytic zinc, cadmium and other 
derivatives of zinc and cobalt. The 
total output of zinc is produced from 
Australian ores. This plant is one of 
the largest of its kind in the world 
and its managing director is a former 
American engineer who went to Tas- 
mania 25 years ago with a group 
from our midwest mining states to 
develop the electrolytic process. 

I had the opportunity of going 
through this plant, just outside of 
Hobart, and visiting with W. C. Snow, 
its manager, formerly from Utah. Be- 
cause of the extensive forests in Tas- 
mania there are large paper mills, 
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one manufacturing newsprint, locat- 
ed near Hobart, and another making 
fine papers at Burnie, not far from 
Launceston, the second largest city. 
The Burnie mill was one of the most 
modern paper plants I have ever seen. 
It was the source of much of the pa- 
per we obtained for the United States 
forces in Australia. 


Good Hardware Stores 


Hobart and Launceston are two 
attractive cities, the former with a 
population of about 70,000 people 
and situated on a beautiful harbor 
with Mt. Wellington rising 3500 feet 
as a background. I had occasion to 
visit hardware stores in both of these 
cities and found them well run with 
modern display of merchandise. As 
elsewhere, the quantity and variety 
of stock was decidedly limited. 

Australia seemed a long way from 
the United States. Before the war it 
was probably three weeks by steamer 
from San Francisco. It took me 29 
days by ship in 1942 on the westward 


191 





















leg. I came back in 42 flying hours 
from Sydney to San Diego a year 
ago. Perhaps by now that time has 
been materially cut. 

What then of Australia and her re- 
lationship with the United States now 
that great shrinkage in the size of 
the world has taken place due to air 
travel? I am convinced that Aus- 
tralia and New Zealand, those two 
English-speaking countries facing us 
from the other side of the Pacific are 
anxious to co-operate with Uncle Sam 
in securing the peace in the Pacific 
and are also desirous of doing busi- 
ness with us, buying the products of 


our factories. With so many Ameri- 
cans having visited “Down Under” 
during the past few years, and with 
so many young Australian airmen 
having trained in Canada and the 
United States, there should be a nu- 
cleus in each country desirous of 
sustaining an era of good will be- 
tween the two nations. The friendli- 
ness of the home people of both coun- 
tries to visiting soldiers and sailors 
is well known, and this fact must be 
a major contributing factor in pro- 
moting a day of better understand- 
ing and mutual helpfulness between 
Aussie and Yank. 





OPA Should Not Be Continued! 


(Continued from page 158) 


scheme lies in the complex inter- 
relationships between prices, wages, 
other costs and earnings. Tinkering 


price relationships. We have some 
8,000,000 articles of trade. We have 
140 metropolitan marketing areas. 


lish proper wage-price relationships 
would equal one trillion one hundred 
and twenty billion equations! Com. 
puting one equation an hour it would 
take 50,000,000 workers here 10 
years to do that job on the basis of 
a 40-hour week with only one week 
a year off for vacation. Of course 
it’s fantastic, so the price fixers re- 
sort to formulas for universal ap- 
plication, freezing prices at some 
previous level and no sooner are 
they fixed than conditions change. 
Business conditions constantly 
change, as people’s desire and needs 
change—as producers increase or re- 
duce their output in relation to those 
desires and needs—or as efficiency 
increases or costs fluctuate. 


Formula Unworkable 


American business and industry 
cannot be operated by formula. En- 
terprises are successful when they ad- 


























arbitrarily throws a myriad of other The number of equations necessary just themselves to changing condi- As 
prices out of adjustment. to establish proper price relation- tions. Price changes in a free market Per 
< ad ships in these areas would be 140 are the regulators of American in- | 
Inequitable Pricing times 8,000,000. We have some 50,-_— dustry. They control the volume of 
Aside from other considerations, 000,000 workers whose wage rates production; they shift savings to Kit 
it is physically impossible for a price might be reduced, for convenience, | where they are needed; they move ins 
control agency to work out equitable to 1,000 classifications. To estab- workers into those fields of produc- de 
a | 
aod A Ka Tite Waterproofing vepartwent To your store } “ 
y° p g Th 
FOR— 
@ Cellar Walls ond Floors Start this IDEA off with _ 
@ Concrete masonry Tir 
@ Cinder block walls the Following Order: 
@ Cement Block walls . jar 
@ Retaining walls : su 
@ Brick Walls—Piers Six 10-lb. cans White KAY-TITE 
@ Copings str 
@ Swimming pools AND 1C 
> Sate eaten Six 10-lb. cans Gray KAY-TITE 
ish ponds 
© Pump and boilet pits | TOTAL SELLING PRICE$34.80 Pe 
@ Revere COsT TO You __20.88 lo 
@ Field and quarry stone YOUR PROFIT $1 3.92 ne 
@ Rough masonry 















ilos—Ci f 
Ps os be went ma mor. YOU can stand squarely back of KAY-TITE...It will 


tar for pointing up brick & positively prevent the seepage of water....It's guaranteed 


masonry, also to patch con- +9 dg the job...Anyone can apply it. Goes on like paint. 


w------------------ FILL IN THIS COUPON AND MAIL TO-------------------- 
KAY-TITE COMPANY, West Orange, N. J. 





























| ' Please send us the $20.88 KAY-TITE DEAL : : 
| ' F. O. B. Our Store 
| | Name ae 
Users are always enthusiastic boosters. They | 
will boost your store as the place to get real } ; . me 
waterproofing satisfaction...KAY-TITE is pack- Address wk 
ed in 10-Ib. cans, colors Gray and White. A: 
10-ib. can will waterproof 100 to 150 sq. feet. | — 
Write for Complete Information | Jobber's Name 


Send your Jobber's Name 
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A surprising number of your customers recognize 
Perma-Jack as just what they need, the moment 
they see it in your store — the new money-saving 
device for easy raising of sagging floors. They 
install it themselves, put it in place under the 
defective beam, jack it up and leave it there, 
a neat permanent post—at a big saving over 


expensive contractor's fees. 


The many quality features of this modern floor- 
leveling utility simplify selling. For instance, the 
Timken thrust roller bearing, essential to easy 
jacking up by hand under top load; the two 3/4” 
support pins that give 200% more bearing 
strength; the full four feet of adjustment from 4’ 
10” to 8’ 10”; load rating safely above need. 


Perma-Jack is all new profitable business — and 
lots of it. Watch your customers go for this much 
needed utility once you put it on display. Order 
from your jobber—or write us for complete 


information ... today. 
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New Profitable Sales with this Quality 
Floor-Leveling Utility for Homes, 
Commercial & Farm Buildings 












































Packaged for Easy Handling 
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Top Plate 
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Carton 234" x 5%" x 60” 
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Bearing for easy 


easier Tur ning 


Screw : ACME Square 
5 _—— Threads on 
5 lifting screw 
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_— Extra Adjustment 


4 [> Two 3/4” Steel 

\ 3. Adjustment Pins 
Range of , held by cotters 
Adjustment is 200% extra 


Bearing Strength 
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turning under 
heavy load 
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Bottom tube of 
Special Steel 
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in Every Detail 


Modern Engineering Assures Quality 





~The. Quality Adjustable ‘Steel Jack-and-Post for Leveling Sagging 


Floors 



















tion in greatest demand. They give 
consumers what they want. In effect, 
the free market price serves as a 
safety valve does on a steam boiler. 
Under price control, however, the 
safety valve is tied down and, in the 
pending bill, it is proopsed to heap 
on the inflation fire some $2,000,000,- 
000 in the form of subsidies. Does 
anyone doubt that there will be an 
explosion? And the longer price 
control is continued, the greater the 
explosion will be. 


Black Markets 


Black markets have become ram- 
pant, breeding wide disrespect for 
law. OPA officials testify to that. 
The situation is “worse than at any 
time” during the war, says J. M. 
Blackford, OPA top enforcement of- 
ficer in Portland, Ore. and Leo F. 
Gentner, OPA regional adminis- 
trator, says the same thing about the 
black market in New York City. As 
long as price controls continue, black 
markets will grow. Demoralizing 
though they are, they constitute a 
manifestation of a free people seek- 
ing to satisfy their legitimate desires 
when their government has forbid- 
den a free market. Since the days 
of Confucius people have refused to 
accept as wrong that which in their 
hearts they know to be innocent and 
not even a Gestapo the size of an 
army can prevail against them. All 
this has the effect of penalizing the 
law abiding, whether consumer or 
producer, and encouraging the law- 
less. Likewise it breaks down the 
legitimate sources of Government 
revenue. 


Results of Control 


When control holds the price of a 
commodity below its free market 
level, two things happen: demand is 
encouraged and supply discouraged. 
Shortages grow, rationing becomes 
necessary and the consumer pays the 
bill. Next in order will be material 
priorities and all other wartime con- 
trols under which industry would be 
told not only at what price it can sell 
its goods, but what type of goods it 
may make, A system of wage stabil- 
ization would have to be adopted 
and, ultimately, workers told where 
they must work. The result would 
be, as Henry Hazlitt, brilliant New 
York Times writer, has so well said, 
“A completely petrified totalitarian 
economy, with every business firm 
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and every worker at the mercy of 
the Government and with a final 
abandonment of all the traditional 
liberties that we have known.” 


Future Problems 


OPA price control powers contin- 
ued for another year will be the first 
and a far-reaching step toward the 
end. Let none be fooled. The price 
control administration will be back 
here next year pleading for an ex- 
tension, using the same arguments 
they propound now, with this one 
exception: next year they will be able 
to plead a worse situation and a 
greater urgency, for continued price 
control meanwhile will make the 
problem worse, just as our situation 
today is more critical, in the words 
of Chester Bowles, than it was at the 
end of the war. 

Termination of price controls in- 
evitably will result in some price 
rises. Wages cannot be increased 
across the board 15 to 20 per cent 





without an impact on prices. Since, 
on paper at least, our prices are an- 
chored unrealistically to the condi- 
tions of 1941-42, which long ago 
changed, prices will go through a 
period of adjustment. For a short 
period this will be a disturbing fac- 
tor, but, it is inevitable whenever 
price control is terminated. The 
sooner it is done, the less disturbing 
it will be. 

Not all prices will rise. Some will 
go down. Certainly the public will 
be freed of the extortions of the 
black market, quality deterioration 
and the present necessity of buying 
high-priced goods in the absence of 
low-priced articles. Price increases 
will stimulate increased production 
which quickly will bring prices back 
into balance and if they go up too 
fast, consumer resistance will check 
them. Whatever the dangers of price 
control termination—and they have 
been grossly exaggerated, they are 
infinitely less than the dangers in- 
herent in continuing price control. 








Gifts for the Bride ? 


66 IFTS for the bride” was the 

theme of this attractive window 
display used in Montreal, Canada, by 
Bleury Hardware. Plated silverware. 
lamps, dinnerware, and crystalware 
were effectively shown against a back- 
ground suggesting a church. The back- 
ground and bride were constructed of 
wallboard, real French veiling adding 
to the costume. The giant wedding ring 
was made of wall board sprinkled with 
glittering substances and was decorated 
with artificial flowers which added to 


They Saw Them Here 


the atmosphere of the display. Clusters 
of wedding bells and blue and white 
crepe paper added to the attractiveness 
of this built-up display. Merchandise 
priced from under $2 to as high as $25, 
was all plainly price marked. 

Bernard Migicovsky, son of the pro- 
prietor of the Bleury store, conceived 
and constructed this display, which was 
also used for a period, without the ring 
and bridal figure. This window, one of 
four in the store, is used during most 
of the year for gift displays. 





Prospective wedding guests saw much to please them in this window. 
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Tre 

Clusters combined with exceptional durability will 
* wane create good will and confidence in your store. 
Se All Millers Falls heads are quality-built 
as $25, throughout. They are designed to drive from 
he pro- above, behind or below and have bronze 
~e : bearings which are lubricated through good- 
he ring Z w sized spring top-oilers. 
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workshop. This is a profit-volume line on 
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gate now. 
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Here’s What Your 
Customers Want! 


dandy 


ELELTRIE 
CHURN 


Dealers say Gem Dandy is a sensation in 
building sales volume because Gem Dandy 
Electric Churn ends one of the big drudgeries 
of farm life. Investigate Gem Dandy your- 
self and you'll want to order a stock. You'll 
find Gem Dandy superior, yet popular priced, 
with slow-speed long-life motor, aluminum 
base, shaft and dasher. Easy to operate, easy 
to clean. Makes 15% more butter in 15 to 20 
minutes. Fits any crock or jar up to 5 gal. size. 
Operating cost about 10 cents per month. In 
use since 1937 throughout U. S. Nationally 
advertised in farm papers. 


STANDARD DELUXE 
CHURN CHURN 


$14.32 $17.32 


Gem Dandy 3 and 5 gal. 
Glass Jars Sold Separ- 
etely at $1.75 to $2.25. 


For Immediate Delivery ASK YOUR | 


JOBBER or Write to 


Alabama Manufacturing Co. 
1801 First Ave N., Birmingham, Alabama 
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HE value of a public hearing de- 

pends largely upon the budget in- 
formation given to the citizens. When 
this information is presented in such a 
manner that citizens can understand it 
and discuss it intelligently, public hear- 
ings can be made an effective medium 
through which taxpayers may express 
their opinions about proposed financial 
policies. By analyzing the tentative 
budget and by making recommenda- 
tions on the basis of its findings, a 
special taxpayer or other civic organi- 
zation can stimulate intelligent citizen 
participation in a budget hearing. 

In order to arouse stronger public 
interest in the proposed budget a few 
cities have conducted hearings in dif- 
ferent parts of the community. The 
meetings are held while the council is 
considering the tentative budget and 
are presided over by the mayor or 
budget director, who speaks about pro- 
posed fiscal policies and invites ques- 
tions and criticisms. Such meetings 
have met with success, especially in 
larger cities where it is usually more 
convenient for citizens to attend a 





Budgets and Public Hearings 


neighborhood meeting than one at some 
central point. 

Citizens attending a budget hearing 
may be divided in their interests. Al- 
though in favor of reduced taxes gen- 
erally, certain groups may want in- 
creased expenditures for certain de- 
partments. A number of such groups 
can effectively sabotage any economy 
program. It is, therefore, imperative 
that the taxpayer who is unassociated 
with a “spending” group attend the 
budget hearing and demand forcibly a 
constructive program of economy. Any 
organized citizen request for high ex- 
penditures should have as its prerequi- 
site an efficiency appraisal of the ac- 
tivity in question. Very often citizens 
will find that they can secure the 
needed improvements without an in- 
crease and perhaps even a reduction in 
costs. 


—Tax Foundation 





THE United States, with between 6 
and 7 per cent of the world’s popula- 
tion, carried about 28 to 30 per cent of 
the total cost of all war expenditures. 
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Federal Fiscal Health 


HE major points of sound fiscal 
policy that I would emphasize are 
few and simple. Vigorous private en- 
terprise is essential to the American 
way of life as we have known it. A 
sound tax and fiscal system is essential 
to an active and healthy economy. The 
federal budget should be balanced in a 
year of normal business activity. The 
key to a balanced budget is careful 
control over expenditures. If expendi- 
tures are kept under reasonable control, 
taxes need not be excessive. Many 
more citizens will have to pay federal 
taxes than paid them during the twen- 
ties and thirties, but the wartime rates 
can be considerably reduced if we 
watch the expenditures. That is the 
essential condition to federal fiscal 
health, on which our economic health 
greatly depends. 
—Roswell Magill, Chairman 
Committee on Post-War Tax Policy 





Shotgun Range 


INCE shotguns are usually used at 

relatively close ranges, many fail 
to realize that shot pellets have a maxi- 
mum range of 300 or more yards. 
George E. Frost, technical adviser of 
the Western Carteridge Company, has 
supplied the maximum ranges for some 
of the shot sizes commonly used for 
wildfowl and some upland game. 

The ranges shown below were ob- 
tained when the shells were fired at an 
angle slightly greater than 30 deg., but 
are not necessarily the last word as 
range is influenced by the velocity and 
direction of the wind as well as other 
factors. 


Shot Effective Maximum 
Size Range Range 

7% 40-45 yards 300 yards 
7 45 yards 315 yards 
6 50 yards 325 yards 
5 55 yards 345 yards 
4 60 yards 365 yards 





THE investment of risk or venture 
capital is important for the develop- 
ment and expansion of -employment 
opportunities. 





CURRENT FORECASTS of federal 
expenditures in the post-war period 
range from $15 billion to upwards of 
$25 billion. 








Latest News on 
RECONVERSION 
on page 230 
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YOU SELL HER 


when you sell her 


KELLOGG -vrros: BRUSHES 


They’re designed to lighten household tasks, to make spring clean- 
ing quicker, easier, more efficient. Kellogg’s new Visual Mer- 
chandiser shows your customer in clear, sharp photos how every 
Kellogg Quality Brush in the assortment can help her cut drudgery. 
RIGHT NOW is the time to promote EASIER housecleaning with 
Kellogg Quality Brushes! 


ORDER THROUGH YOUR WHOLESALER TODAY! 
KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 


KELLOGG sace.?s 









Vets Prefer the Retail Business; 
Hardware Stores Rank Seventh 


N OST veterans interested in start- 

ing their own small businesses 
want to enter the retail field, according 
to an article in the April issue of Do- 
mestic Commerce, monthly publication 
of the Department of Commerce. The 
article is based on 6,540 inquiries re- 
ceived from veterans between Jan. 1, 
1945, and Feb. 28, 1946, by the Com- 
merce Department’s Office of Small 
Business. 

Broken down into types the inquiries 
show that 46.8 per cent of the veterans 
wanted to enter the retail field; 13.6 
per cent, service establishments; 4.7 
per cent, manufacturing; 3.9 per cent, 
wholesaling; 2.8 per cent, construction 
and contracting, and 0.8 per cent, trans- 
portation, communications and utilities. 


Appliances and Radio First 


Household appliance and radio shops 
are the most popular with hardware 
stores ranking seventh on the list of 
preference, 152 relative inquiries hav- 
ing been received. Building and con- 
struction took eighth place; furniture, 
floor coverings and home furnishings, 
18th place; heating and plumbing 
shops, 23rd place; metalworking shops, 
24th place: gift shops, 28th place; 
building supply dealers (including 


lumber yards), 39th place; paint con- 
tracting, 40th place; air-conditioning 
and refrigeration services, 41st place; 
paint, glass, and wallpaper stores, 44th 
place; toy and hobby shops, 48th 
place; personal selling (including man- 
ufacturers’ agents and sales agents), 
50th place, and farm implement deal- 
ers, 51st place. 

In general veterans are interested in 
businesses requiring small investments 
and those demanding relatively little 
special skill. Opportunity for new busi- 
nesses in the most popular group 
household appliances and _ radio—is 
good because many stores in those 
fields were forced to close their doors 
during the war, the article points out. 

The trend of veterans toward retail 
and service business was shown in a 
survey conducted by the Information 
and Education Division of the Army 
Service Forces late in 1944. The Army 
survey, conducted among 20,000 men, 
showed that 58 per cent intended to 
establish retail and service stores. 


Reasons for Preference 


Several reasons for this preference 
are likely. Many veterans who attended 
schools while in the armed forces wish 
to use their war-gained skills in retail 


























HARDWARE 
JUST AROUND 
THE CORNER... 




















Advertise Now of “Things to Come” 


EATURE in newspaper and radio 

advertising what you actually have 
in stock, but also put in a plug for 
“things to come.” Have you a fran- 
chise for a line of appliances on which 
no deliveries (or very limited deliv- 
eries) have been received? Then tell 
your customers now just what the situ- 
ation is. If you are taking orders on a 
“priority” plan, tell the public the true 
facts in your ads. 

Does your stock include but one 
sample? Then advertise the story, 
frankly, emphasizing the first reserved, 
first served angle on those pre-war 
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items or on new kinds of appliances. 


Too many consumers have weird no- 
tions of “things to come” in the way of 
miraculous home labor-saving devices. 
Some things they believe are just 
around the corner, simply are not in 
production—some never will be. As 
you get new and improved labor savers, 
broadcast the fact in your ads, displays 
and personal customer contacts. 


Tell what can be accomplished by 
the items you know you will get. And 
tell the story in positive fashion with- 
out delving into fantastic forecasts. 


K. A. H. 


and service businesses. The Army radio 
technician, the Navy cook, the aviation 
mechznic—all see a chance for business 
independence. 


Those ex-servicemen planning to set 
up household appliance and _ radio 
stores evidently feel that the American 
people, forced to do without new appli- 
ances and radios for several years, will 
now make heavy purchases of those 
products. 


Radio Industry 
Stalemated By OPA 
(Continued from page 159) 


dent Truman was referring to in his 
statement of February 14, 1946, 
when he said, “TI call upon both man- 
agement and labor to proceed with 
production. Production is our sal- 
vation. Production is the basis of 
high wages and profits and high 
standards of living for us all. Pro- 
duction will do away with the neces- 
sity of government control.” 


Far From the Goal 


The radio industry today is far 
from that goal. It is just plain stuck! 
The time for recrimination, for argu- 
ment as to how it got that way in 
the six months since V-J Day is past. 
More important is how to get it roll- 
ing. The OPA can do it, if it will. 
It can correct the increase factor for 
the producers of raw materials and 
for component manufacturers them- 
selves. It can adjust, with the fore- 
going in mind, prices already set 
on complete radio sets, providing for 
future pricing. It can adjust for 
wage increases, past or future, among 
raw material suppliers, component 
manufacturers and set manufactur- 
ers. 


Adjustment Needed 


Inequitable application of price 
controls is strangling the industry. 
Remedial adjustment and nothing 
else, short of entire removal of price 
control, which we are not suggesting 
at this time, will alter the prospect. 
We believe the remedy will start pro- 
duction, is sensible, practical and can 
be applied with a minimum time 
loss. The increase factor will be rela- 
tively small and will not skyrocket 
consumer prices, producing only in- 
crease factors necessary and that 
most of all, it will permit production 
of radios! 
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No Mixing: Your customer takes home ready-mixed Permite 


Aluminum (or Gold) Paint . 


. opens the can... stirs the 


contents momentarily . . . starts applying. It’s as simple as that! - 
because Permite’s exclusive Vehicle and its 99+% pure aluminum 
(or gold) pigment are completely stabilized, fully suspended. 


No Waste: The purchaser 

uses Permite today, next 
month or next year. It's all the 
same. Permite never hardens or 
otherwise changes in the can. 


No Color Loss: In the can, 

Permite holds its original 
color indefinitely. The Vehicle 
insures this. 


Better Leafing: A_ single 

coat of Permite builds up a 
series of overlapping silver 
leaves that “armor plate” the sur- 
face against corrosion. 


ALUMINUM INDUSTRIES, 





1946 





APRIL 





25, 





Lasting Brilliance: Permite 

makes any surface endur- 
ingly beautiful—keeps it brilliant 
under all conditions of exposure. 
Again, it’s the Vehicle! 


High Reflectivity: Permite 

reflects up to 75% of light 
and radiant heat-—“throws back” 
heat from exterior surfaces, il- 
luminates interiors. 


Extra Durability: Permite’s 

tough film of many layers 
stays tough and elastic — outlasts 
ordinary paint. 


Inc., Cincinnati 25, Ohio 











4 FINE 
PERMITE 
PAINTS 


HOT-SEAL — (No. 1900) — 

high temperature heat-resist- 
ing for surfaces subjected to 
heat up to 700°F. 


OUTDOOR (No. 5025) — a 

long oil type for all exterior 
surfaces where temperatures do 
not exceed 450°F. 


3 CHROME FINISH (No. 7050) 

- a high lustre paint for big 
and little jobs around the home, 
farm and shop. 


PERMA-GOLD (No. 9500) — 

a specially refined gold paint 
that provides perfect leafing 
and enduring brilliance. 
































| Lawn and Garden Goods, Roof Coating 
And Galvanized Ware for Late May 














YOU CAN HAVE A LAWN AND 


sy] BEAUTIFUL LAWN pore GARDEN GOODS 


WINDOW 
FUN.T 
AND HAVE FUN.TOO MERCHANDISE: Power lawn 


pe : mowers, hand lawn mowers, 
ee garden hose, hose reels, plant 
Be food in various sizes pack- 
ages. bone meal, grass 
f Quis ee ee 
he cease | rose es, g saws, 
ay } PLANT =, icooD 4 pruning shears, grass trim- 
- mers, grass shears, hose noz- 
zles, hose connectors, garden 
trowels, dibbles, garden hand 
rakes, weeders. 
’ BACKGROUND: Center 
panel of light green corru- 
gated board or painted wall- 
board. Side panels of emer- 


{ ROSE [[susue 
> N ald green material. Cut-out 
| letters of bright red material. 
FOO? 
cual VaaaDe® \ PLANT 


Food 


¢ © 
o S)) oe Bt r Pi 7 \ 7 BONE BONE e T 
cS 6000 i | cooo et el meat Pe MEAL - 
ol —_ 
J tle GRASS|[SEED <a te 
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PAINT whe nO TINDOW 


FOR EVERY ROOF JOB GALVANIZED MERCHANDISE: Asbestos 
7 WARE ae asphalt roof paint, asphalt 
te roof paint, plastic cement, 
roll roofing, metal roof paint. 
paint brushes, roof brushes, 
putty knives and scrapers. 


GALVANIZED 
WARE WINDOW 


MERCHANDISE: Rubbish 
burners, garbage pails, gal- 
vanized pails, heavy galvan- 
ized contractors’ pails. 

BACKGROUND: Center 
panels of bright green corru- 
gated board or painted wall- 
board. Side strips of light 
green material. Cut-out letter 
of bright red material. 
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FIRST... 


because RENUZITis a dependable safe,efficient, French Dry Cleaner! 
because RENUZIT sales are greater than all dry cleaners combined! 
because RENUZIT is the most widely advertised product in its field! 
because RENUZIT is a fast-moving, quick turnover, big profit-maker! 


100,000,000 EXTRA ADVERTISING 
IMPRESSIONS EVERY MONTH! 


e AMERICAN WEEKLY All combining to make a 


“WOMAN'S HOME COMPANION Compaign thot caries the 

ae wives trom coutt to coal 

033 METROPOLITAN NEWS- | \"\e'storat for the jobber 

PAPERS —a “natural” for ay = 
er—a “natural” 

25 NETWORKRADIO STATIONS | taller —o “natural” for 


© POINT-OF-SALE DISPLAY ral’ money-maker! 


MATERIAL 
+ DIRECT-MAIL SELLING RADBILL OIL CO. 
ATER PHILA. 9, PA. 
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Featured By These 
Leading Wholesalers 


CALIFORNIA 
Baker & Hamilton, Inc., San Francisco 
Union Hardware & Metal Co., Los Angeles 

DISTRICT OF COLUMBIA 
Fries, Beall & Sharp Co., Washington e May 
Hardwore Co., Washington 

ILLINOIS 
Ace Hardware Co., Chicago ¢ Arrow Hard- 
ware Corp., Chicago ©¢ Crown Hardware Co., 
Chicago © Hibbard, Spencer & Bartlett, Chi- 
cago * A. C. McClurg & Co., Chicago « Rehm 
Hardware Co., Chicago © Barrett Hardware 
Co., Joliet 

INDIANA 
Vonnegut Hardware Co., Indianapolis « Hunter 
Supply House, Ossian ¢ Miller Bros., Richmond 

MAINE 
Rice & Miller Co., Bangor ¢ Edwards & Walker 
Co., Portland © Emery-Waterhouse, Portiand 

MARYLAND 
John Duer & Son, Baltimore « The Volke Co., 
Baltimore ¢ Phillips Hardware Co., Cambridge 
Frederick Trading Co., Frederick © Schindel, 
Rohrer & Co., Inc., Hagerstown 

MASSACHUSETTS 
Bigelow & Dowse, Boston © Decatur & Hopkins, 
Boston © Massachusetts Hardware Distr., Boston 
The Rodley Co., Inc., Boston @ S$. Simons Hard- 
ware Co., Boston @ J. Russell, Holyoke © Water- 
town Electric Co., Watertown © Waite Hardware 
Co., Worcester 

MICHIGAN 
Buh! Sons Co., Detroit ¢ Morley Brothers, De- 
troit ¢ Geo. C. Wetherbee Co., Detroit « Mor- 
ley Brothers, Grand Rapids « Morley Brothers, 
Saginaw 

MINNESOTA 
Hall Hardware Co., Minneapolis ¢ Janney- 
Semple-Hill Co., Minneapolis ¢ Leitz Hardware 
& Paint Co., Minneapolis 

MISSOURI 
General Mercantile Co., St. Louis 

NEW HAMPSHIRE 
John B. Varick Co., Manchester 

NEW JERSEY 
leven & Co., Inc., Irvington ¢ Eagle Sales Co., 
Inc., Newark ¢ John Geisinger Corp., Newark 
Phoenix Hardware Co., Newark ¢ H. Schultz & 
Sons, Newark © S. Federbush Co., Paterson 
R. F. Willis & Bros., Inc., Penns Grove © State 
Hardware & Supply Co., Inc., Union City 

NEW YORK 

Babcock, Hinds & Underwood, Inc., Binghamton 
A. Flohr Co., Inc., Bronx @ J. L. Kupetz Co., 
Bronx @ Akorn Housewares Co. (Reno Dist. 
Div.), Brooklyn ¢ L. H. Heberlein, Inc., Brook- 
lyn © Montavk Paint & Wall Paper Co., 
Brooklyn @ N. Y. Standard Mfg. Co., Inc., 
Brooklyn © Shane & Hays, Brooklyn « H. D. 
Taylor Co., Buffalo ¢ Weed & Company, Buffalo 
Barker, Rose & Kimball, Elmira © Tinkham 
Bros. (Div. of Pitts. Corp), Jamestown © Herzog 
Supply Co., Kingston © Geo. Gutentag & Co., 
Inc., Mt. Vernon ¢ Beacon Sales Co., New York 
City ¢ WL. Blumberg Co., Inc., New York City 
Dobbins & Gerwitz, New York City ¢ William 
Goldenbium & Co., New York City « H. Kornah 
rens, Inc., New York City © William Leinwand, 
New York .City ¢ Manhattan Mfg. & Jobbing 
Co., New York City © Masback Hardware Co., 
New York City « Semer Hardware Co., New 
York City @ Sol Weinstein, Inc., New York 
City « Weed & Company, Rochester © Burhans 
& Black, E. Syracuse ¢ E. Rabinowe & Co., 
Inc., Yonkers ¢ A. Sklar & Sons, Inc., Yonkers 

OHIO 
Canton Hardware Co., Canton © Kruse Hardware 
Co., Cincinnati ¢ W. Bingham Co., Cleveland 
Harco Hardware Co., Cleveland © Tracey-Wells 
Co., Columbus ° 

PENNSYLVANIA 
M. S. Young & Co., Allentown © W. W. Wel- 
liver Hardware Co., Danville « H. D. Taylor 
Co., Erie © Jere Woodring & Co., Hazelton 
Swank Hardware Co., Johnstown © Harris Hard- 
ware Co., Kingston ¢ Kittanning Wholesale 
Co., Kittanning © Reilly Bros. Raub, Lancaster 
Krause Hardwore Co., Lebanon ©¢ American 
Hardware Supply Co., Pittsburgh ¢ Demmier 
Bros. Co., Pittsburgh © Martin Hardsocg, Pitts- 
burgh © Logan-Gregg Hardware Co., Pittsburgh 
L. H. Smith, Inc., Pittsburgh ¢ J. A. Williams 
Co., Pittsburgh © Pottsville Supply Co., Potts- 
ville © Stitcher Hardware Co., Reading « W. C. 
Hack & Son, Shamokin ¢ Jones Hardware Ce., 
Shamokin ¢ Fulton, Mehring & Hauser Co., 
York 

RHODE ISLAND 
Ballou-Johnson & Nichols, Providence « M. N. 
Cartier & Sons Co., Providence ¢ J. T. O'Con- 
nell Co., Providence 

VERMONT 
Vermont Hardware Co., Burlington 

WEST VIRGINIA 
Emmons-Hawkins Hardware Co., Huntington 
Foster-Thornburg Hardware Co., Huntington 

WISCONSIN 
Wisco Hardware Ce., Madison 
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Good Arrangements Save Time 


\ ' 7ELL planned arrangements 
of merchandise save time 

for salesmen and for the cus- 

tomers. Today this is extremely im- 
portant for never has it been so nec- 


essary to increase the efficiency of 
store personnel. 


Related Items Together 


Well planned merchandise arrange- 
ment simply means having related 
merchandise items together. This is 
possible in most cases. Here is a 
typical example: In a well-planned 
paint department everything needed 
to do a painting job should be dis- 
played in the department. Every paint 
sale provides opportunities for extra 
sales. Brushes, cleaners, thinners, 
sandpaper, paint removers, scrapers, 
etc., are good items to suggest when 
you have determined the type of job 
the customer is going to do. You 
cannot suggest all of them. Just sug- 
gest those which fit the job and which 
you know the customer will need. 


Speeds Extra Sales 


Extra sales can be made very quick- 
ly in a well planned department. 
However, in the poorly arranged 
store the salesman may have to go to 
the basement for turpentine and 
pump a quart out of the tank. He 
may have to run to the rear of the 
store for sandpaper, across to the 
other side of the store to pick up a 
package of brush cleaner, and to the 
back of the store on the other side 
to obtain a small scraper. With such 
an arrangement of merchandise, the 
salesman is not going to suggest any 
additional items nor will he make 
additional sales. It is too inconveni- 
ent for him to do a good job under 
such conditions and there usually are 
other customers to satisfy in the store. 
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Time and money invested in im- 
proving the equipment of the store 
and arrangement of merchandise in 
this equipment will pay big dividends 
to individual salesmen because they 
can increase their sales and justify 
increased earnings. It will also pay 
dividends to the owner of the busi- 
ness because as the employees’ sales 
and earnings increase his are certain 
to follow. 


Added Table Top Space 


Some designs of modern display 
equipment provide an increase in 
table top space of 50 per cent. This 
is of great value to the hardware 


store where display space is always 
at a premium. 

Every hardware dealer should ana- 
lyze the present layout of his store 
with his employees to see if improve- 
ments are possible. 


Keep It Clean! 


The best arrangement in the world, 
however, will be at a decided disad- 
vantage unless it is kept in shape all 
of the time. See to it that all of your 
fixtures are kept clean at all times, 
that dusting is frequent and that your 
floors are neat. Then your store will 
appeal to each and every customer 
that enters it. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 


Lh 





are. Each question correctly answered is worth 20 points. A grade 
of 100 is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is very 
poor. The correct answers to these questions will be found on page 
265. 

Work the problem first—then substitute the figures 

of your own business for those in the problem. 


1—A customer purchases a stove for $105 and pays one-third down, 

balance to be paid in 12 monthly installments. Interest rate is 6 per 

cent on unpaid balance. Also added is a listing charge of $1.50. 

Figure total balance due after down payment and amount of monthly 

payments. 

2—Advertising rates in local papers are 50 cents per column inch 

and are subject to 10 per cent discount if bill is paid by the 15th of 

following month. Determine how many column inches $90 will pur- 

chase at the extreme price. 

3—Why is it best to avoid direct disagreement with customers in 

answering objections to merchandise or to features of it? 

4—A customer purchases electric lamps to the amount of $4.50. 

Figure the amount of the tax he should collect. 

5—Freight on a shipment of glassware is at rate of 69 cents per cwt. 

Shipment is 250 lbs. Manufacturer grants freight allowance of 

50 cents per cwt. Figure freight dealer must assume on shipment. 
(Answers on page 265) 
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The Dependable AUTOMATIC ALCOHOL 


PATENTED 













DANDY Blow Torches 
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“rg w ec 
always No Permits or Safety Can Required! 
ld ana- — 
is store 
nprove- 
IM DANDY Alcohol Blow Torches are self-generating, 
world will work under the worst conditions of air, rain, 
disad- snow or ice in any position and in small space. Every 
ape all home owner can use one for soldering, burning off 
of your paint, for bending and forming metals, fine repair 
times, work and a thousand other purposes. Doctors, dentists, 
at your plumbers, machinists, opticians, and other artisans and 
re will professional men all have special uses for them. 
stomer MANUFACTURED BY 
MODERN METAL PRODUCTS CO. 
——— CAMBRIDGE, MASS. 
=> We'll see you in Aflantic City at the 
HOUSEWARE'S SHOW MAY 13 to 17 
u 
le 
y | JIM DANDY FUEL SUPREME BRAND 
e , ALUMINUM SOLDER 
_———s.. 
r f | | i 
' ii iim OTHER MODELS 
| IN a ar ve 
@ A quoranteed fuel for 
FROM $1 00 TO $5.00, alcoho! torches. Leaves no 
] i EACH ONE TOPS residue or hardening sub- 
IN VALUE! — 
‘agi @ Solders metals without 
acids, paste or flux. 12 bars 
No. 675-B on display card. 
For Prices and Descriptive Literature write to: 
scsi cui aps sete sc eis in ei ns ni en en tenets ei i i ei iets se ta st i =| 
| ASQUITH ASSOCIATES, 131 State St., BOSTON 9, MASS. 
Gentlemen: Please forward descriptive literature and prices on the JIM DANDY Line. | 
1 NAME __ a5 ; SF Le EC ae 
ES saliaceibiaia e — — aiiudeiatannnmnleanieitione 
a - aniseed ———————— __STATE anata 
bie eewcrerenheeseeioeineen ae eee 4 
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ARTex SKILL 


OF THE 


AS REPRODUCED 


KAYLAN 


OLD MASTERS 
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fae} The Winged Victory of 


Samethrace—This beauti- 
ful statue, now in the 
Louvre, was created by a 
Greek sculptor of the 3rd 
century B.C. 


Its realism of detail 
marks it clearly os the 
work of a master. 


KAYLAN is a NEW 
name in cutlery but the 
finely finished work evi- 
dent in its genuine SER- 
RATED edge is the mark 
of masters of knife- 
moking. 


The SABER -GROUND 
edge, the product of a 
new method, is also made 
by KAYLAN. 


Only Allegheny Ludlum 
Stainless Steel is used to 
fashion these finest of 
blades by KAYLAN ... 
Choice of Walnut or 
Rosewood handles. 


Write for illustrated 
catalog and price ‘list 
today. 


KAYLAN CUTLERY, 


— 
See 


-— a 
7 % aed \ 
lige, 

SYRACUSE, NEW YORK 





237 WOLF STREET 
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Eocated near the front. this sporting goods section gets results. 


| Good Arrangement Helps Increase 
| Sales of Sporting Goods 


| A NEAT, well arranged sporting goods 

- section, with various lines getting 
display, helps the Home Makers Service 
Hardware & Appliance Co., 123 W. Mifflin 
St., Madison, Wis., attract many sports- 
minded customers. The section is located 
near the front of the store. Baseball items 


and fishing supplies are currently getting 
the display space and these items are light- 
ed indirectly which helps to attract the at- 
tention of prospects. Many of the fishing 
items are kept under glass to cut down 
on pilferage, and this fact does not de 
tract from the visibility of the section. 





ERY few men can resist the urge to 
stop at a well arranged tool display. 
Koltes & Keegan, Sun Prairie, Wis., has 
an excellent section in which the tools are 
always kept displayed in such a manner 
that men can find many interesting items. 
The tools are shown against a light 
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Tool Display a 


Sales Builder 


colored background and this brings the 
various items into the line of vision very 
quickly. A counter level shelf, wider than 
the wall display, contains hammers, screw- 
drivers and other accessory items that fit 
well into the average workshop in the- 
home. 





This tool display acts as a magnet upon the store's men customers. 
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Tax Dollar Must Buy More 


HE tax dollar must be made to 
buy more, per dollar, by installing 
better methods of budgeting, account- 
ing and auditing procedures, by more 
economical systems of purchasing, use 
of inventories and supplies and by de- 
veloping new and simpler methods of 
performing public services. The time 
is ripe for citizen groups to initiate a 
new vigilance which holds public offi- 
cials to strict accountability for expen- 

ditures of all public funds. 
—Tax Foundation 

















The Chance Before Us 
SUCCESSFUL fiscal program for 


the next four years demands in- 
telligence and determination of a high 
order, in bringing down the budget and 
in timing tax changes to open the way 
to active, vigorous private enterprise. 
We have before us the chance to con- 
struct a strong economy to meet the 
tremendous problems that we face. We 
must not permit an unsatiesfactory fed- 












getting eral budget and lack of confidence in 
re light. the soundness of the federal fiscal pro- 
the at- gram to hamstring business enterprise 
fishing in rebuilding a healthy national econ- 
t down omy. 
_ de- —Committee on Post-War Tax Policy 
Which Travels Faster? 
ERE’S the answer as to whether 
igs the large or small shot travels faster. 
= wy Shot of a smaller size will produce 
er than we 
seaiies greater muzzle velocities and more re- 
that ft coil than larger sizes fired with the 
ie the same powder loads, according to Mer- 


ton A. Robinson, chief Winchester bal- 
listician. However, the carrying power 
of the larger sizes is better. At the 
average game ranges the larger sizes 
thus actually have higher velocities. 
For skeet and game, taken at close 
ranges, smaller shot size such as Nos. 
8 or 9 is used. For longer ranges, 
larger shot sizes are used, such as Nos. 
4 and 5 for ducks, and No. 2 for geese. 





Municipal Budgets 


HE municipal budget is a basis 

upon which to appraise the finan- 
cial policy and operation of your local 
government. You and other citizens 
through joint study of the budget can 
determine how wisely your tax dollar is 
spent and what value you receive from 
your tax payments. 





—Tax Foundation 





A BILL is now pending before the 
House Civil Service Committee to pro- 
vide an average pay increase of 11 per 
cent for federal workers. 
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KWIKHEAT’S 
BUILT-IN 
THERMOSTAT 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 


* TIPS LAST LONGER 
* COOL, SAFE HANDLE 
* LIGHT WEIGHT 


*patented 


The Kwikheat Soldering Iron 

has ample reserve power for 

your soldering jobs—225 watts 

held in check by a thermostat 

built right into the iron*—main- 

taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons) —prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 

is hot, ready'to use only 90 seconds after plug- 

ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 
#0 41 #2 #3 #4 #5 
i $1.25 s i $1.25 ); 25 $125 QO, 25 


VANATTA 


THERMOSTATIC SOLDERING IRON 


vision oO 


ne) 
Sound Equipment Corp. of Calif.« 3903 San Fernando Rd., Glendale &{alif 























New of Retailers, Jobbers 
and Manufacturers and 
Salesmen 








READ IT IN HARDWARE 
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Washburn Co., Promotes Four; 
NameDirectors, V-Pres., Treas. 


Four men were given addi- 
tional responsibilities at the an- 
nual meeting of the stockholders 
of The Washburn Co., Worces- 





JOHN 8S. TOMAJAN 


ter, Mass. J. Russell Garrison 
was elected treasurer and clerk. 
Harold E. L. Green and Robert 
G. Hess were named vice-presi- 
dents. These new officers and 
Harold R. Newell were elected 
to the board of directors. 

The following were re-elected 
as directors: Charles Andrews, 
Rockford, Ill: Charles B. 
Barnes, Jr., Boston, and Merrill 





—— ee 


ROBERT G. HESS 
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S. June, John S. Tomajan and 
Reginald 
Worcester. 


Company officers re-elected | 





HAROLD E. L. GREEN 


were: Reginald Washburn, chair- 
man; John S. Tomajan, presi- 
dent and general manager, and 
Arthur G. Andrews, vice-presi- 
dent. 

The new directors and officers 
have been identified with the 
management of the company for 
many years. J. Russell Garrison, 
with the Woréester organization 


since 1922, for the past 15 years 
has had charge of the general 


J. RUSSELL GARRISON 


Washburn, all of | 








HAROLD R. NEWELL 


| accounts of the company and its 
subsidiaries and has handled the 
details of finance under the di- 
rection of Nelson Hood. Because 
of ill health, Mr. Hood resigned 
the position of treasurer and has 
been succeeded by Mr. Garrison. 

Harold E. L. Green, started 
work in the Rockford, Ill., plant 
33 years ago. He worked first in 
the factory and later became 
purchasing agent, cost accoun- 
tant, and production manager. 
Since 1941, Mr. Green has been 
the plant manager of the Rock- 
ford factory. 

Robert G. Hess, joined the 
Worcester plant in 1923, start- 
ing in the factory and later 
working in the planning depart- 
ment. Following this he trans- 
ferred to the sales department 
it the Chicago division. In 1926 
he returned to the Worcester 
sales office and was appointed 
eastern sales manager in 1930. 
| Since 1933, he has been man- 
| ager of the Worcester plant. 

Harold R. Newell has been 
the manager of the Canadian 
company since 1929, and is also 
serving as treasurer and direc- 
tor of that company. 





| PRESTELINE ANNOUNCES 
| NEW ASST. SALES MGR. 


J. B. Blanton has been ap- 
| pointed assistant general sales 
| manager of “Presteline” major 
| home appliances, manufactured 
by Domestic Appliance Div., 
Pressed Steel Car Co., Inc. 
Mr. Blanton comes to “Pres- 
| teline” from Management Engi- 
neering Co. of Chicago and Los 
Angeles, where he was head of 
sales, merchandising and devel- 
opment engineering. During the 
war, he was loaned to the War 
Manpower Commission as head 
| of sales promotion and later 
headed the program development 
| for Training Within Industry, of 
District 15, with headquarters in 
Chicago. 


| 


SWING-A-WAY PRODUCTS 
GOES FAIR TRADE 


The Swing-A-Way Steel Prod- 
ucts Co., Chicago, IIl., manufac- 
turers of can openers, has joined 
the American Fair Trade Coun- 
cil, New York, an association of 
manufacturers of trade-marked 
products who distribute some or 
| all of their products under resale 
price maintenanoe contracts and 
in accordance with Fair Trade 
laws existing in 45 states. The 
Council is working for the pro- 
motion of and better understand- 
ing of Fair Trade laws and prac- 
tices. 








PALESTINE FIRM 
SEEKS LINES 


D. J. Shalem, Ltd., importers, 
merchants, and manufacturers’ 
representatives, 11, Princess Mary 
Ave., P.O.B. 1014, Jerusalem, 


with branch stores at Haifa and 





Tel Aviv, desires hardware lines. 








that no evidence has been found 





dangers other forms of business 


Cooperative Threat to Business 
Minimized By Small Business Comm. 


On April 9, the House Small Business Committee told Congress 


“to support the accusation of co- 


operative opponents that the cooperative movement seriously en- 


enterprise.” Because of lack of 


space in this issue, HARDWARE AcE will publish a report of the 
committee’s findings, prepared by Eugene J. Hardy, Washington 
| representative for HaRpware AcE, in the May 9th issue. 
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William C. Decker Heads Corning; 
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Executive Committee Is Appointed 


The Corning Glass Works at | 
its annual meeting at Corning, | 
N. Y., April 9, made important 





WwW. C. DECKER 


changes in its executive staff, 
electing a new president, three 
new directors and an executive 
committee. 

William C. Decker, vice-presi- 
dent, was elected president, suc- 
ceeding Glen W. Cole, who was | 
made vice-chairman of _ the 
board. Charles D. LaFollette 
was named treasurer, and will 
continue in his present position 
as vice-president and director of 
sales. Eugene W. Ritter, vice- 
president, together with Messrs. 
Decker and LaFollette, were | 
added to the board. John L. 
Ward, formerly treasurer, was 
made manager of the Bulb and | 
Tubing Div. 

Dr. Eugene C. Sullivan, for- | 

ii , } 
merly vice-chairman of the board | 
and director of research, was 
elected honorary vice-chairman. | 
Dr. Jesse T. Littleton, vice-pres- | 
ident and associate director of | 
research, was designated direc- | 
tor of research. 


In recognition of the com- 
pany’s diversity of operations, it 
was explained, the directors 
named an executive committee 
of seven, all of whom are active 


operating officials as well as di- | 


APRIL 25, 1946 


rectors. Amory Houghton, chair- 
man of the board, will serve as 
chairman of the committee, 
which will include Dr. Sullivan, 
George D. Macbeth, vice-presi- 
dent and controller, and Messrs. 
Cole, Decker, LaFollette and 
Ritter. William H. Curtiss, vice- 
president, will serve as secretary 
of the committee. 

Mr. Decker became identified 
with Corning in 1930 as man- 
ager of the Industrial Sales Div. 
From 1936 to 1939, Mr. Decker 
served as treasurer and was con- 


| troller and assistant to the pres- 


ident from 1939 to 1941 when 
he became vice-president and 
general manager of the Bulb 


| and Tubing and Technical Prod- 


ucts Divs. 

Mr. LaFollette joined Corning 
Glass Works in 1929 as sales 
manager of the Pyrex House- 
wares Div. He was elected trea- 
surer in 1939 and has been vice- 
president and director of sales 
since 1943. He is a director of 


| Steuben Glass, Inc., Corning 
| Glass Works of Canada, Ltd., 


and treasurer of Dow Corning 
Corp. 

Mr. Ritter joined Corning in 
1942 as assistant to the presi- 
dent, was named manager of 
manufacturing and engineering 
shortly thereafter, and elected 
vice-president in 1943. He is 
now vice-president and general 
manager of the Consumer Prod- 
ucts Div. He is a vice-president 
and a director of Corning Glass 
Works of Canada, Ltd., and as- 
sistant secretary and a director 
of Dow Corning Corp. 


CENTRAL STATES CLUB 
8TH GOLF TOURNEY 
FRIDAY, JUNE 28 


Hardware jobbers, dealers and 


representatives are eligible and | 


welcome to participate in the 


eighth annual golf tournament | 
of the Central States Hardware | 


Club, which will be held Fri- 
day, June 28, at the Butterfield 
Country Club, in Hinsdale, II. 
This is just outside the Chicago 
city limits. 





There will be prizes for golf- 
ers and non-golfers. Entertain- 
ment will follow a dinner. Non- 
members interested in particu- 
lars should contact Ben Leve, 
secretary, 3630 S. Iron St., Chi- 
cago 9. 

Other officers of the club are: 
Walter M. Floto, president; Wil- 
liam M. Olsen, vice-president; 
and J. A. Billings, treasurer. 


PENNSALT APPOINTS 
WEST COAST MANAGER 


T. E. Moffitt has been named 
sales manager of the Pennsyl- 
vania Salt Mfg. Co. of Washing- 
ton, a subsidiary of the Penn- 
salt Co. which has its headquar- 
ters in Philadelphia. 

Fred C. Shaneman, president 
of the Pennsylvania Salt Mfg. 
Co. of Washington, and _ vice- 
president of the parent company, 
said Mr. Moffitt will be in charge 
of all heavy chemical sales ac- 
tivities in the Tacoma, Wash., 
and Portland, Ore., plants. His 
headquarters will be at Tacoma. 


R. B. MEYERS JOINS 
CHANEY INSTRUMENT 





}man & Co., 


Roger B. Meyers, formerly | 


advertising manager for the 
Ohio Thermometer Co., Spring- 


field, Ohio, recently joined the | 


John L. Chaney Instrument Co., 
Lake Geneva, Wis. He heads 
the company’s sales organization, 
is in charge of advertising, mer- 
chandising and is office manager 
of the company. 





ROGER B. MEYERS 





JORDAN L. MOTT NAMED 
SALES MANAGER OF 
MANNING, BOWMAN 
Jordan L. Mott, of New York 

City, has been appointed general 

sales manager of Manning, Bow- 





JORDAN L. MOTT 


manufacturers of 
electrical appliances. 

Mr. Mott has a wide back- 
ground in sales management 
identified with the merchandis- 
ing of nationally known con- 
sumer products. His experience 
nas extended through advertis- 


| ing, research and marketing, to 


corporate and sales management. 
He is now located at the fac- 
tory office in Meriden, Conn. 
Mr. Mott was recently re- 
leased to inactive duty as a 
lieutenant commander in_ the 


| Naval Reserve, after completing 
| three years of active service as 
| an air combat intelligence «/- 


| 


| ficer. 


ECA RADIOS PLACED 
UNDER FAIR TRADE 


Electronic Corporation of 
America, manufacturers of ECA 
radios, will follow a uniform fair 
trade practice in the sale of all 
of its radio sets, according to 
Jack Geartner, sales manager. 

At the present time ECA is 
operating under fair trade prac- 
tice laws in all parts of the 

| United States where enabling 
legislation exists, according to 
| the firm. 


' 
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Yes, it’s long-past time for your fishermen cus- 
tomers to buy new Union Rods—with the old 
enthusiasm. Wait till we can release them to you! 


—wait for these over-due profits on UNION Steel 
Rods! 


Be set then to take up on SALES with a new 
line of Union Values—with a lure to catch the 
fancy of the fisherman. New features we've been 
working on since war declared “closed season” 
on sporting-goods production. 


“Hold open” too, for new and perfected post-, 
war lines of UN1on 


Roller and Ice Skates 


Chisels and Screwdrivers 
Hack Saw Frames 





Gun Implements 
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Gillette Forms Western Sales Division; 
William E. Gentle Heads New Staff 


Creation of a western sales di- 
vision as the first step in a sweep- 
ing rearrangement of national 





WILLIAM E. GENTLE 


sales areas of the Gillette Safety 
Razor Co., 15 W. First St., Bos- 
ton 6, has been announced by 
Boone Gross, new general sales 
manager. 

The new western sales division 
takes in Washington, Oregon, 


California, Idaho, Nevada, Utah, 
Arizona, Montana, Wyoming, 
Colorado, New Mexico and Texas, 
with district offices in Seattle, 
San Francisco, Los Angeles, Den- 
ver, Salt Lake City and Dallas. 
Make-up of the other new sales 
divisions will be announced as 
soon as their boundaries are de- 
cided upon. 

William E. Gentle, of San 
Francisco, heads the new western 
sales division as manager and 
will have his headquarters in that 
city. For the past four years, 
Mr. Gentle has been district man- 
ager of Gillette’s west coast area. 
His business career with Gillette 
started in 1930 as salesman. Sub- 
sequently he became a special 
representative and district man- 
ager. 

District managers of the new 
western Sales division are: James 
A. Testa, Seattle; John W. Nolan, 
Los Angeles; Howard N. Jensen, 
San Francisco; Mare R. Woods, 
Denver; Frank H. Wright, Salt 
Lake City; and Robert E. Spen- 
cer, Dallas. Mr. Testa, with both 
domestic and foreign Gillette 
sales experience, has been with 
the company for 15 years. 








SALES APPOINTMENTS 
MADE BY SCOTCH TAPE 


L. E. Tyas, former sales man- 
ager of the “Scotch” Tape Div., 
Cincinnati branch, of the Minne- 
sota Mining & Mfg. Co., Saint 
Paul, Minn., has been appointed 
manager of the New York 
branch, succeeding E. R. Mce- 
Leod. 

Taking Mr. Tyas’ post in Cin- 
cinnati is G. A. Sutton, who re- 
cently has been operating in the 
Pittsburgh and Philadelphia ter- 
ritories as a “Scotch” Tape sales- 
man. 

As of April 1, J. E. Marshall, 
New York Tape division sales 
manager, assumed the position 
of eastern sales manager for the 
firm’s subsidiary, the Mid-States 
Gummed Paper Co. 

The appointment of J. J. Ben- 
nison as sales manager, “Scotch” 
Tape division, Chicago branch, 
has also been announced. 





CONNOLLY TO MANAGE 
NEW EUREKA BRANCH 
OFFICE IN BOSTON 


James H. Connolly has been 
named as New England regional 
manager of the Eureka Williams 
Corp. and will be in charge of 
the company’s new sales office 
in Boston. 

Mr. Connolly has been asso- 
ciated with Eureka for many 





years, serving as service, district 
and branch manager. In his new 
post his sales territory will en- 
compass the states of Maine, 
New Hampshire, Vermont, Rhode 
Island, Connecticut, and _ the 
Eastern portion of New York 
State. 

The new sales office which the 
company has opened in Boston 
is located on the ground floor 
of 704 Beacon St. It contains 
demonstrating, sales, and dis- 
play rooms. The front lobby 
features a typical store front, 
complete with show windows 
where Eureka products will be 
on permanent display. 

While Boston and vicinity is 
served by a _ Eureka factory 
branch the company is also rep- 
resented by the following dis- 
tributors in the New England 
area: Roskin Bros. Inc., Ver- 
mont Hardware Co., Goodhouse- 
keeping Shops, Pearson Appli- 
ance Co., and the Farrar-Brown 
Co. 

DUTCH FIRM SEEKING 

AMERICAN LINES 


The Technical Trading Co., 
Handelsonderneming T.T.C., Den 
Haag, Holland, 84, Aucuba- 
straat, is anxious to acquire 
American lines of hand _ tools, 
electrical supplies, metal house- 
hold and kitchen goods and 
other hardware lines. 
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ANIMAL TRAP CO. NAMES 
N. E. REPRESENTATIVE 


The Animal Trap Co. of 
America has announced Vernon 
G. Heichel as its sales repre- 
sentative for the Northeastern 





VERNON G. HEICHEL 


territory, comprising Pennsyl- 
vania, New York and New En- 
gland. 

Mr. Heichel was recently dis- 
charged from the Coast Guard 
with the rank of lieutenant after 
serving three years, most of 
which time was spent in the 
North Atlantic as the executive 
officer aboard a cutter. 

He has an affinity for trapping 
and the hardware business as his 
family has been closely allied 
with both fields. 





JOHN H. GRAHAM & CO. 
TO HANDLE SALES OF 
X-PANDO PRODUCTS 


The X-Pando Corp., 43-15 36th 
St., Long Island City, N. Y., has 
appointed John H. Graham & 
Co., Inc., 105 Duane St., New 
York, as sales representatives to 
mill supply distributors and 
hardware jobbers’ throughout 
most of the United States. 

The X-Pando Corp. manufac- 
tures “X-Pandotite,” an interior 
white mortar-like cement, and 
“X-Pando” Pipe Joint Com- 
pound. 

A new advertising campaign 
for these two X-Pando products 
is being planned, and a new | 
program of promotional helps is | 
now underway to stimulate sales 
for jobbers and retailers. 








TOY & GIFT SHOW 
AT SAN ANTONIO 
MAY 19-23 

San Antonio’s Inter-National 
Toy & Gift Show will be held 
for five days, May 19 through 
23, in the city Municipal Audi. | 
torium, under the sponsorship 
of the San Antonio Chamber of | 
Commerce. | 
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It is claimed that orders toial- 
ing $5,500,000 were placed dur- 
ing the 1945, four-day show. An 
additional floor has been de- 
voted to this year’s displays. 


TRIPLE A METALCRAFT 
FORMED TO PRODUCE 
ALUMINUM WARE 


The Triple A Metalcraft Corp., 
located at 3421 E. 22nd St., Los 
Angeles, has been formed to 
specialize in the manufacture of 
quality cast aluminum cooking 
ware. 

The corporation’s name, Triple 
A, is derived from the first letter 
of the names of the three top 
executives, C. J. Amick, R. M. 
Allan and E. D. Amick. 

C. J. Amick, president and 
general manager, is well-known 
as a pioneer in the permanent 
mold process of casting alumi- 
num ware, having been engaged 
in it for more than 33 years. 
From 1913 to 1926 he was in 
charge of the development of 
permanent mold processes for 
the Aluminum Co. of America, in 
Cleveland. In the following ten 
years he was general manager 
and chief engineer of the 
Monarch Aluminum Mfg. Co., 
Cleveland. In 1936 he became 
vice-president and general mana- 
ger of the Century Metalcraft 
Corp., from which he moved to 
the presidency of his present 
firm. 

R. M. Allan, vice-president of 
Triple A, served as president and 
general manager of A & F Alumi- 
num Products Co. E. D. Amick, 
teamed with his father in cast 
aluminum ware production. 

The new line of cooking ware, 
claimed to incorporate improved 
design and cooking advantages, 
is to be announced soon. 





TUB ‘BOTTLENECK’ 
BROKEN, WASHERS 
AGAIN IN MAKING 


Barlow and Seelig, Ripon, 
Wis., resumed production of fin- 
ished “Speed Queen” washers, 
Feb. 25, with delivery of the 
first shipment of tubs which the 
company has had in over five 
months. 

For several months, the firm 


| has been assembling washers 


without tubs and piling these 


| unfinished machines up in vari- 
| ous warehouse space, against the 
| time when tubs would again be 
| available. 


A pr&onged strike at another 
plant, which started last Sep- 
tember, had cut off the com- 
pany’s source of supply for tubs. 
In the meantime, new tub dies 
were made, and a new source of 
supply obtained. 












Size 


\ Look ahead Ny ::: 
. HOW . 


Plan now for the years ahead when 
the going will be tougher . . . the selling 
more competitive. Then you'll be mighty 
glad you selected the fine, top-quality 
. the line that’s keyed 
to more rapid turnover and larger 
total profit. Then you'll really appre- 

ciate the streamlined packaging that 
. the ag- 


CAMILLUS line . 


simplifies your handling . 
gressive sales promotion and mod- 
ern display that speed your sales. 
\ Plan for the future as well as for 
now ... for your fine quality line, 
look to Camillus Cutlery Com- 
pany, New York 17, New York. 


one of the oldest and largest 
manufacturers of knives in America, 


founded 70 years ago by Adolph Kastor 


ee 
CAMILLUS 


HAS 7a EO Gs 































3 REPRESENTATIVES | 

NAMED BY MAYTAG 

Two new regional managers 
for Northwestern Pennsylvania | 
territories have been appointed | 


ay ig . ¥ al 





WILLIAM WHITTEN 


by The Maytag Co., Newton, 
Iowa. They are William Whit- 
ten, employee of the company 
for 21 years, who was promoted 
from parts sales manager at the 
home office, and Mac Holds- 
worth, recently discharged from 
the Army. 

Dewitt Lovelace, member of 
the Maytag organization for 20 
years, has been named Maytag 
regional manager for a territory 
in Southern Minnesota embrac- 
ing 21 counties, following his 
discharge from the Navy. He 
has established headquarters in 
Mankato. 

Mr. Whitten’s territory com- 
prises seven counties in West- 
ern Pennsylvania north of Pitts- 
burgh, served by more than 50 
dealers. 

Mr. Holdsworth’s territory in- 
cludes 15 counties adjoining 
Whitten’s region on the East. 
With headquarters at Clearfield, 
he will serve more than 55 deal- 








MAC HOLDSWORTH 
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Mr. Whitten got his start with 
the company in 1924 when he 
began work as a polisher on the 
tub line. In 1934 he went to 
Philadelphia as office manager 
of the Philadelphia branch, re- 
maining there nearly ten years 
before returning to Newton in 
1943 to head the parts sales di- 
vision. 

Mr. Holdsworth took a course 
in the sales and service depart- 
ment following his discharge 
from the Navy, to prepare him 
for the regional managership. 

Working under R. W. Weed, 
manager of the Minneapolis 
branch of the Maytag Co., Mr. 
Lovelace will serve more than 
100 dealers. He began his ca- 
reer with Maytag in the service 
department of the factory. In 
1930 he was selected to special- 





DEWITT LOVELACE 


ize in service, working out of 


the Minneapolis branch, where 
he eventually became service 
and office manager. 





TESTOR SPONSORS 
MODEL PLANE CONTEST 


A $3,000 cash prize contest 
for the best finished models of 
its B-29 Super-Fortress is being 
sponsored by Testor Chemical 
Co. (Woodworking Division), 
Prize Contest Dept., 500 Buck- 
bee St., Rockford, Iil., for ama- 
teur model builders other than 
employees of that compary. 
Awards will be: first, $1,000; 
second, $500; third, $250; 
fourth, $100 and 115 awards of 
$10 each. In the event of ties, 
duplicate awards will be given. 

Awards will be for entries 
made from Testor’s B-29 solid 
scale model kit, winners being 
those which, in the opinion of 
the judges, show finest crafts- 
manship in finishing. Each en- 
try must have been made per- 
sonally by the model builder in 
whose name it is entered, al- 
though contestants may enter as 


Entries must be sent to the com- | 
pany, and must bear postmarks | 
not later than 6 P.M., May 15, 
or must have been shipped not 
later than that hour. 

Although every effort will be | 
made to return. non-winning | 
models, express collect, the coin- 
pany assumes no responsibility 
for their return. 





GOULD-MERSEREAU CO. | 
IN NEW QUARTERS | 
| 


The Gould-Mersereau Co., 
Inc., manufacturers of curtain 
and drapery hardware, has oc- 
cupied new showrooms and gen- 
eral offices in a building, re- 
cently acquired, in the heart of 
the Grand Central Zone at 35 
W. 44th St., New York. Upon 
completion of the remodeling of 
the structure, the firm will oc- 
cupy the entire building. 


MATCO PRODUCTS, INC. 
WILL DISTRIBUTE 
AEROSOL BOMBS 


Clifford F. Raye, has been 
elected president of a new firm, 
Matco Products, Inc., Trust Co. 
of N. J. Bldg., 921 Bergen Ave., 
Jersey City, N. J. The firm is 
exclusive distributor of Matco 
dispensers which utilize the aero- 
sol principle. 

Mr. Raye was formerly director 
and vice-president of Skol Co., | 





| and Puratized Inc. 


Inc., Gallowhur Chemical Co. 








many models as _ they desire. | STAUDT CHICAGO MGR. 


BUCKEYE ALUMINUM 


R. Zeno Staudt has been ap- 
pointed Chicago manager of ihe 
Buckeye Aluminum Co., manu- 
facturers of aluminum ware, 
Wooster, Ohio. 

The company will have new 
quarters in the Merchandise 
Mart, Room 1109, on June 1, 
and Mr. Staudt will have com- 
plete charge of the office and 
territory. 

11-DAY INDUSTRY FAIR 
AT CLEVELAND IN MAY 


Mid-America Exposition, a 


| gigantic industrial exposition, is 


scheduled for Cleveland, Ohio, 
from May 23 through June 2. 
Public Hall and all exhibition 
halls will be turned into a mas- 
sive show window where a dis- 
play of postwar commercial and 
home products will be  spot- 
lighted during the 11-day show- 
ing. 

This initial presentation of the 
event is expected by its spun- 
sors to become one of the great- 
est annual industrial expositions 
in the country. 

Exhibitors are being invited 
from a region staked out by De- 
troit, Cincinnati, Pittsburgh and 
Buffalo, with Cleveland as the 
“capital.” The show is not con 
fined to any particular industry 
or group of industries, but will 
represent every type of industry 
in the region with a new, old or 
interesting product or manufac- 
turing process. 











JAMES DOBBIE (left), RECEIVES A CERTIFICATE of 
membership in the Worthington 50-Year Club from H. E. 








Hulburd, president of The Geo. Worthington Co., Cleveland 
wholesale hardware firm, at a testimonial dinner held in his 
behalf April 1, at the Hotel Statler. Mr. Dobbie completed 
50 years with the firm on that day. Mr. Dobbie spent prac- 
tically all of the 50 years in the builders hardware depart- 
ment. He was the recipient of a cash gift from the company 

Approximately 80 guests attended. William Clarke, of the 
Electrical League, was the speaker. 

Mr. Hulburd is also a member of the 50-Year Club, which 
now has a membership of nine, of whom six are still in active 
service. The Anniversary Club roster includes all employees 
who have had 25 or more years of service with the company. 





At present there are 82 members. 
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SEE US AT THE HOUSEWARES SHOW « ATLANTIC CITY - BOOTH 408 





TOADE HARK 8G 
Styled for the future... available today, 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality. ..equips 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers...exclusive with Vaculator,. 







” Sparkling China 

ole? mare” No cloth « No paper 

ont ' Snaps in easily 
pe Cannot pop-up or fall out 
Fits all standard makes 
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PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 

Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
...heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect” finish ... it’s “tops” in quality and ...- base is black plastic with two-heat brew and warm 


performance. List price .....cscescccere $15.75 SA, TE PIG in 5500s 6s08 008-8 +b bangs ae 
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RUBBER BATH MAT 


Fine quality bath mat at a popular price. 
Husky, durable synthetic rubber. Liberally 
sized 13% x 23. Can also be used as a pro- 
tective mat iri shops, store floors, etc. In 






green, red or black. 


RUBBER DRAINBOARD MAT 


A “must” in every kitchen. Long lasting and 
serviceable. In green, red or black. 













"s 
SPONGE RUBBER SEAT CUSHION 


Year-round staple. Very soft sponge rubber. 
A husky, durable seat cushion. 
Se << <a ae ae aoe Ge Gee cee cee 


IDEAL RUBBER CO. 


200 FIFTH AVENUE, N. Y. 10. N. Y. Date 


Please ship us via 


Store Name 
Address... 
Buyer’s Signature Dept. 


doz, RUBBER BATH MATS ($1.09 Retail) | 
.... ez, RUBBER DRAIN BOARD MATS....... ( .75 Retail) 
doz. SPONGE RUBBER SEAT CUSHIONS ( 1.98 Retail) 
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EXPORT LINES SOUGHT 
FOR PACIFIC TRADE 


The Marsman Co. of Califor- 
nia, 240 Montgomery St., San 
Francisco, Cal., an export cor- 
poration acting as purchasing 
agents for various Marsman in- 
terests and other Philippine and 
China affiliations, is now seek- 
ing hardware lines for export. 

An arrangement was recently 
made with Oliver Bros., Inc., 
421 Canal St., New York, to 
serve as purchasing agents. The 
American Hardware & Plumbing 
Co., Manila, P. I., a Marsman 
affiliation, announces that it will 
have exclusive Philippine repre- 
sentation on the hand tool line 
of Peck, Stow & Wilcox, South- 
ington, Conn. 

The Marsman Trading Corp. 
in Manila, claims it is already 
importing more than $1,000,000 
monthly in American products. 

Among the lines sought for 
Philippine and Chinese territo- 
ries are products marketed 
through hardware, plumbing, 
electrical, small machinery, auto 
accessory, household appliance 
and furnishing and _ sporting 
goods outlets. 





W. C. PERKINS RESTING 
AFTER OPERATION 


W. C. Perkins, popular spe- 
cial representative of the Amer- 
ican Chain & Cable Co., York, 
Pa., is recuperating at his home, 
114 St. Dunstans Road, Balti- 
more 12, Md., after a recent 
operation at Johns Hopkins 
Hospital, Baltimore. 

Mr. Perkins was released from 
the hospital April 6, and will 
spend several weeks at home, 





after which he says he will be 
again circulating. Mr. Perkins 
has been in the chain industry 
for 59 years. 


—_—_ 


CECO STEEL APPOINTS 
TEXAS MANAGERS 


Ralph K. Alexander, until re- 
cently district sales manager for 
Ceco Steel Products Corp., at 
Oklahoma City, Okla., has been 
appointed the firm’s Texas man- 
ager with headquarters in Hous- 
ton. He replaces Russell L. 
Jolley. 

William A. Smith, assistant 
manager at Washington, D. C., 
has been named assistant to Mr. 
Alexander. 

Ceco recently purchased eight 
acres of land from the Hermann 
hospital estate in Houston and 
plans to erect a new plant in 
the near future for the fabrica- 
tion of reinforcing bars, steel- 
forms and steel joists. Ware- 
house space will also be pro- 
vided for the firm’s other build- 
ing products, such as metal win- 
dows and doors, metal frame 
screens, metal weatherstrips, 
metal lath, steel roof deck and 
highway products. 

Mr. Alexander joined Ceco in 
1930 at Houston and the next 
year went to the firm’s Dallas 
office. Shortly he was located at 
Oklahoma City, where he repre 
sented the firm until his pres- 
ent appointment. 

Mr. Smith started with the 
company in 1928 in the Houston 
office. From 1932 to 1935 he 
did field work~ throughout Texas 
and was transferred to San 
Francisco. ._In 1945 he went to 
Washington. 











ARKANSAS RETAIL HARDWARE AND IMPLEMENT 
ASSN. officers elected at its annual convention, March 18-19 
Little Rock, are: left to right, Frank Rudolph, Gurdon, retir- 
ing president and newly elected chairman of the board; Joe 
Baker, Eudora Hdwe. & Furn. Co., Eudora, president; Steve 


Ratcliffe, 


Linkway Stores Co., 


Fayetteville, vice-president 


and George L. Turner, 322 E. Markham, Little Rock, sec- 
retary. Other officers elected are: directors, Lawrence Hur- 


ley, Warren; J. J. Hunt, Little Rock; H. C. Rushing, Sheridan; 


and C. Carley, Ft. Smith; directors reelected, W. R 
Charleston; Tom Johnson, Paragould; 


H. W. Parks, Batesville; Ed Taylor, Texarkana; Hubert 


way; 


Bumpers, 


N. W. Peacock, Con- 


Smith, Searcy, and Henry Franklin, Jonesboro. 
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Three Younger Mays Retarn to 
May Hardware From Armed Forces 


FRANK P. MAY 


After more than three and a 
half years in the armed forces, 
Maj. Frank P. May, Lieut. Leon- 
ard S. May, USNR, and Maj. 
Donald L. May have returned to 
the May Hardware Co., Washing- 





LEONARD 8S. MAY 





DONALD L. MAY 


ton, D. C., wholesaler. Frank P. 
May son of Arthur May, presi- 
dent and treasurer of the com- 
pany, will assume duties in the 
buying department taking over 
the purchase of several lines. 
Leonard, a son of Leo C. May, 
vice-president, will assume buy- 
ing department duties, purchas- 
ing several lines. Donald May, 
also a son of Leo C. May, has 
joined the sales group of the Ap- 
pliance and Builders’ Supplies 
Department, operated by the May 
organization, as a sperate entity. 
- The three returning men had, 
between them, many interesting 
experiences in this country, 
North Africa, Italy, Germany, 
Poland, Normandy, New Guinea, 
the Philippines and Japan. They 
possess an enviable collection of 
medals and citations including 
the Silver Star, Bronze Star, Pur- 
ple Heart, Army Certificate of 
Merit, Navy Commendation Rib- 
bon and large number of battle 





stars. 








STORE MODERNIZATION 
CHECK LIST REPRINTED 
BY COMMERCE DEPT. 


Owners of small and medium- 
sized stores should now be plan- 
ning modernization and remodel- 
ing of their establishments so 
that their requirements will be 
known when suppliers are ready 
to take orders, according to the 
Dept. ef Commerce. 

“Store Modernization Check 
List” just reprinted by the Com- 
merce Dept. to supply a contin- 
uing demand for this kind of 
information includes recom- 
mended point by point steps to 
be followed in preparing for the 
modernization of the smaller 
and medium sized store or shop. 


upon application to the Dept. 
of Commerce, Washington 25, 
D. C., or any field service office. 





LAUNDRY SPECIALIST 
JOINS FRIGIDAIRE 


F. M. Mitchell, manager of 
laundry equipment sales, Frigi- 
daire Div., General Motors Corp., 
Dayton 1, Ohio, has appointed 
H. C. Morgan, a veteran of 13 
years in washer production and 
sales, as laundry equipment spe- 
cialist and as his assistant. 

Recently discharged from the 
Navy, Mr. Morgan had been as- 
sociated with the Automatic 
Washer Co. and the Maytag Co. 
In 1942 he resigned his position 
as a Maytag regional manager 





Copies may be had without cost 
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Any Washer that can build and hold 
first place in a customer’s heart for 
18 years is a good one for you to sell. 
Fewer service calls after the sale— 
and more net profit left for the dealer : 
—are additional reasons why you f a 
should get the 1946 Automatic Dealer } 
Proposition from your nearest Dis- n—, 1? 
tributor. (Name on request). (Soren Ss 
Remember, only the Automatic \9 
Washer offers the ‘*‘Duo-Disc’’ re = 





Feature. 


Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 

































North Bros. Stockholders 
Vote Sale to Stanley Works 


Stockholders of the 
Brothers Manufacturing Co., 
Philadelphia, manufacturers of | 


North 





~ 


MAXWELL A. COE 


“Yankee” tools, at a meeting on 
April 12, voted unanimously in 
favor of the sale to The Stanley 
Works, New Britain, Conn. 

The Stanley Works will take 
over operation of the North plant 
on May 1. 

Management of the new sub- 
sidiary will be under the dirse- 
tion of Maxwell A. Coe, vice- 
president of The Stanley Works, 
in charge of hand tool opera- 
tions. 

Officers of the new corpora- 
tion which continues under the 
name of North Bros. Mfg. Co. 
will be: Hoyt C. Pease, presi- 
dent; Edward Weierstall, vice 
president; John Fegley, vice- 
president; L. W. Young, trea- 
surer, and John S. Black, Jr., 
secretary. All are of New Bri- 
tain except Messrs. Weierstall 
and Fegley, of Philadelphia, who 











R. E. PRITCHARD 
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were officers of North Bros. 
j}and will continue the associa- 


tion as officers of the new com- 
pany. 

Directors of the new company 
will be the above and in addi- 
tion, M. A. Coe and R. E. 
Pritchard. 

The Stanley Works plans to 
continue operation of the busi- 
ness at its present location, 
American St. and Lehigh Ave., 
Philadelphia, using the same 
equipment and personnel, which 
numbers about 400 employees at 
the present time. 

EAST AFRICAN FIRM 
WANTS LINES 

Gathani, Ltd., manufacturers’ 
representative, Bazaar Lane, Nai- 
robi, Kenya Colony, British East 


Africa, is anxious to get sole | 


representation on hardware lines 
for East Africa. B. T. Gathani 
and J. M. Kothary are the di- 


rectors of the concern. 





TEXTILE MILLS CO. 
ACQUIRES NEW PLANT 


Textile Mills Company, mann- 
facturers of ironing board pads, 
covers, and other textile house- 
hold aids, has acquired the build- 
ing at 2637-69 W. Polk Street, 
Chicago, covering 65,000 square 
feet and will occupy the quarters 
as soon as extensive remodeling 
is completed. 

Among other household items, 








the company produces “Tex-Knit 
Burnproof” ironing board covers 
made of “Asbeston,” a new as- 
bestos fabric originally developed 
by United States Rubber Com- 
pany for firefighters’ suits and 
used during the war. Textile 
Mills Company is exclusive fabri- 
cator of this asbestos material 
for ironing board covers. 


ROSE IN CHARGE OF 
MAYTAG MFG. DIV. 
Elected this week as vice-presi- 
dent in charge of manufacturing 
of The Maytag Company, New- 
ton, Iowa, is Irwin A. Rose, who 
has held a similar post for the 
past four years with the Edison 
General Electric Appliance Com- 
pany, Inc., of Chicago. 
Mr. Rose is taking over a post 
at Maytag formerly held by A. 
H. Taylor who resigned last Sep- 


| tember and moved to California. 


The duties of manufacturing ex- 
ecutive have been handled in the 
meantime by Fred Maytag II, 
third generation president of the 
washer concern. 


MANUFACTURERS’ REP. 
SEEKS OTHER LINES 


J. A. Haggstrom, who has rep- 


| resented the Cincinnati Tool Co. 


in the Metropolitan New York 
and New Jersey area for a num- 
ber of years, selling to the hard- 
ware and mill supply trade, de- 
sires to acquire additional lines 
of merchandise in the same fie!d. 
Mr. Haggstrom has Cincinnati 
stock on display at 84 Walker 
St., in downtown New York and 
can accommodate additional 
products. 








Pratt & Lambert Names Five to Office 
Marphy, Stark and Brown Are New V.P.’s 


At the recent annual meeting 
of the board of directors of Pratt 
& Lambert-Inc., 75 Tonawanda 
St., Buffalo 7, N. Y., paints and 
varnishes, the following appoint- 
ments were made: T. E. Murphy, 
R. C. Stark and C. W. Brown, 
vice-presidents; J. C. Schroeder, 


assistant vice-president; and J. | 


P. Nolan, secretary. 
T. E. Murphy joined the com- 
pany’s order department in 1917. 


In 1924 he became manager of | 
industrial sales, which position | 


he still holds. He has been a 
director since 1937. 

R. C. Stark, general superin- 
tendent since 1931, entered the 
company’s employ as bookkeeper 
in the Buffalo factory olfice in 
1915. He was elected a director 
in 1937. He is past president of 
the Federation of Paint & Var- 
nish Production Clubs. 





| 





C. W. Brown’s employment 
dates from 1921, in the com- 
pany’s eastern division office, 
New York. He was made sales 
manager of the division in 1931. 
He was elected a director in 


1940. 

J. G. Schroeder started in the 
office of the western division at 
Chicago, advancing to _ book- 
keeper, credit man, assistant res- 
ident manager, and in 1931 was 
made resident manager. He was 
elected to the board in 1933. 

J. P. Nolan entered the com- 
pany’s employ as assistant pur- 


| chasing agent in 1920, and in 


1926 became purchasing agent, 
in which position he continues, 
with his duties as secretary of 
the company. 

All other officers were re- 
elected. 


HARCLD MAYNARD JOINS 
MECK INDUSTRIES 


Harold Maynard has joined 
the Chicago sales office of the 
John Meck Industries, radio 
manufacturer, Plymouth, Ind. 
For the past five years he has 
been with Douglas Aircraft, Long 








HAROLD MAYNARD 

| Beach, Cal., where he served as 
supervisor of production control 
in the electrical division. [lis 
brother, John Maynard, is dis- 
trict manager for Meck radios 
in Texas. 


WORTHINGTON PROMOTES 
NORMAN F. LUEKENS 


Norman F. Luekens was elect- 
ed secretary and treasurer of The 
Geo. Worthington Co., at its re- 
cent annual meeting. Mr. Lue- 
kens joined Worthington as its 





| controller in 1942, after seven 


years of specialization in federal 
and state taxes with an account- 


| ing firm. He is a membet of the 


Controllers Institute of America 








NORMAN F. LUEKENS 


and the Cleveland Chamber of 
Commerce where he serves on 
the committee on taxation. 
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as its WIRE SCREENING 


; seven High quality Cortland brand 
— pot yt se dm _ ROTECT the good-will of your customers with Cortland superior 
r of the quality wire screening. Like all Cortland products, the quality of 
\merica Cortland brand wire screening builds customer confidence and will 


bring them back again and again. 


The consistent, never failing quality of Cortland brand wire screening 
assures your customers complete satisfaction. Only the finest material, 
with generations of experience and rigid control of manufacture go into 
Cortland products. Cortland brand wire screening is rich looking and 





HARDWARE CLOTH ‘ : dap: 
Heavily galvanized after weav - extremely durable. It will give long dependable service in all kinds of 
ing. Available in standard 
widths weather. 





The Cortland label is a hallmark of finest quality—possible, only, by 
extensive research and improved manufacturing methods. You can 
depend on the Cortland label to be true evidence of quality. 


Knowing how important it is to all our 


. dealers to have a dependable source of 
supply for quality wire products, we are 
making Cortland famous products just as 
rapidly as maximum production effort 

POULTRY NETTING BRAND PRODUCTS permits. Until, however, a much higher 

Hexagon continuous twist and YOUR ASSURANCE OF SATISFACTION level of production can be reached, there 


Straight Line lock twist.Strong won't be enough wire products to supply 








=" | WICKWIRE BROTHERS, INC., CORTLAND, N. Y. 








THE Cortland LABEL 
im Zolt) ae-V-18) 9:4 fe: 

































| TAPER ROLLED BLADE 


Strongest construction open back type. Heavy 
section extends full width of blade from top 
to point of frog where strain is most severe. 
Blade and socket heat treated. 


RIVETLESS SOCKET 


No rivets. Socket is smooth and elimination 
of rivet holes increases strength of handle. 


HANDLES 


Northern ash. Attractively finished. 


@ Perfect balance. Supplied in D and long 
handle. Round and square point. 


C 1774 a : 


AMES BALDWIN WYOMING CO. 


NORTH EASTON 
MASS 


PARKERSBURG 
W.VA 
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Norge-Heat Advances C. S. Davis, Jr., 
J. W. Oswald To Executive Positions 


C. S. Davis, Jr., has been 
named vice-president and gen- 
eral manager of the Norge-Heat 
division of the Borg-Warner 
Corp., Detroit, Mich. it has 





C. 8S. DAVIS, JR. 


been announced by Howard E. 
Blood, president of the newly- 
created division. Mr. Blood also 
announced the appointment of 
J. W. Oswald as sales manager 
of Norge-Heat. 

Mr. Davis joined Borg-War- 
ner’s Norge division in 1937 as 
a refrigeration test engineer, 
and until 1939 did specialized 
work principally in the manufac- 
turing and cost departments. In 
that year he transferred to the 
Norge heating and conditioning 
division, predecessor unit to 
Norge-Heat, as assistant to the 
manager. He became manager in 
1940. 

During the war, Mr. Davis de- 
voted his time to research and 
development work on _ aircraft 
heating equipment for the Air 
Forces and in 1945 was made 
manager of the highly secret 
automatic gun director project 





J. W. OSWALD 





which Norge undertook for the 
Navy. 

Mr. Oswald has been associ- 
ated with distribution of home 
heating and plumbing equip- 
ment and household appliances 
since 1930. He joined the Norge 
division in 1934 as field repre- 
sentative and in 1939 was ap- 
pointed Western sales promotion 
manager. 

From 1941 until 1944 he was 
director of priorities for all divi- 
sions of Norge and Detroit Gear. 
In 1944 he was assistant sales 
manager of Detroit Gear and a 
year later became sales man- 
ager. Late in 1945, Mr. Oswald 
was appointed sales engineer in 
the automatic transmission divi- 
sion, which position he held un- 
til the present. 





DOUMA HEADS NESCO 
SALES IN ELEVEN 
WESTERN STATES 

Announcement has been made 

by M. N. Brady, vice-president 
of sales, National Enameling and 
Stamping Company, Milwaukee, 





GEORGE M. DOUMA 


Wis., of the appointment of 
George M. Douma as district 
sales manager for the 11 western 
states with offices in the Western 
Merchandise Mart, San Fran- 
cisco. Mr. Douma is being pro- 
moted to the west coast position 
from the Chicago office of the 
company where for the past year 
he was sales manager of national 
accounts. 





CUBAN IMPORTERS 
SEEK LINES 
Ira I. Wolfer & Co., exporters 
and importers, Calle 11 No. 509, 
Vedado, Havana, Cuba, is seek- 
ing American hardware lines. 
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HARTFORD PROD. CORP. | 
MAKING ‘CAFEX’ LINE; 
OPENS CHICAGO HQS. 
The Hartford Products Corp., 

manufacturers of a postwar line 

of household products, has estab- 





CHARLES H. NEWMAN 


lished its national headquarters 
in Chicago at 368 W. Washing- 
ton St. 

The company’s products, which 
carry the trade name “Cafex,” 
are now manufactured in 
Newark, N. J., but it is planned 





to establish manufacturing facili- 
ties in Chicago in the near fu- | 
. | 
ture.. Production of the new | 
“Cafex” percolator, the first item 
of the new line, is expected by | 
May 1, and sales agents in the | 
key areas have been appointed. 

The national office in Chicago 
will be in charge of Charles H. 
Newman, vice-president, and Ray 
P. Von Culin, assistant to the 
vice-president. Frank E. Wol- 
cott, Hartford, Conn., is presi- 
dent of the company. . 

Charles H. Newman served as 
western sales manager of the 
Silex Co. with headquarters in 
Chicago, and later as general 
sales manager, before joining the 
Navy. 








RAY P. VON CULIN 


APRIL 25, 1946 


Ray P. Von Culin was asso- 
ciated with the DuPont company 
in a supervisory production ca- 
pacity for ten years before en- 
listing in the Army Transport 
Service. 


CLINE IN SOUTHWEST 
FOR WESTINGHOUSE 
LAMP DIVISION 


The appointment of Frank C. 
Cline as manager of the south- 
western district of the Westing- 
house Lamp Division has been 
announced by Russell E. Eber- 
sole, lamp sales manager. Mr. 
Cline has been acting manager 
of the district since last July 1. 

Mr. Cline will continue to 
make his headquarters in St. 
Louis, Mo. The _ southwestern 
district includes Missouri, Kan- 
sas, Colorado, Texas, Oklahoma, 
Arkansas, New Mexico and parts 
of Wycming, Mississippi, Ten- 
nessee, South Dakota and Illi- 
nois. 

Mr. Cline joined the Lamp Di- 
vision as a salesman in St. Louis 
in 1931. Eight years later he was 
transferred to Chicago, where 
until last July he was special 
representative for the company to 
the electrical division of Sears, 
Roebuck & Company. 





DALTON COVERS CONN. 
FOR U. S. PLYWOOD 


Appointment of Lawrence V. 
Dalton as Connecticut sales rep- 
Tesentative for United States 
Plywood Corp., 55 W. 4th St, 
N. Y., has been announced. Mr. 
Dalton will maintain headquar- 
ters in the new Bronx warehouse 
until June when an office will be 
opened in New Haven. 

Recently returned from active 
duty in the Infantry, he was for- 
merly the company’s sales repre- 
sentative in Indiana, Iowa and 
Northern Chicago. He joined 
United States Plywood in No- 
vember, 1940, after leaving Case- 
in Company of America, a divi- 
sion of the Borden company. 
N. Y., where he had been New 
England and New York sales 
representative for adhesives. 





W. M. JONES BECOMES 
GENERAL SALES MGR. 
CLEVELAND QUARRIES 
William M. Jones has recently 
been appointed vice-president 
and general sales manager of 


The Cleveland Quarries Co., and | 


will make his headquarters at 
the company’s main office, 1125 
Guildhall Bldg., Cleveland 15, 
Ohio. Mr. Jones was formerly 
eastern representative of Cleve- 
land Quarries with offices in 
Washington, D. C. 














You can sell 


more of these ; 
extra-safe, extra-handy | 


RIDGE-IMPROVED 
STILLSONS 


SAFETY SPRINGS ARE 
INSIDE HOUSING 


@This Stillson pleases your customers because it’s 
safer—cone-coil safety springs inside the housing 
replace old-style exposed flat springs that could 
break and cut the hand. No rivet hole to weaken 
handle. Handy pipe scale on hookjaw. High grade 
malleable frame, handle and hookjaw of strong heat- 
treated steel. Steel handle, 6” to 48”; wood handle, 
6"to 14”. For easy sales that repeat, order Improved 
Stillsons from your Supply House. 


WORK-SAVER PIPE TOOLS | 
THE RIDGE TOOL COMPANY + ELYRIA, OHIO, U.S.A. 
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NEW DIRECTOR OF 
YALE & TOWNE 
Robert Ten Broek Stevens was 


elected a director of The Yale 
& Towne Manufacturing Co., 





ROBERT T. B. STEVENS 


Stamford, Conn., at its 78th an- 
nual stockholders meeting, April 
ll. Mr. Stevens is chairman of 


the board of J. P. Stevens & Co., 
Inc. 

In World War II, Mr. Stevens 
served in the Quartermaster 
Corps as deputy director of pur- 
chases with the rank of Colonel. 





Prior to his enlistment in the 
Army, Mr. Stevens headed the 
textile section of the National 
Defense Advisory Commission. 
In addition to his duties as 
chairman of the board of J. P. 
Stevens & Co., the new Yale & 
Towne director is a trustee of 
the Mutual Life Insurance Co. 
of New York, a director of the 
Guaranty Trust Co., New York 
Telephone Co., General Foods 
Corp., Alexander Smith & Sons 
Carpet Co., and several textile 
manufacturing companies. 


SPORTS PROD. CORP. 
CHANGES FIRM NAME 


Clipon Sports Equipment, Inc., 
is the new name of the former 
Sports Products Corp., 799 Broad- 
way, New York City. The com- 
pany manufactures golf bag 
stands and “Clipon” braces for 
canvas golf bags. No changes in 





company operations, policies or 
management were made. 


ADAMS QUITS FARMING, 
REJOINS NORWALK LOCK 

Edward G. Adams, Portland. 
Ore., has rejoined the Nor- 
walk Lock Co., and will repre- 
sent it in the Northwest terti- 
tory, covering Oregon, Washing- 


ton, Montana, Utah and Idaho. | 


Mr. Adams previously represented | 


218 


the firm in the Southwest, but 
during the war retired to his 
farm outside Portland. 

Prior to joining Norwalk he 
had been with Sargent & Co.'s 
New York contract department, 
covering New England, Canada 
and the Northwest. He later 
joined Russell & Erwin Mfg. Co. 
in the Pacific Northwest, and in 
1938 joined Norwalk. 





WHITLOCK SUPPLY CO. 
BECOMES CORPORATION 


All function and operations of 
the Whitlock Suppl Co., Lock- 
smith supply house at 17 War- 
ren St., New York 7, have been 
transferred to the Whitlock 
Corp. The business was formerly 
a partnership of H. J. Lasky 


and Henry R. Stein, who are} 
now president and secretary- | 


treasurer, respectively, of the 
corporation. There is no change 
in business or personnel. 





EARL McGEE NEW V.P. 
OF RENOWN STOVE 


Earl McGee was named a vice- 
president of the Renown Stove 
Co., 1000 W. Exchange St., 
Owosso, Mich., at the recent an- 
nual meeting. He has _ been 
works manager for the past two 
years and will continue in charge 
of all production operations. 





MINNEAPOLIS G.E. SALES 
MANAGER APPOINTED 


The appointment of H. R. 
Luttenbacher as local manager 
of the Minneapolis appliance 
sales office of the General Elec- 
tric Co., Bridgeport, Conn., has 








been announced by J. S. Streck- 
er, manager of appliance sales 
in the North Central District. 
Mr. Luttenbacher was Detroit 
regional manager of the Maytag 
Co. before he joined G.E. in 
1935 as district representative of 


home laundry equipment. He | 


has since held positions in sales 
and product service divisions in 
Detroit and Chicago. 





KEYSTONERS PLAN 
MAY GOLF MEETING 


The Keystoners will hold their 
May 3 meeting at the Reading 
Golf & Country Club, Reading, 
Pa., a forerunner to the annual 
June birthday party. The pro- 
gram calls for golf and cards. 





CALIFORNIA GIFT, ART 
SHOW, JUNE 16-21 


The 23rd Semi-annual Cali- 
fornia Gift and Art Show will be 
held in Los Angeles, June 16 
through 21. This is the largest 
trade show of any industry held 
west of Chicago, according to 
Woody C. Klingborg, show man- 
ager, and begins a series of na- 
tional gift and art trade shows 
across the country. 

Exhibitors will show their 
wares in the three downtown gift- 
wares buildings, the Brack Shops 
Bldg., 527 W. 7th St., the Brock- 
man Bldg., 520 W. 7th St., and 
the Merchandise Mart, 712 S. 


| Olive St., where permanent dis- 


play rooms are maintained, and 
in many factory showrooms, stu- 
dios and workshops. Exhibits 
will be open from 9 to 6 o’clock, 
Sunday through Friday. 











Ralph F. Harter (center) newly-appointed general sales man- 
ager of John Lucas and Co., 322 Race St., Philadelphia 5, 
paint manufacturers, is officially welcomed by Lloyd F. 
Collister (left), vice-president and general manager and 
William J. Jenkins (right), treasurer, at an informal luncheon 
held at the Benjamin Franklin Hotel in Philadelphia, which 
was attended by all of the company’s department heads. Mr. 
Harter, who just completed three years of service with the 
Army, brings to the Lucas organization 20 years’ experience 
in all phases df paint merchandising. He is filling the vacancy 
left by Frank Whittam who recently retired from the Lucas 


company, after 18 years. to 


go into the automotive and 


electrical supply business with his son. 





| TAYLOR INSTRUMENTS 
NAMES NEW DIRECTOR 
OF RESEARCH 


The Taylor Instrument Cos. hag 





N. B. NICHOLS 


research division. He succeeds 
Dr. H. L. Mason who resigned to 
accept the professorship of me- 
chanical engineering at Iowa 
State College, Ames, Iowa. 

Mr. Nichols has, for the past 
four years, been associated with 
the Radiation Laboratory, Cam- 
bridge, Mass., a subsidiary of the 
Massachusetts Institute of Tech- 
nology, where he was in charge 
of a group that pioneered in de- 
veloping numerous mechanisms 
required in automatic gunfire 
control. 

The Taylor research depart- 
ment is undergoing considerable 
expansion. Two physicists, Dr. 
Carlton W. Miller, and Dr. Wil- 
liam A. Mersman, both of the 
Radiatién Laboratory, will come 
to Rochester soon after May lL. 
Walter G. Countryman returns 
after four years of military ser- 
vice. 


LAUTS & BRADY MAKES 
DISTRIBUTION PLAN 


Lauts & Brady, 108 W. 6th St., 
Los Angeles 35, housewares uten- 
sil firm, announces that it has 
completed national distribution 
on its line of cast ¢aluminum 
square and round griddle trays, 
oval well-and-tree platters and 
hot plates. Currently shipments 
of these items are being extend- 
ed to Honolulu. 


ELECTRONIC CORP. 
IN NEW QUARTERS 


All manufacturing and sales 
operations of the Electronic Corp. 
of America have been moved to 
the company’s new plant, at 170 





53rd St., Brooklyn. 


HARDWARE AGE 


announced the appointment of © 
N. B. Nichols as director of its 7 
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THE SAVOGRAN COMPANY 
India Wharf 
BOSTON 10, MASS. 





Write Us for Free Advertising Helps to Boost Your Savogran Sales 


SAN CARLOS, CALIF. 








TOP Lo/ume 
TOP Yoft 
TOP-LI NE 


Fast selling, profit-line of electri- 
cal appliances designed to keep 
your store TOPS in sales and profits! 


Available in 
quantities as 
soon as con- 
ditions permit ! 











TOP LINE 


TOYS APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE. TENNESSEE 








A. T. JONES HEADS 
CALIF. ASSN. 
At the annual convention, Feb. 
19-21, of the California Retail 
Hardware Association at the 





LE ROY SMITH 


Hotel Whitcomb, San Francisco, 
the following officers were elect- 
ed: president, Alvon T. Jones, 
Grass Valley; first vice-president, 
George L. Messick, Colus; second 
vice-president, Lloyd D. Lyon, 
Sacramento, and manager-treas- 
urer (reelected) LeRoy Smith, 
417 Market St., San Francisco. 

The Advisory Committee is 
comprised of Roy X. Peterson, 
Exeter, retiring president; Frank 
C. Holman, Sonora, and George 
W. Linder, Tulare. Association 
directors are: J. D. Chappel, 
Gilroy; Henry L. Zimmerman, 
Modesto; T. L. Becker, Redding; 
L. D. Peer, San Jose; Robert 
Duhlberg, Auburn; Henry L. 
Howse, Antioch. 

The Association in its resolu- 
tions favored retention of the 
Miller-Tydings Act; continuance 
of fair trade practices; to peti- 
tion Congress against the OPA 
price absorption requirements, 
and to require more equitable 
tax methods with respect to con- 
sumer cooperatives. 





WILDLIFE RESTORATION 
INSTITUTE FORMED 


The American Wildlife In- 
stitute, at the 11th North Ameri- 
can Wildlife Conference, held re- 
cently in New York, decided to 
merge its public activities with a 
new organization to be known as 
the Wildlife Restoration Insti- 
tute. 

Dr. Ira N. Gabrielson, retiring 
director of the U. S. Fish and 
Wildlife Service, will head the 
new organization, which will ab- 
sorb all present activities of the 
Institute, and in addition will 
set up a complete service and re- 
search organization. 





A foundation has been formed, 
to be headed by Frederic C. Wal- 
cott, now president of the Ameri- 
can Wildlife Institute. The pur- 
pose of this foundation is to ren- 
der moral support and financial 
assistance to wildlife restoration 
and conservation in much the 
manner as existing foundations 
are advancing the cause of pub- 
lic health and education. 





FARM ELECTRIFICATION 
RESEARCH HEADED BY 
TRUMAN HIENTON 


Truman E. Hienton, of West 
Lafayette, Ind., has been ap- 
pointed to head the Division of 
Farm Electrification in the Bu- 
reau of Plant Industry, Soils, 
and Agricultfral Engineering. 
Mr. Hienton has begun his new 
duties and is located at the 
USDA research center at Belts- 
ville, Md. 

Mr. Hienton will be respunsi- 
ble for setting up a complete 
new program of projects in co- 
operation with the various states. 





175 AT PHILADELPHIA 
HOUSEWARES CLUB 
DINNER-DANCE 


The Philadelphia Housewares 
Club held its annual inaugural 
ball on April 6, at the Adelphia 
Hotel. Herbert Morton, of Gim- 
bel’s Housefurnishings, was in- 
stalled as president. Other of- 
ficers are: Jack Tansey, manu- 
facturers’ representative, vice- 
president; William Porter, West 
Bend Aluminum Co., treasurer; 
Samuel Ospow, E. J. McAleer & 
Co., secretary; board of govern- 
ors: Herman Kesler, Lillian 
Aarons, George Summerell, Jean 
Stevens Weisbond, Winfred 
Wenger, James McGrory and 
James Bond. 

More than 100 prizes were 
awarded to 175 members and 
their guests. A golf bag was 
presented to the retiring presi- 
dent, James Bond. 





HERBERT MORTON 


HARDWARE AGE 
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SOLAR ELECTRIC CORP. 
NAMES SALES MGR. 


Solar Electric Corp., Warren, | 


Pa., manufacturers of incandes- 
cent and fluorescent lamps, and 





NICHOLAS L. NEUMAN 


other electrical products, has ap- 
pointed Nicholas L. Neuman 
general sales manager. Mr. Neu- 
man is a well-known lighting and 
eating engineer with many 
pars of experience in this field. 

Mr. Neuman will be in charge 


of all sales, sales promotion, pub- | 


licity and merchandising activi- 
ties. Sales offices have been 
established at 110 William St. 
in downtown New York. 

ims 


JONES REPRESENTING 
U. S. FIRMS IN CANADA 


Sydney Jones, 640 Brock, To- 
ronto 4, Canada, has recently 
been designated as Eastern Cana- 
dian representative of several 
U. S. firms. 

He is direct representative of 
Wilson Industries, Inc., 737 W. 
Van Buren St., Chicago 7, Iil., 
the Pioneer Steel Go. -Lés An- 
geles, and the Newman Mfg. & 
Sales Co., 205 Westport Road, 
Kansas City 2, Mo. 








VOLLRATH, JR., NAMED 
POLAR WARE SALES MGR. 


Lt. Commander Walter J. Voll- 
rath, Jr.. USNR, has become as- 
sociated with the Polar Ware 
Co., Sheboygan, Mich., as sales 
manager. Lt. Comm. Vollrath 
was recently returned to inactive 
duty after five years of service 
with the Navy. Jacob J. Vollrath 
is vice-president in charge of 
sales for the company. 


NORTHWEST HDWE. CLUB 
HAS DINNER-DANCE 


Approximately 100 members 
of the Northwest Hardware 
Club, their wives and friends, 
attended the Spring dinner 
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party and dance, at the Hotel 
Nicollet, Minneapolis, March 29. 
A floor show followed the din- 
ner. Glen Hoover, National Mfg. 
Co., was chairman of the en- 
tertainment committee. 

The spring and summer activ- 
ities will get under way with a 
golf tournament next month. 

The membership is increasing 
gradually and it now numbers 
almost 200 factory representa- 


| tives, manufacturers’ agents and | 


wholesale hardware buyers and 
| sales executives. 





BICYCLE INSTITUTE 
TO MEET IN CHICAGO 


The Bicycle’ Institute of 


America, Inc., will hold its | 


Summer meeting, June 3 and 4, 


““"! at the Edgewater Beach Hotel, | 
Chicago. Meetings will be held | 


simultaneously Monday morning, 
| June 3, by the Bicycle Manu- 
| facturers Association, the Cycle 
Parts & Accessory Mfg. Associa- 
tion, the Cycle Jobbers Associa- 
tion and the Merchant Member 
group, all affiliated organiza- 
tions. 

A dinner dance will be held 
Tuesday, June 4. 





F. C. STEVENSON JOINS 
ELECTROMASTER SALES 


Electromaster, Inc., 1803 E. 
Atwater St., Detroit, has ap- 
| pointed Fred C, Stevenson ‘as dis- 
trict manager for Michigan. He 
will make his headquarters in 
| Detroit. 

Stevenson was recently dis- 
discharged as a captain in the 
Army Amphibian Engineers after 
three years’ service in the Pacific. 

For seven years prior to the 
war, Stevenson was appliance 
sales supervisor in Oakland 
County and Thumb district for 
the Detroit Edison Co. and previ- 
ously spent five years as appli- 
ance retail salesman and com- 
méfcidl w#epresentative for the 


same company. a x +e 
: v oP 








FRED C. STEVENSON 








Copyright 1946 
Barrows Lock Works 





In builders hardware, as in the building 
itself, design is a major consideration. 
The Barrows line Of builders hardware 
offers a notable selection of design — 
traditional and contemporary — to har- 
monize with and accent the artistry 
and individuality of the architect's plan. 
Barrows moulds in metal with an eye 
for charm in appearance, but, too, with 
sound provision for the important 
virtues of easy application, depend- 
able operation and lasting satisfaction. 


BANK ON 


NORTH CHICAGO, ILLINOIS 














J. J. KOCK 


SOUTH AFRICA AGENT 
WANTS U. S. LINES 


J. J. Kock, J. J. Kock & Co., 
South African and Overseas Fac- 
tory Representatives, P. O. Box 
521, Johannesburg, South Africa, 
is now in this country seeking 
American hardware, houswares 
and related lines for distribution 
in the Union of South Africa 
and Rhodesia. His mailing ad- 
dress is c/o Consulate General 
for South Africa, 500 Fifth Ave., 
New York City and he will be in 
this country for several months. 
In addition to its main offices 
in Johannesburg, the firm has 
branches in Capetown, Durban, 
E. London and Bloemfontein. 

The Kock organization is seek- 
ing brushes, polishes, hardware, 
tocls, electrical refrigerators, 
radios, washing machines, build- 
ers’ hardware, electrical sundries, 
machine tools, mechanics’ and 
carpenters’ tools, aluminum ware 
and other kitchen utensils and 
equipment. 

Mr. Kock has_ represented 
American and other lines in 
South Africa, since 1928, and 
says that there is at present an 
increasing interest in that area in 
all kinds of American merchan- 
dise. He gives the following per- 
sonal references: Silver, Cham- 
berlin So., Clayton, N. J.; Bar- 
clay’s Bank, 120 Broadway, New 
York City and the Chamber of 
Commerce of the United States, 
Washington, D. C. 


AMERICAN KITCHENS 
SCHOOLS CONTINUE 


A special class, composed en- 
tirely of home economists and 
home service directors 
various stores and utility com- 
panies, will begin at the Ameri- 
can Kitchens School, at the 
American Central Mfg. Corp., 
in Connersville, Ind. 

A. series of classes on kitchen 
planning, selling and installing 


222 


from_ 





for major appliance salesmen 
have been conducted during re- 
cent months by Kenneth Cook, 
American Kitchens Training Di- 
rector. The subjects are covered 
by means of slide films, movies, 
chart presentations and class 
participation. Lorine C. Mounce, 
director of kitchen planning, 


presents the American Plan for | 


Kitchen Planning Service. 


CUTLERY INDUSTRY 
CITED IN BROADCAST 


The cutlery industry was hon- 
ored by the Valley Forge Cara- 
van broadcast of the Adam 
Scheidt Brewing Co., April 5, 
from Station KYW, Philadel- 
phia. “Hosts” of the evening 
were John O’Kain, president of 
W. R. Case & Sons Cutlery Co., 
Bradford, Pa.; J. O. Woodsome, 
vice-president and sales man- 
ager of Lamson & Goodnow Mfg. 
Co., Shelburne Falls, Mass., and 
J. A. Watrous, treasurer of the 
Northampton Cutlery Co., North- 
ampton, Mass. 

The narrator told “There is 
an increasing trend among cut- 
lery manufacturers making a 
balanced line of cutlery to offer 
sets of knives sto the customers 


| attractively packaged for 
| purposes and frequently 

aged for permanent protection 
in the home. This offering of 
sets of knives should prove high- 
ly successful since in 
homes two or three old knives 
must perform the functions of 
seven or eight different styles 
of knives designed for specitic 





| purposes.” 


| DOVER, N. J., FIRM FETES 
RETIRING EMPLOYEE 


Byron E. Freeman, 76, veteran 
employee of the J. H. Jackson 
Lumber Co., lumber and _ hard- 
ware concern of Wharton, N. J., 
was honored at a_ testimonial 
banquet, March 26, by officials 
and fellow workers, their wives 
and other guests. 

Mr. Freeman is retiring after 
working for the company since 
1918. For all those years he has 
been in charge of the hardware 
and paint division. His father, 
Noah Freeman, had once been 
manager of the firm. 

Floyd H. Jackson, president, 
presented gifts from the com- 
pany and the employees. Ed- 
ward W. Larsen, Wharton yard 
manager, was master of cere- 





monies. 
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W. S. JONES 


MICH. REPRESENTATIVE 
FOR CALORIC GAS STOVE 


W. S. Jones has joined the 
sales organization of Caloric Gas 
Stove Works, 720 Widener Bldg., 
Philadelphia 7, and is represent- 
ing the company throughout 
Michigan. Mr. Jones has been 
in the appliance field for nearly 
30 years, having been associated 
during that entire period with 
the Detroit Vapor Stove Com- 
pany, now a division of Borg- 
Warner Corporation. 








A GROUP OF 18 INDIANAPOLIS HIGH SCHOOL STUDENTS found a willing sponsor 
in the E. C. Atkins and Co., 402 S. Illinois St., Indianapolis 9, saw manufacturers, for 
their weekly broadcasts of local high school news, the first of its kind in the country. 

Working through the national “Junior Achievements, Inc.,"” these young students 
formed their company, elected officers and from their own group, incorporated under 
the name “Radio News, Inc.,” sold dividend-drawing stock, made banking connections, 
write, produce and broadcast their own programs. The short commercials on the program 
are of an institutional type and handled at the beginning and end of all programs. e 
objective is training young people in finance, business management, production and selling. 

Shown in photograph, left to right, seated: Miss Janice Mathews, “Junior Achieve- 
ments, Inc.”"; K. W. Atkins, vice-pres. and sales mgr., E. C. Atkins & Co.; David Best, 


“Junior Achievements, Inc.” re 
Russell H. Earle, state director, “Junior Achievements, Inc. 


Sales. 


; and standing, M. D. Collins, traffic mgr., E. C. Atkins & Co.; 
; and Joe Higgins, W. I. B. C. 


HARDWARE AGE 
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FLATLUX BRINGS 








because this one-coat flat oil paint is pop- 
ular with both homeowners and master 
painters. 


& One coat covers wallpaper, plaster, wood, 
wallboard and most other interior surfaces. 















































& It is washable—made with oil, not mixed 
with water. 


& It seals, primes and covers, all in one coat. 


























No undercoats needed, even on new walls. THE OME-cOgT WAIL PAINT + MADE wire of 
A. It's easy to use. No messy mixing—it comes PEACH 2973 peach 
ready to put on. | a 


Flatlux applies easily, dries fast to a 
smooth, flat, glareless finish. 





. .. and it will be EXCLUSIVELY YOURS 


When you sell Flatlux, you’re the only your volume and your profits in this fast | 
_— dealer in the neighborhood who has it. selling line. Write today for details. 
The BPS exclusive franchise plan protects 
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THEY’RE MADE BY 


THE WORLD’S LARGEST 
PLASTIC TOY MANUFACTURER 


PLASTIC SIX SHOOTER 








HARMLESS .38-CALIBER PLASTIC SIX-SHOOTER 


All the fine detailing of an actual .38 
caliber, pistol is authentically dupli- 
cated in this safe, harmless toy. Ham- 
mer goes back and bullet chamber 
turns when trigger is pulled. Ideal for 
playing “Cowboys and Indians” or 
“Cops and Robbers.” Individually 
patkéd in full-color display box. 


PLASTIC TOY TELEPHONE 





The World’s largest selling toy at $2.00-— now 
destined to break all sales records at this sensation- _ 
ally new low price. Same identical telephone with 

_ all features of clicking revolving dial that comes 
back; easy reading numbers—all plastic through- 
out. Practically unbreakable. World beating value! 
Individually boxed. 5: 











= ideal Novelty & Toy Co. 
200 Fifth Ave., New York 10, N. Y. 


MAIL Date.. 
Y Please ship Via.......0..cccccccseseeseseeresessessnsesenenssssasocssssenseeenes 
: retail at $1.19 


evceces doz. SIX SHOOTERS . . . to 
eseces doz. TELEPHONES . te retail at $1.19 








BTORE BARAT cccescccccccccccccsccccsccsccccsccssoscssoscess ’ 
DBBBEED coccececccccceseccsceccrecccccssnccesessccccsesescnsecncssasecstaccaseoscesessass® 


Buyer's Signature .......... 








limiting its sale for use in the 
other essential civilian needs. 


Lead Conservation Directives 
Being Prepared in Washington 


As we go to press Civilian Production Administration officials in 

Washington, D. C., are working on directives aimed at further 
conservation of lead supplies. Included in the limitations would be 
restrictions as to the sale and distribution of sporting ammunition, 


control of predatory animals and 








AMERICAN FORK & HOE 
RETIRES R. H. COWDERY 
AS WORKS MGR. 


Robert H. Cowdery on April 
15, retired as manager of the 
Geneva works of the American 
Fork & Hoe Co. He requested re- 
tirement in 1945 but acceded to 
the wishes that he continue until 
the plant had been converted 
from war work. In addition to 
managing the Geneva works Mr. 
Cowdery is a director and vice- 
president of the firm. 

After managing the Ashtabula 


moved to the company’s main 
office in Cleveland to take charge 
of advertising and sales promo- 
tion. He was appointed to man- 
agement of the Geneva plant in 
1918, where he developed “True 
Temper” fishing rods and later 
invented and developed the “True 
Temper” steel golf shaft. 

He has been succeeded by G. 
W. Yearly, who for many years 
has held an important position 
with the American Fork & Hoe 
Co. He is well known and 
liked in Geneva, having served as 
mayor. 


DETECTO SCALES, INC. 
IS NEW NAME OF FIRM 


Jacobs Bros. Co., Inc., 1 Main 
St., Brooklyn 1, N. Y., has chang- 
ed its name to Detecto Scales, 
Inc. “Detecto” was formerly only 
the product or trade mark and 
because it became better known 
than the firm name the company 
was often referred to as the De- 
tecto Scale Co. 


INSECT LIFE HABITS 
EXPLAINED IN BOOKLET 


A 24-page booklet explaining 
the application of DDT insecti- 
cides in the home has been issued 
by the Pennsylvania Salt Mfg. 
Co. Divided into separate sub- 
headings for each of the com- 
mon insect pests, the book dis- 
cusses the habits of the insects, 
their methods of breeding, feed- 
ing, the diseases they carry, their 
effects on humans, and the 
proper methods of destroying 
them. 

Titled “Knock Out Bugs,” the 
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booklet is available on request 


works for six years Mr. Cowdery | 


from the company’s main office, 
1000 Widener Bldg., Philadel. 
phia 7, Pa. 


FAIR TRADE COUNCIL 
JOINED BY GILLETTE 


The Gillette Safety Razor Co., 
15 W. Ist St., Boston, Mass., has 
joined the American Fair Trade 
Council, New York, an associa- 
tion of manufacturers of trade- 
marked products who distribute 
all or some of their products 
under resale price maintenance 
contracts and in accordance with 
fair trade laws in 45 states. 

The Gillette company has fair 
trade contracts in all states hav- 
ing fair trade laws, according to 
Boone Gross, general sales man- 
ager. 


MANILA, P. I. IMPORTERS 
SEEK U. S. LINES 

The Howard J. Yue Co., 957 
Kusang Loob, Manila, P. L, 
wishes to act as factory repre- 
sentatives or as an agency on ex- 
clusive representations on a 
commission basis. The firm is 
interested in builders’ hardware, 
cabinet hardware and tools, con- 
struction hardware, building ma- 
terial, sundry hardware and 
accessories. 


MODEL MAKERS WELCOME 
PLASTIC WOOD BOOKLET 


The first half-million run of a 
new Plastic Wood booklet, “Slick 
New Tricks for Building Better 
Model Planes,” was exhausted 
within 30 days after they had 
been issued to model dealers, ac- 
cording to Clinton Drinkuth, ad- 
vertising manager of Boyle-Mid- 
way, Inc., 22 E. 40th St., New 
York 17. Another press run is 
being made of the free booklets. 
Drawings, accompanied by text, 
describe the findings of experts 
who last year tested Plastic Wood 
in model building. 








TENNIS RACQUET 
CATALOG 


A new series of custom-built 
professional and standard un- 
strung tennis racquet frames are 
described in a pamphlet issued 
by A. Andreef Sporting Goods, 
Ltd. Copies may be obtained 
from John H. Graham & Co., 
| Inc., 105 Duane St., New York 7. 
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HARDWARE BRIEFS 








ARKANSAS 


W. T. Graham and son-in-law, 
J. W. Henderson, have formed a 
partnership in the Graham Hard- 
ware Co., Wynne, Ark. 





L. B. Ulmsted is now manag- 
ing the Johnson-Cloyes Hard- 
ware store, at Paragould, Ar’. 
He previously was with the 
Shapleigh Hardware Co., St. 
Louis, as a traveling salesman 
for 12 years, and was with a 
retail store for 16 years. 





Jeff Dunlap has purchased the 
Clarksville Furniture & Hard- 
ware Co., Clarksville, Ark., from 
William E. Hays. 





The J. M. Rhea Hardware 
store, which had been operated 
at Corning, Ark., for 37 years 
by J. M. Rhea, is now operated 
by Earl Vanhook and O. M. 
Atkins. 


IDAHO 


Ted V. Helmer, a veteran of 
World War II, has purchased a 
half interest in the Lindsay 
Hardware Co., Bonners Ferry, 
Idaho, from Boyd Lindsay. 





ILLINOIS 
Black & Co., has moved its 
store from 1133 to 1141 N. Water 
St., Decatur, Ill. A paint bar is 
a feature of the larger quarters. 





The Linville hardware store, 
Maroa, Ill., was saved from de- 
struction by a firewall, recently, 
when three adjoining businesses 
were burned out and one person 
killed. However, stock was 
damaged by smoke and water. 

The Duesterhaus Bros. hard- 
ware and electrical appliance 
store, Fowler, IIl., opened April 1. 

The Hoopeston Hardware & 
Electrical Co. opened March 31, 
at Hoopeston, Ill. Harold E. 
Emory and William E. Wood- 
ward are owners. 

The Twin City Hardware store, 
707 W. Chestnut St., Blooming- 
ton, Ill., operated for 22 years 
by Thomas J. Goodger and John 
P. Gillen, has been sold to John 


S. Stowe, a veteran. 





John Clark, Jr., and Richard 
Scott, recently returned veterans, 
have purchased the Zarbock 
hardware store at 121 W. Broad- 
way, Centralia, Tl. 
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The Hanson hardware store 
was opened recently at 122 S. 
17th St., Mattoon, Ill. David M. | 
Hanson, owner, was formerly 
connected with a lumber busi- 
ness. 





The Ayers Hardware store, 
Weldon, Ill, owned and operated 
for more than 25 years by Mr. 
and Mrs. George Lurshen, has | 
been sold to John Reeder, of | 
Decatur. 





INDIANA 
John W. Fellwock has sold the 
stock and fixtures of his hard- | 
ware store at 706 S. Fulton Ave., | 
Evansville, to Mr. and Mrs. Ran- | 
dall T. Hughes. 





Ralph McNeely, Evansville, a 
returned serviceman, has leased | 
a building in Newburgh, Ind., | 
for the purpose of opening a 
hardware store. 





MASSACHUSETTS 

Art Gendreau and Al Levas- 
seur have opened the Lincoln | 
Square Hardware & Home Sup- 
plies store at 256 Chalmsford St., | 
Lowell, Mass. 

MISSOURI 

Clyde Walker, Jr., until re- 
cently in the Coast Artillery, has 
purchased the half interest in 


“the L. & W. Hardware Co., Boon- 


ville, Mo., that was held by G. 
E. Weese. 


W. H. White and L. G. Davis, 
Kansas City, Mo., have pur- 
chased the Noble Hardware Co., | 
at Gilman City, Mo., from Ed 
Noble, who has retired because 
of ill health. 





Robert Crow and Wesley Dun- 
can are now operating the A. P. 
Crow Lumber and Hardware Co., 
Potosi, Mo., which they recently 
acquired. 


NEW YORK 
H. S. Billington, who has op- 
erated a hardware store at Cana- 
joharie, N. Y., for 31 years, has 
sold the business to John J. 
Lynch, of Pittsfield, Mass. It will 
continue the Billington name. 
Mr. Billington now plans to 

catch up on his fishing. 





G. E. Fowler has purchased 
the Southall Hardware, 1008 Elm- 
wood Ave., Buffalo, and is con- 
ducting the business under his 
own name. 





The Bickle Hardware Store, 
Niagara Falls, Ont., was razed by 
fire, March 25. 





WHEN.... 
and HOW MANY? 


Those are the questions we are being 
asked by our good customers all over 


the country. 


Frankly, we cannot say just how soon 
and how many we can supply of the 


well-known TUCKER products on 


which you have built such a volume 
of business in the past. Until sufficient 
quantities of materials are available, 


we can make no commitments. 


In the meantime, however, you can 


rest assured that we are prorating 


equally among our dealers, the few 


items we are making. 


*‘A Famous Line of Canvas 


Products for 39 Years” 


FOLDING COTS 
STOOLS, CHAIRS 
AND TABLES 


TENTS, COVERS 
FOLDING LAWN CHAIRS 
JUVENILE FURNITURE 


















FORT SMITH, ARK 











| 
| 
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HARRY W. BLAKE JOINS 


STEARNS HDWE., INC. 
Harry W. Blake has joined | 


F. C. Stearns Hdwe., Inc., whole- | 
sale hardware firm at 811 Central 


| 


| 





| 





HARRY W. BLAKE 


Ave., Hot Springs, National Park, 
'Ark., as buyer of tools, builders’ | 
hardware and farm supplies. 

Mr. Blake has had 22 years’ 
experience in the hardware busi- 
ness and one year as sales man- 
ager of a firm making striking 
tool handles. He had ten years 
of buying experience. 

The Stearns company, a pio- 
neer hardware firm in Arkansas, 
having been founded in 1859, is 
expanding its wholesale facili- 
ties, and has under construction 
an entirely new warehouse. The 
firm also plans to remodel its old 
warehouses in Hot Springs. 





appointed general sales manager | 


of the firm. All lines in arms 
as well as cycles and other wheel 
goods, will be under his sales 
supervision. 
Mr. Clark has been with the 
firm for more than 45 years. 
Prior to taking charge of arms 
sales he contacted the jobber 
trade in practically every state, 
as well as Canada and Mexico. 
Prior to joining the concern he 
conducted a bicycle store and 
riding school in Baltimore and 


| was himself a bicycle racer and 
| long distance rider. During this 


early period he made a U. S§. 
record for two miles and 100 
miles on a motorcycle. He also 
was the first on record, in 1899, 
to make a demonstration ride 
on a quadricycle, driven by a 
gasoline motor, of more than 
2000 miles. Mr. Clark is a 
charter member of the Fifty 
Year Club, sponsored by the 
Bicycle Institute of America. 





F. E. SCHUMACHER CO. 
NAMES SALES MGR. 


The F. E. Schumacher Co., 
Hartsville, Ohio, manufacturer of 
screens, doors and _ ventilators, 
has appointed B. A. Gammel 
sales manager. Mr. Gammel 
joined the firm in January after 
40 months’ duty in the Navy. 

Prior to entering the service he 
was for five years connected with 
a rubber manufacturer in a sales 
management capacity. 





MINNESOTA MINING 
PRESIDENT HONORED 


William L. McKnight, presi- 


| dent of the Minnesota Mining 


NEW SALES MANAGER OF | 
IVER JOHNSON’S WAS | 
BIKE RACER 


Frank I. Clark, who had been 
in charge of the Firearms Divi- 
sion of the Iver Johnson’s Arms 
& Cycle Works, Fitchburg, Mass., 


for the past 24 years, has been 











FRANK IL. CLARK 
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& Mfg. Co., 900 Farquier Ave., 
St. Paul, Minn., manufacturers of 
“Scotch Tape,” sandpaper, pol- 
ishes and waxes, has been elected 
one of the seven governors of the 
National Patent Council. Five 
hundred manufacturers of pat- 
ented products participated in 
the voting. 


FIRE PROTECTION ASSN. 
GOLDEN ANNIVERSARY 
SESSION, JUNE 3-7 


The 50th Anniversary meeting 
of the National Fire Protection 
Association, will be held in Bos- 
ton, June 3-7, at the Hotel 
Statler. 

A present independent, techni- 
cal and educational organization 
which now has members in 37 
countries, had its inception when 
a small group of public spirited 
New Englanders met in a smail 
Boston office after work and de- 
clared war on fire, 50 years ago. 

The N.F.P.A. is the interna- 


| tional clearing house for all in- 


formation that is authoritative 











on the subject of fire protection 


and fire prevention. It is sup- | 


ported by the dues of its mem- 
bers which number 150 national 
organizations and more than 10,- 
000 individuals. 


KRESKY MFG. EXPANDS 


Kresky Mfg. Co., Petaluma, 
Cal., manufacturers of Kresky 
oil burner equipment for home 
heating, ranges and light indus- 
trial, recently completed exten- 
sive additions to its plant fa- 
cilities, more than doubling pro- 
duction capacity. 


MANSFIELD TIRE NAMES 
J. S. WAINWRIGHT V.P. 


J. S. Weinwright, general sales 
manager for 25 years of the 
Mansfield Tire & Rubber Co., 
315 Newman St., Mansfield, Ohio, 
was made vice-president, a 
newly-created positiop, at the re- 
cent annual meeting, George W. 
Stephens is in his 23rd year as 
president. 

The firm has a $3,000,000 ex- 
pansion program under way. 


TIERNEY SALES HEAD 
FOR CARLSON RULES 


Don F. Tierney was recently 
appointed sales manager for 
Carlson & Sullivan, Monrovia, 
Cal., manufacturers of Carlson 
steel tape rules. 

Mr. Tierney has been asso- 
ciated with sales for over 25 





DON F. TIERNEY 


years, having served as district 
manager for the Cudahy Co., and 
previous to that was district 
representative for International 
Mills, Inc., of New York City. - 


FIRE DESTROYS 
MINNESOTA STORE 
The Emil Weber hardware 
store at St. Michael, Minn., was 
destroyed by fire, with a loss 
estimated at about $10,000. 








| JOE KENNEDY 40 YEARS 
WITH BIGELOW & 
DOWSE CoO. 

Joseph M. Kennedy, vice-presi- 
dent in charge of sales for Bige- 
low & Dowse Co., 169 “A” St. 
Boston, Mass., hardware whole- 





JOSEPH M. KENNEDY 


salers, recently celebrated his 
40th anniversary with that organ- 
ization. He started rather hum- 
bly, became a salesman, de- 
veloped into the company’s star 
salesman and then was appointed 
sales manager. A few years ago 
he was elected a vice-president 
and director. 

Mr. Kennedy is well-known 
throughout the hardware indus- 
try and is a familiar figure at 
major hardware conventions. Fre- 
quently he has participated in 
convention programs and often 
as a featured speaker. 

On March 4, the date of his 
40th anniversary, Mr. Kennedy 
was the guest of honor at a din- 
ner party given by a group of his 
personal friends at the Algon- 
quin Club, Boston. 





PLYWOOD CORP. BUYS 
TIMBER, MILL 


The United States Plywood 
Corp. has announced the simul- 
taneous purchase of an addi- 
tional 59 per cent of the Kosmos 
Timber Co. and acquisition of 
the Seattle Export Lumber Co. 
United States Plywood already 
held 31 per cent of Kosmos stock, 
so that it now owns 90 per cent 
of the company. 

The Kosmos operation, second 
largest in the State of Washing- 
ton, covers an area of 55,000 
acres just north of Mt. Ranier in 
Lewis and Skamania Counties. 

Seattle Export Lumber Co. 
operates a large sawmill. 





BUYS N. Y. STATE STORE 
William Hawkins has pur- 





chased the C.A.P. Hardware, 
Holley, N. Y., from Charles 
Lilyea. 
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SENSATIONALLY BEAUTIFUL 


Thearmic Ray 
“iT Th Uf’ Aone LOS ANGELES 


COPPER BOTTOM ‘STAINLESS STEEL COOKWARE 


Other Exclusive Thermic-Ray features: 





e Copper bottoms—atomically bonded in correct thickness ees 
Pea VAPOR SEAL 
e Diametric proportions—science proved—for better cooking ee . 


e Handles of air-cooled plastic for firm grip, easy pouring 


| 
Thermic-Ray is the only copper 
bottom stainless steel cook- 

| 


e Balanced weight—heavy enough for long life, light enough aes ware line with the Vapor Seal 
to handle with ease feature. Yapor Seal makes 
foods more delicious—seals | 


For beauty, for efficiency, for healthful cooking, here is a cookware line food values, flavors in. Makes 





that answers the demand of every cook. Stainless steel — always mirror- s iJ low-water cooking possible— 
. : . ‘ Para t | ly th 
shiny—easy to clean as glass. Copper bottoms in the precise thickness ere mat nnn gyatbeved “ 

oa water left after rinsing. 


needed for correct heat distribution. If your store caters to quality trade, we: 
Thermic-Ray is a must—for Fashion, for Prestige, for Profit. ahs 











Exclusive National Sales Representatives ce | 


THE C. 8S. KEATING ASSOCIATES 


General Offices: 222 W. NORTH BANK DRIVE, CHICAGO 54, ILLINOIS %& Mid-Western Sales Offices: C. S. KEATING, ROOM 1464 MERCHANDISE MART, CHICAGO 54, ILL. 


West Central Sales Offices: BERT J. CLARK, 415 CITY BANK BLDG., KANSAS CITY 8 MO. x Western Sales Offices: E. L. ECKENRODE, 405 SOUTH HILL ST., LOS ANGELES 13, CAL. 
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Every Home Needs It 











Once Up It STAYS PUT 52 INCHES LONG * ° 


Cash in, now, on this sensational new LAUN-Dry-BAR clothesline holder. 
It's just what every woman wants for her home laundry. No longer need 
housewives suffer the inconvenience and trouble of using nails and other 
makeshift hangers. LAUN-Dry-BAR stays put—holds lines securely—elim- 
inates all danger of clothes falling and being soiled. 


LAUN-Dry-BAR comes packaged in pairs, supplying a secure line holder for 
each end of the laundry room. Made of sturdy metal, attractively finished 
in gray enamel. Easy to install, the bar hangers are firmly attached to ceiling 
joists with screws—permanently rigid and safe. 


Make the most of this new. ready business opportunity. For fast sales, quick 
profits—don’t delay. Order an adequate supply of LAUN-Dry-BARS today. 















Suggested 
Retail Price 


* SHR. 


Full Profit for Dealers 
Write for Discounts 
and FREE FOLDER 








TEL-O-POST COMPANY 140,s sr., AKRONAGS, OHIO 





_— 
















Swings flat 
* against the 





















CAN OPENER results in a “consistently = 
sharp” disc wheel cutter. Note the par- Z 
ticular angle of the disc-cutter . . . note 
how it is using the metal of the can itself 4 
to keep a sharp edge on the knife. Watch , 
RETAILS this miracle can opener go into action. ( 
Tell your customers about this SWING- 
. 2 00 A-WAY point of “superiority.” 
($2.25 in Far West) 
FRANK McCABE 
Says 
On an unbiased out- 
side research SWING- 
AeWAY was chosen 
' the best can opener 
Syncro-Mesh-Geared : . - got a 
CAN OPENERS 
SWING-A-WAY STEEL PRODUCTS 
1439 Merchandise Mart, Chicago 54, III. 5 


SWING-A-Way 


... IT SHARPENS 
AS IT CUTS 


The special design of a SWING-A-WAY 


Hi Uh 










mn i f/ 
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At Last 


CIPCO QUALITY 
PUSH & PULL — 


in STOCK 


NOW — Push and Pull Bars ore 
IN STOCK items at your jobber. 
.. the first time in the industry. It’s 
another service first by CIPCO. 









PUSH and PULL BAR SETS 


Packed 1 set to a box, “KNOCKED DOWN”. 


Aluminum, Brass or Bronze. 

AT No. 2214 Square Tubing 34” O.D. 
YOUR No. 2215 Solid Bars, 34 x 1” 

WhO) -3-34-4 









You see exactly what you get—and 
you get it quick. Attractive streamlined 
design. Quality finish. Your jobber has 
them IN STOCK. 


Stock lengths 36 inches only, fits any 
door up to 42 inches wide. Single Push 
Bars only—packed 6 in box. 














CITY PLATING and MANUFACTURING CO. 








22nd and COLE STREETS ST. LOUIS 6, MISSOURI 
* 
NEW Ss 


re) ELTIES and HOUSEHOLD UTILITIES 
Housewares Show 3 385 | 
ry a MAY 13-17 4 \ 


- eer ‘> Ee R 


a . 
, ' Indivi af y 
New! Individual Salt & Pepper Shaker Sets Ui CG i} C4 


For first time — individual Salt & Pepper Sets at a price , a Lv 
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within easy reach of everyone. Smart, original design. 





Ivory-tinted light plastic. Tops unscrew for salt and 
pepper, which pours freely through smooth openings 





arranged to make “S” for salt and “P” for pepper. In- 
stant sellers! 4 salts and 4 peppers retail at $1.00. 










Generous profit! A few other new Amerline items: . esnemen 
- FRUIT JUICER = HOOKS 
IT TALKS! IN COLORS teel rein- 
&K A Seys “Number Please” No-Drip Lip. forced 
See it! Hear It! 


Ask for illustrated bulletins 





/ SAFETY CAPS cous 











otect electrical plug : i 
an ings in trey ete. Attractive design 
.-- Cord can't BREAD and FRUIT BASKET 
pull ovt. For Rolls, fruits, ete. 









Ld ‘ ” BABY — = . >) 
Drain More TRAINER 
SINK STRAINER All-Purpose Pocket Electrical 1753 N. HONORE STREET, CHICAGO 22, ILL 
- a ee CIRCUIT TESTER PHONE ARMITAGE 3045 
300% more drain- nee ° ". 
ing area. fet ageinst welll. _ poy pron Pee chomgg Plastic and etal Specialties 
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MORE HARDWARE STORE LINES 
FREED FROM PRICE CONTROL 


(Washington Bureau 
of HARDWARE AGB) 


Suspension from price control 


at all level of sale of several | 


| hampers, 


knife sharpeners, 
clothes-drying racks, fly swatters, 
candles, hair clippers, razor 
strops, brushes, saddlery hard- 


hundred miscellaneous items of | ware, thermometers, compasses, 


personal, household, office and | 
professional use heretofore cov- | 


ered by the consumer durable 


goods regulation has been an- | 


nounced by OPA. The order | 


became effective April 8. 


Because of the general cover- | 


age of the regulation, OPA did 
not attempt to list the specific 
items suspended. 
named the goods remaining (the 
list follows) under control. 
Typical hardware items re- 
moved 
clude: gang and power lawn- 
mowers, lawn sprinklers, ladders 
(except stepladders), hammocks, 
mops and mopsticks, 
rods, flower pots and boxes, ice 
cream freezers, bottle 
and openers, pocket knives, 
scissors, hand tire pumps, bas- 


Instead, it | 


from price control in- | 


curtain | 


cappers | 


etc. 


Regulations 
Not Affected 


MPR 64: Domestic ‘cooking 
and heating stoves. 

MPR 86: Domestic washing 
and ironing machines (and 
driers) . 

MPR 111: Vacuum cleaners. 

MPR 598: Household mechan- 
ical refrigerators. 

RPS 57; Wool floor coverings. 

MPR 116: China and pottery. 

MPR 213: New coil and flat 
bedsprings and metal beds. 

MPR 499: Imported Swiss 
watches. 

MPR 564: Fountain pens and 
mechanical pencils. 


MPR 599: Radio 


receivers 


kets and household woodenware, | and phonographs. 








Hardware Store Items Remaining under the 
Consumer Durable Goods Regulation (MPR 188): 


Paints and varnishes, includ- 
ing but not limited to: ready- 
mixed paints of all types (in- 
terior and exterior); paste and 
semipaste paints; putty; fillers; 
oil, varnish, and spirit stains; 
paint and varnish remover; col- 
ors in oil; white lead in oil; 
zinc white in oil; marine paints; 
aqueous (water) paints; calci- 
mine; compounds; caulking, 
waterproofing (integral and 
hardeners), pipe. 

The following articles of hard- 


ware, the following types of car- | 


penters’, mechanics’ and miscel- 
laneous hand tools: adzes, auger 
bits and braces, hand; auto me- 


chanics’ tools; axes; bars; blow | 


torches and firepots; calipers: 
caulking tools; cement workers’, 
masons’ and plasterers’ hand 
tools; chisels; dividers; drills 
and drill points; hammers; 
hatchets; knives, draw; levels; 
logging tools; nail pullers; 
planes; pliers; punches; rules 
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and tapes; squares; wrenches, 
including sockets and drivers. 

Heavy forged iron tools (all 
types listed in Dept. of Com- 
merce Circular “Forged Tools, 
Simplified Practice Recommenda- 
tion R 17,” such as bars, mat- 
tocks, mauls, picks, sledges, 
wedges, etc.). 

The following farm and gar- 
den tools: forks, handled; hoes 
and rakes but not lawn rakes; 
post hole diggers and augers, 
hand operated; pruning equip- 
ment, but not hedge shears; 
scythes; shovels, scoops and 
spades but not snow shovels; 
sprayers and dusters, hand oper- 
ated, insecticide; weeders and 
cultivators, long handled. 

The following miscellaneous 
hardware articles: fitted tool 
cases and kits; lanterns, oil, 
kerosene, gasoline; lawn mow- 
ers, hand operated; oilers; 
wheelbarrows. 

The following household ap- 





pliances: household sewing ma- 
chines; household dishwashers; 
air conditioning equipment, port- 
able, under one _ horsepower; 
small electrical appliances as de- 
fined in Order No. 6 under sec- 
tion 1499.159e of MPR No. 188 
(except pedestal, portable and 
wall fans with blades over 20 in. 
in diameter); acoustically am- 
plified phonographs. 

Household ice refrigerators. 

The following articles of 
housewares: aluminum, enamel- 
ed, cast iron, galvanized, jap- 
paned, magnesium and stainless 
steel cooking utensils and house- 
wares, including garbage and 
ash cans; bath scales; bathroom 
and closet fixtures; shower cur- 
tains and shower curtain sets; 
carpet sweepers, hand operated; 
carving and kitchen knives and 
forks; casseroles, cookers and 
canners; clothes wringers; cof- 
fee makers and parts; food chop- 
pers and extractors; hand oper- 
ated washing machines; home 
canning jars and closures; metal 
pails and tubs; portable ovens, 
household; pottery for cooking 
or table use; ironing hoards, 
washboards; wire housewares. 

The following articles of glass- 
ware: cookingware; mixing 
bowls; cutware; dishes; kitchen- 
ware; heat resistant glassware; 
lamp chimneys; lantern globes; 
illuminating glassware; table- 
ware; tumblers; hotel and in- 
stitutional glassware. 

Mirrors. 

Portable lamps and shades 
(other than industrial lighting 
fixtures) including: boudoir 
lamps; desk lamps; floor lamps; 
table lamps; novelty lamps; wall 
lamps; oil lamps; mantle lamps; 
torchiers; hurricane lamps 
(electrical or oil) ; lamp shades, 
etc.; parts (except electrical) 
for pertable lamps and lamp 
shades. 

Table flatware (tableware and 
cutlery, sterling silver, silver- 
plated, or base metal). 

Clocks and “clock - type” 
watches; ctock movements, and 
watch and clock cases. 





The following wheel goods, 
parts, and accessories: bicycles, 
bicycle accessories, and parts 
(except tires and tubes) ; motor 
scooters; tricycles and _ veloci- 
pedes; baby carriages, strollers, 
and walkers; beach carts; scoot- 
ers; sidewalk bikes; wagons 
with metal bodies longer than 
18 in.; wheeled play cars. 

The following optical goods 
(not the complete list); sun 
glasses; goggles and goggle 
lenses (except those classified 
as industrial safety equipment). 


Rope and cordage of the fol- 
lowing types: rope and cordage 
including grommets made from 
rope (except those manufactured 
from cotton and synthetic fi- 
bers); rope halters; wrapping 
twines (except cotton). 

The following household fur- 
niture and furniture parts: all 
types of household furniture 
manufactured from any new ma- 
terial or from new materials and 
used innerspring units, used fill- 
ing materials, used upholstery 
frames or used joinery hardware, 
for any purpose to be used in 
any location, and any other ar- 
ticles manufactured from new 
materials which are made to 
serve the functional purposes of 
furniture: furniture frames; as- 
sembled wood furniture parts. 

The following articles of bed- 
ding (not the complete list): 
cots (including folding and roll- 
away), made of all new mate- 
rials. 

All floor coverings except 
terry cloth bath mats and woul 
floor coverings subject to re- 
vised Price Schedule No. 57; 
carpet lining. 

The following business and 
store machines (not the com- 
plete list): scales; food slicing 
and chopping machines; coffee 
grinders. 

The following articles of com- 
mercial equipment and supplies 
(not the complete list): chairs 
(except barber chairs); store 
display equipment (such as cab- 
inets, racks, show cases, stands, 
etc., but not including manne- 
kins) ; commercial cooking 
utensils and pails; hotel and 
restaurant tables and chairs; 
tool boxes; safes, cash, and bond 
boxes. 

(Amendment 77 to MPR 188 
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MANY WEEDS 


Here are just a few of the annual weeds and brush 
growth effectively controlled by KARMEX: 











Japanesehoneysuckie Mustard weeds Annual sow 
Annual morning giory Trumpet vine thistle 
Bull thistle Virginia creeper Sumac 
Giant ragweed Wild radish Sassafras 








Common ragweed Wild carrot Locust 
























SELL AMMATE 
TO KILL POISON ivY 
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GOOD ON LAWNS AND PASTURE 


KARMExX has a selective action—kills undesirable 
weeds such as narrow-leaf plantain and dandelions 
without harm to lawns of blue grass (Kentucky or 
Canadian) and Bermuda grass. Not recommended 
on lawns of bent grass. 
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; ORDER STOCKS TODAY. 
Also — oak and other woody Be prepared for the spring season. We REG. U. 5. PAT. OFF. } 
perennials and brush, as well as are now delivering both KARMEX (formerly called STROY) and | 
many other weeds. Safe. Easy to AMMATE. But be on the safe side. Order from your jobber today. For 
use. 2-lb. and 6-lb. jars. further information and sales aids, write to: E.I. du Pont de Nemours 
& Co. (Inc.), Semesan Division, Wilmington 98, Delaware. 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY | 
| 
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The Answer to Your 









| Price Marking Problems 


UNIVERSAL... 















DISPLAY TICKETS 
Attractive, red, black and 
white “Our Price” Display 
Tickets will attract atten- 
tion, help increase sales. 
Tickets are 214” x 3". Book 
consists of 1,500 tickets in 
100 pads of 15 tickets each; 
contains popular prices from 
3c to $3.19. $5.00 per set, 
f.o.b. Minneapolis. Extra 
pads of 15 tickets, 5c each. 
Minimum order, 50c. 

























































































BIN TICKETS 
Stock Set consists 
of 5,760 Bin Tick- 
ets 4%" x 27%" 
printed on Playing 
Card Stock and 










choice of Red 
or Black. Set 
consists of 96 
pads of 60 
tickets each. $5.00 
per set f.o.b. Min- 
neapolis. Extra 


pads 5c. 












MOLDING TICKETS 





This handy book of 1,110 molding 
Tickets contains a wide assortment 
of popular denominations. Printed 
on white Bristol stock, these tags 
are available in the following mold- 
ing sizes; 7%", 1", 114” or 114” at 
$1.50 per set f.0.b Minneapolis, / 












All Above Are Stock Sets Ready For Immediate Delivery 






Bavim imac 











SPECIAL SETS—UNiversa. makes special tickets for many of the 
largest, independent chain, wholesale and mail order houses. Tickets 
are made in your company colors and display your name and trade- 
mark. Write for samples and prices. 


UNIVERSAL 
PRICE MARKING 


SYSTEMS 


eapolis 15, Mrnr 



























hington Avenue So. Mins 









— Manufacturers’ Maximum 
Prices for Specified Consumer 


Amend. 24 to Supplementary 


Goods Other Than Apparel; and | of 


Order 126—Suspension and 
Exemption of Certain Articles 
Consumer Durable Goods 


| From Price Control.) 











75,000 SAFETY CANS 
PUT ON GOVT. SALE 
(Washington Bureau 
of HARDWARE AGE) 

A continuous nation-wide sale 
at fixed prices has been started 
by WAA in order to get rid of 
75,000 heavy galvanized steel 
cans no longer needed by the 
military services. They -are of 
two general types, one for stor- 
ing hazardous liquids in sizes 
from one quart to five gallons 
and the other for holding vily 
waste material in sizes from 6 
to 25 gals. 

They are offered to priority 
claimants, safety equipment dis- 
tributors, chain and mail order 
houses, auto ‘and marine acces- 
sory stores, hardware stores and 
jobbers. Details are available at 
any of the 33 WAA regional 
offices. 





ROLLER SKATES, XMAS 
DECORATIONS TAKEN 
OFF PRICE CONTROL 

(Washington Bureau 
of HARDWARE AGEz) 

Effective immediately, price 
control has been removed from 
roller skates and skate-shoe com- 
binations, furniture made wholly 
or largely from glass and all 
Christmas decorations. 

At the same time OPA sus- 
pended control on certain cus- 
tom-made hardware built for 
specially ordered furniture and 
equipment already decontrolled. 
These items include _ corners, 
brackets, standards, sliding door 
tracks, roller extension carriers, 
brackets and rods for hat cases, 
and extension drawer carriers. 


| price, it could be used as sun 
screening, in soil conservation, 
as snow breakers and merely as 
fencing. Through tests made by 
the Department of Agriculture, 
WAA has established the fact 
that none of the material used 
is dangerous to live stock or 
poultry. 

Both galvanized and enameled 
wire are included in the offer- 
ing, although they are priced 
only as enameled. They have 
been stored together in quanti- 
ties which make it impractical 
to ship specific types. Purchas- 
ers will be required to take the 
run of the pile, and shipments 
may include galvanized or enam- 
eled and a variety of meshes and 
garnishments. 











CAMOUFLAGE WIRE | 
FOR FENCING | 
AND OTHER USES | 
(Washington Bureau 
of. HARDWARE AGE) 
Offered as fencing wire, the 
War Assets Administration has 
placed on sale approximately 
200,000 rolls of camouflage wire, 
valued at more. than $4,000,000. 
The material has been declared 
surplus by the Army. 
The wire is priced below the 
standard for fencing wire. WAA 
said that although the camou- 








flage was not considered in the 


NUMEROUS HAND TOOLS 
DECLARED SURPLUS 


(Washington Bureau 
of HARDWARE AGE) 


A large number of hand tocls, 
together with other hardware 
items, is included in approxi- 
mately $5,000,000 worth of sup- 
plies that have been declared 
surplus by the War Department. 


The items have been turned 
over to the War Assets Admin- 
istration which will include them 


in its sales program. 

Among the items are: 32,756 
files of various shapes and sizes; 
439 special cutter and shaving 
tools; 15 milling machines: 4350 
claw bar type door openers; 16,- 
345 36-in. wood maul handles; 
2337 tool cabinets and chests; 
6983 reamers; 12,251 gages ind 
regulators; 158,130 wrench 1 °¢- 
ulators; 918 pullers; 27,091 pipe 
wrenches; 4823 post hole augers 


| and 35,452 abrasive wheels. 








SOUND FILMS INSTRUCT 
LETTER WRITERS 


To help business firms and 
their executives and secretaries 
streamline their business letters, 
the Dartnell Corp., Ravenswood 
and Leland Aves., Chicago 4, is 
releasing a series of six sound 
slidefilms to impart to people in 
offices the “know how” of writ- 
ing letters that are short and to 
the point, yet friendly and cour- 
teous. Each film runs for 15 


minutes. 
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NEWS OF THE TRADE 


(Continued from page 226) 








HARDWARE BRIEFS | 


OKLAHOMA 
The Brookside Hardware, 3512 
§. Peoria, Tulsa, Okla., opened 
April 13. W. B. Trible is owner. 








recently 
Buie 
Okla. 


Hobson Buie; was 
named manager of the 


Hardware Co., Chickasha, 


Charles and Shannon Johnson, 
brothers, formerly of Kaw City, 
Okla., will open a new store to | 
be known as the Ponca Hard- 
ware store at Ponca City, Okla., 
as soon as remodeling of their 
building at 105 W. Grand Ave. 
is completed. 


OREGON 


The Thomas Hardware Co., 
Independence, Ore., has _pur- 
chased a new business property, 
doubling its space on Main St. 
The firm have been in business 
for 25 years. 


George Clapp, of Longview, | 
that city’s Junior First | 
Citizen of 1945, has purchased | 


Wash., 


the Heath Hardware store from | 


Herbert Heath. 


George Caulkins and Wayne 
Bozarth have purchased the Bell 


Hardware Store at Woodland, | 
Ore. 


PENNSYLVANIA 


Phillip Smith and Hynson | 
Marvel, brothers-in-law, have | 
opened a hardware and appli- 
ance store in West Grove, Pa. 


SOUTH CAROLINA 


The Wise Hardware Co., oper- 
ated by Mr. and Mrs. C. K. Wise, 
formerly in the furniture busi- 
ness, has begun operation in a 
new $7,000 building, in West | 
Columbia, S. C. 





WASHINGTON 


A contract has been made for | 
the construction of a $30,000 | 
store for the S. W. Murley Hard- | 
ware Co., in Bremerton, Wash. | 
It will be a one-story, with bal. | 
cony, structure. 


PERMANENT EXHIBITION 
OF BUILDING MATERIALS 
TO OPEN IN BOSTON 
Principal manufacturers of | 
building materials and equipment | 


APRIL 25, 1946 


| pective home builders. 
| of Massachusetts banks will give 
| advice on home financing. Vete- 
| rans, who plan to build under 
| the G. I. Bill of Rights, will be | 
| given information. 
forums will be held and demon- | 
be made by a_| 


MOP WRINGER hinenn 


| pany’s 


| of home economics, 
| named to head the institute. A 
| present staff of eight home econ- 


for the home are expected to par- 


ticipate in the Building Center of | 


New England, which is sched- 


uled to open in June, at 367 | 
It is | 
this will be the | 
exhibit in | 
America, where the home owner, | 
architect and builder may view | 


Boylston St., Boston 16. 
claimed that 


largest permanent 


available products. 
The building will 
floors and 31,000 square feet of 
space. 
Complete files 
turers’ catalogs and 


of manufac- 
reference 


| books will be maintained. Mail | 
and telephone inquiries will be 


handled. Planning and techni- 
cal assistance will be given pros- 
A group 


strations will 


| trained staff. 


HOTPOINT INSTITUTE 

FORMED TO TEACH 

KITCHEN PLANNING 
To insure selling practices 
that instruct consumers in the 
“use values” of the new post- 


| war electric appliances, Edison 


General Electric Appliance Co. 


| has formed Hotpoint Institute, 


“a home economics activity 
aimed at consumer education 
and training in appliance uses 
for retailers’ sales personnel.” 

Edison General Electric Com- 
post-war merchandising 
activities center around all-elec- 
tric planned kitchens and laun- 
dries, with advantages to con- 
sumers depending to a large de- 
gree upon proper appliance ar- 
Tangements to insure correct re- 
lationships among work centers. 
The institute will train store 
personnel to qualify as kitchen 
planners. 

Later, institute home econo- 
mists will accompany sales train- 
ing specialists to district offices 
across the country to repeat the 
“use value” courses for whole- 
sale and retail salesmen. Mean- 
while, department stores and 
others providing home planning 
assistance to consumers will be 
aided in forming kitchen plan- 


| ning departments. 


director 
has been 


Margaret Davidson, 


omists is handling the testing, 
planning and training assign- 
ments. 


have six | 


Lectures and | 





The New 
and Greatly 
Improved 


You don’t-have to do much talking to 
sell a woman the New DeLuxe Mop 
Wringer Pail. She sees almost instantly 
that it provides the eight big os 
advantages she has always wanted .. 


1.Easy 1, 2, 3 operation. One foot 
does the work. Dainty hands never 
touch dirty ‘water. 


2. Plenty of room for mop to spread 
out and clean itself. 


3. No springs or mechanism to get out 
of order. 


A. All parts galvanized. 
5. A Pail that is not top-heavy. 


G.A Pail light enough for a woman 
..- Strong enough for a janitor. 


7.A Pail that’s big enough for the 
job... actual capacity 14 quarts. 


8. A Pail that’s worth advertising in 
the magazines women read... The 
American Home, Better Homes and 
Gardens, House and Garden, Good 
Housekeeping, Ladies’ Home Jour- 
nal, Woman’s Home Companion. 


Here’s a Mop Wringer Pail that’s easy 
to sell...that women want... that 
will keep your cash register jingling 
when you put it where your customers 
can see it. Order from your Jobber. 


1. 


OPEN. Simply step on 
the lever and the Wringer 
opens. It's an easy, one- 
footed operation. 


2. DIP. Cleverly designed 


3. 


opening guides mop 
against front roller, where 
greatest pressure is exerted. 


WRING. Then step on 


foot treadle and withdraw 


mop. Foot keeps rollers 
tightly compressed, and 
balances Pail. No springs 
to get out of order. 


YCHLUETER MFG. CO. 


i 


LOUIS. MISSOURI 























OBITUARIES 








JAMES SURPLESS 
James Surpless, president of 
Scrpless, Dunn & Co., Chicago, 
national manufacturers sales 





JAMES SURPLESS 


agents, died April 1, in his 70th 
year. 

Mr. Surpless had been in the 
hardware business for 54 years, 
all of which had been spent with 
the same firm. He traveled regu- 
larly and was selling goods up 
to three days before his death. 

He started work as a stock 
clerk, and after two years started 
to cover New England and East- 
ern Canada. In 1900 he became 
a partner in the business and in 
1904 went to Chicago to estab- 
lish a western sales office. He 
was executive vice-president until | 
he was made president of the 
firm in January of this year. 

Mr. Surpless was active in 
hardware circles. He was a mem- 
ber of the Central States Hard- 
ware Club and the HArpWarE 
Ace Fifty Year Club. 

His son, James L. Surpless, is 
a vice-president and _ western 
manager of the firm. His widow 
and two brothers also survive. 





} 
| 


JAMES A. HASLER 


James A. Hasler, 84, who was 
in the retail hardware business 
in Bloomfield, Ind., 33 years, 
died recently after a short ill- 
ness. 





| 
| 
| 
| 


FORRESTER HODGES 


Forrester Hodges, for many | 
years a sales representative for | 
Masback Inc., New York, died | 
at his home in Hartsdale, N. Y., 
on March 23. | 

For the past three months, 
Mr. Hodges has been confined 
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to his home. Mr. Hodges spent 
practically his entire life in the 
hardware business and was for 
21 years, associated with the 
former Simmons Hardware Co. 
in Philadelphia before becoming 
associated with Masback Inc. He 
is survived by his wife and a 
daughter. 


ROBERT C. WOODWORTH 


Robert C. Woodworth, senior 
partner in the firm of Harmon & 
Dixon, 42 Murray St., New York, 
manufacturers’ representatives, 
died March 19. 

Mr. Woodworth was associated 
with Harmon & Dixon since 
1897, having joined the firm as 
an errand boy. He later traveled 
for the firm and then became as- 





ROBERT C. WOODWORTH 


sistant manager. In 1940 he and 
two other employees purchased 
the business. 


A. N. MYERS 


A. N. Myers, Springfield, Mo., 
who represented the Shapleigh 
Hardware Co., St. Louis, for 
several years, died March 16. 
Previous to joining the Shapleigh 
firm he traveled for the Simmons 
Hardware Co. for 24 years. 








WILLIAM STEWART 


William Stewart, 86, who cam: 
from Ireland in 1872 and in 1887 
organized the Stewart Bros. 
Hardware Co., large retail busi- 
ness in Memphis, Tenn., died 
March 27. He suffered from a 
heart ailment for the past four 
years but remained active until 
a year ago. 


S. S. MILLER 


S. S. Miller, 66, hardware mer- 
chant at Russell, Kan., for 46 
years, died April 8 after a three- 
day illness. 


WILLIAM H. BOETTICHER 


William H. Boetticher, 85, 
president of the Boetticher & 
Kellogg Co., and the Advance 
Stove Works, Evansville, Ind., 
died at his home, April 1, after 
having been bedfast for a year. 

Mr. Boetticher had been with 
the Boetticher & Kellogg Co., 









| wholesale distributors of hard- 
ware, plumbing, electrical and 
heating supplies, for more than 





W. G. BOETTICHER 


70 years. He started work as a 
messenger at 13. He was made 
president of the firm in 1913. 











FEDERAL SIMPLIFICATION NEWS 








PLUMBING BRASS GOODS 


Two closely related simplifica- 
tion programs for plumbing brass 
goods are now being developed 
through the procedure of the Di- 
sion of Simplified Practice of the 
National Bureau of Standards. 

One program proposes a list 
of stock types and sizes of 
plumbing fixture fittings and 
trim for housing. The other is 
a proposed revision of Simplified 
Practice Recommendation R21— 
Brass Lavatory and Sink Traps. 

When the war made it neces- 
sary to conserve the scarce ma- 
terials of which these products 
are made, the War Production 
Board by mandatory order estab- 
lished certain limitations on 
their manufacture. While these 
limitations were still in force a 
study was begun of the possi- 
bilities of voluntary simplifica- 
tion for the postwar period. 

Looking forward to the time 
when the mandatory restrictions 
would be revoked and normal 
peacetime production resumed, 
there was the prospect of return- 
ing to the manufacture and 
stocking of a great variety of 
items, many of which are dupli- 
cations so far as function is con- 
cerned. There was also the pros- 
pect that the anticipated post- 
war boom in the construction 
industry will require the utmost 
efficiency in the manufacture, 
distribution and use of these 
products. 

The programs are sponsored 








by a committee of manufacturers 
that is endeavoring to establish 
as standards of practice lists of 
those items which will adequate 
ly serve normal requirements 
now that mandatory restrictions 
have been revoked. 





WRENCHES 


The proposed simplified prac- 
tice recommendation for open- 
end and box wrenches has been 
approved for promulgation. It is 
effective from April 15, 1946, and 
will be identified as R220-46, 
Open-End and Box Wrenches. 

The recommendation covers 
all double-head, open-end and 
box wrenches of alloy and carbon 
steel, except those having open- 
ings that are not based on stand- 
ard bolt sizes, such as small ig- 
nition or electrical wrenches, 
midget-type box wrenches, tap- 
pet wrenches, brake wrenches, 
etc. This simplification program, 
comprising a list of types and 
sizes of open-end and box 
wrenches for regular stock pur- 
poses, was developed by a sim- 
plified practice committee of 
manufacturers in cooperation 
with the Division of Simplified 
Practice. : 

Until printed copies of R220- 
4 are available, mimeographed 
copies may be obtained from the 
Division of Simplified Practice, 
National Bureau of Standards, 
Washington 25, D. C. 
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PHANTOM VIEW 
ARROWS SHCW 
FORCE OF WATER 


SPRAYS Uniformly 30 FEET AT A LOW RETAIL PRICE 
mies OF WK WITH 


NO DRY SPOTS! 
Lasts a lifetime! All metal and nothing to get A VE RY 


out of order! Not a single working part and 


there's no place it can clog up. Fool proof — e R @) r ITA B 4 E 


it always works. Centrifugal force of water 


does all the work and it works at any water M A R 4 U Pp! 


pressure. 


YODER MANUFACTURING COMPANY Order thru your jobber! 
3353 FIRESTONE BOULEVARD . . 
LOS ANGELES 1, CALIFORNIA Immediate Delivery 3 

or later@delivery date if desired! 














Awise choice for dealers 
--- the New Camfield 
Automatic Toaster 











Let your own good judgment guide you to a wise 
choice in automatic toasters — the New Camfield 
Automatic Toaster. On three counts, it's easily THE 
post-war toaster. 















Design-wise —a gleaming, streamlined beauty | 
finished in lustrous chrome with loads of customer- | 
appeal—an irresistible display piece fcr your 

counter. 


Performance- wise — expertly engineered 
from “know how” experience with 10 all-star fea- 
tures to make the New Camfield the toaster that | 
will sell—and by itself produce additional sales. 





® Exclusive Equa-Therm ® Automatic Pop-Up 

© Finger -Trip Release © AC-DC Current 

® Hinged Crumb Tray ® Color Regulator 

® Automatic Shut-Off ® Bakelite Fittings 

® Mirror-Chrome Finish ® Oven-type Construction 





| Profit- wise —the New Camfield Automatic 
Toaster will be priced in line with other top-quality 
toasters to net dealers a sizeable profit macgin. 


Now in substantial production to reach dealers 
soon—be sure YOU are one of them. 


CAMFIELD | 


AutOmatic’ TOgaSTER | 
CAMFIELD MANUFACTURING COMPANY ¢ GRAND HAVEN, MICH. 
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Postwar burnproof cover 
is here now! 


DEVELOPED BY U. S. RUBBER Co. 
FOR FIREFIGHTERS’ SUITS! 





Visit Us At 
The Hardware 
Show 
Atlantic City 
Space 493 


















\3 4 

\ SELLS ON SIGHT! 
The asbestos ironing board 
cover housewives dream 
about! Actually burnproof! 
Much safer and longer lasting! 
Washable! Easier to iron over. 


Better-looking ironed work. 

Elastic binding for easy fit. 
For the po. only a lim- 

ited supp 

and pa 


y of these cover 
sets are available. 
*Reg. U.S. Pat. Off 





IRONING BOARD COVER 





TEXTILE MILLS: General Offices: 3948-50 Roosevelt Rd., Chicago 24, lll. 
New York Office: 200 Fifth Ave. Mills: Chicago and Athens, Ala. 
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Massagett 
Home Massage 


Instrument 


Hair Clipper 


. + one of the complete Oster line of Electric: Clipper 
volume-builders 


There is growing recognition of the importance of per- 
sonal appearance, That creates a substantial demand for 
hair clippers for home use. 


“Handy” 


Oster Hand Clippers help you get a profitable share of 
this business. For Oster — maker of equipment famous 
in the barber and beauty shop field for more than 20 
years — knows how to build hair clippers that give your 
customers complete satisfaction. 

The Oster trademark is assurance of an easy-operating 
clipper. One that maintains its keen cutting edge . . . 
gives customers the long life that makes them feel their 
money was well-spent . . . provides you with features 
you can really talk about. 

Stock and promote Oster human and animal Hair Clip- 
pers — along with other money-making Oster products. 
Order from your jobber. 


Model A-3 Heavy Duty 
Electric Animal Clipper 


John Oster Mfg. Company 


1549 ANN STREET RACINE, WISCONSIN 
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Aerosol insecticide dispensers— 
Under second revised order 73, under Sec- 
: tion 1499.3(e) of the GMPR, maximum 
prices on sales of aerosol insecticide dis- 
pensers (or bombs) to retail dealers in 
sizes from 15 oz. to one oz. or less were 
set to dealers at ceilings ranging from 
$3.00 to 38 cents. Ceilings to consumers 
range from 50 cents to $4. 
. 7 s 
Glazed sash, etc. — Moving to 
avert an indicated slump in production of 
glazed items for the housing program, 
OPA has raised maximum prices for glazed 
sash, windows and garage doors to reflect 
the average 3.95 per cent increase granted 
glass manufacturers last December. OPA 
said the increase would add around $1.50 
to the window-cost of the average low-cost 
home. The action affects certain glazed 
items in Standard Lists Catalog 40 and 
the modular standards of sizes developed 
by the building industry. To compensate 
for increased glass costs, 






















manufacturer’s 
windows and sash 
listed in the catalog have been shortened 
one point with the exception of two-light 
windows and one-light sash. Since list 
prices have been revised upwards in the 
modular standards list, 


discounts for glazed 


discounts remain 
unchanged. Jobbers are permitted to use 
the new mill maximum prices as the basis 
for their mark-ups. 

** @ 

Rubber hose, belting, packing— 
Increases were allowed in manufacturers’ 
ceiling prices as of April 8, ranging from 
12 to 26 per cent, under amendment 27 to 
MPR 149, Mechanical rubber goods. At 
the same time manufacturers of molded, 
extruded, lathe-cut and chemically-blown 
sponge rubber product manufacturers were 
permitted to raise ceilings up to 15 per 
“standard list” items. 

. . ~ 


cent on 


Stainless steel products—Ameri- 
can Steel & Wire Co., U. S. Steel subsidi- 
ary has announced that effective on all 
shipments on and after April 2, 1946, base 
prices and extras for stainless steel prod- 





ucts will be increased 8.2 per cent. 
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Electric washers, ironers—Ap- 
plying once more its “cost absorption” 
policy to the retailer, OPA has authorized 
reconverting manufacturers of household 
washing machines and ironers to increase 
base ceiling prices by an additional 1.8 per 
cent. That the retailer will have to bear 
the cost was made clear by OPA’s state- 
ment that no change in retail prices will 
result. In an action effective April 2, the 
agency adjusted the previously granted re- 
conversion increase factor of 7.7 per cent 
to reflect labor cost increases not previ- 
ously taken into account. The new ceiling 
prices will be 9.5 per cent above prices 
charged in 1941, but consumer ceilings 
remain at March 1942 levels, OPA pointed 
out. 

. - * 


Lower prices steel utility cabi- 
nets—Inexpensive steel utility cabinets, 
wall cabinets and wardrobes have been 
added to the list of low-end consumer 
goods on which manufacturers may in- 
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crease existing ceiling prices under cer- 
tain conditions OPA announced in 
amendment No. 1 to Supplementary Order 
No. 148. The increases will be passed on 
to consumers, but the new retail ceilings 
will still be considerably lower than cur- 
rent ceilings on more expensive models of 
the same items, which are the only models 
now available, OPA states. If present 
manufacturer ceilings are below (1) total 
cost of production plus a margin for 
profit amounting to 2.4 per cent of cost, 
and also below (2) stated cut-off prices on 
sales to retailers, then the ceilings may be 
raised to equal the lower of (1) or (2), 
the agency said. Newly calculated ceiling 
prices will go automatically into effect 15 
days after a report is filed with OPA un- 
less disapproved in the meantime. 


. * * 


Domestic heating stoves—Pro- 
duction and shipments of domestic heating 
stoves (except electric) decreased stead- 
ily from October through December, 1945, 
both in number of units and in dollar 
volume, according to a recent report of 
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the Bureau of the Census. Data on elec- 
tric types are not yet available. The total 
production of domestic heating stoves (ex- 
cept electric) was 284,804 units in Decem- 
ber, 328,433 in November and 350,908 in 
October. Total shipments in December 
amounted to 266,886 stoves, vaued at 
$4,086,681, compared to 330,901 stoves 
($4,799,718) in November and 360,742 
($5,173,553) in October. December ship- 
ments were 26 per cent lower in quantity 
and 21 per cent lower in value than ship- 
ments in October. Coal and wood stove 
production in December totalled 151,081 
units, production for gas heating stoves 
being 68,918 units. Production of heating 
stoves designed to burn liquid fuel totalled 
64,805 units in December. 


* * * 


Porcelain enameled products— 
The value of Jan., 1946, shipments of 
porcelain enameled products was $4,954,- 
025 as compared with $3,355,088 for Dec., 
1945, according to a report released March 
18 by the Bureau of the Census. Ship- 
ments of cooking, household and hospital 
utensils accounted for $2,767,589 of the 
total for Jan., 1946. 


* + 8 


Lumber stocks — During the 
fourth quarter of 1945, according to the 
Bureau of the Census, gross lumber stocks 
in the hands of distributors continued to 
decrease; reaching 1,633,647,000 board 
feet, a 10.9 per cent drop from the end of 
the third quarter. This compares with a 
20 per cént drop in total distributor stocks 
from June 30 to Sept. 30, 1945. Stacks in 


retail yards at the end of the fourth quarter | 


were 1,262,825,000 board feet and in whole- 
sale yards, 370,822,000 board ft., decreases 


of 11.4 per cent and 8.8 per cent respec- 


tively from Sept. 30 stocks. 
* - * 

Razor blades—Approximately one 
billion razor blades were produced in 
each of the first two quarters of 1945, 
compared with a quarterly average of a 
little over 0.9 billion in 1944 and less than 
0.7 billion in 1943, including both single 


SPRA-TOX 


Concentrated Rotenone & 
Pyrethrum Spray 





and double edge safety razor blades, ac- | 


cording to the Civilian Production Admin- | 


istration, Consumers Durable Goods | 


Branch, Washington, D. C. 
7 « 


Electric lamps—Shipments in the 


fourth quarter of 1945, of electric lamps | 


rose to approximately the level of the first 
quarter of the year, following a general 
decline in the second and third quarters, 
according to a recent report of the Bureau 
of the Census. Total production, for 1945, 
according to preliminary estimates was 
1,224,917 units. 


* * « 


Paint, varnish, etc.—Sales of 680 


manufacturing establishments of paint, 
varnish, lacquer and filler, in January of 
this year, accounting for approximately 90 
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Rotenone-Sulphur Dust 


WEEDOUT 2, 4-D 
Selective Weed Killer 


DOUBLE DT 
HOUSEHOLD SPRAY 


5% DDT Plus Pyrethrum 


DOUBLE DT 
ROACH POWDER 


10% DDT—20% Pyrethrum Agent 








Never before has such a full line been available under one label. 
No other brand offers your customers so much .. . in selection. . - 
in quality . . . in specific results. Now you can supply your cus- 
tomers with a sure-fire D&P ‘‘killer”’ for every need. Stock the full 
line of D&P family of Dependable garden Products and you'll 
corral your full share of insecticide business. 


REPELLIT 
Famous Insect Repellent 


ROTOX FUME-TOX 


Rabbit Repellent 
Soil Cleanser Fumigant 


RO-COP 
Rotenone-Copper Dust 


TRI-SPRAY 


Triple-Action Insecticide 
—Fungicide for Roses 


DaP has a DDT product for every need, too!! 


Make a clean sweep with D&P DOUBLE DT products . . 
line that produced sensational results in 1945. We sold DOUBLE DT 
products by the carload . . . dealers everywhere said it was the 


hottest line they ever handled, 


This year, even more so than in °45, remember — oll DDT 
products are not alike. You can depend on D&P DDT products to 


provide the maximum customer satisfaction. 


DOUBLE DT 
FLEA POWDER 


5% DDT—5% Pyrethrum 
DOUBLE DT 

BARN SPRAY 

25% DDT with Wetting 


There are many more Da P products designed to give 
Dependable Protection against horticultural pests. 


Write for price list. 


Bocectt-WPfe7/ company 


t's a Dependable Product - if wuts Labeled D & P 





America’s Only Complete Line of 
Quality Insecticides, Fungicides, DDT Products 


A Da FP Product for Every Need—A Sale for Every Purpose 





















































JAPELLENT 
Jap Beetle Repellent 


D&P WEED KILLER 
Super Strength Chemical 
Destroyer 

TOMATO DUST 
Insecticide—Fungicide 


SCALE OIL 
The Ideal Dormant Spray 


the DDT 


DAPCO DUST 
3% ODT—7% Copper 


DAPSPRAY 


With 30% DDT 
Super-Toxic Horticultural 
and Agricultural Spray 








QUALITY INSECTICIDES, FUNGICIDES 
AND FERTILIZERS SINCE 1921 
SPRINGFIELD 1, N. J 
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CREST 
JUICEMAKER 


IMMEDIATE DELIVERY 
Suggested List Price 


$2.34 


Your Cost 


$1.40 


F.O.B. Factory 
Less 2% —10 days 


Features— 


Kitchen Size 

Easy to Operate 

. Saves Time 

. Sanitary 

Easy to Clean 

Juice Does Not Spill 

. Attractive Design 

. Steel Frame 

Baked Enamel 

Finished in Green, 

White, Red 

. Rack and All Parts 
Nickel Plated 

12. Sturdy Construction 


Packed 12 of Each Color to a Carton 


DWONAUSWN— 


— $+$%—_ 
ae 


WRITE — WIRE — or PHONE 


MIDWESTERN MANUFACTURING CO. 


28 N. Clinton St., Chicago, Ill. 
Dearborn 0496 











| per cent of the total value of output of the 
| industry totaled $56,692,956. 


+ . * 


Water heaters, etc. — Factory 
shipments, according to the Bureau of the 
Census, of water heaters (except electric), 
range boilers, and hot water storage tanks 
during Dec., 1946, were lower in number 
of units and in dollar volume than in No- 
vember. In December, shipments of water 
heaters (other than electric) amounted to 
120,432 units valued at $3,459,947, as com- 
pared with the 142,892 water heaters with 
a value of $3,943,458, shipped during No- 
vember. Manufacturers in December ship- 
ped 69,665 range boilers which were valued 
at $604,439. Range boiler shipments ia 
December numbered 69,665 valued at $604,- 
139, a decrease of 8 per cent from Novem- 
her. Hot water storage tank shipments 
were valued at $105,066 in December, an 
increase of 4 per cent from November. 
December shipments of tanks for water 
heaters, valued at $466,962 were 6 per cent 
lower than November’s total of $494,959. 


* * * 


Oil burners—Shipments, accord- 


| ing to the Bureau of the Census, of oil 


burners during the month of January were 
29,494 units as compared with 21,915 units 
in December, 1945, 9,309 in January, 1945, 
and 5,315 in January, 1944. 
> . * 

Surplus goods sales—The War 
Assets Administration reported March 28 
that sales of surplus capital and producers’ 
goods, industrial plants and aircraft con- 


tinuing their upward trend reached a new 
high of $1,086,740,000 through Feb. 23. 


The Government recovered on these sales 


77,066,000. 
> * 7” 

Exports, imports—The Bureau of 
the Census has announced that the total 
United States exports in Feb., 1946, de- 
clined to $672 million, $128 million below 
the January volume of $800 million. Non 
Lend-Lease exports in February at $575 
million were $93 million less than in Jan., 
1946, but substantially higher than the 
average 1945 monthly value of $354 mil- 
lion. Imports into the United States dur- 
ing February were also below the January 
level. February imports amounted to $320 
million as compared with $392 million in 
Jan., 1946, and an average of $345 million 
per month in 1945. 

o~ « . 

Nickel—Domestic consumption of 
primary nickel totalled more than 180,000,- 
000 Ibs. in 1941, rose to 190,000,000 lbs. in 
1942, and again to over 200,000,000 lbs. in 
1943, according to the Bureau of the Cen- 
sus. During 1944 consumption took place 
at a somewhat slower rate, aggregating 
160,000,000 Ibs. in January-October. 

* > * 

American Safety Razor Corp. 
sales—Milton Dammann, president, Ameri- 
can Safety Razor Corp., Brooklyn, N. Y., 
in the annual report for the year ended 
Dec. 31, 1945, announced that volume was 
$22,760,770, a gain of $1,491,155 over 1944 
volume. . 














RESURFACE 


YOUR OWN FLOORS 
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iTS EASY 
TO MAKE OLO FLOORS 
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(Courtesy The American Floor Surfacing Machine Co., Toledo, Ohio) 


Varnish, wax, shellac, brushes and the necessary abrasives discs and sheets are 

included in this suggested spring window display to interest homeowners in 

resurfacing their own floors. Simple to install this window trim makes a bid for 
complete related sales to go with the rental of sanders. 
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Radiation—An increase of seven 
cents per square foot, equivalent after cus- 
tomary discounts to distributors, to a net 
price increase of 6.65 cents per square foot, 
is authorized by OPA for manufacturers of 
cast iron radiation, in an amendment to 
price regulation 272. 

* 
Men's half heels—An OPA order 
under regulation 94, effective April 3, 
establishes retail ceilings for men’s new 
black half-heels declared surplus by the 
armed forces, at the same levels already 
applicable to heels of the same type or- 
dinarily sold in civilian channels. These 


* ~ 








ceilings are 25 cents per pair with nails 


when sold not attached to shoes, and 55 
cents per pair when sold attached to shoes. 
* * * 


Gas-fired boilers—Effective April 
2, OPA announced a 10.5 per cent increase 
in maufacturers’ ceilings for cast-iron gas- 
burning heating boilers, and this may be 
passed through by resellers to final pur- 
chasers. The price increase is the first 
granted by OPA on this type of boiler 
since prices were frozen in March, 1942, at 
their Oct., 1941, levels. It will bring gas 
boilers into line with other type boilers 
which had already received ceiling in- 
creases of the same amount, and will en- 
courage production for the emergency 
housing program. Resellers are permitted 
to use their March, 1942, percentage mark- 
ups over the new cost, and this will result 
in advances to the consumer slightly more 


than 10.5 per cent. 
* * 7 





Heaters and storage tanks—FEf- 
fective April 8, OPA approved an increase 
of 17 per cent over manufacturers’ July 1, 
1941, prices for certain medium and low 
capacity tanks and containers, mostly 
classed as housing materials. Included are 
water heater tanks, domestic fuel oil stor- 
age tanks, water storage tanks, and solar 
tanks, but not tanks designed for industrial 
use. A 20 per cent mark-up is provided for 
wholesalers. Retailers purchasing direct 
from manufacturers are permitted a 30 per 
cent mark-up. Retailers who purchase 
from sources other than a manufacturer 


are allowed a 20 per cent mark-up. 
*. * - | 


Other price moves — Malleable 
and cast iron pipe fittings were advanced 
effective March 28—the fastest selling sizes 
and types 20 per cent, and other sizes up 
to 2 inch 10 per cent. Brass valves ad- 
vanced 10 per cent at the same date. These 
mark-ups may be passed along by whole- 
salers and dealers, to the same percentage 
extent. One manufacturer of cast iron 
plumbing fixtures (bath tubs, lavatories, 
sinks) was granted an average increase of 
6.3 per cent, effective March 29, but this 
may be handed on by the jobber only to 





They give you an 
Edge on competition 
























































Normalized steel edges in Magor Tools 
prevent turning and splitting. Feature 
that point—customers won't settle for 
anything less than a genuine Magor 
tool once they know the extra service 
that normalized edges mean to them, 
And for YOU—Magor means profits, 
assured by a generous sales policy and 
the protective Magor guarantee! 
















the extent of the actual dollars and cents 
mark-up. As a result of the recent changes 
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How long Between Refills? 
FLARE gives camel service 


Maximum service with a. minimum 
of refuelings—that’s the camel, and 
that’s FLARE, the lighter with 1,000 
lights between refills. A camel gives 
lots of miles between refills; you'll 
find the same true of FLARE, a regu- 
lar camel when it comes to refueling 
needs. 


You should expect any lighter to give 
quick and easy lights wherever and 
whenever you want them—here’s a 
69c lighter that gives lights every 
time. FLARE’S os tubular construc- 
tion. Drawn from 20-gauge steel 
with polished nickel plate. Glas- 
bestos wick consists of spun glass 
sheathing around an asbestos core, 
lasts life of lighter. Waffle-gridded, 
easy-on-the-flint sparkwheel is self- 
cleaning. Commodious fuel chamber 
has cap fitting snugly so that a mini- 
mum of fuel evaporates. Patented 
flint holder requires only a touch of 
thumb and forefinger to release worn 
flint and same touch to put in a new 
one. 


Profit 27¢ on 69¢ Sale 


FLARE’S cost to retailers is 42c, sells 
for 69c. Profit 27c. Comes packed 
2 doz. to counter display carton, each 
carton showing reproduction of 








newspaper ads running regularly in 
metropolitan newspapers. 18 car- 
tons to shipping case. Immediate 
shipment. 


Order FLARE Now 


Dealers, if your supplier doesn’t yet 
carry FLARE, send us your order with 
his name and we'll arrange shipment 
through him or nearest convenient 
wholesaler. Jobbers, brokers, order 
from Taber, Bushnell & Co., Dept H, 
Midland Bank Building, Minneapolis 
1, Minnesota. 















Nz 


1 IT’S GOOD 


BUSINESS TO 


LEVELLAND 








The high grade quality of welded 
and weldless Cleveland Chain never 
varies. Depend on this quality 
reputation to satisfy customers 
and build repeat business for you. 


The CLE VELAND 
[[HAIN: MFG. CO. 


’ SINCE 1869 





| in regulation 49, jobbers are paying now 
|an 8.2 per cent increase on wire rope. 

Maximum prices for steel shipping con- 
tainers such as steel drums and pails were 
increased 10 per cent by OPA by amend- 
ment to the general maximum price regu- 
lation. 

. * o 

Container-board lifted — Amend- 
| ing price regulation 32, OPA on April 3, 
increased manufacturers’ ceiling prices for 
kraft containerboard by $8 per ton. This 
increase, the third allowed the industry 
since 1941, is to be absorbed by manu- 
facturers of corrugated and solid fiber 
shipping containers. The higher price was 
granted to take care of increased costs of 
labor and material and to check the diver- 
sion of containerboard manufacturing ca- 
pacity into the production of other paper 
products. As a result of the price relief, 
OPA hopes this industry may achieve an 
average monthly production of 110,000 
tons. 

. . o 

Electrical cable prices—OPA has 
been working on surveys of costs on me- 
tallic armored cable and _ non-metallic 
sheath cable, both types being used for 
wiring installations in new houses. OPA 
promised price increases to ease the short- 
age of electrical cable, but pointed out 
that shortages of steel and industrial cot- 
ton fabrics are contributing factors to the 
short cable supply. As one move, on April 
8, OPA amended price regulation 82, 
establishing dollar-and-cents ceilings for 
all manufacturers and sellers of Type R 
and Type RH rubber grade building wire. 
Higher prices were established for Type R 
wire, while ceilings of Type RH were 
reduced. It announced that manufacturers 
of electrical wire and cable may compute 
the cost of the silver contained in their 
products at the market price of the silver 
not in excess of their statutory price of 
domestic silver (71.]1 cents per fine troy 
ounce). Resellers of these products may 
pass along the dollar-and-cent amounts of 
the increases provided by their suppliers. 

* + . 

Radio tubes—By an April 6 
amendment to price order 145, OPA has 
provided a means by which wholesalers 
may determine their maximum prices for 
radio receiver tubes not listed in para- 
graph (k) to the regulation and which 
were not in the manufacturer’s price list 
before March 31, 1942. These are new 
tubes which manufacturers are currently 
producing and for which retailers’ prices 
have been established under Regulation 
136. The amendment also changes the defi- 
nition of a new manufacturer to conform 
to those defined as manufacturers under 
Price Regulation 136. 

* 2 * 


Dry batteries—An OPA amend- 





ment to Price Regulation 576, effective 





STANDING FIRMLY 
ON QUALITY 





ROY AL-NOARK 
Won - Fenewable 
CARTRIDGE FUSES 





| | 
ROYAL Cryezal 
The ORIGINAL 
GLASS-TOP FUSE 


TWO GREAT LINES 
FOR 


HARDWARE STORES 


5 
ASK YOUR WHOLESALER 


QYAL 


ty FUSES 









ROYAL ELECTRIC CO., inc. 


PAWTUCKET + RHODE ISLAND 
makers of 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 























¢ CHRISTMAS LIGHTING SETS ° 
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April 6, provides an alternative method by 
which: sellers may establish their maximum 
prices for dry batteries. A seller may now 
adopt as his own maximum prices the 
manufacturer’s ceiling prices for sales to 
the same class of purchasers, provided that 
he adopts the manufacturer’s prices on all 
the dry batteries which the manufacturer 
produces. The seller who uses this method 
of pricing must file a statement with OPA 
within 10 days after his first use of it. 
* . * 

Friction tape—fuses—By amendment 
to Price Regulation 149, effective April 8, 
OPA raises manufacturers’ maximum 
prices for friction tape and splicing com- 
pound by 10 per cent. However, where 
an item covered by the amendment has 
an Oct. 1, 1941, base price which was ad- 
justed by an order issued by OPA, its 
maximum price is the price established by 
the order, or 110 per cent of its Oct. 1, 
1941, base price, whichever is higher. 
The amendment does not apply to any 
item which does not have an Oct. 1, 1941, 
base price. Where relief is needed for fric- 
tion tape and splicing compound that is 
otherwise priced, OPA may amend the 
order. Dollar-and-cent ceiling prices for 
plug fuses at all sales levels have been 
fixed by OPA; effective April 5, to replace 
maximum prices formerly frozen at Oct. 1, 
1941, levels. 

* * * 

Mattress prices—A March 29 
order, under Price Regulation 188, grants 
manufacturers of soft mattresses an in- 
dustry-wide ceiling price increase, amount- 
ing to 15 per cent of the pre-war price, or 
about $1 to $3 per mattress. Most of this 
will be absorbed by wholesalers and re- 
tailers. For mattresses that go up the full 
15 per cent at the manufacturing level, 
however, consumers will pay between 15 
cents and $1.25 more than they are now 
paying, OPA states. 

* * * 

Machinery and parts pricing— 
Revising price regulation 136, effective 
April 13, OPA set up procedures for ma- 
chines and parts—“designed to adapt the 
regulation to the needs of manufacturers 
in their changeover to production of more 
standardized peacetime products.” The re- 
vision affects (among others) radio parts, 
electric motors and parts, printing, textile, 
can-making and stamping machinery, ser- 
vice equipment bearings, building materials 
machinery, chains and chain products, 
glass-making machinery and diesel engines. 
Principal features are: 1. Producers of 
products modified by changes in materials 
or parts previously used when applying 
to OPA for ceilings must check their pro- 
posed prices to see that they are “in-line” 
with the most nearly comparable item al- 
ready being sold in general trade. 2. A 
manufacturer producing an item which he 
never made before must also apply the test 
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Air Express Goes 


Specify Air Express-Better Business Buy Than Ever 





RATES CUT 22% SINCE 1943 (U.S. A.) 
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Alt | 2 too. | 5 tbe, | 25 ts.| 40 te. | Over 0 Me 
149 | $1.00 | $1.00| $1.00] $1.23| 3.07 
349 102 1.18 230) 368 92te 
549 107 142 384) 614 15.35¢ 

1049 1.17 198) 7466) 12.28 20.70 

2349 1.45 | 3.53) 1745} 28.24 7061¢ 

Over | 447 | °3.68| 18.42| 29.47] 73.68 








INTERNATIONAL RATES ALSO REDUCED 
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Rates slashed 22%—now more than ever, 
amoney-making “tool” for every business 


No matter where you do business, even in 
the smallest town, the speed of Air ixpress 
is at your service — between thousands of 
U. S. communities and scores of foreign 
countries, 

Yes, when “getting something fast” 
means better serving a customer or clinch- 
ing a deal, keeping a factory open and men 
at work — Air Express more than pays its 
way. It’s a money-maker. 




















In the face of rising prices, Air Express rates have 
been slashed 22% since 1943, saving business 
millions of dollars. And rates include special pick- 
up and delivery in all principal U. S. towns and 
cities — with fast, co-ordinated air-rail service 
between 23,000 off-airline points. Service direct by 
air to and from scores of foreign countries in the 
world’s best planes, giving the world’s best service 
— at lowered cost. 





GETS THERE -1RST 


Write Today for new Time and Rate Schedule 
on Air Express, It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 
Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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HALE 


BRAND 
HACK SAW BLADES 


Here's the original, time-tested HY-FLEX 
BLADE . of a special analysis, 
molybdenum stee! as Forsberg rroduces 
it. Scientific heat treatment enables these 
Bades, to give practically equi! per- 
formance with high speed tungsten stee’. 
They're gauged and checked for accuracy 
throughout every step of manufacture, 
and given a tough bending pounds test 
before you get them for sale. If you 
went to promise long life on stubborn 
cutting jobs, offer Forsberg HY-FLEX 
Blades and you'll deliver it. 


A popular WHALE BRAND Hack Saw 
Frame for the machine shop mechanic 
and electrician. Adjustable for 8’ to 
12” Blades. There's a complete line of 


WHALE BRAND Frames for every hack 
saw need. 


orsber 








of “in-line” pricing. For the convenience 
of manufacturers, recomputed prices may 
be submitted to OPA in any form desired. | 
3. Manufacturers who have been using | 
“base-date pricing” (the prices charged on 
some specified base, such as March 31, 
1942, or Oct. 1, 1941, plus allowances for 
increased raw material costs or labor wage 
rates) hereafter will be permitted to apply 
for change in their pricing methods if 
present ones have become inappropriate 
because of changes in production methods 
or costs. 4. The regulation now gives 
greater weight to manufacturers’ suggested 
resale prices in those cases where it has 
been the practice of the trade to use them 
as resale prices, and where OPA has estab- 
lished them as such. If a reseller did not | 
have a published or established price of | 
his own, he must use the manufacturer’s | 





suggested resale price, if any. 
* > * 

Manufacturers’ steel price 
schedule—Effective April 1, OPA an- 
nounced a few minor changes in Price 
Regulation 6, intended to clarify some of | 
the ceiling price increases in iron and 
steel products granted producers on March | 
1. These were: (1) Maximum prices of | 
secondary quality products should be com- | 
puted by taking a listed percentage of the | 
base price of the corresponding prime 
quality product, after adding the increase | 


to that base price. (2) The March 1 in- | 


| creases apply to products made of iron, 





other than wrought iron, as well as to 
those made from carbon steel. (3) The 
increase of 35 cents per 100 lb. granted 
for galvanized sheets applies also to gal- 
vannealed and zinc coated specialty sheets. | 
(4) Producers of rails who are allowed to | 
price on a net ton rather than a gross | 
ton basis, must cut base prices to reflect | 
the difference in weight but may charge 
the same extras as before. 
- * * 

Screen and combination doors— 

An OPA amendment to Price Regulation | 


| 589, effective April 6, establishes specific | 





|increases the minimum weight for a 


| wire, also for combination doors wired | 


ceilings at the mill level for screen doors, 
wired with 14 x 18 mesh galvanized or 
bronze wire or 16 x 16 mesh aluminum 


with 14 x 18 mesh galvanized wire. In 
the case of the screen doors, the prices 
are expressed as list additions above the 
list prices already provided for such 
screen doors with 16 x 16 mesh galvanized 
or bronze wire and are subject to the usual 
discounts on sales to jobbers. For combina- 
tion doors, the amendment provides a net 
addition above the maximum prices al- 
ready provided for such doors with 14 x 14 
mesh galvanized wire. The amendment also 


straight carload of open sash from 24,000 
lb. to 30,000 Ib., and provides specific 
maximum prices for sets of inside door 
jambs and stops. Effective April 10, price 



































ALLIGATOR 


It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Belt Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Alligator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
No. 410 Economy Display Unit. List......$5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


Lacing List per carton Belt 
No. of Ten (10) ‘Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 $/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, Illinois 


For more than 30 years the most universally 
used belt lacing in the world. 


ALLIGATOR 


STEEL BELT LACING 
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regulation 293 was revised, enumerating in 
full detail, on | 
glazed windows and sash, and higher ceil- 


screen 


advanced zone discounts 


on combination storm and 


also full standard modular lists on | 


ings 
doors, 
Ponderosa sash, windows and screens in 
all size ranges. These reflect OPA increases 
in manufacturers’ prices for glass granted 
last December. 

= * * 





Rubber footwear — Manufactur- 
ers’ ceiling prices for water-proof rubber 
footwear are increased 10 per cent, by 
OPA, 132, 
effective immediately. 

* ¢ & 


by amendment to regulation 


Natural rubber golf balls, with 
back on the 
June, ac- | 


will be 


the pre-war bounce, 
market by late May 
cording to E. B. Germain, president of 
Dunlop Tire & Rubber Corp. 
that there will be a shortage all summer, 
he estimated the government’s recent allo- 
cation of natural rubber would enable 
Dunlop to produce about 24,000 golf balls 
weekly, compared with a pre-war output 
of about 42,000. 


or early 


Warning 





7 * * 
Outboard motors—On April 2, 
OPA ruled that manufacturers’ ceilings for 
outboard motors will be the quotations in 





their last price lists in effect prior to 
March 31, 1942. 


* * * 


Cameras, etc.—OPA has indicated | 
that retail prices for new cameras, pro- | 
jectors, enlargers, and most photographic | 
accessories will be increased by 8 to 10 
per cent over pre-war levels, plus the ex- 
cise tax of about 15 per cent instead of 
6 per cent as before the war. OPA already 
has increased manufacturers’ prices 14 per 
cent to offset higher labor and materials 
costs. The increase does not apply to film, 
sensitized paper, or used photographic ma- 
terials. Also excluded are 35 
commercial motion picture 
equipment for commercial use, which are 


millimeter 
cameras and 


covered by other price regulations. 
* * a7 


Power-driven machine tools— 


Manufacturers of power-driven machine 


tools not covered by the foregoing suspen- 


Beware of imitations 
and substitutes that 
shred or splinter. 


RedDevily 


100% PURE COPPER 


POT CLEANER 








sion action, “also parts and attachments | 
designed for a specific machine tool pro- | 
duced By the machine too] manufacturer,” 
are to bé given a ~ increase of 20 per | 
cent over their Oct. 1, 1941, prices, OPA | 
announces. The increase is necessary, it | 
is explained, “to cover increases in mate- 
rial costs and wage rates. Prices of steel 
castings and forgings, 
been increased substantially.” 
* * * 


for example, have 


Equipment price controls sus- | 
pended—Suspension of price control on 
a selected list of heavy machinery and 
extensive 


equipment products—the most 


decontrol action yet taken—was announced 
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It’s big— it’s tough, yet gentle 
on the hands. It’s a real soap 
miser. 

Made of genuine pure copper 
— not scrap — it won't shred, 
splinter or mat. Trade mark in 
every Pot Cleaner identifies it 
as genuine RED DEVIL. 


One of the fast- 
est selling items 
today — and how 
the mye re- 
peat. Order from 
your jobber. 


SEM Colorful display 
yy box bolds 
f 24 RED DEVIL 
ei igey Pot Cleaners 




















IRVINGTON, New Jersey, U.S.A. 








Red Devil Tools. 


LINOLEUM 
KNIFE 


THAT’S the 
because Hyde 


Linoleum Knives are ground 


perfect answer... 


to a precise cutting edge that 
stays sharp, cuts faster. The rea- 
son... the “exclusive” Super 
HYDEX high carbon chrome 
vanadium steel blade. For prof- 
itable repeat business, stock and 
sell Hyde Linoleum Knives. 


HYDE MANUFACTURING CO. 
SESH TSR Ske oe 








warenmnoor FLEXIBLE 








Mends Everything 
Ready to Use 
Waterproof 
Dries Quickly 


THE : UNIVERSAL LIQUID CEMENT 


In bi | Someee everywhere — both 
in in ry and for household use. 
A truly > eudeite! item for the hard- 
ware trade. Packaged in 25c and 50c 
tubes . . . also in pint, quart and 
gallon cans. 


Free full-size sample tube and 
selling plan sent you gladly. 


Just send us your name and the 
name of your wholesaler on a 
postcard — we'll do the rest. 


AMBROID CO., 


EST 


305 FRANKLIN ST., 


1910 


BOSTON 10, MASS. 














-+- BY CRAFTSMEN 


tee 


GREENLEE 
CHISELS AND GOUGES 


Reasons are many why GREENLEE chisels and gouges 
perform so well for so long. Blades are of special-analysis, 
high-grade crucible steel . . . for uniform toughness 

. long-lasting, fine-cutting edges! Expert GREENLEE 
forming, heat-treating, and inspection processes assure 
superiority always. Highly polished finish seals and pro- 
tects this inherent, fine quality. And any craftsman will 
tell you they are beauties too for workability with their 
perfect balance, hand-fitting handles and proper over- 
all design. Sell top quality . . . sell GREENLEE! 


‘GREENLEE: 


FOR THE CRAFTSMAN 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills © Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1804 Herbert Avenue, Rockford, Iilinols, U.S.A. 
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April 8 by OPA. Items affected were most- 
ly “capital goods,” in six broad classes, 
including electrical equipment, machine 
tools, processing, construction, transporta- 
tion and “miscellaneous” machinery and 
equipment. For example, under transpor- 
tation equipment released, were locomo- 
tives and tenders; freight cars; passenger 
cars for surface, subway or elevated lines; 
industrial hand trucks and passenger and 
freight elevators and escalators. In the 
“miscellaneous” list are industrial casters; 
gaskets; dies, jigs, fixtures, molds and pat- 
terns; tire chains; diesel engines (with 
exceptions) and industrial conveyors. Lines 
such as these, says OPA, “are being sus- 
pended or exempted from price control 
as soon as we find that decontrol will not 
result in a substantial threat of diversion 
of materials, manpower or facilities from 
more essential production nor impair ef- 
fective price control of other commodities.” 
> s 7 

Warehouse stocks drained— 
Steel warehouses report that the cumula- 
tive effect of the recent steel strike, the 
current soft coal strike and the abnormal 
inflow of new orders have drained their 
house stocks of the popular steel items. 
Handlers of light sheets and strip, espe- 
cially, report their stocks have long been 
far below normal, and the prospect for 
rebuilding remains poor in the face of ex- 
pected further reductions in mill output. 
Nail supplies held by wholesalers are very 
scant, and this seems to be a widely gen- 
eral situation. Deliveries of brads and tacks 
are tied up by strike situations at impor- 
tant plants. Pipe is coming through fairly 
well, but the coal strike may soon exert a 
slowing effect. Wholesalers of bolts, nuts 
and rivets are not as yet permitted to 
pass on the 7 per cent increase announced 
April 1 by OPA. “Hardship” will have to 
be proved as a consequence of the in- 
crease before relief probably will be con- 
sidered. Wholesalers also are not per- 
mitted to pass on the late 8.2 per cent in- 
crease on galvanized ware, such as buckets 
and tubs, or on galvanized sheet ware. 

tal . * 

Steel inventories and distribution 
—CPA says it expects to continue the 45-day 
limitation on steel inventories for several 
weeks after the end of the soft coal strike. 
Originally planning to lift contrg@Js on in- 
ventories and restore priority ratings as 
soon as steel production returned to nor- 
mal following the end of the steel strike, 


now officials believe that the coal strike. 


will mean such a deep cut in steel output, 
that the planned readjustments will not 
be possible. One CPA official has predicted 
that “if the coal strike lasts for two weeks, 
inventory controls will be needed for three 
or four weeks following settlement of the 
dispute. If it lasts for one month, CPA 
will need to maintain the controls for six 
weeks after the miners return to work.” 
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“Pyrex” Display Kit 

Contains both bride and Mother’s Day 
display material. Large display stand, 
mounted reprint of the national consumer 
advertisement, newspaper mat and Moth- 


















er’s Day display included in the kit. Dis- 
play stand is printed on both sides so that 
it may be viewed from any angle. May be 
used as a window, counter or island dis- 
play. Corning Glass Works, Corning, N. Y. 








“Loca-Scope” 
Fish Locater 


Precision-built sighting instrument for 
“marking” proven fishing grounds, a duck 
blind or pass, camp site or portage. Small 
and lightweight, it rests easily in the palm 
of the hand. Made of durable plastic. 
Insert mirrors bring landmarks into view- 
finder. Free of adjustments, caps or fast- 
eners and easy to understand and use. 
Individually boxed. Booklet containing 





























instructions and space for landmark memo 
is included. Packed one doz. to a carton. 
Retails for $1.50. Manufactured and dis- 
tributed by National Sales, Inc., 405 Sec- 
ond Ave. South, Minneapolis 1, Minn. 


Manual for Model 
Airplane Finishing 

The Testor Chemical Co., Rockford, IIl., 
recently released a “Manual for Model 
Airplane Finishing” which is available to 
dealers through their distributors at cost. 
[his manual not only gives a detailed 
analysis of the company’s finishing mate- 
rials but also gives instructions on the 
finishing of lightweight, heavyweight and 
solid airplane models. 





“Door-in-One” Packaged 
Residence Hardware 


A complete matched set for every door 
in the home, is being featured by P. & F. 
Corbin, New Britain, Conn. Simplifies 





selection by the customer. Soon to be 
available in 14 designs, the “Door-in-One” 
package offers the customer appropriate 
finishing hardware for use on all the more 
popular architectural styles. Of the 14 de- 
signs, 12 “Door-in-One” packages will con- 
tain “historical” hardware; a !ock, knobs 
and handle, knocker, push button, letter 
box drop plate and “Blendor” hinges. The 
two other “Door-in-One” packages will in- 
clude the residence unit lock, suitable for 
use on both traditional and modern archi- 
tectural type homes. 





“Devoe” Marble 
Floor Varnish 


Maker states that this marble floor var- 
nish dries in four hours and is dust free in 
one hour. Said to possess toughness and 





resistance to wear, and hot and cold water, 
fruit acids, soapy alkali solutions and alco- 
hol in such products as toilet water, per- 
fumes or beverages, according to the manu- 
facturer. Window display, adjustable in 
size, opening to a full width of five ft. and 
point-of-purchase counter display avail- 
able. Devoe & Raynolds Co., Inc., 44th 
St. and First Ave., New York 17, N. Y. 


Autowagon Streamlined 
Coaster Wagon 


A streamlined chassis, individual wheel 
springing, semi-pneumatic auto-type rubber 
tires, rubber bumper, long-life bearings, 
stee] disc wheels are features of the “Auto- 
wagon.” Has smooth, easy steering device 
which may also be used to pull the wagon. 
Surface may be polished. Has simulated 
dashboard, headlights, grille, decal license 
plates and rich oven-baked finish. Overall 
length is 43 in., overall height 13% in., 
with 25 in. wheelbase. Dealer cost, $12.75, 
OPA ceiling, F.O.B. Detroit. Present sale 
direct to dealers only. Roberts Playthings, 
Room 115, Breslin Bldg., 1186 Broadway, 
New York 1, sales agents. 
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HORSE TAIL CONTROLLER 


U. S&S. PATENT No. 587,763 
ISSUED AUGUST 10, 1897 
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THERE ARE TUBULARS 


re. ...and Tubulars 


nd alco- 

sap haw Just to stretch a point, take a look at this patent dis- 
able in closure on Tubular hardware. (A fellow sure would feel 
) ft. and like a horse's neck with a raft of these in stock.) It 
N —— illustrates that just being Tubular does not make it good 
1 Y. hardware. 


But good locks and latches are at their best when they 
od are Tubular, simply because of the fast and easy 
installation. 


1 wheel So dealers handling Dexter-Tubular Locks and Latches 
daa stand to win all around. They have the bore-in feature 
rings, * 6 * . 

 *hawe of Tubular. They have the Original Tubular line with over 

, device 23 years of successful experience. They have the Dexter- 

wagon. Tubular Lifetime Warranty to back the quality —a 

mulated P ‘ ‘ 

coe written guarantee is packed with every one. a. 

Overall * nine “Night can Chotee 
These features of Dexter-Tubular are simple and con- 2 Ramage A nae hoses 

3% in., P dull i 

$12.75, vincing. Easy to demonstrate. Show volume sales and Seaeadae Guan” Gee 

olen good profits for you— win the goodwill of your cus- at toe ee ae 

oA rae tomers so they will come back for more. — 


NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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OSTER NO. 502 MACHINE 
IS A REAL MONEY-MAKER 


Get rid of the headaches 
and backaches of 
threading by hand. Put 
the Oster No. 502 PIPE 
MASTER to work for 
you in the shop and on 
the job. Easily moved 
by two men as shown 
at left. 





The PIPE MASTER is a complete, portable, 
power threading machine equipped with 
quick-opening, adjustable 
die-heads and dies, or with 
solid die adapter, as de- 
sired. Regularly furnished 
for bench use but equipped 
with either wheel stand 
or floor stand (as illus- 
trated) at extra cost. 





, Nipples as short as 
32” in the 2” size can 
be threaded on both 
ends without using a 
nipple chuck. Pipe or 
studs as short as 2!” 
can be held and 
threaded on one end. 





Ask for Catalog No. 24-A 


THE OSTER MFG. COMPANY 
2028 E. 61st St. © Cleveland, Ohio @ U.S.A. 
Standard range 4" to 
2” pipe. Extra range 
14” pipe. Range with 
drive shaft 214” to 6” 
pipe. Bole range 4” 
to 1¥2”. 
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“Trav-el-awn” 
Lawn Sprinkler 


According to manufacturer, this sprin- 
kler actually walks along the garden hose 
as it sprinkles, then stops and shuts itself 
















off when the job is finished. Said to re- 
quire no further attention once the water 
is turned on. It is propelled by a hydro- 
jet motor which has but four moving parts. 
Power is supplied by the water moving 
through the hose and will operate from 
the regular pressure of any water line. 
Maker states that there are no gadgets or 
buttons, nothing to wind up or get out of 
repair. Moving at the rate of 20 to 30 ft. 
per hour along the hose, the sprinkler auto- 
matically revolves the nozzles that sprinkle 
in a 60 ft. circle. Nozzles can be adjusted 
for any type of rainfall desired. Suggested 
retail selling price, $34.95. The Stansen 
Corp., 510 N. Dearborn St., Chicago 10, 
Il. 





Portable Freezer 


“Porta-Freeze,” a portable freezer, uses 
dry ice to maintain zero and sub-zero 
temperatures for two full days and longer, 
depending upon the conditions of use, ac- 
cording to the maker. This light-weight 
unit acts as a combination carrying case, 
refrigerator and quick-freezer. Manufac- 
turer says that refrigerated food, beverages, 
ice and cubes can be carried without 
regard to outside temperature. Entire com- 
pact unit weighs only 25 lb. and measures 
24 by 16 by 15 in. Outer case is laminated 
plastic, said to be water resistant. Interior 











compartments are aluminum, separated 
from outer case by 2 in. of insulation. Lid 
is sealed by a rubber gasket. Dry ice is 
carried in a detachable compartment hold- 
ing 13% Ib. For extra-low temperatures, 
additional dry ice can be carried in one 
of the main compartments. Regular ice 
also can be used for normal refrigeration 
needs. Calplastic Corp., 8364 Beverly 
Blvd., Los Angeles, Calif. 


All-Steel Trellis 


The Products Distributing Co., 


3910 
Carnegie Ave., Cleveland 15, Ohio, has 
announced the development of an all-steel 
trellis with a rust-resistant finish of baked 


enamel in six colors. Shipped knocked 
down and packed in individual pasteboard 
boxes. According to the maker, the trellis 
can be assembled easily in not more than 





four minutes. Full detailed assembly in- 
structions are packed in each box. Nuts 
and bolts furnished are rust-proofed. Avail- 
able in two sizes, single (two uprights) 
and double (three uprights). Each trellis 
is 7 ft. high, single 22 in. wide and double 
30 in. wide. Upright members are white, 
cross members are colored and are fur- 
nished in red, yellow, green, blue, brown 
and white. Twelve individual boxes are 
packed in shipping carton. 





Industrial Safety 
Products Catalog 


The latest types of industrial safety 
equipment are illustrated and described in 
the free catalog of American Industrial 
Safety Equipment Co., 396 Bridge St. 
Brooklyn 1, N. Y. Shown is a wide range 
of goggles, spectacles, helmets and face 
shields as well as numerous specialty 
items. Lens chart shows the right type 
and shade of lens for a particular purpose. 


HARDWARE AGE 
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y ice is Ys . 
nt hold- Each of these advantages is a 
orvagee “‘master key” to your future growth 
in one . 
ee len and profits. And Lowell is the only 
geration manufacturer of sprayers and dust- 
Beverly ers that gives you all 3! Why take 
less when you can have them all? 
There's every reason why you 
should feature the Lowell line! 
-» 3910 
lio, has 
all-stee] FULL PROFITS... There are no “cheap sprayers” in the 
f baked Lowell line, no loss leaders that “‘waste’’ customers and hurt 
:nocked profits. Every Lowell sprayer and duster is a quality product 
that gives you a full profit. ‘ ° 
teboard = ee Write for full details today! 
e trellis 2 SELECTIVE DISTRIBUTION ... Lowell sells only through 
re than distributors who are carefully selected for highest reputation 





and best business ethics. None of your competitors can buy 


Lowell sprayers and dusters direct, nor can they undersell you iL the tt ae 
on the Lowell line. tg 7 . > 
3 COMPLETE QUALITY LINE... There's o Lowell sprayer MWanifaciuring Ca. 


or duster engineered gnd precision-built to fill every need with pepT, 54—589 EAST ILLINOIS STREET 
complete satisfaction. Yet the line is compact and standardized, 
“ designed for fast turnover and low inventory. CHICAGO 11, ILLINOIS 


















LARGEST MANUFACTURERS OF SPRAYERS AND DUSTERS EXCLUSIVELY 


TWIN PROFIT 
PRODUCERS, 


j BOOREASE 10°] N 4; y / ADVERTISED . Woe 


nate 


Nats bededicaeed| COMPANION PRODUCTS | beaten’ GR 





WORLD'S 
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, Avail- -Rusre 
rights) STPROOFS 
ie LUBRICANTS NEEDED IN EVERY 
double HOME, OFFICE AND SHOP 
white, ° 
re fur- Colorful Action- 
brown . ° 
Lange Compelling Displays 
CONSISTENT PROFIT PRODUCERS am se 
e That Sell on Sight Se ae 
elole) 7%.) 3 AMERICAN 
STAINLESS STICK Onder Today ! DRIPLESS OIL 
safety LUBRICANT FROM YOUR jJOBBER Penetrates, lubricates, rust- 
bed by For windows, drawers, doors proofs. Won't drip at + 
lustrial etc. Stops binding, sticking : : 200° F. Won't gum at — 
re St, squeaking. Nothing else like it. hope | J]! y 7 f fn “ 20° F. A stream or a drop. 
range Attractive 3 Color ns eg se eg ; . New 3 Color Display with 
1 face Display with 1 Dozen i. A E , 'H : : Each 2-Doz. Dealer Carton 
ecialty Sticks per Display. % te Se a foie ies ~ Sells for 25¢ a can 
t type SO oe : 4 OZ. CAN 
urpose. : 
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“OVER A PERIOD OF YEARS, 
| HAVE LEARNED IT’S THE 
REPEAT CUSTOMER WHO 
BUILDS YOUR BUSINESS 
PROFITS. 


ABESTO COLD ROOFING 
ADHESIVES ARE QUALITY 
PRODUCTS for new roof con- 
struction, maintenance, and re- 
pair work. They are marketed 
at a reasonable price. 


In the selection of your various 
supply lines, the dependability of 
Abesto products gives your trade 
another reason for confidence in 
your store.” 


ABESTO LIQUID 
ABESTO FIBERATED 
ABESTO SEMI-PLASTIC 


ABESTO QUICK-SETTING 
PLASTIC 


These roofing adhesives are avail- 
able in all size containers for 
immediate shipment. We will be 
glad to send you free specifica- 
tion sheets and explanatory lit- 
erature upon request. 





ABESTO MANUFACTURING CORP. 


Dept. H 3 Michigan City, Indiana 
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WHATS NEW 





New Inserts Add Life 
To Old Faucets 


“Superior Inserts,” product of the Supe- 
rior Valve Distributing Co., P. O. Box 511, 


| Willoughby, Ohio, are claimed to make old 





faucets function like new. Maker says any- 


| one can install them in most standard-type 


faucets. When handle is turned water 
pressure forces up floating brass bearing; 
when turned off the seal bearing is forced 
down. To retail at 75 cents. 





_“Neptox” Weed Killer 


A water-soluble powder, said to contain 
1 weed-eradicating substance that has no 
harmful effect on plant seeds. Maker states 
that this product destroys a multitude of 
weeds without killing or burning grasses, 
and when sprayed on leaves of susceptible 
weeds, is absorbed by the plant and pene- 
trates to the root tips. Its killing action is 
the depletion of the’ plant’s life sustaining 





reserve of vital “food.” According to the 
manufacturer, seven to ten days are re- 
quired usually to show first effects, and 
the weed dies completely within two to 
four weeks. Said to leave no residue on 
plants harmful to livestock or pets and 
does not sterilize the soil. Northeastern 
Products, Inc., 1140 Washington St., Bos- 
ton 18, Mass. 


New Padlock Line 


The E. T. Fraim Lock Co., Lancaster, 
Pa., has a new line of padlocks offered 
in solid die-cast green enameled cases with 
all brass pin tumbler unit cylinder insert 
construction, affording unlimited key 





changes. Hardened steel cadmium plated 
shackle. Three sizes: No. 1625, 15/16 in.; 
No. 1626, 19/16 in., and No. 1627, 1% in. 


De Laval Oil 
Merchandiser 


Offered to De Laval dealers, free of 
charge, with each order for 30 or more 
gallons of “De Laval” cream separator or 
“Pulso-Pump” oil (for milking machine 
vacuum pumps) in any assortment or 
combination of sizes. Of durabie construc- 
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tion, it makes a window, floor or counter 
display. De Laval dealers interested in ob- 
taining this merchandiser should contact 
their representative. De Laval Separator 
Co., 165 Broadway, New York, N. Y. 


HARDWARE AGE 
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“Roll-Eze” Hose Reel 


4 self-winding reel hose with no me- 


chanical parts. Maker states that it is only 


necessary to attach the nozzle end of the T h = H fo BT = N (oh Ay 4 | e 


You've been 
z to the looking ae 2 
are re- 
cts, and 
two to 
sidue on 
ets and 
heastern 
St., Bos- 


It's New!—It’s 


ancaster, 
| offered 
ises with 
er insert 


ed = key 


hose to the reel, give the hose an initial 
pull away from the reel toward the direc- 


Different!! 
tion the hose is to be wound and then 


THE 
walk ahead of the rolling reel guiding the 


| hose as it automatically winds itself onto KAY 

| the reel, Weighs approximately 15 bb., @ver.- pray 
stands 26 in. high and 14 in. wide. Holds 
150 ft. of garden hose. Suggested retail 
selling price is $4.95. Manufactured for HOSE NOZZLE 
Dare Products, 66 E. Jackson St., Battle 
Creek, Mich. 




























Has Strong Customer Appeal 
Displayed On the Counter, 
Sells Itself... 


9 “Maytag Dutch Oven” | AND HERE’S WHY— 
ork A Gas Range Positive Control Right in The 


V Palm Of Your Hand. From Tight 
—off to Gentle Mist to Heavy 
Stream. Instantly—No fuss, No 


Features an automatic time device which 
turns the range off, seals the flue vents and 
permits the heavily insulated oven to keep trouble. 
on cooking. Other advantages claimed are analy i 

s . Easily Operated With One Hand. 


. plated T Me U S T W O te T m4 ¥ onvenient, visual height controls, rigid all | iahiaies Mindsienoactiiaisihiens ie 





‘16 in.; welded steel chassis, Perma-finish grates, _ a = 
1% in. ] Dutch cooker-well with three way burner, Vv Sprayer Stream to e Exact 
P E R F O R M A N \ 3 non-clog burners, roomy storage compart- Force Desired. 


ments and pivot-action broiler. White, Automatic, Instantaneous Shut- 


IN porcelain enamel chrome-trimmed range is V off with release of Pressure On 
40 in. wide, 24% in. deep with a cooking Lever. 
top height of 36 in. oven, 18 in. wide, 19 | VY Is Thoroughly Leak Proofed. 


a en SOLDERING IRONS _ in. deep and 15 in. high, has rounded corn- | V_ Always Ready for Use. 


- oo ers for cleaning and is protected from heat 


jator or BLOTORCHES | loss by 40 lbs. of rock wool insulation. WhoNeeds “LEVER-SPRAY?”’ 
nachine | Range is of flush-to-wall construction with Practically Everybody Who has 
ent oF SOLDERS | recess toe room base. The Maytag Co., Watering or Washing to do. 
mstruc- Newton, Iowa. To suggest a few: The Home 


Owner, The Professional or 
Amateur Gardener, For Wash- 
ing Cars, For Cleaning Porch 
or Basement and for innumer- 
able odd jobs that require 
streams of water at various 
pressures. ° 





Ask any user — check 


with any seller—they'll | 


| 

tell you LENK leads in 
’ sales and profits. 
A ‘ 


Hardware Wholesalers and 
Dealers Will Find THE KAY 
LEVER-SPRAY HOSE NOZ- 
ZLE A BUSINESS and Profit 
Builder. Write Today for Prices 
and complete details. 



























eee kkk THE KAY PRODUCTS 
THEI MFG. COMPANY 
tact 
> na NEWTON LOWER FALLS 62, MASS. INDUSTRY 
Y. Morfactrers of Soldering Equipment Sines 1919 8409-LAKE AVE. CLEVELAND 2, OHIO 
AGE 
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Sharon 


D 13 le 4 WHATS NEW 


| | N TE R NN. Ay Rust-Preventing and WRENCH ASSORTMENT 


GIVE THOSE EXTRA Gun Lubricant | 
HOURS for SPRING “Micronoil Gun-Lube” a lubricant for all | 


} 


moving parts and a_ rust preventive. 
GARDENING hm ol 


According to the manofacturer, it is a 















debs Dede int j 












eget 
wee 
su 6 Fa 88 OF ela Et Se 
teh ve 





















































@ This popular, fast-selling assortment 
contains a wide selection of 330 heat At 
treated alloy steel pieces in attractive an 
P . Com- do 
~ ' : pact stock has igh profit 1 margin, re- wi 
DIETZ DE quires only small investment. Order mi 
Lane 4 TERNE COATED STEEL b | direct or from your jobber. Quick re- of 
GRAY ENAMEL FINISH fills available. ne 
iT 1S YOUR PATRIOTIC | Sizes: 3/16 x 1/4 te 3/8 x 1/2 Be 
DUTY TO ENCOURAGE With wrenches to fit. Fo 
Mm 

R.E. DIETZ COMPANY | Shawne Gul and Shoat Co 

NEW YORK: cleaner that actually releases old rust | BOSTON 10, MASS. 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY which can then be removed easily, and 

























that it is a polish for both wood and 
ae RRC LSS EN - | metal. Protective Coatings, Inc., Box 3985, | 


Detroit 27, Mich. moroP that it P: 


yf Ry Baseball Game ' 3 g 
a est ate | “The Baseballer” manufactured by The = en “i 

































| Youngstown Service Products Co. 25 
BETTER BRAND | Hilda St., Youngstown, Ohio, is made of 
| masonite, finished in natural green and 
white with aluminum spinner, rule book 

mouse and rat 


i 

| and men. Packed individually in litho- 
| TRAPS 

: 


graphed box. Size, 14 by 14 in.; weight, 
2 lbs. 10 ozs. 12 in carton for shipment. 
Suggested retail selling price is $3. 





ear, 


ri New! A modern sure 
=) 2ip cure for condensation 
ye: 6-320 Crip from cold water 
Pipes. 

Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, EasytoWrap on 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll, enough for $ 

7 ft. "oF ais pipe fo 
Higher West of Rockies and Canada 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, Pom ~ 3 Home, Howse 
Beautiful, Popular Mechanics, Parents’ Magaziae. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 
J. W. MORTELL CO. 207 Burch St., Kankakee, il 
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@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


MeGILL METAL Propucts Co. | 
Marengo, IIlinois 
| 




































HARDWARE AGE 

















Y 
BETTER 
With Wire! 


An infinitely greater variety of curves, 
angles, bends, eyes and swagings can be 
done in wire than can possibly be achieved 
with castings or by stamping, forging or 
milling solid stock. And the very process 
of forming wire usually adds to its tough- 
ness, springiness and strength. 


Before tooling up for further new prod- 

ucts, investigate Brooks Hooks and Wire 

Forms. 

M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


BROOKS  HOGKS 














ae | 
SV 
1 sure 
sation 
water 


d No- 
tight- 
acket 
inates 
loors, 
sable. 
Ip on 
“overs 
ll as 


JIATELY 





THIS IS NEW! 


"Trade Mark Registered U. S. Pat. ° 


Luminous—Plastic 
HOUSE NUMBERS 
| | eye 


NOVELTY 
APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


411 EAST 101st ST., NEW YORK 29, N. Y 








Three Gulf Insecticides 


“Trak,” “Tag” and an improved “Quick 
Action Gulfspray” are the three new insec- 
ticides in the line of the Petroleum Spe- 
cialties Div. of the Gulf Oil Corp. and Gulf 
Refining Co., Gulf Bldg., Pittsburgh 30. 
Each contains DDT. “Trak” contains 6 
per cent DDT and is for spraying or brush- 


ing on screens, walls, ceilings and other 
surfaces. One treatment effective for weeks 
or months. “Tag” is a bedbug killer with 
5 per cent DDT plus organic thiocyanates. 
One application claimed to be good for as 
long as 6 months. “Quick Action Gulf- 
spray” with Pyrethrins plus one-quarter of 
one per cent DDT, is a contact insecticide 
for spraying for flies, mosquitoes, moths 
and gnats, as well as crawling insects. Ad- 
vertised retail prices: “Quick Action Gulf- 
spray,” pints, 25 cents; quarts, 45 cents; 
“Trak,” pints, 25 cents; quarts 45 cents; 
“Tag,” pints, 35 cents, quarts, 59 cents. 


Perforated Metal 
Folder Available 


Wickwire Spencer Steel Co., 500 Fifth 
Ave., New York, N. Y., has published a 
folder describing “Lacecane” decorative 
perforated metal. This line, a development 
of American Indian design, is said to har- 
monize with virtually all modern architec- 
tural motifs. Copies of the folder are 
available without charge. 


Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products include: 


Bors * Plotes * Sheets °* Structurals 

Inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes . Hi-Bond Reinforcing Bors 

Allegheny Stainless * Alloy Steels * Tool 

Steel * Babbitt Metal * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants at: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 





Every Home Has Upholstery 
and ‘Rugs to be Cleaned... 


_and MYSTIC FOAM 


is the ONLY Upholstery 
_and Rug Cleaner Approved 
and Guaranteed by 


}. 
Housekeeping 
2. 


Parents 
Magazine 


a 
American 
Medical Asso. 

* 

Cash in NOW 
on big national 
advertising 
campaign 
5 Point Promotion Plan 
Brings Immediate Profits 
If your jobber hasn’t Mystic Foam, write 
us (mentioning his name). Jobbers: Write! 
P. S. MYSTIC ZIP, the kid sister, helps you moke 
two sales instead of one. 
MYSTIC FOAM CORPORATION 
2003-07 St. Clair Ave., Cleveland 14, Ohio 
The Mystic Foam Company, Los Angeles, Calif. 
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SPAR-TER 


.ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, 0.¥ 








WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 


Wood Products Division 


. MAINE INDUSTRIES COMPANY 


General Offices - Bangor, Maine 
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A COMPLETE LINE 
ASK 


ied Ryaulaliore Gas YOUR 


~~ | We JOBBER 


AMERICAN SHEARER MFG. CO. masnua nal 








[Gripper Clips 


Registered U. &. Pat. Ofee 





GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 

















SUNSHINE 
cH KM 


MADE IN U.S.A. 


ASK YOUR JOBBER’ 
POR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONtiNesR 


HOYT & WORTHEN TANNING CORP 






















MAVERHILL. MASS 
riday. $12.95 
f.o. Poder Monee ar, all-purpose 


Rubber-Tired Wheels 
truck. Nationally known. Thou- 
sands in use. Easy rolling 5x2” 
rubber wheels. 600 |b. capac- 
ity. Send ppmenasesngenest 


from WAMBEES COMP 
0ap?.14082, Bloomieaten, 1. 
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“ev! BROWER 


DISINFECTING TORCH 


and Weed Burner 






Can't be beat for disinfecting 
poultry and hog houses, bat- 
teries, yards, etc. Replaces 
expensive disinfectants. Kills 
all germs, worm 
eggs, mites and 
lice. Also kills 
brush weeds, 
seeds and all, in- 


coy “<3 Retails at 
Easy to use, safe, — 


FAST (covers 
1,000 sq. ft. per 
he). Burns kero- ot 
sene or stove dis- 

tillate, 4 gallon LIBERAL DEALER DISCOUNT 
steel tank holds 

2 hour supply. Highly recommended. 


You'll realize quick profits on this item. Sells on 
sight—thousands already in use. 


WRITE for information and low dealer prices . . . 
BROWER MFG. CO. 358 N. 3rd, QUINCY, ILL. 


World's Largest Line of Poultry Supplies 


TROY 


FILE MANOLE. Assure? better workmanship and 
safety to user. It can’t «pit. 


FILE CARD—cleans files, taps, and dies quickly an. 
thoroughly. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 


aif D>S , 























Twix 


Nailclip 


Precision made 

Hardened and ground 

Drop-hammer design 
immediate delivery 

Twix Manufacturing Co. 

40-09 21st St. Long Island City, N. Y. 































(WHERE'S wuar \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
ia powder form...jast 
mix with water aad 
ase. Will not shriak. 
Sticks and stays pat. 














mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-Ib. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industria] users. 


The PLASTIC Repair Material 


in POWDER Form 








FOLDING 


CHAIRS 


Upholstered ead 
Piaia. Meany styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 









FAST SELLERS! 


GRD 


SAFETY DOOR HOLDERS 
For Homes, Garages, Offices, Schools, 


Churches, Theatres. 

ards! Adjustable ‘levers for varying floor 

— (Solid A, RS eadmium- plated 
teel. B 


rubber 
chess. 6 sizes. y + for illustrated bulletin 
and free display off 
GRAND SPECIALTIES co. 
3130 W. Grand Ave., Chicago 22, ill. 


























CARDENING 


eoNEEGARDSe 
Sy” 






Sf a > FLOORWORK 
Sf BS BS, NLINOLEUM 





MAXIMUM COMFORT 
LONG DURABILITY 


CENTRAL RUBBER PRODUCTS Co. Inc. 


821 BROADWAY. NEW YORK. N.Y 





Calf & Cow 
WEANER 


SELLS ON SIGHT 


BECAUSE THE PRINCIPLE 18 RIGHT 
Thousands of satisfied users frem coast te coast 
Jabs the Animal Weans Them the 
Deing the Sucking Hamane Way 
— An item That Repests — 

SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 





Customers 


ernew - HYORAULIS 


Jacks 
Templeton, Kenly & Co. 


Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


LEVER 














ae LAWN MOWER 


eam 


at ORDER CATALOG N-3 


<*~.. AMCOLLOT SUPPLIES 
men 221. N.W.8 "Ave Miami Fla 


— 
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in diameter, according to the manufac- 





Lawn Sprinkler 
Has rotary action and distributes a low, , Q RE MO 
fine spray evenly on an area up to 30 ft. 2. ae 
AM 










‘ 
0) aw Pan 


Can Opener! 





turer. Sturdy construction with no moving 
parts and can be easily moved without 
tilting. Made of “Zamak” zinc alloy and is 
said to be rustproof. Weight approximately 
1% Ib. Colors—aluminum, red, white and | 
green. Packed in individual display box. 
One dozen, one color to shipping carton. 







Dazey De Luxe Can Openers are rolling 


‘ 





off the assembly line... bright and 






*) a 


shiny—better than ever- the can openers 














Wells Mfg. Co., Division of the Dayton | American homemakers have been wait- d 
Mold Co., 3196 Delphos Ave., Dayton 7, ing for! Guaranteed five years. 5,000,000 — 
Ohio. 





enthusiastic users. First in the field, 





always best—for quicker turnover and 


Ready-Mixed 
Chrome Paint 


“Chromatone,” a stabilized and ready- | 
mixed chrome paint has been announced | 2 GB 4 
MFORT by Alumatone Corp., 1523 Grande Vista, | GyeCY 
ILITY Los Angeles 23, Cal. According to the | 


maker, the patented stabilizer used in its WARNE & CARTER AVES. + ST. LOUIS 7, MO. 
manufacture gives package stability and 
prevents the paint from darkening in the 
can even after opening. Ready for use, 
AY for indoor and outdoor application on a 
wide variety of materials, metal, wood, 


greater profits... pick a DAZEY! 






































Cow glass and other hard surfaces. Both a heat FOR A 

ER and rust resistant coating, maker states. FOLDING WOOD RULE 
Paint sets in 20 minutes and dries in two 

SIGHT to four hours. Equally suited to brush or | GIVE ME AN 

SIGHT spray gun work. Available in convenient | 

east sizes, 

om the eiacipataterte 

Way 


Moth Repellent 


“Moth-Ridd” vaporizer contains 8 oz. of 
“Para-Nap,’ which is a special formula 
containing gum camphor, paradichlorben- 
zene and naphthalene. Manufacturer 
states that it is so formulated that it will 
not readily evaporate. Rodo Corp., Box 
64, Boston 14, Mass. 


PLATES 
MINIMIZE 
WEAR 



















EXTENSION 
SLIDE 





For inside and outside measuring. Brass 
strike plates prevent wear on markings, 
lock joints reduce end play. Sell Lufkin— 


it pays. 


UF KIN 


THE LUFKIN RULE COMPANY 
SAGINAW, MICHIGAN, New York City 
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YOU can stock and sell any Pecora 
product with the full assurance of cus- 
tomer satisfaction. For every product 
bearing the Pecora name is designed 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- 
oratory research, quality ingredients and 
excellent manufacturing facilities all 
combine to make Pecora first choice 
with cautious buyers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 
CALKING COMPOUND 
A leader since 1908. Will not dry 


out, crack or chip when properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 

STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 


Paint Company Inc. 
Established 1862 by Smith Bowen 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
CPE 
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WHATS NEW 





Aluminum Sifter 


The Foley Sifter, produced in large 
quantities before the war, will soon be 
available again of aluminum instead of 





steel. Light and easy to handle. User can 
sift with one hand, stir with other. Made 
in two-cup size with coned bottom. It 
sifts directly into measuring cup or elec- 
tric mixer. A product of Foley Mfg. Co., 
30 Second St., Minneapolis 13, Minn. 





Vacuum Bottle 
Stopper 


Maker states that this stopper is made 
of a tasteless, odorless pure gum rubber. 
One size said to fit all pints, half pints 
and quarts. Suggested retail selling price 
is 20 cents each, mounted 12 on a display 





card. Each display card packed in a 
chipped board box, 12 boxes to a master 
carton. Kenneth E. Luger Co., 508 E. 24th 
St., Minne. polis 4, Minn. 


“Royalbilt” Sand Spike 


Two-piece sand spike designed for lazy 
fishing. It sticks down in sand or mud and 
holds pole of any size. Highly polished 
chrome finish is guaranteed rustproof, ac- 
cording to the maker. Spike at the end of 
the handle can be removed and screwed 
into the hollow section of the handle, mak- 
ing it compact and rattleproof. When col- 





lapsed it is 10% in. long. Length at full 
extension is 21 in. and weight is % lb. 
Company also manufactures an_all-steel 
one-piece sand spike, cadmium plated. 
Royalbilt Line, 1335 Folsom St., San Fran- 
cisco 3, Calif. 





“Double-Duty” Stair 
Tread 


Stair tread which offers protection for 
the step and riser. Protects the step 
against foot traffic and the riser against 
kicking and scuffing. Two sizes are being 





produced, 18 in. wide tread by % in. 
thick, covers 9 in. by 18 in. tread plus 7 
in. by 18 in. riser. Other size, 24 in. wide 
tread by % in. thick, covers 9 in. by 24 in. 
tread plus 7 in. by 24 in. riser. Each 
comes in one complete piece. American 
Mat Corp., 1731 Adams St., Toledo 2, 
Ohio. 


Flame-T hrower 


The “Ker-O-Kil” Flame-Thrower, manu- 
factured by the Brower Mfg. Co., 209 N. 
Third St., Quincy, IIl., is designed as a 
weed burner and disinfecting torch but has 
many more uses. Claimed to kill green 
weeds or disinfect poultry yards at rate 
of 1000 sq. ft. per hour. Welded tank, 18 
and 20-gage steel, funnel top, 60-lb. pres- 
sure gage, powerful air pump. Four-foot 





hose. Bronze needle valve. Welded burner, 
bronze fittings, steel coil. Flame tempera- 
ture, 2000 deg. Use kerosene or stove dis- 
tillate. Suggested retail price, $19.95. Cost 
to dealers, $15.10. 


HARDWARE AGE 
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SELL HEATING EQUIPMENT 
PROTECTION ON A TRIPLE 
PROFIT BASIS 


Every home is a market for these three items — 
check this short list and convince yourself. 


1. AMEROID BOILER STOP LEAK —permonently 
stops all ordinary leaks and cracks in steam and hot 
water boilers below the water line—harmless to all types 


of metals. 


2. AMEROID HOME BOILER TREATMEMT — 
cleans rusty, dirty heating systems—steam or hot water 
—a quart can does the trick. Larger packages for 
apartment houses, hotels, etc. 


3. AMEROID FUEL OIL TREATMENT —toops fuel 
oil systems clean by eliminating sludge and carbon de- 
posits from nozzles, strainers, and coils—saves fuel and 
improves combustion. 


Write for the full story on these fast-selling prod- 
ucts today—your profit is high—purchase cost is low. 


Manufactured by 


E. F. DREW & CO.., Inc. 

15 East 26th Street New York 10, N. Y. 
Chieage: 819 N. Michigan Ave. « Besten: Chamber of Commerce Bids. 
Distributed by 
R. T. Well, 277 Broadway, New York 7, N. Y. 





Ever Popular!! — Canary Three-Piece 
Porcelain Salt & Pepper Sets, Decorated 
In Red, Blue and Green. 


Sold In Assorted Colors Only. 


No. 4367Z 
$7.20 per doz. sets. 
Packed !/> doz. sets. 
In 6 doz. lots. 
$6.60 per doz. sets. 
4 ins. wide, 3!/2 ins. 
high. 

5 lbs. per doz. 





No. 4367Z 





No. 4570Z . . . Put up in Individual Gift 
Boxes. 


$8.00 per doz. sets. Packed: !/2 doz. sets. 
In 6 doz. lots. 
$7.40 per doz. sets. 











Be sure to send for our complete set Z of GIFT GOODS. We 
have them from $1.80 to $90.00 per doz.; all big sellers. 


LEO KAUL xcincy inc 3 craton 





CHICAGO Z6, ILLINOIS 





























FOR GLAZING, SEALING 
AND CALKING 


Top Quality 


PUTT YW 


REG. U.S. PAT. OFF. 


WILL NOT CRACK, CRUMBLE 
OR FALL OUT 


For Wood or Steel Sash 


Can Be Used Anywhere Putty or Calking 
Compound Is Needed 


Paint Can Be 
Applied Immediately 


ATLAS PUTTY PRODUCTS COMPANY 
1513-15 W. CARROLL AVE., CHICAGO 7, ILL. 
MANUFACTURERS 
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Patterns are 
available for 
practically all 
plows, listers, 
middlebreakers in 
No. 1 soft center or 
No. 2 crucible steel 
of the highest quality 
obtainable. Send today 
for catalog and trade 
prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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Stop Leaks 
Permanently 







2322 West 58th Street, Chicago 36; II! 


* 
PROTECTING 
AMERICA’S 

















THE BOSS MFG. CO., KEWANEE, ILL., U.S.A 


260 














Glass Candy Dishes 


The Leo Kaul Importing Agency, Inc., | 
333-335 Z So. Market St., Chicago 6, is 
marketing a cluster of four leal-chaped | 


WHATS NEW 





glass candy dishes in amber, azure, green | 
and ruby in white gift box. Each dish, 1% | 
in. high. No. 4728 Z, $12 per dozen boxes. 


| Weight, 24 lb. to the doz. boxes. 


Lawn Sprinkler 


A small sprinkler designed to disperse | 
the right amount of water at the proper | 
speed, and to cover a 5 to 50-ft. circle de- | 
pending on pressure. Body and working | 
parts are machined brass and polished to | 





| 
a bright finish. Whirling head is cadmium 
plated steel with arms that are brazed in | 
position. Base is of heavy pressed steel | 
with baked enamel finish. Approximate | 
size 10 in. long, 3 in. high and 2 in. wide. | 
Individually boxed. Cleveland Vibrator 
Co., 2828 Clinton Ave., Cleveland 13, Ohio. 


“Snap-EE” Weeder 


This weeder, offering a patented, triple- 
action clamp feature, allows quick re- 
moval of both plants and roots in one oper- 
ation. Weeder’s long spade is said to 
slide under the leaves and severs the roots. 
Has trigger on handle to close projecting 
tooth-clamp on the cut-off weed. A slight 
pull extracts the weed, bringing with it a 
maximum of the root system, according to 
the maker. Built with heavy gage steel on 
a lacquered handle. Inserted through a 
spot in the spade head is the steel, claw- 
like clamp operated with a spring-action 
trigger. Plastic hand grip attaches to up- 
per end of shaft. Overall length is 36 in. 
Has suggested retail selling price of $1.95. 
The SKG Corp., 1200 Chestnut Ave., Min- 


neapolis, Minn. 


ea eee 





| 5390 N. Menard Ave. 








It's safest to stan- 
dardize on Safety 
Belt Hooks 


Safest because: 


When applied, the 
binder bars lap over 
belt ends, prevent fray- 
ing, prevent hooks 
from pulling out, add 


to belt life. Mecchs ave rigidly 


held in accurate 
alignment by patented steel binder 
bars before, during and after applica- 
tion distributing tension uniformly 
across the belt, maximum traction and 
minimum wear. 


Safety Belt Hooks come in sizes for all 
belts, cost no more than ordinary belt 
hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 








GRAVITY 
HINGES 


No springs 
to weaken 


Nothing to adjust 














Easy opening, sure closing—for all heavy 
doors. Extra rugged construction. No 
special hanging strips needed. Weight of 
door rests on heavy iron floor casting and 
hardened steel roller. For doors 1%” and 
thicker. Hold-open and non-hold-open 
styles. Furnished complete with screws, 


bolts, and lag screws. 
Ask your Jobber 


| THE SHELBY SPRING HINGE COMPANY 


SHELBY, OHIO 


Q SINCE 1898 
cree 


BUILDERS HARDWARE 
Gerd Lovks - Bella Wem 


HARDWARE AGE 








Chicago 36, U.S.A. 


























































| Premier Electric Water Heater | 





Wherever there’s 
An Electric Meter 
You should sell 
This Water Heater! 


It’s portable. Hang the Premier Heater 
(as illustrated) anywhere near an electrical 
outlet. Slip pail of water over the “Foot” 
which is a 1500 Watt Chromalox Heater. 
Suspend on lever or hook which automati- 
cally snaps on switch. Remove the pail; 
off goes switch! Easy to demonstrate and 
sell the year around. Get this practical sew 
item first! Send for free holder, prices and 
dealer proposition. 


THE NATIONAL IDEAL CO. 
906 N. Summit St. Toledo 4, Ohio 












Announcing 
Our New: 


Utility Portable Vise 


and 
Aluminum Lawn Rake 


VISE 


Jaws open a full 2” 
Separate Mounting 
Bracket. Ideal for 
Industrial, Farm and 
Home Use. 


_ 


Every Maintenance 
Dept. should have 


RAKE 


Made of Pure 24ST 
Aluminum, Rounded 
Teeth—Easier to use. 
Four foot Hardwood 
Handles— Light 
Weight. Rust Proof. 





No. 10 


Write or wire for 
Prices and Descrip- 
tive Folder 








Immediate delivery 


No. 1900 








NEWMAN MFG. SALES CO. 
Kansas City (2), Mo., U. S. A. 
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| “Keyhole Kut-up” 





Display 
Great Neck Saw Mfrs., Inc., Mineola, 


N. Y., are featuring the No. 60 “Keyhole 
Kut-Up” display, comprising one dozen 








keyhole saws. According to the manufac- 
turer, the saws have unbreakable aluminum 


Composition Talc Crayon 





| handles and flexible tungsten steel blades. | 


To offset the shortage of natural or 


mined talc for marking purposes, The 
American Crayon Co., Sandusky, Ohio, has 
developed a composition tale crayon. Al- 
though this crayon is not meant to take 
the place of natural talc in all instances, 
the company believes that there are many 
ways that a composition stick can be used 
by its customers. Markers are designed as 
No. 447. Sticks are flat and rectangular in 
shape, measuring 5 by % by 3/16 in. 
Packed one gross in a box, 24 gross in a 
ease, weighing 200 lb. Price per gross, 
$3.50. 


Miniature Gas Engine 
For All Type Models 


The “Rogers 29” miniature gasoline en- 
gine, the type of motor used in all kinds 
of powered models, such as airplanes, 
boats and racing cars, is now in produc- 
tion. Complete with coil, condenser and 
wiring. Attractively packaged in a counter 
display carton. Engine is Class B in model 
competition. Suggested retail selling price 
is $14. Rogers Motor Co., 743 Beaubien 
St., Detroit 26, Mich. 





| 
| 
| 
| 
| 
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All through the Night 
wherever they need Light! 
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On Construction Jobs Gioge 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 


Get that Screw 
én STRAIT 


SELF CENTERING 
PUNCH 






















Pat. Pending 


pr? 
Action ! 
Help the carpenters build 10 million 
homes. 
Tapered to fit the hinge. 
Made of hardened steel. 
Sold thru Hardware Wholesalers. 
Electros & catalogue sheets free. 
Each doz. has a display card. 


Produced by 
STELRAY METAL PRODUCTS CO. 


SHELTON, CONN. 


























BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be in a position to fill current orders 
promptly. We thank you for your forbearance. 


ani j / jf 
AYU1041U41 Gad Wea 1H1e4 


LIKE A 
SPONGE 
> 


Used WET, 
\ DAMP or DRY 






ALSO A 
SWELL 
DISHCLOTH 














Holds amazing amount of water. Used 
like a Chamois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden stiteh 


locks each thread. Result: dense, long- | 
wearing surface. 





Handsomely put up in red, white and | 
blue display bands. Free counter folders. 


INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 





2 Pieces DUET #100 BOMB occ cccccee $2.00 
2 Pieces DUET = 75 eFBcceccecece 1.50 
7 Pieces DUET # 50 BO. cccccccece 3.50 
12 Pieces DUET # 25 Bc veccecece 3.00 
23 Total Retail Value...........405 $10.00 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 


Another Product of 


American Sponge & Chamois Co., Inc. 
49 Ann Street, New York 7 
245 Mission Street, San Francisco 5 


Producers of 
AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1869 DEMAND BY BRAND 
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WHATS NEW 





“Rolling Door” 
Kitchen Cabinet 


Designed to fit under a regular wall 
cabinet and provide extra storage space 
for small items, without interfering with 





the normal use of the counter below. Has 
two shelves to provide adequate storage 


| space for articles, such as spices, salt and 


pepper. Made of white enameled steel. 


| Door of burnished steel strips, slides up 


and back out of sight and is said to stay 
open or closed without catches. Made in 
18 and 24 in. widths. Youngstown Kitchens 
division of Mullins Mfg. Corp., Warren, 
Ohio. 


“Pal” Razor Blade 


Reminder Cards 


Pal Blade Co., Inc., 595 Madison Ave.. 
New York 22, N. Y., is packing one of 
eight different reminder cards in each 
package of “Pal” Hollow Ground razor 
blades. A card, the same size as the 
razor blades, is found in the package just 
before the last two blades are reached. 
One side of each card carries a carton re- 
minder that the shaver is getting low on 





“Pal” blades. The reverse side suggests 
that the shaver check his supply of other 
shaving necessities. 


Ledge-Type Swingspout 
Faucet 


“Commodore”  ledge-type swingspou' 
faucet, the first of a line of plumbing fix- 
tures to be manufactured by the General 
Tire and Rubber Co., Pasadena, Calif. 
Emphasis has been placed on the ease of 
cleaning, maximum coverage and_ work- 
ing clearance in these units, according to 
the manufacturer. Modern functional de 





sign. Additional items in this line will be 
forthcoming soon. 


“Whirlpool 30” Washer 


Newly designed conventional washer pro- 
duced by Nineteen Hundred Corp., Su 
Joseph, Mich., is said to be completely 
rust-proofed before the baked enamel! fin- 
ish is applied. Has self-cleaning, three 

















vane, double wing, reciprocating agitator. 
Fifteen-gal. tub accommodates eight lb. of 
dry clothes and has well-marked “Load 
Line” indicating the water plus clothes 
level. Motor of % hp. is rubber mounted. 
Gear case is sealed and never requires 
lubrication. Wringer is quickly adaptable 
to fabrics of varying weights. Self-adjust- 
ing casters keep the machine level and 
are provided with a locking device to pre- 
vent the washer from sliding or moving 
while in operation. 


HARDWARE AGE 
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HEAD YOUR BUYING LIST 





ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 





Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 






DELUXE MOD&@L 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 


Leaves entire board for ironing. 
Folds back when not in use. 


VERY SOON NOW... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 








ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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“Kler-Vue” Knife 
Racks 


No. R-1 regular rack with detachable 
bottom glass front to protect blades up to 
10 in. length. Made of wood and easily 









installed in any kitchen. Prevents any 
knife becoming dulled, nicked or broken. 
Holds 8 knives and one steel. Glass front 
removable for cleaning by releasing two 
screws at bottom. Colors: red, white, ivory 
and natural. Suggested retail selling price 
is $2.95. Kler-Vue Knife Rack Co., Inc., 
1776 Broadway, New York 19, N. Y. 





“Lok-In” Glass Filter 


A glass filter that locks into the upper 
bowl of a glass coffee maker, thereby 
tightly holding it in place during the 
brewing process, has been introduced by 
Silex Co., Hartford 2, Conn. Manufacturer 
states that it cannot bob up, wobble or 
fall out while coffee is being made. Said 
to be easy to use, can be washed quickly 
and fits Silex and most other glass coffee 
makers. Maker issues lifetime guarantee 
not only against defects of any kind but 
against everything including breakage or 
user’s carelessness. 


” 
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| 
| 
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The 
FASTEST-SELLING 
APPLICATOR 
ON THE MARKET 


because it is practical and 
well-constructed. 















1 


“TEDDY" WAX APPLICATOR 


comes in two sizes 
$].00 na $25 


Now put up with screw-in 
handles — one dozen in a 
box. (Handles enclosed in 
every box.) 

OTHER “TEDDY” ITEMS 
Wall Dusters 
Polishing Mitts 
Buffing Bonnets 
Winter Mittens 


(lamb's wool and leather) 


ORDER FROM YOUR JOBBER 





SEE OUR DISPLAY 
BOOTH +491 


HOUSEWARES SHOW 


ATLANTIC CITY AUDITORIUM 
ATLANTIC CITY, N. J. 


MAY 13-17, 1946 











STANTON SUPPLY Co. 
137 FEDERAL ST., BOSTON 18, MASS. 
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SOLID STEEL 
FISH RODS 


The best selling in the lower priced 
Solid Steel Fishrods a nationally 
advertised line that meets every re 
quirement 


Premax Reds are in production, though 
in small quantity to date. Keep in 
touch with your jobber for your supply. 


ee 


DIVISION CHISHOLM-RYDER CO., INC 
1601 Highland Ave., Niagara Falls, N. ¥ 








BUY , .. WOW 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 
BABY SEAT 


Ne. 104. A sturdily made 
steel frame with strap hang- 
ors to fasten on saute, seat 







BABY SWING 


Ne. 06. They will be in big de- 
mand this fal and winter. Cash 
in op this item. Made frem 
heavy white cotton materials, re- 
inforeed for long and hard weer. 
In ordering specify No. 96. 


Made from high-grade fibres, cloth walls 
with drawstring, cotton padded. Made for 
comfortable riding. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 
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WHATS NEW 


“Super Weigh” Household 
Scale 


Housed in a one-piece zinc die-casting, 
finished in white baked enamel. May be 
used while standing squarely against wall 
or cabinet. Angled viewing-dial may be 
read easily without stooping. Dial pro- 
tected by a transparent window. Stands 


6% in. high and is 6 in. square. Weigh- | 


ing range is in two-ounce graduations, 
from one oz. to 24 lbs. Scale also can 
double as a baby scale when a heavily 
reinforced, sanitary baked enamel tray, 
which is available as a separate unit, is 
attached to the top platform. Landers 
Frary & Clark, New Britain, Conn. 














| Double-Duty Door 
| Chimes 


“Empress Eugenie”—a versatile racket 
shelf encloses a door chime. Antique 
white, in carved effect, the shelf serves an 
ornamental purpose, holding plant, clock, 
etc. Maker states that the design blends 
with any style of interior decoration. Suit- 
able for hall, den or living room. Sounds 
a harmonious two-note melody for front 
entrance and a single peal for rear door. 
Operates on any standard-quality doorbell 
transformer or battery. Suggested retail 
selling price is $7.75. Edwards & Co., 
Norwalk, Conn. 











Serving the 
Retail 
Hardware Trad 
Since 1936 


Well known brands of 


hardware, electrical 


and plumbing supplies. 


Inquiries from 
Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 


e 




















Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 


@ 
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Dan-D-Lion 


KILLER KEMICAL 


Fast Turnover 
Repeat Business 
Easy Profits 


Now you can gain the 
everlasting gratitude of 
your customers by per- 
manently solving their 
dandelion problem. For 
years, they have been searching for some- 
thing to eradicate lawn weeds easily and 
quickly. Here’s your chance to help 
them — with guaranteed Dan-D-Lion 
Killer Kemical. 


NEW APPLICATOR! 


Wonderfully quick, easy method using 
newly developed Killer Kane. Merely 
touch the weed and the entire plant 
DIES, dries up, blows away. Weeds turn 
black within an hour after application. 








|Pattern Design for 





ORDER YOURS TODAY 
Special “Get Acquainted’’ Kit: 
$1.50 


Ce GR i cccccccces 1. 
Killer Kemical (enough 
for 1500 weeds)...... 1.25 
Regular Cost......... $2.75 
Kit (limited offer)...... $2.25 
Vo gal.. .$1.65 
Killer Kemical l gal... 2.75 
5 gal.. .10.85 





Write for Literature 


CHICAGO WEEDKILLER 


2744 W. 37th Pl., Chicago 32, Ill. 

















STRONG? oN 
FLOOR DISPLAY 


Stops traffic! 
Starts selling 
Strongman 
all - steel 

T- drver, 
rotary dryer 
and clothes 
prop. Free 
with $300 
(minimum) 
order —get 
yours now! 
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General Mills Cartons 


General Mills. Inc., 400 S. Fourth St., 
Minneapolis 15, Minn., has adopted a basic 
pattern design to be applied to all General 
Mills home appliance cartons, tags, labels, 
promotional and advertising materials. 
The design, as applied to an iron carton, 
tag label, catalog and ironing instruction 
booklet, consists of white polka dots on a 
red background. It incorporates, in most 
instances. a picture of Betty Crocker, the 
words “sponsored by Betty Crocker,” and 
utilizes the “product shelf,” ‘which has been 
used by the company in institutional ad- 
vertising as a signature device. 


Plastic Shade Pull 


“Priscilla” plastic pulls. for installation 
on new or old window shades. Said to 


give positive control of the shade in raising 





and lowering, prevent crooked shades and 
run-out that results in edge wear. To make 
it easy to draw shade to bottom without 


stooping or disarranging hangings. Crystal, 


amber and permanent opaque red, blue, | 
Bee-Gee Mfg. Co., | 


white, ivory and green. 


Lafayette Bldg., Detroit 26, Mich. 








Correct Answers to 
Test Your Hardware Sense 
(Questions on page 202) 


1-—Answer. 
payment of down payment, $75.70. Monthly 
payments amount to $6.30. 

2—Answer. If cash discount is taken, 
rate is 45 cents per column in. $90 will 
purchase 200 in. of space at this favorable 
rate. 

3—Answer. Customers usually resent 
direct disagreement with them on _ such 
points and if such tactics are continued by 
the salesman selling of the article may lead 
into a debate or an argument. It is al- 
ways better to lead the customer to a 
decision by making proper suggestions. 

4— Answer. 
of 7% per cent of the list price of the 
lamps or in this case a tax of 34 cents. 

5—Answer. Portion of the freight to 
be assumed by the dealer amounts to 48 
cents. 


Dealer should collect a tax | 








Total balance due alter | 


HOME CANNING 
gn Tin... 


Canning in tin cons saves time! 
Saves flavor! Saves the product! 1946 Burpee 
Can Sealers and Burpee Pressure Canners 
are being distributed to dealers on the most 
equitable basis possible. 


WAY 
Is the Modern Way 


BURPEE CAN SEALER COMPANY 


Barrington, Illinois 











BARB-REELER 


SAFETY WIRE 
(REEL HANDLE 
\ * 


Horn 
Barb-Reeler 





Tue Horn Barb-Reeler is a year ‘round sales- 
builder because fence building and repair- 
ing is a year ‘round job on the farm. Elim- 
inates the many hazards of handling barbed 
wire ... helps the farmer to his fencing jobs 
quicker, better and without customary hefty 
muscle lifting. Sturdily constructed . . . easily 
attached to barbed wire reels. Get your 
share of the profits from this popular new 
farm item. For details, see your distributor 
. or write direct to us. 


HORN MANUFACTURING CO. 


FORT DODGE, IOWA 
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TIFFANY 


DESIGN 


Robins mean Spring . . . 
Spring means Housecleaning 


. . Time to display 


PLASTIC HARDWARE 


A Carvanite Product 


The TIFFANY duo-tone pull, 
one of many Carvanite de- 
signs, comes in three sizes 
and six brilliant colors — Red, 
Blue, Green, Yellow, Black, 
and Cream Brown. DISPLAY 
THEM NOW. Their beauty 
and individuality will please 
your customers and create 
new ones. 

Send for price lists and full- 
color illustrations of our 
complete line. Display 
boards available. 


PLASTIC CO, 


4641 Pacific Boulevard 
Los Angeles 11, California 








Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Association 
of, May 16-17, 1946, inclusive; convention 
and exhibit at the City Auditorium, Bir- 
mingham, Ala. Mrs. J. H. Crowe, secre- 
tary, 1906 N. Fifth Ave., Birmingham 3, 
Ala. 

American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
Chicago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

Carolinas, Hardware Association of the, 
convention, May 28-29, 1946, at the Hotel 
Charlotte, “harlotte, N. C. Sally Couch 
Masten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 

Central States Hardware Club, annual 
golf tournament, at the Butterfield Coun- 
try Club, Hinsdale, Ill., June 28, 1946. 
Ben Leve, 3630 S. Iron St., Chicago 9, 
Ill., is secretary. 

Eastern Hardware Golf Association, 
annual tournament at Shawnee Country 
Club, Shawnee-on-Delaware, Pa., May 23- 
25, 1946. H. L. Gilliam, Wood Shovel & 
Tool Co., 30 Rockefeller Plaza, New York 
20, N. Y., is treasurer. 

Florida Retail Hardware Association, 
convention, May 13-14, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 

Georgia Retail Hardware Association, 
convention, May 7-8, 1946, Ansley Hotel, 
Atlanta, Ga. William W. Howell, Way- 
cross, Ga., is secretary. 

Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 

Louisiana Retail Hardware Associa- 
tion, Inc., annual convention, June 10-11, 
1946, at the Bentley Hotel, Alexandria, 
La. Mrs. David O. Mansfield, P. O. Box 
1696, Jackson 113, Miss., is acting sec- 
retary. 





Mississippi Retail Hardware and Im- 
plement Association, Inc., annual conven- 
tion, June 3-4, 1946, at the Hotel Buena 
Vista, Biloxi, Miss. Mrs. David O. Mans- 
field, P. O. Box 1696, Jackson 113, Miss., 
is acting secretary. 

National Contract Hardware Asso- 
ciation, and America Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit,’ Palmer House, Chi- 
cago, Ill, Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers Association, 
Oct. 1417, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association. 

National Retail Hardware Assn., An- 
nual Congress, June 2427, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing-director. 

Triple Mill Supply convention, May 
6-8 inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and The Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 
burgh 22, is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 





Paying the Tax Bill 


RECENT estimate indicates that 

a person would work a day and a 

half a week to pay his tax bill before 

starting to work for himself, if all gov- 

ernment spending were reflected imme- 

diately in taxes and each taxpayer paid 
exactly his pro rata share. 

—Tax Foundation 
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WIDE OR NARROW NECK 


DE LUXE GLASS 
COFFEE VAC 


HAND DECORATED 











SOE WAP wre esas 


CLEANING AIDS | 


€ eee od 





mos Se ti 


GREAT NEW DISPLAY RACK 


Sells the New Minute Mop Line of 
Cellulose Sponge Household Cleaning Aids! | * 


® Soap Bank ® Toi-La-Kieen Brush 
© Dish Mop © Bath Brush HE war is won! .. . now 
® Window Brush ® Wash Stand Brush Fr .. « product by product, 


And the Nationally-Known and Nationally-Advertised White Cross Electric Table 
' Appliances are marching 


MINUTE MOP AND DRAINER > back, greater than ever. Now 
re available are the smart, con- 
Customers won't pass up the popular, labor-saving Minute |‘; Yenicnl 888 ba ag —_ 
line of Du Pont Cellulose Sponge items so attractively dis- ueiein crown dhe, 
played. Install this striking, sales-exciting display and thes | Saee cits end teedl 
items virtually sell themselves. Each one specifically de-|!{ ous coffee-makers come to . 
signed to ease a particular house-cleaning chore, is con-|;| you in eight cup size only . . . with platinum banding 
veniently arranged to catch the eye—to stop your cus- | . wide-neck models complete with hinged decanter 


* * : cover and double-purpose top cover with funnel holder 
tomers and get their buying urge to working fast. of attractive, durable bakelite . . . Specially designed 


features insure tight seal and perfect vacuum. Full-flavor, 


A Sure-way EXTRA PROFIT-maker | \ full-strength every time. Clean, easy, fast filtration . . . 





- 
4 
} 






NOTE: Narrow-neck models are similar to 
"Minute Mop” is a famous name nationally advertised. When you those illustrated above——but less decanter cover. 
introduce the complete, new Minute Mop line of drudgery killers you * re rs 
l. That 


tie in real reputation with real, multiple sales app 


nothing less than rich, steady, extra profits to you. WH IT r é ROSS Preview - 
Set Up the New Ag mattis ond facilisis become erslable, White Cross wil 
, ; THE AUTOMATIC POP-UP TOASTER 
Minute Mop Display HIGH SPEED HOT-PLATES 
in Your Store 1000-W LIGHT-WEIGHT AUTOMATIC IRON 
DEPARTMENT STORES: Get this hond:| WAFFLE IRONS—SANDWICH TOASTERS 


ng Oy By yy SS y~ sf ...And many brand new products for greater convenience, service 


s 16". Mordweed sotural fateh. Simply and freedom for America’s homemakers. 








drop us a penny post card request * 

full particulars about Minute Mop's great, | 

— merchandiser. You'll 7 way | White Cross Delivers the Trend of Tomorrow... Today! 
c ly exp - | 

So hurry—write today! HARDWARE DEAL. | LEADING JOBBERS EVERYWHERE 





ERS: Ask your jobber for a smaller rack, 


[. . available free with a 78-piece assortment. 
ERB 
eraphed Backes Cord Fee > ~=MAINUTE MOP CO. em 


equest. 


peste steh the ancien 17 East 23rd Street NATIONAL STAMPING & ELECTRIC WORKS 


Feature Minate Mop and 


as oo oe aa Chicago 16, I. 2220 WEST LAKE STREET ° CHICAGO 24, ILLINOIS 
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SWINGING DOOR LATCHES CHAIN 








BERG HE BE OLDE 


Stock Frantz Guaranteed Builder’s Hardware... 





let the “built-in” sales features go to work for 
you... create satisfied customers, repeat business 


and extra profits. 





FRANTZ 


Geeararteed BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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KESTER METAL MENDER 


Sells...and Repeats! 


Yes, sir... you'll wonder how that handy 
Kester carton empties so fast. It works even 
while you’re busy somewhere else in the 
store, making sales — profitable sales — for 
you. 

@ This handy little item fixes hundreds of 
broken metal articles—home, shop, farm and 
factory—at a cost of a few cents per item. 
It’s genuine Kester flux-filled solder, so 
handy to use that anyone can apply it. Even 
the housewife can mend leaky pots and pans, 
fix lamps, washing machines and dozens of 
other things with Kester Metal Mender. 

@ Kester Metal Mender requires no special 
skill for application. Just apply heat and the 
job is done. And the solder-bond really 
holds, holds with the same tenacity that has 
earned Kester solders their high rating on 
great planes, mighty ships, tractors, autos 
and thousands of other industrial items, big 
and little. 

@ Check your stock today. If you have 
Kester Metal Mender on hand, be sure it is 
out on your counter. If you don’t have it, 
list it to be ordered from your jobber. 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago 30, 
Illinois. 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 
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METAL MEA BER 
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PROFITABLE TO 
HARDWARE DEALERS 


«+. SAYS TORCHY TURNER 


t the above ill 
ve ust 
shows the seente Beaks 
pated construction of 
JABSCO bronze pump. 
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ATTRACT ATTENTION. 
ed features provi 
ant self- priming, noiseless, 
e, woter-wwericated and 


de ynequolied advantages 
one moving part, 


Patent 
gearless. No 


of inst 
reversibl 
adjustments: 








They’re 

seoattel. bernie sR yan and discounts 

of high pump is exceptionall ann a 
gh grade bronze. y well constructed 


? PROFITABLE TO SELL. 
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mM PUMP. 

ool pumping, 
ks, for liqui 

of other 


iL AROUND FAR 
tires, silo filling, cessP 
o open tan 
d for hundreds 


of Low -cost A 
For filling tractor 
cellar draining, pumping int 
transfer and circulating, on 
uses around the form. 





rner Tested T 
are again in pro- 
1 This is 20 announcement 
know it will be 

country- ba 


in all industrie 
| s — dairie ineri 
ot Hag $s, wineries, can i 
ee ee -_ food and chemical plants pret 
g, boating, air-conditioning, etc er 
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4 USED BY EVERYONE — 
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PROVED suPERIORITY. 
n for yeors ond 


r’s outstand- 
vice for Leading manufacturers have bee 
* - 

@ still ore ysing these pumps on engines, motors and 


other equipment. 








‘ NOW - 
6 Distrib Pi phat PROMPT DELIVERY 
u . 
» Ce ete eee 
aR m implement h ‘ ers, 
pump distributors, wholesale ws poe 
anies, etc. 





NATIONALLY ADVERTISED. 
Farm papers, industrial papers fishing and marine 
magazines are SELLING YOUR CUSTOMERS! 
Counter display cards and advertising literature is 


available to help build your sales. 


| These pumps are 
available in 4 The pu ith: 
pena ™P7 ietnert ict 
ant) 


cae sno -saby PUMP COMPANY 
shire Boulevard © Beverly Hills, Calif. 
x ifornia 
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You can sell 
Warwood Forged 
Tools, such as the 
Railroad or Clay 
Pick, with con- 
fidence because they are 
correctly designed, accur- 
ately forged and scientific- 
ally heat treated...all an 
assurance of long service 


and customer satisfaction. 


MATTOCKS..SLEDGES..MAULS 

HAMMERS... WEDGES... PICKS 

BARS... HOES... ALSO TRACK 

TOOLS... ANVIL TOOLS. . MINING 

TOOLS, AUGERS AND CUTTER 
BITS. 


SINCE 1854 | 


Pina 


WARWOOD TOOL COMPANY 
WHEELING, WEST VIRGINIA 
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WARWOOD WORKMANSHIP 
\" \ MAKES THE DIFFERENCE / fi 





HARDWARE STORE ITEMS 


PROFITABLE 



































**BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed in 
Omaha Packing Houses, comes the Pure Neatsfoot 
Oll used In SHEPS NEATSFOOT OILS. 


' e SHEPS NEATSLENE HARNESS 
‘ Oil. Made in three 3 
SL Neatslene, Sheps ° 
== ant Seve Ster Horness _ 

lets from same formula 
= over 30 years. Contains fish 
ols pure neatsfoot oll, and beef 

iw. 














Made In three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 


OMAHA 8, NEBRASKA 











‘ 
if 


VAL-A COMPANY 


700 W. Root St. 


a 









RUST SOLVENT 


Guaranteed 
not to attack 
metals e + * @ 


only rust. 
jcldy ond 
Rustolf Pe ae gardless 7 
all % 
sy frozeD ogether , tires 
badly - . Qui yeast n autos. 
from rims froz6® Ww rite today 1° 
tractors om 
trade pr 


Chicago 9, IL. 
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SURE SALES 


By STOCKING and DISPLAYING 


THE NEW & EASY WAY 
To ASSEMBLE—STORE—TRANSPORT 
CARPENTERS SAW HORSES 


or Banquet and Display Tables 





“CARPENTER’S HELPER” 
24 inches high or 29 inches high 
DEALERS—JOBBERS—DISTRIBUTORS 


Write for information 


FACTORIES OUTLET CO. 
408 S. Michigan St. South Bend, Ind. 





SHIPMENTS PROMPTLY 

















































“» Customers realize this the instant they see these two fine 


FASCO MANUFACTURING COMPANY 






No. 200 MIGHTY MASTER 
Low frame for tight spots (less 
than 1%" overall)— standard 
| 10” blade—gcrew-type handle ~ 

— patented ring fastener. % 

No. 2 MIGHTY MIDGET ~— 
A bushing and tubing saw 
Wee, that will work within a %’ 
hole or other hard to reach ; 





places. Standard 6” fine-tooth 
pin-type blade. 


Low Frame Saws 
Can Do More Jobs 





' metal saws displayed on your counter.This 8 x 11” color- 
ful counter display, mounted ona flocked base 2x 4x7’, 
holds a Mighty Master and a Mighty Midget saw. This 
display requires a minimum amount of space yet does a 
real selling job for you. Ask your jobber about this self- 
selling, sales-building unit, and start cashing in now! 














549 WEST RANDOLPH STREET © CHICAGO 6, ILLINO!S 
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THE LINE THAT HITS THE MARK 
FOR BOTH USERS AND DEALERS 


Users of Jackson products . .. over a period of seventy 





years ... have found that they can depend on the 
sturdiness of construction and all-round utility of 
Jackson Wheelbarrows and related equipment to as- 
sure economical, low cost service. To them, the Jack- 
son Line hits the “bull’s-eye”. 


In like manner, dealers have found that Jackson is the 
line that completely fills their customers’ needs and 
provides a valuable means of maintaining good will 


and repeat business. 


Satisfactory service to both user and dealer is the 
“bull’s-eye” of Jackson service, and is the constant 


aim of the entire Jackson organization. 






Details can be obtained from the nearest 
Jackson Distributor ... or write us direct. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
Est. 1876 
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A PROFIT MAKER 


for Over a Quarter Century 


STOVOIL 


REMOVES 
RUST 
PREVENTS 


Liberal discount 


ALL METALS 


Ask your Jobber — or write 


SUPERIOR LABORATORIES + Grand Rapids 4, Mich. 















A COAST TO COAST HIT Se 


DEPARTMENTS — Ys ye 
ba KLEEN 
VW 


Retail $1.2° 


Popular and profit- 
able. Not a wire 
strainer. Specially 
designed of colorful 
moulded bakelite. 

Guaranteed. _Elimi- 4 ] LTO 
nates dirt, rust, mi- 
croscopic organisms. 
Assures cleaner, pur- 
er water. Repeat 
business in refill pads 


Famous water filter complete with 
adapter and one dozen filter pads! 


Immediate delivery through your 
(6 doz. 50c). Free jobber or write direct to: 
display stand and FILTER-KLEEN MFG. CO. 
literature. EVERETT 49, MASS. 





HOLD-E-ZEE 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., Inc. 
84 Exchange St. 
Rochester 4, N.Y 








THRU 
YOUR 
JOBBER 














COLWMBIAN VISES 


THE BEST MADE 


%& Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All types 
for all work. 

your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 











NOW AVAILABLE! 
HAUCK FLAME GUNS 


for burning weeds, brush, etc. 


Every farmer, frult grower, estate owner, poultryman, nur- 
seryman needs this HAUCK FLAME GUN. Destroys weeds 
and brush along fence rows and irrigation ditches. Splits 
rocks, burns tree stumps, sterilizes poultry houses, and has 
hundreds of other uses. Easy and inexpensive to operate. 
Burns kerosene. Does the work of 4 men. Thousands of 
satisfied users. This is a real quality product, engineered 
and manufactured by the largest producer of flame guns. 
The HAUCK FLAME GUN offers good profit pos- 
*~ sibilities for alert dealers. Write today for 
. plete informati 











HAUCK MANUFACTURING CO. 
127 TENTH STREET * BROOKLYN 15, N.Y 
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DONT KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 






"Lifts from 1000 te 3000 ibs. with ease."* 


ELECTRIC ELEVATORS, HAND ROPE 
ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for information and Prices. FOSTORIA, O. 































Jim STABLE 
@ 
LTP 





Manufacture of GEP RODS is keeping pace with the 
availability of materials and labor. It is a certainty, how- 
ever, that there will not be enough to go around this 
year. Therefore—-don’t blame your Jobber for making part 
shipments to you for we are forced to do the same to him. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago 7, Ill. 
Specialists in Steel Fishing Rods for 
BAIT CASTING «+ FLY FISHING + SALT WATER FISHING 















New York's Largest Selling Brand! 


PREVENTHEM Spray will be Your Largest Selling Brand, too 


“» 5% D-D-T 


FOR ROACHES, BEDBUGS, FLIES, MOSQUITOES, ANTS, 
MOTHS, ETC. 
@ KILLS INSTANTLY! @ Sold at Fair Trade. 
@ Length of residual effect @ Terrific cooperative ad- 
is stated on label. vertising plans for local 
@ Conforms with state and newspapers. 
Federal Laws. @ Competitive prices. 


WRITE TODAY for details of Special Offers to 
DEALERS, JOBBERS, DEPT. STORES, CHAINS 
BENGAL CO., 214 St. Nicholas Ave., N. Y. 27, N. Y. 
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Sheito oJ 
Pianes 


Precision Built for Craftsmen 


Open hearth tool steel cutters, properly hardened, 
tempered and ground. Fine grey iron bodies, rugged 
cupstruction, perfect balance. Easy, accurate adjust- 
ments. Quality construction that craftsmen recognize. 
SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 








One stroke with a MallSaw cuts a board easily and smoothly... | 
+ Produces a better fitting member | 


leaves a square board end . 

+ saves hard-to-get lumber . 
in concrete form construction . . 
members. Perfect balance, easy adjustment for bevel cuts, and 
blower that keeps the cutting line clear of sawdust help maintain 
cutting speed. 
MallSaw adaptable to a wide variety of sawing jobs, including cut- 
ting nonferrous metals, cutting and scoring tile, stone and concrete. 
Electric and pneumatic models are available. 


. salvages waste lumber for use 


MALL TOOL COMPANY 7702 Scuth Chicago Ave., Chicago 19, II 
*25 YEARS OF "BETTER TOOLS FOR BETTER WORK." 





. facilitates multiple cutting of like | 


Interchangeable blades and abrasives discs make the | 





CONGRESS DISPLAY 
ASSORTMENT— 
SMALL INVESTMENT 
—LARGE PROFIT 


50 pulleys assorted of 27 popular 
sizes with diameters from 12" to 
5", each individually packaged in 
on attractive dust free box makes 
up the CONGRESS display assort- 
ment. Above 3 color display card 
and handy inventory card included 
free with each assortment. Com- 
plete assortment $15.00. Your 
profit $11.40. 


If your jobber cannot supply, or- 
der direct andsendjobber’s name 


nw A Plane for Every Purpose 


| THERE IS More Profit 


FOR THE HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALER 
Compare the prices, quality and mer- 
chandising helps of the CONGRESS 
line and you too, will agree that there 
is more profit in CONGRESS pul- 
leys. Wise dealers everywhere are 
switching to CONGRESS for long 
profit and fast turnover. 


CONGRESS PULLEYS are 
NATIONALLY ADVERTISED 


CONGRESS is building sales with 
advertisements in Popular Mechan- 
ics, Popular Science plus these in- 
dustrial publications—Industrial 
Equipment News, New Equipment 
Digest, Industrial Bulletin and Mod- 
ern Industry—building sales and 


profits for you. 
Dit CASTING 


CONGRES DIVISION 


Detroit 12, Michigan 


See our full page advertisement— May9, Issue 

















SY HONEY, I'D REPAIR THAT CHAIR, 
FA BuT I HAVEN'T A GLUE PoT 
“ TO MELT THE GLUE/ 
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(LOOK AT THIS AD IN THE 
POST. FRANKLIN LiQuiO 
HIDE GLUE NEEDS NO 
MIXING OR HEATING / 





: 








(VESSIR , TAS 1S THE Giue ) 
FURNITURE FACTORIES 


USE, SO IT'S JUST WHAT 


YOU WANT. 








(it S ALWAYS 
READY-TO-USE . —, 


“EVERY Gs 
OROE exe ye 
FRANKLIN 


C2 genucne Hide Glue 


TEST IT YOURSELF— 
Sample sent when request 
is on business letterhead. 


THE FRANKLIN GLUE CO. 


COLUMBUS 15 OHIO 











| The "DANDEE’ Line 
f 


PLUMBING 
and HEATING 


SPECIALTIES 


“DANDEE” PRODUCTS... 


Porcelain Glaze * Sink Hangers 
Bibb Seat Reamers Steam Gauges 
P. O. Basin Plugs * Brass Goods 
Fitall Handles Pipe Joint Cement 
Drain Pipe Cleaner 
e 


OTHER POPULAR BRANDS .. 


Ridgid Pipe Tools 
Parker-Kalon Boiler Plugs 
Smooth-On Iron Cement 
BRASS, IRON, CHINA, RUBBER, CHEMICAL 
PLUMBING and HEATING SPECIALTIES 
“Insist On DANDEE” 


Write for our Catalogue and Price List 


PLUMBING PRODUCTS Co. 


145 N. Washington St. Boston 14, Mass 


















REPAIR SHOP | 
ELECTRICIAN | 
STEAMFITTER 
WELDER PLUMBER j 
HOME SERVICEMAN 
ALL MECHANICS EVERYWHERE | 


UNLOCKED 
: for use as a 
PLIER OR WRENCH 


3 SWIVEL JAW for 
Universal - Parallel 









Powerful, Adjustable ‘SEYMour SMITH & SON, 1 
Toggle Action | 201 Main St. Oakville, Conn, UL 
Manors of “Snap Cut” Pruners, Grass Shears, Nedge Shear 

Sates Representatives: JOHN A. GRAMAM A GO. Inc. 105 Doane St. Rome 








STEVENS 


No. 556 New POCKET LEVEL 
For Mechanics and Home Use — 


Made of hard drawn 3" STEVENS 


a amealae 


hexagonal aluminum tubing, 
51/4," long, equipped with 
pencil clip. 


Used for leveling machinery, 
appliances, plumbing, fabri- 
cating, automotive construc- 
tion and equipment. 





Packed 12 in a striking 
three color 














ae 








ea a 


Sales Making Display Box 


that commands attention and does the selling for 
you. Weight:—12 oz. List price—75 cents each. 


E. A. STEVENS LEVEL Co. 


Newton Falls, Ohio 








COMBINATION 
RULER 


tools in one, this new Parva rule makes 

ns an excellent gift item. Its attractive lines 

and coloring give it a powerful sales 

appeal. It is sturdy, practical and extremely easy 

to use. Can be used as a letter weigher, ruler, 

magnifier, french curve, compass, protractor, level 
and mitre. 


Jobber inquiries invited 


PARVA PRODUCTS COMPANY 
WEST HAVEN, CONNECTICUT 


HARDWARE AGE 
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NOW-PIPE JOINT 
=S-;, COMPOUND 


Ta tils aaelaie 


FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 


Always Ready For Instant Use 


ECONOMICAL 
HANDY... CLEAN 
Tested and Fully Ap- 
proved by Independ- 


ent Laboratories 
and Industry. 


NO MESS 
NO BRUSH 


Just rub 3 or 4 strokes 
across pipe threads. It 
spreads and fills threads 
when turned. 




















%* Withstands gasoline, 
oil, butane, propane, 
Freon, air, water, 
steam, acid, gas, brine. 


%* Lubricates and completely 


seals pipe joint threads, com 
nuts, bolts, gaskets, turn- WRITE 


buckles, etc. 


%& Contains no lead. Contains no in- 
jurious ingredients. 


Lake Chemical Company 


613 N. WESTERN AVE., CHICAGO 12, ILLINOIS 


Copr. 1945 
Lake Chemical Co. 











THE NEW Streamline 
"SIMPLEX" SPRING BUTT-HINGE 


@ Combines every important 
feature of proven advan- 
tage with the beauty of 
modern design and sim- 
plicity of application. 





@ Quality in every detail in- 
sured by our sixty years 
experience in the design 
and manufacture of spring 
hinges. 





Double Acting Type BUT900! 


Trim and Streamlined . . . 
to harmonize with the most modern requirements in builders’ hardware. 

Application direct to door casing without the use of a hanging 
strip is both simple and economical, requiring a mortise cut in the 
door only. 

Here is a product that maintains our tradition for quality ...a 
tradition that has guided us through more than 60 years of exacting 
manufacturing requirements. 











Chicago Spring Ninae Co. 


CHICAGO U.S.A. NEW YORK 


APRIL 25, 1946 





the ‘'Simplex"’ Spring Hinge is designed | 
















Made of the finest steel ob- 
tainable .. . electrically tem- 

pered . . . diamond point 
tested for hardness... : P 
beautifully finished and numbered separately Perit 
for easy reference in re-ordering. 






be 


DASCO supplies a complete line in a wide ac 
variety of dealer displays . . . these sales- : 


ees 







: making displays are furnished without 1 
charge. Send for literature today. ar 

Sold by Leading Jobbers me s 

ea 


sts > onde 





-pOSITIVE 


WATERPROOF}, 


SOLDINE V-ID 


The only positive waterproofer—that's SOLDJNE V-110, the 
new, miracle coating for sporting, outdoor and marine fabrics. Not 
merely a water-repellent. Preserves tents, awnings, tarps, ponchos 
and all other types of fabric covering against sun and moisture. 
One thin application assures permanent waterproofigg. Apply with 
brush or spray gun. Won't wash out—leaves fabric flexible. Pack- 
aged in colorfully-labelled self-selling cans. j 













So_pine Seatinc Compounp is your 
best bet for sealing cracks and moulding 
joints against the ravages of oil, 
weather, etc. SOLDINE PLASTIC 
PUTTY makes windows weather-tight 
and jolt-proof. 


Write So_pine Corporation, 9224 
North Ewing, Evanston, Ill. 
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The Extra 


VALUE 
Kindler Wick 


Woven of 
Brass-Wire-Inserted | 


Ashestos Yarn 


all cll 


Lights Quicker—Lasts Longer 
Long recognized as the Quality Kindler Wick for 
oil burning heaters and ranges. 


Sold by leading wholesalers. Ask your Jobber or 
write for details. 


ASBESTOS TEXTILE COMPANY, INC. 
167 W. Wacker Drive, Chicago 1, Ill. 


Kwik-Lite 














TWO PROFITABLE 
GARDEN ITEMS 


COMPO A new, improved, fast acting 


compost developer that has been most enthu- 
siastically welcomed by the trade. Scientif- 
ically perfected, desirably priced, attractive 
to both the home gardener and the profes- 
sional grower. Packaged in 74, 25, and 100 
lb. units. The 7% lb. garden size makes 
375 lbs. of rich, organic manure. Be sure to 
put this profitable item in stock. 


NO-PEST The safe, sure acting, time 


tested insect bait. Made from ripe apple 
parings. Attracts by odor and taste. Kills cut- 
worms, snails, slugs, grasshoppers, many 
weevils and other common destructive pests. 
Easy to applv. No wetting or mixing; just 
seatter it around infested plants. And easy to 
sell as well. Professional growers use it in 
quantity. Home gardeners buy package after 
package. 





Ask your jobber or write direct. 


AGRICULTURAL LABORATORIES ofyiny% 


Incorporated 
1119 Chesapeake Ave., Columbus 2, O. 
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CLARK GEM FLUE STOPPERS 









Featuring 


Attractive new 
series of pictures 
lithographed on 
I Com metal blanks per- #5 Flue Stopper 
manently clenched 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 


Specifications for the complete line 


Blank Shipping Weight 
Diameter Fasteners Per Dos. Per Greee 
#3 Gem = 8-17/64" 6” or 7” Wires 3 tbs. 7 oz. 43 ths. 
be 9-%4” es. “ 5 Ibs. 62 Ibs. 
os * 7-29/32” fey * 3 Ibs. 7 oz. 47 Ibs. 
Bes 5-%4” a” ” 2 Ibs. 28 Ibs. 
#5 Flue 8-19/64" Adjustable Bands 3 Ibs. 13 oz. 47 Its. 
for 5”, 6”, or 7” 


PACKING—1 dozen per carton, 1 gross per case. 


Order from Your Wholesaler, or Write Us for 
Neference 


J. L. CLARK MANUFACTURING CO., Rockford; Illinois 











M @ | SEWER 

re ae oe ee cee 
S thing You Can Sell DESTROY 
omething Tou Van oe ROOTS 


Something You Can Get 






AND OTHER OBSTRUCTIONS 


CHEMICALLY 


otros Reals Chemical” in A 


Packed 6 to a Carton 
Retail at $2.00 


One of the most prevalent, annoying and expensive problems 
a home owner has to cope with is a clogged sewer. MQ 
Sewer Cartridges give absolute protection against roots and 
other pesky organic matter at an almost unbelievably low cost. 
They destroy obstructions chemically, and eliminate all the 
bother, mess, worry, and expense usually entailed in opening 
clogged sewers. Simply flush them down the toilet, and they 
lodge at the point of trouble and immediately go to work. 
Advertised nationally. Just display MQ Sewer Cartridges on 
your counter or table along with a display card which we 
furnish and people buy this product on impulse. 


Price is $16.00 per dozen Cartons 


If your jobber cannot supply you right now 
we will give your order prompt service. 


WEINCO INDUSTRIES, 486 Jackson St., St. Paul, Minn. 
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Fast Accurate Measurements 


with the NEW AMIC 


ee Quick Action 
VERNIER 


Se CALIPER 
LY a 


SIZE 6" 





THE PERFECT TOOL for “- > 
machine shop, garage, repair 9 ~*~. 
shop, aircraft-maintenance, etc. S 


A flick of the thumb and you've got your external 
and internal dimensions. Knife-edged jaws provide 
exact thread measurements. A depth gage blade gives 
speedy depth measurements. Made of stainless steel or 
toolsteel; packed in a sturdy leather case. Scientifi- 
cally engineered, painstakingly machined and American 
made, the AMIC Quick Action Caliper is a quality 
tool without a rival. 


Graduations in English—1/32"' or 1/40"; in metric— 
full mm. Reading on Vernier |/128'' or 1/1000" and 
1/10 mm. Also AMIC Precision Vernier Calipers, 
Height Gages, Depth Gages, Pocket Calipers, 
Comparators, Precision Graduated Metal Scales. 


Write for FREE Booklet K and price list or telephone 
PEnnsylvania 6-0687 








piengscvaprncagscongencaguccnpncegovongeonepoccogsenegennepscungennagecnngenecqsonsquonegnanogoanng, 


bocvabisestecnadssntersliseetosselecsetinvelsosstisslinstutuadsadanahaalenlonleenl 





AMERICAN MEASURING 
INSTRUMENTS CORP. 
240 WEST 40th ST. * NEW YORK 18, N.Y. 
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SPECIAL FEATURE 
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CARLSON & SULLIVAN 


501 WEST FOOTHILL BLVD. 
MONROVIA? CALIFORNIA 








* 




















A NAME THAT GUARANTEES 
BRIGHT WIRE GOODS 


2uality 


LARSON CO. © STERLING. ILLINOIS 













CHAS. 0 





APRIL 25, 1946 


























The CHICAGO “V”.BELT 
PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 

' for Only 

‘$7.20 


tisk Your Jobber About — 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 14%” up to 5” in diameters. 

All pulleys are for “A” belts and come in 14” 
and 5%” bores. 

The Display Board is finished in red, white and 
blue and has space in the rear for additional sizes. 


Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. CHICAGO 12, ILLINOIS 
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By’ uere’s PECO 
CHICKEN FRYER 


the finest on the market 
A fast selling item, Peal’s new 


PEAL Chicken Fryer has all the fea- 

tures that build repeat orders. 

ALUMINUM Ware Priced right; made of extra 
with SALES APPEAL 11” in diameter, extra deep. 





heavy 7 gauge pure aluminum. 


* Skillets Fitted with a plastic, heat- 
* Sauce Pans proof, non-turning, finger grip 
* Pie Pans 

* Cake Pans handle and cover knob. Ex- 
* Cookie Sheets terior is highly polished and 
* Turners . . “ ” : 

* Utility Tongs interior has “Sun-Ray” finish. 








Tightly fitting lid. 


Order from your jobber. If he cannot supply 
you, write us for name of nearest jobber. 





Complete catalog furnished on request 





PEAL MANUFACTURING CO. 
1040 W. 9th St., Cincinnati 3, Ohio 

















SHAKE A BIGGER PROFIT OUT OF THESE 


a 


NDIE-PINS” freee 72 &m 


Trade Mark Reg. item of lasting 
value. 


SEND FOR CATALOG describing other profit-makers from the 
makers of Modglin Combs and other molded plastic items. 
Or See Your Jobber! 


MOLDED PLASTIC PRODUCTS 


3235 SAN FERNANDO ROAD: LOS ANGELES 41, CALIFORNIA 





fA tees teh St) Gn ga! | 


f 
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“SPEE-DEE’ Fabric Cement 


now on the market, is used for repairing all 
fabric and canvas goods including clothing. 
It is waterproof and flexible. All hardware 
dealers should stock this product for the de- 
mand is very good, especially from farmers. 


Also do not fail to order a stock of “Spee-Dee” 
Utility Cement. This is an all purpose cement 
and works on any material. It gives the best 
of satisfaction, and has a big demand. Your 
jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY 
Manutacturers of "Spee-Dee" Products 
OWOSSO, MICHIGAN 





black, this beautiful, streamlined 


ions. Its new and convenient ex- 
clusive features make it imme- 





Available in green, maroon and 


stic mail box is wanted by mil- 





) diately attractive to 
prospective buyers 
. « « now again in 





CME PRODUCTS co."*eurensvers 

















RIXFORD TOOLS 


Famous Since 1812 


Rixford Scythe 





We have been manufacturing quality Scythes for 132 
years and have been producing Genuine Hand Forged 
and Hand Tempered Axes for 64 years. 


We are manufacturers of Axes, Scythes, Weed Cutters, Bush 
Hooks, Corn Knives and Grass Hooks and are Jobbers of Snaths 
and Axe Handles. Catalog and Prices on request. Hardware 
Dealers—Write for exclusive agency. 


RIXFORD MFG. CO.., East Highgate, Vt. 
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NATIONAL METAL 
Linoleum Trims 


The Aluminum shapes shown. highly 
polished and individually wrapped, are 
being shipped every day. Send for a 
catalog. We can take care of your 


requirements 


es 


NATIONAL METAL PRODUCTS COMPANY 
1024 Chateau St. Pittsburgh 12, Penna. 





| Wate lor wcetal Sprine 


Tosehl hit! 


A BEST SELLER IN MANY OF 
THE COUNTRY’S LEADING STORES 


obSOr6s dust 


| Nothing else like it! DUSORB 


is a new chemical discovery 


| that transforms any cloth or 

| mop into scientific dust ab- 

| sorbers. Makes dusting easier, 
| leaves surfaces immaculate, 


no oily streaks or greasy spots 


Nationally advertised! 
Better Homes & Gardens, 
Ladies’ Home Journal, 
Woman’s Home Companion 


| Good Housekeeping and 


McCall's. Newspaper ad mat 
and display cards supplied. 


Two Thrifty Sizes 
12 oz. 50° 32 oz. $] 7S” Guaraxtoed by * 
Good RN 

407 DEFECTIVE OF 
Advertising Allowance. . ss 


FRANCO-AMERICAN HYGIENIC CO. CHICAGO 10, ILLINOIS 














USALITE TELLS ITS STORY 


Strong-selling messages like 
this are appearing regularly 
in leading national maga- 
zines ... reaching over 9 
million prospects. 

Get your share of the 
profits from the increasing 
demand for USALITE 
Flashlights and Batteries. 
Remember, the USALITE 
trade-mark is the consum- 
er’s guarantee of quality and 
dependability...your assur- 
ance of repeat sales. Order 
from your jobber .. . today! 


Flashlights & Batteries 


“A” & “B" Batteries for Portable Radios 


UNITED STATES ELECTRIC MFG. CORP. Factory and 
Exec. Off.: New York 11, N.Y. Branch Off.: Chicago 7, iil. 


APRIL 25, 1946 


| 





FORMULA Bs 


So Powerful-ONELICK KILLS RATS 


At last we can offer.a rat control “Guaranteed or your money 
back” because of the new sensational toxic agent ANTU— 
developed during the War and now released for civilian use. 
What has caused the failure of past rat poisons? Either the 
rats detected the poison and refused to eat—or they failed to 
eat enough the first time to be killed. Thereafter they would 
not eat that type bait again. Especially true of small rats. 
Formula 83 is so compounded that one lick kills rats. Package 
contains double baits—feeding and ssn whether rats 
eat or drink, Formula $3 
gets "em! One 35¢ package | 
has a potential kill of over 
1,000 rats ... yet is harm- 
less to -poultry. 


pomntis ‘ears FORMULA 
0 a BS 


35¢ size mounted 12 on attrac- 
tive Display Card, packed 
2 dozen at $5.60 (2 doz.) 


$1.00 can packed 12 per 
carton.......Your cost $8.00 








Advertised in Country Gentleman, Progressive Farmer, Poultry ‘Tribune, 
American Poultry Journal and others. 
If your Jobber can’t supply you, write direct 


0. E. LINCK CO. Inc. MONTCLAIR, N. J. 


Makers of full line of TAT’ DDT Products, 


including sprays, solutions and powders. 











SILVER LAKE : 7 


@ PACKED IN CARTONS | YA" 
OUR WEATHER PROOFED THE MAA AAAAL WA . = 1 
BETTER SASH CORD AWAAAAAAALLAAL A | 





LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


) -  e oo NUCORD 
SILVER LAKE Bc ag ceeune: Aeihes BENGAL 








Show Them How 
CHICAGO LOCKS 
Lock BOTH SIDES of Shackle 


—and you'll make a 


Quick, Easy Sale 


Every time! You bet—for when 
customers SEE the "Double 
Locking — Double Security" 
CHICAGO Locks give them— 
they buy on sight! Investigate. 


There's a “CHICAGO” 
% Lock for Many Needs 


Padlocks. “‘Ace’’ Locks, Cylinder 
Locks, Single, Double Bitted Locks 
for Burglar Alarms and Airplanes. 







Vv BETTER 
Vv SIMPLER 
VIN STOCK! 


Made of solid aluminum—it positively will 
not rust. Easy threading, even with rav- 
elled line, due to extremely wide cam 
action. Firm grip—will hold up to 250 Ibs. Beamar teak x Goo 


Designed and priced for ready sale. Cut Open View, Actual Size Shown Half Size 
Tame 14 

















JOBBER INQUIRIES INVITED 


KNAPP FOUNDRY Co., Inc. 


CHICAGO LOCK CO. etcrconi 


‘ ' 


Oe as ik - 
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CRORES Red o> Pam one), i. F 
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MACHINE KEYS 


(ALL TYPES) 





STEEL 
PRODUCTS STAINLESS S06e BY 
rie rims - gooeaur ears BRASS, ETC. JOBBERS 
a — SQUARE AND ROUND END FEATHER KEYS, TIT KEYS, SPECIAL SHAPES 








“KOOLHEAD” FOUNDRY CHILL NAILS 


| STANDARD HORSE NAIL CORPORATION “4inct‘tezz” NEW BRIGHTON, PA. 





WOODRUFF KEYS, aoa oa 
46 99 J P of TF STRAIGHT PINS, COTTER PINS 
Stanho” /Zee: Togs ——HORSESHOE NAILS——— 
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THE MOST NATURAL ITEMS 
HOMEOWNERS CAN BUY! 









This will put you at your customers’ front door 








THIS DISPLAY BOARD 
SUPPLIED FREE WITH 
SPECIAL ALLIED "PACKAGE" 


iT WILL HELP YOU SELL! 


WARE 














INQUIRE FROM YOUR JOBBER TODAY 
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417 East Pine 


on 
3 4); é CORPORATION 


328 GRAND AVENUE 
> BROOKLYN 5,N.Y. 


Unless you have these two superb 
garden tools in stock, you'll be 
missing two of the season's best 
selling garden items! National ad- 
vertising in Better Homes & Gar- 
dens, American Home and Sunset 
has consumers agog with interest 
—and the factory flooded with in- 
quiries! Ask your jobber for these 
guaranteed post-war tools NOW— 
your customers are asking for them! 


ROVAN PRODUCTS INC. 
Seattle 22, Wash. 


Rustproof 














PROFIT 
PRODUCERS. 


> BU 


MUSTS 
IN EVERY 











KEYSTONE CHEMICAL CO., INC. 


CLEVELAND 13, OHIO 























We Guarentee Money Bask if Merchandise proves unsatisfactory 
upon delivery. 





SURF FISHING EQUIPMENT 
HUNTING and POCKET KNIVES 


Lot No. Description Price Per Der. 
Se aie chon is ek ah Sila kd Sniak bh ctbawsoedeseesadbweeddéeedadex.ec ees $15.00 
SB5 —5” “‘Aidaco” Brand Sawback Fishing Knife....................... ‘eltaws ne tmmneniod 16.80 
S6SE —5” Fishing Knives (With Sawback and Bottle Opener as illustrated).................. 18.00 
5SE_ —5” ‘Aidaco’ Brand Sheath Knives as illustrated ..... EE Re ene 16.20 


G5SE —5” ‘Aidaco’ Brand Sheath Knives (with Groove as Iilustrated)...................... 
100CK—Campers Twin Set (Consists of 5” Hunting Knife and 4 Utensils, as Spoon, Fork, 
Knife and Combination Can and Bettie Opener, all in Nice Twin Sheath 


Pe — 
S87CK—+ Utensils as Above Held in Metal Clip..........0 0 .......... 0. seen Per Doz. Sets 14.40 
40S -—4 Blades Scout Type (imitation Stag or All Stee! Cover) .. ; (isceiseressi Se 
KA =! Blade —Heavy Duty Pocket Kalfo..............ccccccccccccecsescecucncctecccccce 7.50 
es Oe Ss 66.06 5054.0060605 0560050058 0bes evencsécscaconcedoseabos 3.50 
ey, Se kb 60 0.56.0:66 64.54.56 6 06 4.00.00'0006 06.066 o00eecbees Per Gr. 24.00 
cs —Heavy Webb and Leather ney chide a tabi big Backaabie yadibsd eat bawwinewe ts 675 
en OR ee Sd aii 5 5s dit 9. 06) 6 9/0 braidi'vsdiniae 46.000 wa-o0 os o00s0%¢s eced.cnc 10.80 
28R —Sop Grain Cowhide Butt Rest (Abdominal Guard and Shoulder Strap)............°.°. 1.00 
2XB8R —Top Grain Cowhide Butt Rest (Large Abdominal Guard, Shoulder and Waist Strap).... 60.08 
1ZP —Heavy Canvas Surf Bag—one Zipper Pocket and one Snap Flap Pocket................. .00 
2ZP —Heavy Canvas (Ii outside Zipper pockets, 7 Compartments inside bag... 72.00 


ned) 2 
2 Piece Aluminum Fishing Red with Reel Slot (for beginners). . 
ST ME in cso dacdaetenbaacsactsseccsesicsss o<sdereeds couenceccce.e ; . 
REELS—All Purpose Free Wheeling Single Action.......................00ce00e.. seen eee, 9.00 


BERNARD GOLDWEBER, 1133 Broadway, New York 10, N. Y. 


2% Cash Discount Cheek with Order. Net 10 Days te Rated Firms. Jobber inquiries Solicited. 





APRIL 25, 1946 





YEAR 'ROUND 
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CONSUMERS GLUE CO. 


— PRODUCT S 


CRACK Mansfacturers Of TIGERGRIP 
FILLER PATCHING PLASTER Linoleum Paste 
pon BRUSH CLEANER 
PALS HOLES WALL SIZES : THE OLD for use 
sous, ons. PAINT AND VARNISH REMOVER 
to Winnd. those AINT ANAK. REMOVER RELIABLE 


O F MERIT — 








1515 HADLEY ST. LOUIS (6), MO. 















every spring. 








M ild” 
L the Men in the re RPL “— 
gS a EL p-47 THUNDERBOLT 
6 E . ' Republic mace 
Model 


ound. 25¢ tt 
le of ones ne srby. 
wality Model Aircrajt— 
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PURE GUM TURPENTINE — LINSEED OIL 
NAPHTHAS — REMOVERS — SHELLAC 
ALCOHOL — WHITE LEAD 
LAC. THINNERS — SOLVENTS 
AUTO AND MACHINE OILS — CHAMOIS 
SPONGES — OIL-DRI (OIL ABSORBENT) 
FROM ONE GALLON TO TANK CAR 


EST. 1893 


SUNNYSIDE OIL COMPANY 


2, Obie 2212 W. Sunnyside Ave. 
CHICAGO 25 


LONgbeach 2146 

















HERE’S A REAL 


SPRING FEATURE! 





KEES SCREEN DOOR GUARDS fits, 


Yes, Kees Screen Door Guards are a universally popular eeller | leadership. Unsurpassed for use with cartridges or 
They protect screen cloth against pushing, bagging | bulk material. 
out, and pulling loose. Telescope to fit doors up to 36” wide. 


Write for 
KEES 


Distributed Through Wholesale Hardware Trade 





F. D. KEES MANUFACTURING co. 
Box K-8 Beatrice, Nebraska 7500 Quincy Ave. 





““VITAL CAULKING GUNS 


HAVE NO EQUAL’ 





Since 1912 these Orig- 


| inal Glazing and Caulk- ai <i 


ing Guns have ‘main- 
tained their quality and 





A GUN FOR EVERY NEED 


Repeat sale 


Cleveland, Ohio 











All styles and sizes. Leakproof, easy to fill and operate. 
They help you sell caulking compound and plastic material. 
i tell the story. Write— 


The VITAL Products Mfg. Co. 

















Be a PLASTIC SUPPLY DEALER 


The public demand for plastic materials is tre- 
mendous, and interest in plastic work, for pleasure 
or profit, is growing every day. 


This is an opportunity for progressive retailers 
to keep in tune with the times, by making plastic 
materials and supplies available to their cus- 
tomers NOW. 


Write for complete details 
BARNETT SPECIALTY COMPANY 


5104 Hollywood Bivd., Hollywood 27, Calif. 


When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?” 
look in the General Directory Section of the "Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphetetically in the same list. Keep your "Who Makes !t?" 
| | Number close at hand where it will serve your wants quickly. 


| HARDWARE AGE 








100 East 42nd St. New York 17, N. Y. 
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*AND DURABILITY = 


maves Toots {MAYES BROS.TOOL MANUFACTURING CO. . Inc. a Mas 
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Wrought—Nut 
Eye Bolts 





650 West Lake Street 


TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 





Chicago 6, Illinois 











BUY NOW FOR HEAVY DEMAND! 
” Brand-New, Angular-Type 
STEEL FENCE POSTS 


Strong, heavy-gauge steel posts, ideal for 
yard and farm fencing. Priced excep- 
tionally low. Immediate delivery in four 
popular sizes: 2 ft. 8 in.—3 ft.—5 ft.—and 
8 ft. lengths. Sectional samples available to 
wholesalers upon request. 


ROCHESTER IRON & METAL COMPANY 


Rochester 2, N. Y. 
Phone: MAIN 464 








P.O. Box 565 














Demand Never Gets Rusty 
FOR TRUSTY 


FIENDOIL 


New—Improved—tTriple Action 
Prevents Rust—Removes Rust—Lubricates 


Sportsmen want the best for guns—shop 4 a: 
men want the best for tools—you’re selling 

the best when it’s Fienvom ... Dealer price, 5... Spout 
$3.20 per dozen. Can 


McCAMBRIDGE & McCAMBRIDGE Co. 
Baltimore 23, Maryland 


RETAILS 

















Padlocks—Night Latches 
Builders’ Hardware 


Suggested 
Retail Price 





1625—1 5/16" $.90 
 1626—1 9/16" 1.00 
1627—I1 7/8" 1.25 


Die cast green enameled case. 








All brass unit cylinder pin- 
tumbler construction. 


Two brass keys fluted and 
milled. Unlimited key changes. 


“QUALITY TYPES ONLY" (ff? \§ - 
ASK YOUR JOBBER G C 
THE E. T. FRAIM LOCK CO. 


Producers of Quality Padlocks and Night Latches for 67 Years. 
LANCASTER 


— :) —) oe) ee) ee) ee) eee) ee) ee) ee) eee) 


—NEW— 
PRODUCTS WANTED 


Old established Midwest manufacturer with 
450 salesmen, 25 district offices, AA1 rating, 
desires new products in houseware, gift 
novelty, and gadget fields. Will manufac- 
ture or distribute. Royalty or purchase 
basis. Write C. W. Belden, Product Devel- 
opment Department, Kemper-Thomas Com- 
pany, Cincinnati 12, Ohio. 









































OWN & SHARPE MFG. CO. — 


i ee R, 1, U. 8. A. 


= 


BROWN & SHARPE 


HAIR CLIPPERS 








MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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MARSHALLTOWN 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 


BUILDERS’ HARDWARE” 
WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 
The Deluxe Cloth-Bound Edition, Which Originally Sold for 


$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Cardboard-Bound Edition Has Been Made 
Available At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 





~ 

Complete out 
0 Sehom 
te | Ablished by MAROWARE AGE- 











If you are one of the many hardware men who have always 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 


220 pages—page size 8'/2 x Il inches— 


wanted to know more about Builders’ Hardware—and how to 
make more profit from its sale—but could not because of the lack 
of information on this subject—"“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 





sturdily bound te withstand hard usage. 


You will get the benefits of the author's, Adon H. Brownell, life- 
How to bring prospects into your store. 


time experience in successfully selling, buying and manufacturing 


Suggestions on making bids that will mean Builders’ Hardware. You will be shown how to quickly and easily 
more sales and profits to you. set up a Builders’ Hardware department capable of servicing all 

How to cash in on the sale of replacements the needs of your community. 
and “follow-up” items. 

A wealth of specific information on equip- You'll also be shown how to read blue prints, and to specify 
ping public buildings. jobs; how to work with property owners, contractors and archi- 

Nine comparative charts which show you tects; how to use Builders’ Hardware to increase sales in your 
how to match different items. other departments. 

A working Blue Print, size 25 x 11'/2 inches, Th. — a oe ult will t 
Glossary of more than 300 Technical ee ee ee cscminiage tings er ‘ a 
Bulfdecs’ Musdwese Terme, Cress Mater. this book’for its use as a handy reference work. The beginner will 
ence Inder, etc. : want it as a text book to use as the only complete home study 

Over 600 Illustrations, Charts and Diagrams. course in this subject ever published. 

27 Illustrations of Different Builders’ Hard- Your clerks, too, should have this new book. They will become 


ware Display Rooms. more valuable to you and more valuable to themselves by read- 


ing and studying it. 











MAIL THIS COUPON TODAY! 
Hardwore Age, 100 East 42nd St., New York 17, N. Y. 
Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the cardboard-bound edition, please check 


here ...., its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per 
copy in Canada and Foreign Countries. 


| 


hah boon dcdasbe ass ROO Rs KE ss avlineakassoatyewsuen State 


(] Check here if you enclose payment, in which case we pay postage. 
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’ < NATIONALLY FAMOUS 
OSTESS WARE 


From the “HOUSE of PROMOTIONAL IDEAS 


Already Widely Promoted.” 


THROUGHOUT THE COUNTRY 


b NOW... BACKED BY 
> @ NATIONAL ADVERTISING 





ee ee 

' a 

: ORDER from Your ; 

: REGULAR JOBBER : 

If you do not know which jobber : Aeller keeps ahead eee wtthe 

. handles the Heller line, fill in your ; 

| oma | © 7 GREAT NEW PROMOTIONS 

+ Name ‘ shown for the first time 

t Address @ DELIVERIES flowing in increasing volume 

t City anes from our big, fully automatic plant 

ialthciiaiaieisanen eee @ NATIONAL ADVERTISING fo bring more 

> JOBBERS! and more customers into your Store 
Several jobbing territories are 

bt opens Write ot once, |= BOOTHS 237 and 239 Ailantic City HOUSEWARES SHOW 





May 12th to 17th, 1946 


“HOSTESS” BUN WARMER 


: gauge, highly-polished Sparkling, palohed Aluminum . 

. minum, with inner basket. with genuine “Fire-King” oven * 4erving Tray which has o:.specto 
Packed | in colorful display carton glass Cover be tag gE TG ANS 
NEW YORK SHOWROOMS: Ske H E LLERGrcay CHICAGO SHOWROOMS: 

1150 BROADWAY PROMOTIONAL HOUSEWARES SPACE 1108 
Executive Offices and Factory: WHITE PLAINS, NEW YORK MERCHANDISE MART 
286 HARDWARE AGE 
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FEATURE anyone can SEE—and un- 

derstand—that’s the utterly distine- 
tive and exclusive Crosley Shelvador*. 
It’s so simple and practical that these 
millions of in-the-home demonstrators are 
pre-selling countless prospects and send- 
ing them to the stores of Crosley dealers 
for the final clincher—a look at the 
Crosley Shelvador* itself. 


*REG, U. S. PAT. OFF. 


AMONG WISE DEALERS THE WORD 1S SPREADING 


CROSLEY HAS IT! 





LAUNDRY KITCHEN SINKS 


HOME 
FREEZERS EQUIPMENT AND CABINETS 
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Seeing Is believing 


a say these 25,003,334 Home Demonstrators 


No one could ask for more in beauty, 
in quality of materials, skilled workman- 
ship and modern improvements than the 
Shelvador* offers—and ONLY Shelva- 
dor®* has that completely unique advan- 
tage of bringing twice as much food into 
front-shelf space. within easy reach. Note 
the pictures and captions (right) ap- 


pearing in Crosley national advertising. 


CROSLEY 


THE CROSLEY CORPORATION, CINCINNATI 25, OHIO 


= 


RADIOS AND 
COMBINATIONS 





COMPARE a Crosley with any 
other refrigerator and notice the 
one importont difference — the 
Crosley Shelvador* puts twice os 
much food to the front, within 
easy reach 


tee 


OPENING the Shelvador* is like 
opening the doors of two ordinary 
refrigerators — double conveni- 
ence—only half the chance of 
tipping and spilling. 








SAVES TIME, too, because there's 
10 square feet of front row food 
exposed. Shelvador* is closed 
sooner—saving electricity. 
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A MESSAGE TO MYERS DEALERS 


COMPLETE 
LINE 
SUPPORT 


Here are three basic suggestions for your completely success- 
ful sales and service program. 





1. Careful analysis of each prospect’s actual needs for 
running water and your expert advice in selecting the 
Myers Water System you know he should buy. 


2. A perfect installation job to get every Myers off to a 
good start and to make certain ny | customer knows 
and appreciates the fine equipment he has purchased. 


A sound service policy that keeps an up-to-date record 
of every installation — and maintains an adequate and 
well displayed stock of parts and accessories. 


Myers gives all-out support to your program with a complete 
line of top-quality Water Systems and accessories that will 
dependably meet any running water requirement — that will 
insure for you every advantage of increasing good will and 
profit opportunity. 





THE F. E. MYERS & BRO. COMPANY 
Dept. F-21, Ashland, Ohio 





“H"’ Series 
Ejecto 
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Shallow Well Plunger 
Type System 


Deep Well! Plunger 
Type System 


Heavy Duty Shallow 
Well System 











Water Systems « Pumps « Sprayers « Hay Unloading Tools a 
AP 
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on Your \WEED-NO: MORE | 


it eb eS. ” 


(i NT HARM COMMON LAWN GRASSES ! 





SUL. PACKAGE TREATS 1600 SQ. FT. 


Spray On Ween NO Ware | 
















ae Everybody with a lawn wants the 


+ | Sensationat \WWEED-NO-MORE Magic Weed Killer 


HERE’S the hottest retail item in years! It’s today! Set the attractive, sales-getting carton 

getting front-page publicity ... people are display on your counter. Make your store the 

talking about it...and advance orders are convenient place to buy WEED-NO-MORE! 
| e terrific. A complete variety of sdles material and dealer 
al 


helps is available. 
It’s WEED-NO-MORE, of course, and 


whether those enthusiastic customers buy it at 
your store or not depends on you ! 


Don’t delay! Order today! Make your store 
neighborhood headquarters for the magic weed 
killer everyone’s reading about . . . WEED- 
Order your supply of WEED-NO-MORE NO-MORE. 





sales messages in national magazines plus ads in 92 major market newspapers... 


= 

: BACKED by the biggest national advertising in weed killer history: 175,498,404 
3 selling WEED-NO-MORE all through the growing season ! 

= & 


Made by THE SHERWIN-WILLIAMS Co. 


TE 
DISTRIBUTED BY: 
wt Acme White Lead & Color Works, Detroit, Michigan + Rogers Paint Products, Inc., Detroit, Michigan + W. W. Law- 
rence & Company, Pittsburgh, Pa. +» The Lowe Brothers Company, Dayton, Ohio + John Lucas & Company, Inc., 
r Philadelphia, Pa. » The Martin-Senour Company, Chicago, Illinois + The Sherwin-Williams Co., Cleveland, Ohio 
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Your trade is now concerned about the urgent necessity 
of providing adequate protection from the fly menace. 


It takes screens for doors and windows plus well-designed 
hardware to provide full protection. 


National 
SCREEN HARDWARE 


will prove a valuable aid in preventing the intrusion of 
germ-laden flies and insects. 

















Note these many fine screen and storm door sets and 
other screen accessories illustrated, all designed to make 
screens fit snugly and securely. 


The ease with which screens and storm sash are installed 
when using the No. 79 hanger will prove a revelation in 
simplicity to many of your customers. Corner irons and 
mending plates are also popular for providing added 
strength and rigidity to screens. 


No. 92 The trade name 
SCREEN AND STORM Witown. National 
- . ° is always a safe 


buying guide. 





No.79 Screen and Storm Sash Hanger No. 118 Mending Plate 
































LL 

















NATIONAL MANUFACTURING COMPANY 


* * STERLING, ILLINOIS * * 


ies 
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As an employee of YOUNGSTOWN MANU- 
FACTURING, INC., I co-ordinate our incoming 
orders with the production department so the 
SUPERIOR Aluminum Trim customers get the best 
possible service considering the terrific demand and 
limited supply of material and man power. No orders 
are sidetracked .. . new SUPERIOR customers take 
their turn . . . shipments are made daily. If you like 
this kind of treatment, why delay in sending for 
SUPERIOR literature and prices? The coupon is 
attached for your convenience. 











YOUNGSTOWN MANUFACTURING, Inc. 
66-76 S. Prospect St. - Youngstown, Ohio 


te eee ee ee ee | 
BRANCH OFFICES AND WAREHOUSES 


Please send us literature and prices 











YOUNGSTOWN MANUFACTURING, Inc 


Compan 
YOUNGSTOWN, OHIO itis 











363 W. Peachtree Street, N.E.. Atlanta, 
Georgia 


Your Name 





363 S$. Wall Street, Columbus, Ohio 
217-219 N. Alabama St., Indianapolis, Indiana Address 





126 N. 3rd Street, Philadeiphia, Penna 











2038 E. 70th Street, Cleveland, Ohio City State 
wit eee 
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Here’s a really profitable disappear- 
ing act. Make it work for you. 


Just display the eye-catching Weldwood Glue carton where 
your customers can see it. And when they ask about this 
modern plastic adhesive, point out these six sales-making 
advantages: 


|. It has tremendous strength 4. Easy to spread with brush or 
2. Joints are shearproof and paddle 

ermanent ‘> 

P 5. Stain-free 
3. Easy to mix juste add 

cold water 6. Bacteria and rot-proof 


Then watch how quickly hobbyists, handymen and home- 
owners make those cans disappear . . . at a handsome profit 
for you. 

Once again freely available in metal cans, Weldwood 
Glue comes to you packed in 10¢, 25¢ and 50¢ sizes; also 
L Ib. (85¢) and 5, 10 and 25 Ib. cans. 

Your jobber can supply you now .. . or send the coupon 


below. 
-WELDWOOD 


PLASTIC RESIN 


WATERPROOF 
GLUE 









UNITED STATES PLYWOOD CORPORATION \ 
Industrial Adhesives Division, Dept. 255 
55 West 44th Street, New York 18, N. Y. 


Please send literature, prices, discounts, samples and 
information on WELDWOOD GLUE Dealer Plan 
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YOUR CUSTOMERS GET 


DOUBLE SERVICE 


from EVERY INCH of 





R-V-LITE 


rtl- Purpose WINDOW MATERIAL 


Because R-V-LITE is 
DOUBLE-LAMINATED on ) 
DOUBLE STRAND MESH : 
for Double Strength , 
and Double Life : 
Free Dispensing Display Unit 
and Other Dealer Helps 


R-V-LITE repeat sale quality, R-V-LITE 
magazine and radio advertising, plus 
many powerful sales helps for your store, 
make it easy for you to sell R-V-LITE. 








than Glass 
for many 














foe tts Order from 
Your Jobber 
Today 








ARVEY CORPORATION 





Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVENUE CHICAGO 18, ILL. 
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You Wouldn’t Use a Scoop 


To Frost a Cake... 


So why use a valve that’s bigger than the job? Gate Valve No. 819, 
illustrated here, will handle jobs up to 125 lbs. working pressure 
with absolute safety. Why use more expensive higher pressure 
equipment that is no more efficient and no more dependable? 


No. 819 is a quality-built valve with double disc and rising stem 
for capable service on steam, water, and oil lines. 


You can depend on Rockford Brass for 
precision-manufactured valves. 


ROCKFORD, ILLINOIS, U.S.A. 
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r : Even very narrow strips are easily cut 
¢ with less breakage from L-O-F Quality 
/ ' Window Glass. 


EASIER CUTTING eons LESS WASTE ; 


he "a lsat GYou! 
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7 LisBEY “Owens Foap / 
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Dovace STRENGTH 
Quality 
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Experienced dealers know that Libbey-Owens- 


Ford Quality Window Glass is less brittle and, therefore, easier to cut because 





of its longer annealing. Even a narrow strip can be cleanly trimmed with 
less danger of breakage. This reduces cutting loss — consequently, there is 


more profit to the dealer... greater savings to the builder. 


Be sure to ask your Glass Distributor for this bright, clear, unusually 
flat window glass bearing the L-O-F label. Libbey-Owens-Ford Glass 
Company, 5446 Nicholas Building, Toledo 3, Ohio. 


L-O-F also makes plate glass, safety glass, 
Thermopane* insulating glass, Vitrolite* 


az ae 8-3-3 AO) A EO BOP SRM = colorful structural glass, Tuf-flex* tempered 


plate glass, Glastone*, the lightweight glass- 


iy [24 Great Name nM GLAS Ss faced masonry block, and other flat glasses. 


*REG. U.S. PAT. OFF. 
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DEPENDABLE RUGGEDNESS 















Profit by stocking BULL DOG FRICTION TAPE . 
the tape of outstanding quality! 


ens: e Extremely high tensile strength 
e Great adhesion 

e Long aging characteristics 

with e Consistent quality 


BULL DOG FRICTION TAPE is constantly tested 
for uniform high quality. A special cutting process 
eliminates ravelling and uneven edges, giving better 
appearance and, consequently, better acceptance. At- 
tally tractive packaging plus wide consumer recognition 
Nhikg mean quicker turnover and larger profits for you. 
rlass Call your local distributor... give him your order 
for BULL DOG FRICTION TAPE today! 


ause 





re is 





Cellophane-Wrapped for BETTER PROTECTION — BETTER DISPLAY 


Boston Woven Host & RUBBER COMPANY 


, Tm ef 





Distributors in All Principal Cities 
WORKS: CAMBRIDGE, MASS... U.S. A. . P.O BOX 1071, BOSTON 3, MASS 
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assified Aduertising Rates 











Help Wanted, Accounts Wanted 


Business Opportunities 
Representatives Wanted. etc. 


Set solid, maximum, 50 words....... $5.00 


Positions Wanted 


(Special Rate) set solid, maximum, 
GP WE ccccscccesccecesecces +++ $2.00 
Each additional word...... coon «60S 


Allow Seven Words for Keyed Address 
er Your Address 





Each additional word.......... -10 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 


Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more consecutive 

insertions. 


No Agency Commission allowed on Classified 
Advertising. 











REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 








WANTED—MANUFACTURER’S AGENTS, 
SELLING TO Hardware and Housefurnishing 
Jobbers, Chain and Department Stores for Well 
Established Bathroom Fixture Line. Exclusive 
territories, commission basis. Thorough active 
coverage and references required. All territories 
open, except New York and New Jersey. Address 
Box K-569, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





POSITION WANTED AS BUYER OR 
PURCHASING AGENT experienced in builders’ 
ware, mill supplies and housewares. Vast 
knowledge of the New York Market. Will locate 
anywhere. References furnished. Address Box 
K-571, care of Hanpware Acs, 100 East 42nd 
St., New York 17, N. Y. 





REPRESENTATION OFFERED 
Representation Incorporating Outstanding 
Name and Exceptionally Successful Expe- 
rience Is Now Available to Manufacturers 
Desiring Complete Coverage of OHIO, 
MICHIGAN & INDIANA, 


Address Box K-535, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











PURCHASING EXECUTIVE, Intimate 
Knowledge of Wholesale Hardware, organize, 
supervise stock control, assume responsibility and 
have ability to get things done, furnish complete 
resume, to locate in New York City. Excellent 
future. Address Box K-579, care of Haapwarz 
Ace, 100 East 42nd St., New York 17, N, Y. 





VETERAN, TEN YEARS HARDWARE EX- 
PERIENCE desires to represent plumbing, house 
hold goods, hardware and electrical lines to sell in 
Phoenix, Ariz. and Vicinity on commision basis. 
Can furnish excellent references. Address Box 
K-570, care of Harpware Acer, 100 East 42nd 
St., New York 17, N. Y. 





SALESMAN WITH 17 YEARS BACK- 
GROUND, Hardware Jobber and Dealer Con- 
tacts, Southeastern States, wants Connection with 
Manufacturer. Reference will meet all require- 
ments. Address Box K-553, care of Hampware 
Acz, 100 East 42nd St., New York 17, N. Y. 





SALES EXECUTIVE: With Excellent Record 
of Successful Merchandising Achievements, de 
tires to Represent One or More Manufacturers on 
the Pacifie Coast with headquarters in Los An- 
geles Area. Substantial investment possible, but 
incidental to other considerations. Irish-Ameri- 
tan, Veteran of Wars I and II, Age 47. Address 
Box K-577, care of Harpware Acz, 100 East 
42nd St.. New York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE, 
WELL ESTABLISHED, Has Room for One 
More Good Line, Calling on the Hardware and 
Mill Supply trade in Eastern Penna., Southern 
New Jersey, Delaware, Maryland and the District 
of Columbia. Have recently expanded my Sales 
Organization. Headquarters in Philadelphia. Ad- 
dress Box K-559, care of Hanpware Ace, 100 
East 42nd St., New York 17, N. Y. 





SALESMEN WANTED, EXPERIENCED, 
Selling to Wholesalers, Chains, etc., for Old Line 
Manufacturer of Housewares Items. Large Vol- 
ume Selling Line. Several Midwest Territories 
Open. Address Box K-573. care of Hanpwane 
Acz, 100 East 42nd St., New York 17, N. Y. 





LINES WANTED ON AGENCY BASIS 
FOR ALL OF CANADA for Direct Shipment 
to our Accounts, can also carry stock. Are at 
present selling practically all the Hardware Job- 
bers in Canada, as well as department stores. 
Interested in Any Lines that sell freely through 
these channels. We Get Results, Address Box 
K-531, care of Harnpwarz Aor, 100 East 42nd 
St., New York 17, N. Y. 





SALES REPRESENTATIVES WANTED. 
COMMISSION BASIS. All territories in U. S., 
Canada and Mexico open. Good opportunity to 
expand well-known line. Calling on Retail Hard- 
ware Dealers and Plumbing and Heating Supply 
Jobbers with Good Line of Plumbing and Heating 
and Allied specialties. Address Box K-574, care 
= ——— Aoz, 100 East 42nd St., New York 
17, » we 
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LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 


Co., 610 Newbury St., Boston 15, Mass. 


MANUFACTURER’S REPRESENTATIVE 
IN MID-SOUTH (Alaba Ark isi- 
ana, Mississippi) desires Additional Lines in 
hardware field. We offer complete and intensive 
coverage through experienced salesmen well ac- 
quainted with these lines in this territory. Ad- 
dress Box K-583, care of Harnpware Acz, 100 
East 42nd St., New York 17, N. Y. 


MANUFACTURERS’ LINES WANTED by 
Well Established Manufacturer’s Agent for Texas 
and Louisiana, Kitchenware, Electric, Sports 
Equipment, Cutlery, Toys and Garden Tools. 
Serving 800 rated dealers. Address Box K-543, 
care of Hanpwarz Acs, 100 East 42nd St., New 
York 17, N. Y. 


SALESMEN Calling on Hardware, Furniture, 
Sporting Goods and Department Store 
Wanted to Handle a Line of Play Yards. Most 
territories open. Immediate delivery. i 
sion 10%. A good sideline. Dealer price $7.25 
F.O.B. factory. Practical Products, 416 W. Jeffer- 
son St., Louisville 2, Ky. 


MANUFACTURERS’ LINES WANTED BY 
ESTABLISHED DISTRIBUTORS, unrestricted 
territory small electrical or hardware items; sell 
mostly to hardware dealers, feed stores, electric 
appliance, etc., in All Western and Some Other 
States. Address Box K-580, care of Harnpwarer 
Aor, 100 East 42nd St., New York 17, N. Y. 


PACIFIC NORTHWEST REPRESENTA- 
TION. MANUFACTURERS’ SALES REPRE- 
SENTATIVE Calling on Wholesalers in Wash- 
ington, Oregon and Idaho, desires Additional 
Lines. Address W. B. Lambert, 1718 E. 107th 
Street, Seattle 55, Washington. 


INDUSTRIAL — MILL — CONSTRUCTION 
SUPPLIES AND EQUIPMENT EXECUTIVE 
with twenty-one years in purchasing and sales 
interested in new connection. Comprehensive ex- 
perience in distributing covers warehousing, ac- 
counting, office management and branch manage- 
ment. Manufacturing background includes serv- 
ing as assistant purchasing agent and export man- 
ager for large tool maker and steel fabricator. 
Qualified in construction through being Purchas- 
ing Agent heading large department spending 
$15,000,000.00 annually in this activity. Prefer 
purchasing but will consider other types of posi- 
tions. Willing to locate anywhere but especially 
interested in seaport or river town location. Ad- 
dress Box K-548, care of Harnpware Acer, 100 
East 42nd St., New York 17, N. Y¥ 























FOR SALE. Yow can clear twenty thousand 
dollars yearly, no competition, wholesale, retail 
seeds, vegetables and flower plants, farm sup 
plies, heavy hardware, old established, nice cli- 
mate in Maryland, Home, storage buildings, 
grounds, only twenty-two thousand dollars, terms 
arranged, complete information to qualified buyer. 
Address Box K-545, care of Hanpware Acz, 100 
East 42nd St., New York 17, N. Y. 

WANT AMMUNITION, .22 SHORTS. ANY 
AMOUNT. Will pay $60.00 per case (10,000). 
Distance no barrier. Immediate Cash. Peerless 
Vending Machine Company, 220 West 42nd 
Street, Dept. HA., New York 18, N. Y. Wis 
consin 7-6173. 








BUILDER’S HARDWARE ITEMS WANTED 
on commission basis for the North Central States. 
Have personally contacted the jobber and contract 
accounts in this territory for twenty-two years. 
Headquarters, Chicago. Best references from 
factory and trade. Address Box K-581, care of 
Harpware Acz, 100 East 42nd St., New York 
Th ae ae 





MANUFACTURERS—ATTENTION: NEW 
ITEMS WANTED by Representatives and Dis 
tributors located in New England Selling Hard- 
ware Dealers and Plumbing Supply Wholesalers. 
Will buy items under your label, our trademark, 
or in bulk. Prefer Items allied to Plumbing and 
Heating Specialties. Address Box K-524, care of 
oe Acz, 100 East 42nd St., New York 
x. F. 


ESTABLISHED MANUFACTURER'S REP- 
RESENTATIVE COVERING TEXAS Whole- 
sale and Retail Trade for 20 years wants Addi- 
tional Factory Lines. Please state delivery situa- 
tion, territorial exclusiveness and commissions 
paid in first letter, Write Paul L. Burton, P. O. 
Box 6104, Houston 6, Texas. 








SWISS FIRM, WELL FINANCED, ESTAB- 
LISHED MANY YEARS Desires Exclusive 
Manufacturers Agency for Switzerland. Inter- 
ested in hardware, kitchen tools, house furnish- 
ings. No Jobbers Wanted. Switzerland has sur- 
plus capital and great possibilities for U. S. Ex- 
porters. Address Box K-578, care of Hampware 
Acz, 100 East 42nd St., New York 17, N. Y. 


EXCLUSIVE MANUFACTURER’S REPRE- 
SENTATION FOR CUBA under a commission 
basis, wanted in the lines of:—iron and steel 
products, tools, electrical supplies and appliances, 
crockery, glassware, enamelware, household-build- 
ers—and furniture hardware, cement and con- 
struction materials, cutlery, plastics, toys, etc. 
Able to supply and references in U.S.A. 
Experience over 25 years. Salesmen in Main 
Cuban Markets. Address: Roberto Leon Exposito, 
P. O. Box 355, Camaguey, Cuba. 


WISH TO CONTACT MANUFACTURER 
OF ITEMS selling to hardware and variety 
stores, ranchers, farmers and auto accessory firms. 
Good location downtown Houston. Travel 4 men. 
20 years’ hardware experience and 34 years sell- 
ing. Have Several Good Lines Now but Need 
More. Excellent bank and credit reference. Please 
contact Box K-568, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 








NEW LINES OR PRODUCTS WANTED. 
Manufacturers’ Agents covering hardware, house- 
wares and lumber yard trades in New Jersey. 
Good contacts. complete coverage. Ten yegrs in 
area. Commission basis or carry own accounts. 
Address Box K-557, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 
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een Rosset and Postwar 
tablish Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 
Wow York - Phitadelphis - Detroit - Chucage - Cievetaed - Louisville 
Guemns oh Game @ seam. We will carry the 
secounts or you can bill direct. 
Write fer further information and references 
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AVAILABLE 
HARDWARE EXECUTIVE 


Now employed as Chicago District Manager for Large 
Hardware Manufacturer, in full charge of office, ware- 
house and regiona] sales. Thoroughly familiar with 
mill supply houses, hardware jobbers and leading con- 
sumers. Desires Like Position or Will Represent 
Reputable Manufacturer. Married. Age 40. 


Address Box K-576, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











PACIFIC COAST REPRESENTATION 

Established Manufacturer’s Agents, Sell- 

ing Hardware, Marine and Department 

Store Outlets, covering California, 

Oregon and Washington. Write us. 
KING, SHEA & POSTON 

604 Mission Street, San Francisco 5, Californle 


oo 


The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 


SOUTHERN CALIFORNIA 


orcas MANUFACTURERS COMPLETE 
COVERAGE OF THIS TERRITORY AS DIRECT 
Cater REMEUTTAENG ASS Este? 
ARDWARE. | areata SUPPLIES AND 
KITCHENWARE 


LIFGARD COMPANY 


$8388 WILSHIRE BOULEVARD 
LOS ANGELES 5, CALIF. 








CHICAGO AREA SALESMAN 


With Following among Wholesalers, Chains, 
Jobbers, Large Dealers and Industrials can 
add Another Line for the Hardware, Mill Sup- 
ply or Electrical Trade. Commission Basis. 


Address Box K-584, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





MARINE MAILING LISTS 


If Your Product Is Suitable for the Marine 
Field the following lists (all 1945) may inter- 


est you: 
3675—Boatyards & Dealers in Marine Sup- 
plies. 1000—Shipbuilding & Repair Yards. 
3000 — Yacht Owners. 20,000 — Work Boat 
Operators. Prices on request. 
DOWN EAST SERVICE 
Box 1151, Greenwich, Connecticut 








MANUFACTURER'S AGENT 


For Baltimore, Md., and Surrounding Area. Thoroughly 
experienced in Hardware, Tools, Automotive, Marine 
and Agricultural Equipment. Can furnish the best of 
reference as to sales ability and financial responsibility, 


MAURICE E. WILCOX 
3020 Hamilton Ave. Baltimore 14, Md. 


TRADE WORK 


Electric Clock Repairing for the Trade. Fast 
and reliable service on Telechron, General Elec- 
tric, Hammond, Seth Thomas, Sessions, West- 
clox. No other makes. Work Guaranteed. We 
specialize in mail order work. 


ACME CLOCK REPAIR SERVICE 
4611 Clinton St. Los Angeles 4, Calif. 











NATIONALLY KNOWN SALES ORGANIZATION 
DESIRES ONE ADDITIONAL MAJOR LINE 
Now selling over 8,000 . Lumber, and 
Building Supply Accounts. We have salesmen cover- 
ing all the United States east of the Rocky Mountains. 
We would welcome an opportunity to show you our 

sales records for our present principals. 


HARRIS, INC. 


1157 Cleveland Ave., Columbus 3, Ohioc 


LINES FOR SOUTH WANTED 


Manufacturers Representatives with many 
years’ experience in hardware and kindred lines 
desires 2 or 3 More Good Lines to round out 
their line. Covering now Tenn., Alabama & 
Georgia. More Later. Want Good Well Known 
Lines and Also Others. 
Address Box K-582, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


WANTED TO BUY 


22 SHORT OR LONG AMMUNITION 
AND RIFLES 


MUNVES 
205 WEST 54TH ST., NEW YORK, N. Y. 











_ HARDWARE 
ELECTRICAL APPLIANCES 


Progressive Export Corporation with ample capital 
seeks Exclusive Export Agencies for Additional Lines 
in the Hardware and Electrical Appliance Fields. 
Manufacturers interested in world-wide distribution 
of their products are invited to write to Box K-566, 
care of Hardware Age, 100 E. 42nd St., New York 17, 
N. Y. High banking & Commercial references available. 











EFFICIENT REPRESENTATION 


IN KENTUCKY, TENNESSEE, WEST 
VIRGINIA, INDIANA AND OHIO. 
HOUSEWARES AND HOUSEHOLD 

APPLIANCES. 


Now Selling all Hardware Jobbers, Depart- 
ment Stores and Chains in the Territory. 


H. M. SCHULTZ & ASSOCIATES 


TYLER BUILDING LOUISVILLE, KY. 


ACCOUNTS WANTED 


1 CAN SELL. THAT’S THE IMPORTANT THING, 
ISN’T IT? I am now selling sheet steel for my 
own account, but Can Handle Additional Items, 
not necessarily sheet steel, for Metropolitan 
New York Area. Have own office. Commission 
basis. 
Address Box 572, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








(Mr. Manufacturer ) 
WE ARE LOOKING FOR HARDWARE AND 
VARIETY STORE ITEMS. WE TRAVEL 6 SALES- 
MEN AND IN BUSINESS FOR 35 YEARS. WELL 
ACQUAINTED WITH RETAIL TRADE. 
Address Box K-567, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








PACIFIC COAST REPRESENTATION 


Aggressive Representation for Your Product. 
Direct Dealer, Jobber, Department Stores, Se- 
lected, Sold and Actively Serviced. Financially 
Responsible Representative Will Give You In- 
telligent Coverage of all Outlets. Write — 


WEST SALES COMPANY 
1521 2nd Avenue Los Angeles 6, California 











MANUFACTURERS’ LINES SOLICITED 
Hardware—Cutlery—Tools—Specialti 
We have specialized in direct sales to retailers and 
have an outstanding following among hardware, houso- 
furnishing, paint, auto accessory and variety stores. 
We cover Westchester, New England, Northern New 
Jersey and Eastern New York State. Not peri- 
odically but constantly. 
For further particulars address 

Hardware Room 60—303 Main Street, Stamford, Conn. 





MANUFACTURER'S 
ATTENTION! 


WANTED—Distributor’s Franchise for 28 Counties Is 
Northern Indiana for the following items: Space 
Heating Oll & Coal Stoves and Ranges; Heating Con- 
trols; ge Electric Ranges, Deep Freeze 
Boxes, and Any Other Electrical Household 
Appliances. “Old Reliable Company. Fifty years In 
business. Well Organized. — > Organization. 
Excellent Credit Retgrences. Bradstreet rated. 


EH. ROLF COAL & 
SUPPLY COMPANY 


1702-1706 S. FAIRFIELD AVE. 
FORT WAYNE 6, IND. 














SWITZERLAND 


Reputable Swiss Distributor, well intro- 
duced amongst leading Dealers of Hard- 
ware and Tools desires Contact with 
American Manufacturers and Exporters 
of Hardware, Hand Tools, Joiners’ Tools, 
Garden Tools and Metal Specialties suit- 
able for Hardware Trade. Will buy on 
own account. Highest references. Iilus- 
trated Price-Lists to: 


BAUMGARTNER-HEIM & COMPANY 


ZURICH-OERLIKON, SWITZERLAND 











Discontinuing Our Own Sales Force 


MANUFACTURERS AGENTS 


Calling on Hardware, Variety & House Furnish- 
ings Jobbers, to sell Nationally advertised FIRE 
CHIEF ("The Original’) BRICK SOOT DE- 
STROYER with your present line. 100% protec- 
tion to Representatives in any territory agreed 
on, including our old established accounts. 
Good commission; steady repeat orders. In 
reply state territory now covered. 


THE KNACK CORPORATION 


Chemicals Division 
Ithaca, New York 














MANUFACTURERS, 
ATTENTION!!! 


Established Organization with Connections 
in Europe, Latin-America and Far East has 
facilities to handle two or three Additional 
Hardware and Tool Lines on an exclusive 
basis. Invoices paid in New York. 

By allocating now a percentage of your 
production for export you will be building 
for the future. 


Write Box K-575, care ef HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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IT PAYS TO SELL 


MOORE 


PUSH-LESS HANGERS 
and PUSH-PINS 


for hanging heavy and light mirrors, pictures 


and wall decorations. Superior quality means 
more sales, repeat business. 





Use MOORE Marking Tocks on your sample 
displey boards for showing prices. 





e 1900 


MOORE PUSH-PIN COMPANY : Sinc 


113-25 Berkley Street, Phila. 44, Pa 





MAYHEW AMBERTUF SCREW DRIVERS 
TOOLS 









FINE 


Since 1856 


MAYHEW “Ambertuf”’ 
Screw Drivers are designed by 
Toolmakers who will produce only 
the best. Larger, tougher handles, blades of 
fine steel fully polished. A leader with MAYHEW 


Chisels, Punches, Nail Sets and MAYDOLE Hammers they 
create user admiration and full profit satisfaction to Dealer. 


“Ask your Jobber Salesman” 


MAYHEW STEEL PRODUCTS, Inc. 


Shelburne Falls, Mass. 











¥ W = ios 
, CAULKING = 
COMPOUN D 

A “PUTTY HEADQUARTERS” PRODUCT 


@ This year thousands of homeowners will be painting 
their own houses or having them painted for the 
first time since the war began. 

@ YOU can sell them complete home protection 
against all weather conditions, by including Flexiseal 
Caulking Compound in any exterior paint bill. 

@ And ee can stand back of any claims you make 
for Flexiseal because there is no better Caulking 
Compound at ony price! 

@ Boost your sales — give your customers added 
protection — with Flexiseal Caulking Compound. 





\ v7 





LANDEN PUTTY WORKS 


45 irving Street Malden, Massachusetts 





Genuin° DOMES & SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY SILENT - SOFTLY - SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS-CREATE E Quiet 


Siew of Sil 
Rubber Cushion 


Ask your Jobber. If he 


DOMES of SILENCE Inc., 35 Pearl St. N.Y. C. 


pplied write to 





298 


A 
Abesto Manufacturing Corp...... 252 
Acme Products Company......... 2/8 
2 eee 75 
Adirondack Chair Co......... .. 236 
PERS csccckiaeanasenanes 18 
| Aerco Corporation . ............. 167 





Agricultural Laboratories Inc.... 276 





Air Express Div. (Railway race 
Agency) $e 243 
Alabama Manufacturing Co. 1% 
Allied Hardware Corp. .... . 281 
Aluminum Company of America... 15 
Aluminum Industries, Inc....... . 199 
Ambroid Co. ... ‘ 245 
American Chain & Cable Co.... 134 
American Chemical Paint Co.... 23 
American Fioor Surfacing Machine 
EN. add nin nwma die. gn Wieeleneos Gee 93 
American Fork & Hoe Co.. 163 
American Gas Machine Co.. 94 
American Grease Stick Co...... 25! 
American Manufacturing Co..... 56 
American Measuring instruments 
Corp. : PREPS 277 | 
American Safety Razor Corp..... 189 


American Shearer Mfg. 56 
American Sponge & Chamois Co. 262 
American Steel & Wire Co....... 89 
American Thermos Bottle Co., The 64 
Amerline 229 


Ames Baldwin Wyoming Co...... 216 
Animal Trap Co. of America..... 184 
Armstrong Bros. Tool Co......... 186 


Arr-O-Line Manufacturing Co..... 84 
Arvey Corporation . 292 
Asbestos Textile Company, Inc.... 276 
Association of Gas Appliance & 


CE AS. seadcancesess neat 4 
Atlas-Ansonia Co. ............... 126 
Atlas Putty Products Co.......... 259 
Austin Manufacturing Co.......... 256 
Automatic Products Co............ 106 
Automatic Washer Co............. 213 

8 
Barcalo Manufacturing Co..... .. 5! 
Barnett Specialty Co............... 282 
Barrows Lock Works.............. 221 
SEE EY Sckccsdiccreccncsccvces 272 
DT SPL Bi ccdccctnacoccseas a 


Bommer Spring Hinge Co.. 
Boss Manufacturing eo. 
Boston Woven Hose & Rubber Co. fe 
Brody & Watson Co 233 
Brooks & Sons, M. S............. 255 
Brower Manufacturing Co... : 
Brown & Sharpe Manufacturing . 


hous McLaren Manufacturing Co. I17 
>= ener terre it 


Buckeye Aluminum Co............. 104 
Burgess Battery Co............... 110 
popes Cen Sealer Ce..........<2 265 
Bushma 


n Saw Div. (General Steel 
_ RE ee Wg 


c 
Camfield Manufacturing Co...... 236 
Camillus ba. ~ Company...... .209 
— _ & Carbon Chemicals 





Cashen Se errr 277 
Carvanite Products .............. 266 
Central Rubber Company......... 256 
Champion Hardware Co........ 76 
Champion Lamp Works 02 
ar ~Snigs Implement & Mfg. se 


Chetiord Master Mfg. Co., Inc... 95 
Cheney Hammer Corp., Henry... 

QGheney Industries 
Chicago Die Casting Mfg. Co.... 277 


Gerenee Leck CSo........ccccccccce 280 
Chicago Spring Hinge Co....... 275 
Chicago Weedkiller .............. 265 
Chisholm-Ryder Co. .............. 264 


City Plating & Mfq. Co.......... 229 
Clark Manu‘acturing Co., J. L... 276 
Clarke Sanding Machine Co....... 

Clemson Brothers, 
Cleveland Cap Screw Co.. ito San 
Cleveland Chain & Mfg Co..:.. 98 
Cleveland Model & Supply Co.... 282 


Cleveland Quarries Co............ 117 
Cofax Corporation ............... 25 
Collot Supplies, A. M............ 254 
Columbian Rope Co............. 14 
Columbian Vise & Mfa. Co....... 272 
Congress Die Casting Div......... 273 
Consumers Glue Co............... 2°2 
Continental Can Co.............. 129 
Continental Screw Co............ 185 
Corbin Cabinet Lock Co. ......... 35 
Corbin Screw Corp................ 16? 
Covert Manufacturing Co........ % 
Crescent Bronze Powder Co....... a3 
i Mi 3. us veasndesctedde 287 
Crown Hardware Company...... 264 
Cyclone Fence Div................ 88 
D 
Dalglish & Company, J. M........ 121 


Damascus Stee! Products Corp.... 275 
Darra-James Corporation ....... 
—_ & Newcomer Elec. Elevator 





Darey Corporation .............. 
Dearborn Monroe Co. 


Delta Manufacturing Co......... 79 
eee Gk, ee Eis Mie decccksoodes 
Disston & Sons, Henry............ 28-29 
Dobeckmun Company, The........ 7 
Doggett-Pfeil Company ......... 239 
> ae 298 
Domini on Electrical Manufactur- 

Mk. Uh. scdpaceceeudenensntans 12 
Dow Chemical Co. ...........s000 53 
Beow & Goa. tnc., © Fi... ..ccccces 259 
duPont de Nemours & Co., 

Inc., E 

ee. GIN: bncccccdascaccenes 73 

Semesan Division ...........+++. 231 
Durham Co., Donald............ 256 

E 


Eagle Manufacturing Co.... 
Eastern Metal Products Co. 
Economics Laboratory, Inc.. 
Ekco Products Co........... 
Electrite Fence Co.......... 
Embury oy sony Ogg 

Englishtown Cutlery, Ltd 





F 
Factories Outlet Co.............. 271 
Fasco Manufacturing Company... 27! 
Fawcett Publications, Inc........ 16-17 
Federal Tool Corp.............+.. 
Ferris Factories, Inc............. 5) 
Ferry Cap & Set Screw Co...... iia 
Filer-Allen Manufacturing Co.... 124 
Filter-Kleen Manufacturing Co... 272 


Peeer Ce. Biete W.... ccccccccecs 114 
Fletcher, Terry Co., The.......... 82 
Flexible Steel Lacing See 244 
Floquil Products Co., Inc......... 7% 
Foley Manufacturing Co......... 279 
Formica Insulation Co............ 46 
Forsberg Manufacturing Co. ...... 244 
Fraim Lock Co., The €. T........ 
Franco-American Hygenic Co..... 279 
Franklin Glue Co....... ........ 273 
Frantz Manufacturing Co........ 268 
SG 
Gas Appliance & Equip. Mfgrs. 
PAGE, . avceccccceascoqscccocerwes 
General Hardware Co............ 247 
General Steel Warehouse Co. 
(Bushman Sow Div.)............ 1g 


Gephart Manufacturing Company 272 
Gibson Good Tools, | 256 
Gilmer Co., L. H 
Goldweber, Bernard 
Grand Specialities Co..... 
Greenlee Tool Co. ..... 





Griffin Manufacturin q i 
Griswold Manufacturing Co., The 4 
H 
Hali Level & Mfg. Works....... 285 
Hall Line Corp., The............ 49 

Handees Company ............... 

Hanover Wire Cloth Co.......... 1s 
Hauck Manufacturing Co.......... 272 
Hazard Insulated Wire Works... 10! 
Heller Company ..cccccccccscccece 286 
Hill-Shaw Company .............. 211 
Hedell Chain Co..............00. 40 
Hodgman Rubber Co............. 7 


Horn Manufacturing Company... 265 
Horrocks-Ibbotson Company .... 70 


Hoyt & Worthen Tanning Corp.... 256 
Huenefeld Company, The......... 302 
Hyde Manufacturing Co......... 245 
| 
Ideal Brass Works.............+ n 
ideal Novelty & Toy Co.......... 224 
Ideal Rubber Co.... ............. 212 
Independent Lock Co............. 137 
industrial Manag2ment Corp.... 52 
Ingersoll Steel & Disc. Div....... 87 
Irwin Auger Bit Co............0555 ! 
J 
OR TN GI ciccncsccsesccs 7. 


Jackson Manufacturing Co.... 


NS i aibiad needa ed éiigond 265 
Kaul Importing Agency, Inc., Leo 259 
Kay Products Industry............ 253 
Kaylen Cutlery Co...........c000 204 
Kay-Tite Company ............... 192 
Keating Associates, C. S.......... 227 
Kees Manufacturing Co., F. D.... 282 
Kellogg Brush M’g. Co.......... 17 
Kemper-Thomas Company ....... 283 
SS 2 Reg 268 
Keuffel & Esser Co.............. 50 
Keystone Chemical Co., Inc...... 281 
Keystone Steel & Wire Co....... 175 
Klein & Sons, Mathias............ 4\ 
Knapp Foundry Company, Inc.... 280 
SONNE GOs, Gisceessccocveccs 299 
| ee errr 103 
Kwikheat Soldering Iron Div., 
Sound Equipment Corp.......... 205 
L 
Lake Chemical Co.............065 275 
Landen Putty Works............... 2% 
Landers, Frary & Clark.. .. $2 
LaPorte Corporation .. 125 
Larson Co., Charles O.. .. 77 
Lavelle Rubber Co. ... . 80 





Lenk Manufacturing Co.. 
Libbey-Owens-Ford Glass Co 
Liberty Distributors .......... 


HARDWARE AGE 
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Lincoln ineering Co......... Rochester Iron & Metal Co....... 283 
Lowe eretioon : xe .....44-45 | Rockford Brass Works........ oo ae 
Lowell Manufacturing Co.. 251 | Rolyan Metal Products ... 260 
Lucas & Co., Inc., John... 63 | Rome Manufacturing Co. Div..... 2 
Lufkin Rule Co., The... 257 | Rovan Products, Inc. 28! 
Lustrolite Cleveland Corp. 74 | Royal Electric ‘Co., Inc. 242 

M Royal —— Industries ao 
Rubberset Co. . ... 60- 

meee ae o.-- ees ta ow Rusticide Company, The 100 
Majestic Co. ...... wade 92 | Ryerson & Son, Inc., Jos. T. 255 
Make-A-Lite Div. ......... 95 s 

Makinen Tackle Co... 122 | Safety Belt Lacer Co.... ; 260 
Mall Tool Co........... , . 273 | St. Louis Cordage Mills ........ 56 
Malleable Iron Range Co. 26| Samson Cordage Works 283 
Manning, Bowman & Co.... 183 | Savage Arms ope ., Worcester 
Marshall Manufacturing Co... 299 Lawn Mower Div.. 126 
Marshalltown Trowel Co....... . 283 | Savogran Co., The......... . 219 
aster LOCK Ce... 0.20008 wit 7 | Schlueter Mciatztaig Co.. 233 
Master Metal Products, Inc. 116| Sharon Bolt & Screw Co........ 254 
Mayes Brothers Tool ted Co., Sheffield Bronze Paint Corp. ...... 84 

See) Ae ee - 282 | She'by Spring Hinge Co. . 260 
Ma ens Steel Products Co..... 298 | Shelton Plane & Tool Mfg. Co.... 273 
McCambridge & McCambridge Sherwin-Williams ee equbal 289 

_ ere ae 283 | Shuler Co. ; saaeae ae 
McCormick & Co., Inc.......... . 66| Silex Co., Ss bis 3ocaecaceed 129 
McGill Metal Products Co....... 254 Silver EE EEE 280 
McKee Glass Co............... , PRPRIBEEE GR. .rdgocccccccccscccess 24 
McKinney Manufacturing Co... 74 | Slaymaker Lock Co................ 58 
Merrill Brothers .................. 80 | Smith & Son, Inc., Seymour...... 274 
Metal Textile Corp............... 66 | Sette Care, A, Di. ccccccecicess 179 
ee, ar 108 | Soldine Corporation ............. 275 
Midwestern Manufacturing Co... 240| Southington Hdwe. Mfg. Co., The 76 
Miller, Inc., Robert E............ 298 | Southwest Manufacturing ee 130 
Millers Falls Co........ . 195 | Spar-Tex Co., the...........0000- 256 
Minute Mop Co... i . 267 | Sporting Goods, ivbsadadenesee 13 
Mitchell Industries, , £90 SOREN S, PRE... correc scccee ose 264 
Modern Metal Products _ Tae 203 | Standard Horsenail Corp......... 280 
SMR, oo sdoducsececenscesd Standard Pressed Steel ‘Company 181 
Melly Corp. ........... et rrr 37 
Moore Push fe Co.. Stanton Supply Co 
Mortell Co., J. W. 54 ~ 4 _ American Safety Razor 
Murra Ohio mM‘ Co, . “RSS rae 
Myers & Bro. hg _\ eae 288 om Mig: ~ Div. Illinois tron 
Mystic Foam Co. .............24+4 DS] & BOW COv.nceeeecvnccecesvenns 

” S N = mF = ES A ES ay 59 
National Brass Co................. 249 | Stevens Level Gon E Ants... - 
National Chemical & ae Co. -.. 114 ide Ol) Gomoon........... 282 
National Idev! Co., . 261 | Superior Laboratories ............ 272 
National Lock Co......... - 113 | Swain Nelson Company ES 12 
Hae vane a a . pn Swift & Co. “Vigoro ee ahs 106 
ational Metal Products Co...... 2 Co. 
ee Screw a Mia a oa 301 Swing-A-Way ar Products Co. 228 
ational Stampin lectric 

ME re ter son-cts eS pe ey ee 
SINE FOB. cincdsccceccseicae 270 | Tel-O-Post Co., The .. . 228 


Nelson Manufacturing Co., L. R. %% 





Be Seer err 86 
Newman Mfa. Ay Sales Co........ 261 ——— Valley Associated Mar- 
Nicholson File Co................ 13d)  Keters ..... cee cer cecenccncoeee 2 
Noblitt-Sparks Industries, Inc.... 105 Textile RS eae 2% 
Noma Electric Corp............. 19-20 | Tobacco By-Products & Chemical 
Norris Stamping & Mfg. Co....... 977 | COPp., INC. ..ncccccccsecceccees 126 
Nourse Oj! Company......... ... 90 | Toxite Laboratories ibe oss; Oe 
Novgclub Sales Co ... 48| Transogram Company ....... coe 1 
WO inde dccassccctaccans > 6 | Tremco wh eicedases 177 
6 Trenton Stamping & Mfg. Co..... a 
Chien Bishop Mig. Co.......... i. 
Okonite i are 101 | Tucker Duck & Rubber Co....... 
O'Malley Valve Co., Edward.... 165| Tudor Products Corp........ 
Oster Manufacturing Co.......... 237 | Turnbuckles, Inc. % 
Oster Mfg. Co., John............ 250 eee, Svensncce 


Owens-Corning Fiberglas Corp. .. 42 


Owosso Products Co.............. 278 
P 

Pachner & Koller, Inc............ 130 

Pacific Plastic & Mia. Co., Inc... 9 

Paragon Utilities Corp........... 3! 

| Ee 274 


Patent Specialties, Inc........ aoe 
Patterson-Sargent Co. .. 
Peal Manu’acturing Co 





ne Sea 258 
Peninsula Products Corp. ieeeacou ee 
Pennsylvania S7it M’q. Co....... 100 
Perma-Jack Corp., The........... 193 
Persson Company, T. G. .......... 82 


Petroleum Solvents Corp.......... 90 
Phoenix Manufacturing Co........ 32 
Pioneer Rubber Co............... 72 
Pittsburgh Plate Glass Co. 


}.. terete 39 

Pennvernon Division ........... 21 
Plasti-Kote Company ............ 
Plumbing Products Company...... 274 
Paewers PROGUCNS .....ccccccesccce 8 
Premax Products Div. ............ 264 


Premier Peat Moss Corp. ......... 86 
Presstite Eng'neering nes atl 173 
Products Distributing Company.. 82 
Puritan Cordage Mills .......... 4 


R 
ee 20 
Railway Express Agency 


(Air Express Div.).............. 24 
Bed Bert) TWEOls.. i. ...cccscdeces 245 
Red Jacket M'g. Co...........0- 9 
Reflecto Letters Co................ 255 
Remington Arms Co., Inc........ 16! 
Revere Copper & Brass Inc....... 2 
ND WE, HO. . cosccccoscrccces 217 
Riegel Textile Corp.............. 110 
Rieger Monufacturing Co........ 1277 


Riteheat Regulator Co. Div. of 
Caloric Gas Stove Works...... 
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. 279| Rixford Manufacturing Co......... 278 
109 
















Templeton, Kenly & Co.... ° 
Tennessee Fabricating Co......... 












Turner Brass Works, The....... aa 
Twix Manufacturing Co., 5 


U 
U. C. Lite Manufacturing Co..... 122 
Union Fork & Hoe Co., The ...... 67 
Union Hardware Co.............. 28 
Union Steel Products Co.......... 1% 


United States Electric Mfg. aes 279 
United States Plywood Corp 


(Weldwood Div.) . ............ 292 
United States Steel Corp ed 88, 89 
Universal Price Marking Systems.. 232 
Upson Brothers, Inz............... 272 


Utica Drop Forge & Tool Corp... 174 
Vv 


Vaco Products 
Val-A Company 





& Bushne.! Mig. Co. 
Vita Var "goats whdnmin tee 
Vital Products Mig. Co., The.... 
CE GN sckccnecccccecaces 
PE Sg PR cick Ccpsccreseced 





w 
Worren Tool Corp................ 


3% 
Warwood Tool ew pesessbes 270 
Waskbure Go., TRS......6.ccccccce 138 
Waterman & =~ FY err 79 
Weinco industries poeeenesedadates 2776 
Westfield Mfg. Co.........ssse008 
Westinghouse Elec. & Mfg. Co. 


i MD a<écsnewbaeosecaens 
Wickwire Brothers, re 
Witt Cornice Co. 
aww Lawn Mower Company 








Yale & Towne Mig. Dicivissssse- 2 
Yoder Monufacturing Co.......... 235 
Youngstown Manufacturing, Inc... 291 


z 
Zim Manufacturing Co.......... .. 263 | 





















Just squeeze the handle with one hand 

to sift, stir with other. Sifts into elec- 

tric mixer. 2-cup size, a fast seller. Ask 
ur jobber 

“ also make Foley Food Mill, Can 

Opener, Chopper, Juicer, Fork. 

FOLEY MFG. CO. 4 2nd Street N.E. 


Minneapolis 13, Minn. 





















































MARSHALL TRIPLE DUTY 
“All Steel" ICE PICK 


Immediate Delivery 


Tremendous Jobber Response 
NOTE THE ADDED FEATURES 


@ Ideal as an awl, carpenter’s scriber or Wood center 
punch. 

@ All steel hexagon handle for easier grip. Also can 
be used as an ice breaker. 

@ Made of 2 piece cold finished steel. Plated through- 
out. 
2 Sizes—6” and 8” long. 
Also manufacture other hardware specialties. 


MARSHALL MFG. CO. 


Pat. Pend. 1683 Milwaukee Ave. * Chicago 47, Ill 




















@ 
Wring Easy 
Here It Is! 
The new type self wringing Mop. 






Sold in all the leading stores. 
Mop head is Renewable. 
Immediate Delivery. 


C. KREUSINGER CO. 


Manufacturers 


WHITE HALL, MD. 










































FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long « |'/z-inch 
diameter. 

HOOKS: New design, strong, 
heovy, with plenty of line 
space. 

SOCKET: Heovy steel tubing, 
16°" long. Sets in ground or 
finish. 








concrete. Black enamel 
PACKED: Four compiete posts 
wrapped in heavy waterproof 


poper. 
WEIGHT: 5é Ibs. per set of 
four posts 





Immediate Delivery 


CHENEY INDUSTRIES, Dept. H _ 
 oemmeannentll 


Trenton, N. J. 
ee 
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| 
VitA-Lux has always been a quality product with 
wide acceptance — now, due to the Ray-Dizing* 


process — 


| 
@ it’s whiter than ever — it’s non-yellowing 


@ it’s tougher 
@ has a smooth porcelain finish 
@ resists stains — washes easily 
@ covers in 1 coat 


GLOSS 


Enamel 


SEMI-GLOSS 


Smal It’s the most-advertised and fastest-selling non- 


yellowing white on the market. Complete dealer 

FLAT F cooperative program, including radio— newspaper 

caame —displays— streamers. Write us for details today! 
*Reg. U. S. Pat. Off. 


| Vira-Var CORPORATION 


i PAINT ENGINEERS SINCE 1888 NEWARK, NEW JERSEY 








1on- 
aler 
per 
lay! 





1. Materials are carefully selected and tested. 


2. Case hardening is expertly controlled to assure 


strength without brittleness. 


3. Threads are sharp, smooth and hard, accurately 
dimensioned for driving and holding power. All 


screws are threaded to the head. 


4. Heads are concentric, free from burrs, and 


with true seating surface on all types. 


5. Slot or Phillips Recess is correctly formed and 
well-centered, and dimensioned for ample driving 


torque. 


6. Points are properly shaped—equally impor- 


tant on both gimlet and blunt point styles. 


Reasons Why 





“NATIONAL” are “TOPS” 


“National” Hardened Sheet Metal or 
Tapping Screws, Types A and B (former- 
ly known as Type Z), are furnished in 
regular stock sizes: Round Head, Binding 
Head, Stove or Low Round Head, Oval 
and Flat Head. 

We will gladly furnish information on 
types and sizes of screws to be used with 
various metals and metal thicknesses 
and for specific applications. 


jon ee 





THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 




















BOSS Kerosene Ranges excel in style and modern fea- 
tures which afford convenience and economy. Glass in 
oven door for visible baking—saves food, fuel and worry. 
Convenient shelf splasher and utensil compartment are 
provided. Lustrous porcelain finish is easy to clean. 

[Nolo c-s5-0m DI-) 0} am Did Mg -Yo lol collate fm 31 @ hi Mel-To] (-Vale-1ela-1i-Talrolilola 


eltelay 


THE HUENEFELD CO. CINCINNATI (25) OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 
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